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FREEMAN 
SHOES ! 











SPACE 


1300-I-IA 


(AT THE ELEVATORS) 


NATIONAL 
SHOE FAIR 


STEVENS HOTEL 
CHICAGO 
JAN. 3 a 4 = 5 oe 6 






SAY “13” to the elevator starter at the 
Stevens—and make Freeman Shoes your 
first port of call at the National Shoe Fair. 
_ . . The Freeman Line, completer than 
ever, will be the talk of the Fair... . 
The new Freeman Bootmakers will “stop 
the show.” .. . | 


SAY “13” to the starter and see the men’s 
fine shoes that will put thousands of 
America’s best shoe merchants “in the 
money” in 1938. 


FREEMAN SHOE CORPORATION, Betoir, Wis. 


FREEMAN SHOES 


WORN WITH PRIDE BY MILLIONS 
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VOICE of the TRADE 


HOW many customers have we to 
epen the year 1938? The Census 
Bureau estimates 129,257,000 —a 
gain of 828,000 over July 1, 1936, 
and 5,482,000 over 1930. So all 
our fears of overproduction need 


Oo NEW 
CUSTOMER: 


WAG 


OOO NEW 
8180 as 
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to be laid down against the num- 
ber of customers we have and we 
gain with the passage of time. 

New York showed the greatest 
gain and Nevada the least. 


* * * 


EXARL CONSTANTINE, manag- 
ing director of the National Asso- 
ciation of Hosiery Manufacturers, 
says: 

“The economic, social and politi- 
cal changes during recent years 
have brought to the front the clear 
fact that in industry wide planning 
and guidance are essential; and 
that it is the prime function of a 
national trade body to provide this 
leadership and guidance.” 


* * * 


MERRILL A. WATSON, execu- 
tive vice-president of the Tanners’ 
Council says: 

“Within a space of four months 
(in 1937), raw material values 
dropped 40 per cent or more; de- 

mand by retailers, manufacturers 





and tanners for finished goods and 
raw materials respectively, has 
shrunk to the 1932 level or less. 
That is a state of affairs sufficiently 
abnormal to justify the belief that 
it is more or less temporary. Should 
the belief, widely held today, that 
lyusiness has not entered a long tail- 
spin, be vindicated, a measure of 
stability and then recovery will be 
evident in 1938. Recent efforts to 
restore business morale may be a 
fundamental contribution in_ this 
respect. From past experience, the 
consuming goods industries should 
be among the first to benefit from a 
reversal of the business trend. Con- 
sumption of shoes, textiles and simi- 
lar goods is always more stable 
than product. Inventory excesses 





are liquidated with relative speed, 
which is not the case, of course, in 
the durable goods industries. The 
extent of the drop in shoe produc- 
tion is an assurance that excesses in 
shoe stocks have declined and are 
being removed because retail con- 
sumption has held up comparative- 
ly well. Even though consumer in- 
come declines, consumption of foot- 
wear does not fall off in the same 
ratio as production.” 
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ANTHONY H. GEUTING says, 
timely ; 

“A philosopher once said: ‘No 
man ever achieves greatness unless 
he has a cause to serve that tran- 
scends his individual self.’ 





HEH -HEH — 1M 


“Only when you forget yourself 
are you on the road to greatness. 
When waiting upon a customer, 
never fail to promote your great 
cause which is to build your suc- 
cess by means of the organization 
of which you are a part. Be cheer- 
ae a smiling countenance 
smooths away sales resistance. 
Whatever you do, do it with cheer- 
fulness. Don’t be grudging about 
Re ses Don’t act as though you 
were conferring a favor. 

“A customer entering the portals 
of your store, when received with 
courtesy in a ‘peppy’ way by a 
salesman radiating dependability 
and enthusiastic service, is instinc- 
tively moved into a receptive buy- 
ing mood. 

“Tt is important that your cus- 
tomer appreciates the highly spe- 
cialized knowledge of merchandise 
that exists throughout your entire 
organization; that every member of 
the firm is personally interested in 
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the customer and is constantly 
studying the service to make it bet- 
ter. 

“There is no member of the firm 
who cannot be called upon at any 
time, so intimate is the feeling in 
dealing with patrons. 

“The first thought of the entire 
organization is courtesy; second, 
‘pep’; third, dependability; and last 
but not least, the desire to do every- 
thing possible to merit the good will 
of customers, so they, in turn, will 
recommend their friends.” 








BARLING NELLIE GRAY 

Oh, my darling Nellie Gray, 
They have taken her away, 
For she has to have a surgeon 
Treat her feet! 

* * * 
She had lost her pep and starches, 
She was sick with fallen arches, 
And she almost needed crutches 
On the street! 

*’. * *& 
Oh, I told dear Nellie Gray, 
That a darling has to pay 
If she cheats her dainty tootsies 
Year by year! 

. © * 
But I couldn’t get a hearing 
When I spoke on under-gearing, 
So it’s knife and anaesthetic 


For my dear! 
J. Edw. Tufft 








PICKETING is a profession all 
its own—with perhaps 100,000 
sandwich men passing up and down 
in front of stores, factories and 
buildings, the length and breadth 
of America. 

Picketing has had a cancerous 
growth and is now made totally 
ineffective by public indignation. 
The last straw was the picketing 
of a store in Brooklyn, New York, 
because it had advertised in the 
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—Comes the Holiday Season. 

—When gifts and felicitations and 
cheery thoughts supplant the cus- 
tomary trials and tribulations of 
harassed mankind. 

—lt's so much pleasanter to be 
cheerful than depressed; 

—And the spirit of cheer is so con- 
tagious at this season of the year 
that the pessimist is forced into 
solitary confinement. 

—Problems we have, and will con- 
tinue to have, as long as man is 
progressing towards his Utopia 

—But Good Sailors are never made 
by smooth seas— 

—It's the heavy weather that makes 
true and skilled mariners. 

—So, we of the Boot and Shoe Re- 
corder staff, take this welcome 
opportunity to wish you and yours 
a Very Merry Christmas 

—And express the sincere hope and 
belief that the coming year will 
be one of healthy progress and 
satisfactory profit. 


Zot 6 Tee 


President 





Brooklyn Eagle and the strikers had 
a bone to pick with that newspaper. 
That shows how far picketing was 
going; but Justice Meier Stein- 
brink stopped it with an injunction 
in the Supreme Court of Brooklyn, 
prohibiting picketing so far afield. 

He ruled that the defendants 
have the right to publicize in every 
lawful manner the fact that they 
are on strike against “The Brook- 
lyn Daily Eagle,” but in publiciz- 
ing this fact they may not use the 
names of “Eagle” advertisers. The 
defendant’s activities, he said, “are 
unquestionably intended and calcu- 
lated to intimidate and coerce the 
plaintiff. The right to carry on 
business—be it called liberty or 
property—has value. Freedom to 
conduct a business, freedom to en- 


gage in labor, each is a property 
right. Threatened and unjustified 
interference with either will be 


prevented.” 
* * * 


RROBERT L. LUND of St. Louis, 
Mo., says: 

“There is no nation on earth with 
less cause for gloom and pessimism 
than the United States. Industry 
has, however, failed in one impor- 
tant respect—it has failed to tell 
the public of its achievements. We 


AW — 


WE'LL PRES A 








have been so busy producing more 
and better products at constantly 
decreasing prices, that we have neg- 
lected to tell our neighbors how 
and why this progress has come. 
“Legislation does not produce 
wealth. It never has and never 
will, and when scarcity is legis- 
lated, wealth is curtailed and there 
is less to divide among the Amer- 
ican people.” 
* * 
EF young America continues to 
“swing,” skirts will be knee-length 
and shoes will have wider toes. At 
least that is what Eleanor Powell 
predicts, and Miss Powell, more 
than anyone else, should know. 
“During the past few months, 
dancing has increased in popularity 
to amazing degrees. America has 








literally gone ‘dance mad’ and to a 
degree not enjoyed since the era 
of the Charleston and Black Bot- 
tom,” says this M-G-M dancing star. 

“At the time those dances held 
sway, skirts became very short and 
shoes with short vamps and round 
toes were most popular. Today, 
with all the ‘swing’ numbers, and 
dance crazes such as the ‘Big 
Apple,’ history promises to repeat 
itself. In the first place, the dances 
are much too active to be done 
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properly in long, flowing skirts and 
shoes which are not most comfort- 
able. Short skirts are a necessity 
for executing the many difficult and 
intricate steps that go with the 
‘swing’ type of music. When skirts 
go short, watch the shoe vamps 
doing likewise.” 


* * * 


THERE has just passed away at 
Brandon, Canada, a shoemaker who 
proved the truth’ of the old better- 
mousetrap adage. George E. Tacka- 
berry, maker of hockey boots, is 
dead. Back in the days when the 
parents of many present day hockey 
stars had not even met, George 
Tackaberry made a pair of hockey 
boots’ for the now legendary Joe 
Hall, team-mate of Art Ross (now 
skipper of the Boston Bruins). 
Joe’s boots brought orders from 
other stars of those days—Lester 
Patrick among them, until Tacka- 
berry hockey boots came to be 
known and coveted in twenty-three 
countries. Latterly he had con- 
tracts with Canada Cycle and Motor 
Company for his output. The in- 
troduction of hockey to the United 
States, to England and Europe nat- 
urally brought a greatly increased 
demand for Tackaberry boots, but 
every pair was still hand-made by 
George himself and a very few men 
he had trained. He was at his 
bench until only a few weeks ago. 


* * * 


SHOE strings have their various 
uses! Two men, wearing smoked 
glasses, held up the Milroy Banking 
Company in Milroy, Pennsylvania, 
and bound the officers with shoe 
strings so tightly that they couldn’t 
extricate themselves in time to ring 


the alarm. 


* * * 


66H ERE it is December with the 
temperature still in the 70’s and 
the boys are buying those black 
and brown grain shoes with the 
Napoleonic tap-soled oxfords just 
like it was below zero here,” ob- 
served Alex Hamilton of Los An- 
geles. 

“There is absolutely no climatic 
necessity why the college and high 
school kids should cart around all 
that leather, as those soles run 
around 25 irons, all told. The only 





1937 


reason we are selling so many is 
that this type of shoe is new to the 
boys, and that, in the final anal- 
ysis, is what is keeping the young 
man’s trade alive. Give them 
something new that they like and 
they will buy it. None of the pres- 
ent generation has seen these tap- 
soled shoes, hence to them this 
type of shoe is something new. 
They sure get their money’s worth 
in shoe leather in these shoes.” 


* * * 


FELIX MENDELSOHN of the 
Auditorium Hotel in Chicago is 
known as the publisher of “Chicago 
and Its Makers,” as the director of 
the annual food show at the Coli- 
seum, and as a collector of old play- 
bills and autographed photographs 
of stage stars. Yet of none of these 
is he prouder than the fact that he 
claims to be the only man in 
Chicago who still wears button 
shoes. He wears them every day, 
regular high top button shoes. He 
buys two ‘new pair a year from an 
eastern firm, he says, and spends 
$14 a pair. And he carries the tool 
that goes with them on his key ring 
—the old-time button hook. He says 
as far as he knows there are only two 
other Americans who wear them— 


Charley Chaplin and O. O. Mc- 
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Intyre. He says he sticks to them 
because he found them comfortable 
in the first place. His claim is chal- 
lenged, since it is reported that a 
few (but very few) other Chicagoans 
have button shoes made especially 
for them. 


* * * 


WILLIAM TRUFANT FOSTER, 
who has spoken before many of 
our trade gatherings, is very em- 
phatic in the belief that “Business 
cannot supply payrolls without 
profits: therefore Congress must 
use the profit-incentive for all it is 
worth, since the government has no 
substitute to offer.” 


* * * 


MIANY a merchant has faced the 
problem of trying to build shoes 
for infantile paralysis cases. Now 
comes a surgeon in New Orleans, 
who has a method of stopping the 
growth of one leg, so as to parallel 
the stride. Already he has cor- 
rected the legs of twenty-nine chil- 
dren, by a method of chiseling out 
cores of bone from the long bones 
of the leg at the knee, in much the 
same way that the core of an apple 
is removed by a paring knife. 

The operative procedure is rela- 
tively simple in children. 


























"He explained about the reindeer all right, but he can't talk hisself out of 
them sport shoes.” 
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EN Phoenix, Ariz., the shoe merchants must be very 
good guessers. 

They live in a city where the average winter tem- 
perature is 68 degrees. Blazing sun and warm winds 
are typical of December. Vacationists from all parts 
of the country stroll the streets, gaping at cowboys and 
indian curio shops, and giving the town a continual 
holiday atmosphere. 

Consequently, in Phoenix the Spring season starts 
early. Right after New Year's comes the showing of 
Spring styles. Phoenix shoe men have to order their 
Spring stock by as early as October—long before most 
of the rest of the country—and pray they’re getting stuff 
that will sell. 

What are these Phoenix merchants gambling on for 
Spring? E. A. Thomi, acting manager of Goldwater’s 
Department Store, likes the lower cuts in shoes, with 
lots of open toes and sandal types. In color, he is 
enthusiastic about the new tan with a reddish cast to it, 
a shade lighter than British or luggage tan, and called 
different names by different manufacturers. 

Raymond McClanahan of Korrick’s Department 
Store is strong for beige with tan and brown trim. 

“A lot of people disagree with me, but I'll stick to 
my opinion,” he says, “I’m buying beige in both suede 
and gabardine, and I’m going to sell them, too.” 

How to bring in the vacationists is an important 
problem, especially to the higher-priced shoe stores. 

Wetherby-Kayser’s, a branch of the big Los Angeles 
store of the same name, finds it profitable to make 
friends with the clerks at information desks, the bus 
drivers, and tourist guides. Then, when visitors to the 


BOOT AND SHOE RECORDER, December 18, 








1937 


Adventures 


Surveying Retail Conditions in Typical 
Trading Centers of the Southwest and 
Midwest, Miss Burton Picks Phoenix, 
Ariz., for Her Second Story of How 
Successful Shoe Retailers of Today 
Are Building Better Business—She 
Finds Good Advertising Brings the 
Ranchers and Their Families 

from a Hundred Miles Away 


B\ 


to Buy Shoes. 





Arizona Biltmore and Westward Ho, and the swanky 
dude ranches around Phoenix, ask their driver to 
recommend a good shoe store, he naturally takes them 
to Wetherby-Kayser’s. 

Goldwater’s Department Store, which is celebrating 
its 75th anniversary in Phoenix, has frequent fashion 
shows at the smart hotels, for children’s styles as well 
as adults’. At first the store’s shoe department was 
worried because spectators were so busy looking at 
the gowns being modeled that they forgot all about the 
shoes. But now they get out printed programs, with 
descriptions of the shoes, and a great deal of business 
results. 


FROM November to April Goldwater’s do a tremen- 
dous business in evening sandals, ranging in price from 
$7.75 to $18.75. Their three most popular models are 
a gold kid sandal, a white satin and silver mesh, and a 
black crépe and satin sandal with gold piping. Re- 
cently they high-lighted their sandals with an interest- 
ing window display, “Styles from Hollywood,” pro- 
vided by the manufacturers of Fern sandals. A minia- 
ture movie camera mounted on a glass display stand 
gave the Hollywood atmosphere—around it were san- 
dals in every price range. 

Thomi also does a big Chiristmas in bedroom slip- 
pers, and does it efficiently. At the opening of the 
Christmas season he puts a large display case at the 
entrance to the shoe department, containing one pair 
of every type of slipper he has in stock. He says it 
speeds up selection, and saves a lot of steps. 

Vacationists make up only one part of the Phoenix 
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in Shoe Shopping 














“Shoes That Dance in Desert Fashions” was the showcard title 

for this window, designed by Robert King, display manager for 

Goldwater’s, Phoenix. It shows the high level of retail promo- 

tion attained in this Arizona metropolis, that serves an area as 
large as half a dozen eastern states. 





market. In 1936 the city had an estimated population 
of 58,500. The metropolitan area, which includes the 
nearby towns, was 111,078. 

As the largest city in Arizona, Phoenix serves a trad- 
ing area as large as half a dozen eastern states. Ari- 
zona is a prosperous ranching country, with almost a 
million head of cattle, and more than a million sheep. 
Ranchers and their families come from a hundred miles 
away to buy shoes. 

Phoenix shoe merchants do their best to woo this 
trade, particularly by direct mail advertising. The 
Peacock Bootery is one of the strongest supporters of 
direct mail promotion. Mrs. Fred Cooley is managing 
the store, since Mr. Cooley’s death recently. 

The Bootery, in building up its mailing lists, believes 
in making the most of people who drop in for Mid- 
summer and Midwinter sales. They know that during 
sales many people come into the store for the first time. 
Often, merchants check these people off as bargain 
hunters—all right to help clean up the stock, but not 
good for anything else. 

The Peacock Bootery has a different idea. They feel 
that sales are one of the best of all possible times to 
build good will. People coming in during sales are 
treated as potential customers for the highest price 
shoes. Their names and addresses are taken; and fol- 
lowed up with personal direct mail; they are paid 
every courtesy and made to feel especially welcome. 
And many times they have been turnd into loyal, steady 
customers. 

The Bootery sells lots of handbags. One reason is 
the way the bags are displayed. They are not just on a 


by MARY JUNE BURTON 


counter near the entrance, or behind a glass case. 
They’re on display racks placed casually by the seats, 
where the customers can’t help seeing them as the 
women are being fitted. This does two things. First, it 
often creates the desire for a particular bag, and re- 
sults in a sale which would not be made otherwise. 
Second, it gets customers into the habit of thinking 
of the store when they want to buy handbags. 


ALSO important in Phoenix is Stone’s Red Goose 
Store, which has built up a nice business in shoes for 
children and growing girls. 

“We spend between $800 and $900 a year on free 
toys,” says Kenneth W. Hedgepeth, store manager, 
in charge while Stone is ill. “That makes a big item 
in our overhead, but it’s worth it. Like some other 
children’s shoe merchants, we’ve found it creates good 
will for the store and helps keep the children quiet 
while being fitted. But even more important, the toys 
are one of our chief means of advertising. 

“I expect pretty nearly every child around Phoenix 
has played with one of our favors, with the stamp of 
Stone’s Red Goose Shoe Store on it somewhere. If 
one child takes his toy to school, soon all the other 
children are begging their mothers to take them to 
the Red Goose store. 

“When the little rural schools and the private schools 
in the towns outside Phoenix have parties, we often 
donate little favors like cut-out dolls and puzzles for 
their fish pond drawings, and various contests. Each 
time we do that, between 150 and 200 children, as well 

[TURN TO PAGE 34, PLEASE] 























Gallery of Pumps 
for Spring 


Left to Right—Gabardine and calf in a version of V-throat from U. S. 
Shoe Corp. (Licensed by Schwartz & Benjamin.) Perforated suede opera 
pump from E. P. Reed. Tailored pattern in gabardine and patent from 
Gregory & Read. Pump in reversed leather and calf—Styl-Eez from Selby. 











Bow trimming and cut- 
outs in patent on a 
simple kid pump with 
gore and comfort fea- 
tures. Physical Culture. 
“Tango,” an opera pump 
in kid and other leath- 
ers with a gore to en- 
sure proper fit. Brauer 
Bros. Scrolls to trim a 
pump in reversed leather 
and smooth calf. Rice- 
ONeill. 


by 
ELEANOR M. 
RUTLEDGE 
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Appearances may be deceiving 
but this is still a pump and 
with the famous V-throat. (De- 
sign - patented). Open toed 
suede with print trimming in 
opened-up vamp. Schwartz & 
Benjamin. 


FFOR the past few seasons, fashion interest has been 
centered on the high-cut shoe. Now the pendulum 
moves in the opposite direction toward lower types. 
Increased popularity of pump patterns is the logical 
result. There is never a season when good business is 
not done in pumps, but this Spring they are more than 
staples. They are the focus of fashion and sales 
interest. 

In its December news survey, the National Shoe Re- 
tailers’ Association gives pumps first place in the 
high fashion lines, second in volume, and third in 
feature shoes. They are being sold in a variety of 
patterns—opera and gored, plain and trimmed—but 
the newest notes are the gored, the trimmed, and the 
V-throat types. The designer who has been working 
on the larger areas of high-cut shoes during the past 
few season, is discovering that a smaller surface also 
offers opportunities for many new pattern treatments. 
He has learned that his trimmings need not always 
lie flat and within the actual surface area of the shoe, 
and so he has found a whole new world of exciting pos- 
sibilities in wings, flares, and scrolls. Gone is the day 
—we hope—of complaints because only opera pumps 
were shown in the fashion reviews and magazines. The 
emphasis is somewhat the other way today, although 
the finely made, plain opera pump will always have 
fashion and selling significance. 

From the style angle these 1938 patterns should sell 
themselves right off the shelves. No work for the sales- 








The swing of fashion toward lower cut 
shoes brings the pump back as 


a volume and style leader 


man there. But what about the question of comfort and 
fit? Is there any truth in Life’s description of the 
pump as “a subtle instrument of torture?” Or is this 
opinion of a leading authority on women’s shoes a 
little nearer the facts of the case? “The pump,” says 
she, “is a triumph of shoemaking.” 

Of course, the whole problem of pump fitting grows 
from the fact that there is nothing to keep the shoe on 
the foot except a very delicate adjustment of propor- 
tion, weight, and pitch. Otherwise, the whole weight of 
the body is thrown forward on the toes, which are 
already working desperately hard clutching the sole of 
the shoe in order to hold it on. The coupled arch did 
much to help that situation. Broadening the area on 
which the heel rests, and tightening the top of the shoe 
also help to keep the foot back in its proper position 
in the shoe. Modified walled lasts and soft toes are 
relieving the pressure on the toes. The use of goring— 
usually concealed but sometimes made a definite trim- 
ming detail—is making possible a better fit around the 
top of the shoe and is helping to prevent the shoe from 
hiting over the instep. Other improvements in last 
making, are also doing away with this major source 
of trouble in pump fitting. 

One of the main reasons why salesmen should be 
able to talk intelligently about the construction of 
pumps is because most women, for the past few years, 
have been wearing broad-toed sandals most of the day. 
They have been accustomed to feeling their toes slip 
into a shoe and straighten out flat and comfortable. 
The salesman would be wise, especially if his customer 
is not a young girl, to start her with a wide-toed pump 
in a 17/8, 18/8, or 20/8 heel—all volume heights. 
She will probably like their appearance anyhow be- 
cause, in most cases, she has grown used to her feet 
having a broad appearance. However, with the pres- 
ent improvements in construction, there is no reason 
why a medium or narrow toe.should not also be com- 
fortable if she has a narrow foot. 

In making pumps for 1938, designers and manu- 
facturers have had to answer two questions. First, how 
can the construction of pumps be modified to satisfy 
the sandal-minded woman, who has learned that pride 
need not necessarily suffer pain? Second how can 
they be styled to meet the present taste for trimmed 

[TURN TO PAGE 34, PLEASE! 
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Two “reverse” cuts, which your paper can have made, 

are arranged to make this ad layout stand out. The 

story of the sale is placed in the left hand column. 

Several leading values a< pictured or described in 
Ox. 


ENVENTORIES somewhat heavier than usual for 
close-out everywhere + 


Promotion Funds generally curtailed + 
BB OMBAST and exaggeration tabooed — 


a need for powerful promotion that STANDS OUT 
stronger than any others, without yielding to unbe- 
lieved superlatives—a program that dramatizes savings 
in a striking yet sincere manner—an idea that compels 
attention without creating doubt. Now, more than ever, 
the consumer’s mood demands care and caution that 
everything you say and do deserves the complete con- 
fidence of your community. 

And it’s not at all difficult! That is, if you start with 
a good idea that stands out, gets attention, and allows 
complete tie-up throughout the entire sales campaign. 

A good idea can be put over simply—yet have a 
wallop! A prize-winning poster pictured a dirty hand 
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reaching for a can of soap. Don’t worry too much 
about thinking up something complicated or new. As 
someone has said, “Everything has been done,” but it 
can be done differently. A great showman once said, 
“A good old idea is better than a poor new one. The 
test is, does it sell tickets?” 

Merchants who believe that “a big store can do 
things a small store like ours cannot do” should check 
up on Macy’s, one of the world’s biggest stores. This 
Fall they used a streamer—Macy’s famous houseware 
sale. The printed streamers were caught on the large 
posters to simulate a flag waving—EYE CATCHING! 
DIFFERENT. They highlighted “Banner Bargains.” 

In July they featured “Macy’s July Hit Parade” with 
daily “unadvertised spotlights,” using the old idea of 
the “spotlight.” The teaser series featured a bill- 
poster, pasting up posters carrying various messages. 
The biggest bargains were billed as “smash hits”—- 
others were four-star features, and so on. Not one was 
a new idea; not one was a spectacular stunt, but every 
one was played up clear across the board—at a time 
when all competitors were sale-ing the same lines. 

Judging by results—continuity beats cleverness. It’s 
smart to be simple, direct, obvious. Cleverness is only 
a poor substitute for competence. Just remember to 
build your January sale campaign around a series of 
strong, traffic-bringing features, tied together by a 
dominating theme, using 

1. Newspaper ads or circulars, having extra copies for 
mail enclosures and package stuffers. 

2. Send a post card, letter, or advance proof of sale an- 
nouncements to regular customers—usually allowing cour- 
tesy days before the announcement to the general public. 

3. Dramatic windows—traffic-stoppers, but so arranged 
that the shoes and groups of shoes at various prices can be 
seen very easily. 

4. Interior decorations and merchandise displays should 
tie-up with ads and windows. Sale merchandise should be 
“sampled,” and odds and ends put out early to catch bar- 
gain hunters. 

5. Keep staple merchandise sized up, and add a few new 
styles as “sweeteners.” Often women can be switched to 
new shoes in addition to a sale purchase, or sold new styles 
+ ay no satisfactory shoe can be found in sale merchan- 

ise. 

6. Have salespeople keep alert, and handle the merchan- 
dise with care and consideration to impress the customer 
favorably. Too often, careless service gives a customer a 
very bad impression. 
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Successful Sales Will Avoid Bunk 

and Bombast; Use Dramatic Eye- 

catching, Attention-holding Ads 
and Displays. 
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by B. E. ANDRUSS 


The letter R in the cut-out lettering at the 
top of the sloping display is set just enough 
out of line to get attention. The sloping 
surface is of Compoboard, supported and 
braced from the back with a light wood 
frame. Small cleats catch the shoe heels. 
The divider strips of wood are painted a 
contrasting color. Lights, with a flasher sys- 
tem in a trough in back and just below the 
lettering, will give extra attention value to 
the setting. 





7. Plan to switch displays in the store to prevent any 
monotony—and to bring different merchandise to the at- 
tention of the customers who may be “repeaters.” 

8. Enclose an ad reprint headed “INCLUDED IN OUR 
JANUARY CLEARANCE ARE” and list the various items 
with prices. These can be in a convenient size to hand to 
customers entering the store, also. 


The ad layout given uses two “reverse” cuts and an 
attention-compelling arrangement in a_ three-column, 
ten-inch space, giving ample room for introductory 
copy. a number of items and several illustrations. At 
the left use general announcement copy: 

If you like to save money—if you like to wear good shves, 
you'll come as soon as ever you can to choose from the fine 
quality footwear offered at very substantial savings in this 
Clearance. 

Every shoe is from our own stock. That means you can be 
sure of the quality. Most of the shoes are this season’s 
styles reduced because sizes are broken. Some are shoes from 
































earlier in 1937—with reductions that make them very inter- 
esting values. A few are slow movers that looked good to 
us but didn’t take—so prices go ’way down to assure quick 
action. 
With such a variety you’re sure to find shoe values that will 
interest you—that you’ll be very glad to have—whether for 
man or woman, boy or girl. 
But we must request that you choose carefully BEFORE 
you buy. At clearance prices all sales must be final—we 
cannot accept any sale shoes for exchange or credit. And 
we cannot send any sale shoes C.0.D. Please come early-— 
it means better selection for you. 
Be sure to give good descriptions of the various price 
groups, stating the styles, materials, colors, size ranges 
and prices, and any other information that will help 
the reader to know about the shoes. Remember—one 
reason why a sale very often draws only the store’s regu- 
lar customers is because the ads are limited to a sale 
[TURN TO PAGE 36, PLEASE] 














A wire run through the window ceiling 

is fastened to a rotating disk, raising and 

lowering the end of the top sign; a screw 
holds the other end. 











Using a 4 x 8 foot piece of Upson board 
for the back, make a box of 10 inch 
lumber with sloping shelves inside, hav- 














ing light cleats. Paint white. Use cut-out 





white lettering on bright red board for 

the top sign and a blue board for the 

name sign. Shoes are grouped by price 

ranges on the sloping shelves. Simple 
but DIFFERENT. 


























PERCY S. STRAUS 


PERCY S. STRAUS, president of R. H. Macy & Com- 
pany, New York, will open the National Shoe Fair, 
Chicago, at a joint luncheon in the Grand Ballroom 
of the Stevens Hotel, Jan. 3, to be jointly sponsored by 
the National Boot and Shoe Manufacturers’ Associa- 
tion and the National Shoe Retailers’ Association. He 
will speak on present conditions as seen through the 
eyes of a retailer, and will attempt to combat the attacks 
which have been thrust at retailing. Mr. Straus is par- 
ticularly fitted to discuss this, for his position as re- 
sponsible head of Macy’s is one which demands a clear 
understanding of conditions and of the means of re- 
moving seemingly unsurmountable obstacles. For this 
reason and because shoemen are becoming increasing- 
ly conscious of the necessity of scientific principles 
applied to buying and selling under today’s peculiar 
requirements, Mr. Straus’s talk “A Retailer Looks at 
Present Conditions” is expected to attract a capacity 
crowd. 

Another headline address dealing with business con- 
ditions will be delivered at Tuesday’s luncheon meeting 
by Herbert N. Lape, president of the Julian & Kokenge 
Company, women’s shoe manufacturers, of Columbus. 
Mr. Lape will discuss business conditions as related to 
the shoe industry and probable trends of prices and 
profits in the early part of 1938. 

Another feature of the Fair will be the Store Manage- 
ment and Expense Control Clinic—one of the educa- 
tional features inaugurated at the first Fair, and one 
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TO SOUND 
KEYNOTE 
at the 
SHOE FAIR 


Percy S. Straus, President of R. H. Macy 
& Company, New York, Scheduled for 


Address on Opening Day. January 3, 1938 


which is always received with genuine enthusiasm and 
utmost satisfaction by everyone in the trade, and par- 
ticularly by those who are engaged in operating retail 
shoe stores or departments. 

Members of the faculty of the School of Commerce, 
Northwestern University will be in charge of this work. 
This service is offered free, and is made available to 
every shoeman attending the National Shoe Fair. Pro- 
fessor Chester E. Willard of the Department of Organi- 
zation, Marketing and Control, Northwestern Univer- 
sity, will be chief of staff and will direct the work of 
the clinic. 

Those who have, in the past, made use of the service 
thus provided, have not hesitated to speak in the high- 
est terms regarding the benefits received. Problems 
which are peculiar to an individual store, created by 
any one of numerous conditions, such as price lines, 
size ranges, competitive situations, personnel, physical 
location, store layout and others of similar character 
have been diagnosed, and worthwhile remedies have 
been found. Last year, many of those who had received 
valuable help during the preceding year returned to the 
clinic to report satisfactory progress and to seek addi- 
tional guidance. 


THE section devoted to the clinic last year was one 
of the most active places throughout the sessions. It 
was not uncommon to witness a line of shoe dealers 
awaiting the opportunity to discuss their problems 
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with these merchandising specialists. The clinic is to 
hold consultations by appointment; these may be made 
in advance by any retailer who accompanies his report 
form with a request for an appointment at a specific 
time. 

In 1936, when the marketing and merchandising 
specialists on the faculty of the Northwestern Univer- 
sity School of Commerce were first made available to 
the clinic, the whole plan was an experiment. Would 
shoe dealers really submit their intimate and trouble- 
some problems to strangers? Or would these dealers 
—away from business cares for a few hours—continue 
to “whistle in the dark” and continue to hope for better 
“breaks” or the smiles of Lady Luck? Would these 
specialists be wholly academic in their approach to the 
problems of the dealers, or would their analyses bring 
fundamental difficulties into the open and their recom- 
mendations furnish practical guides to their correction? 


THE experimental period is past and the clinics have 
provided a most notable contribution to the practical, 
usable, and current fund of information which con- 
tributes the very essence of successful management. 
Successful the first year, the results of the second year 
exceeded the hopes of the most optimistic sponsors, and 
the clinics bid fair to become one of the most vital 
services available to shoe dealers. 

The following are some specific examples of assis- 
tance rendered by the clinic. One merchant submitted 


JOHN REILLY 


HERBERT N. LAPE 


a potential plan of expansion of his operations in his 
city. A careful study of his operating results, the char- 
acter of his competition, the population served by his 
community and store, the current economic conditions 
in his locality, the clientele which he proposed to serve, 
and the objectives desired led to a modified program 
which has proved to be sound. 

A shoe dealer in need of a store manager and a store 
manager seeking larger opportunities had been unable 
to reach a common ground on which to get together. 
They arranged a meeting with a member of the clinic 
who evolved a satisfactory solution which was accepted 
by both and the deal was closed. 

Price lines and size ranges were found to be the 
real problem of a third store owner who was assisted 
in arriving at a sound answer. 

A fourth operator and part-owner was considering 
a change in the capital structure of his organization. 
An unprejudiced analysis proved that the change would 
be too costly. Numerous examples of unbalanced ex- 
pense items were found and remedial measure recom- 
mended. 

An interesting feature of the Fair will be the style 
revue. John Reilly, men’s fashion editor of Boot AND 
SHOE RECORDER, will be in charge of the men’s section 
of this revue to be held in the Grand Ballroom of the 
Hotel Stevens, Tuesday evening, Jan. 4. At this meeting 
models will display the new styles in men’s shoes for 
Spring and Summer, 1938, and Mr. Reilly is expected 


to make some interesting and valuable comments. 








— Beka 
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AMERICAN industry is aroused to the necessity of 
carrying on courageously in the interest of the Ameri- 
can public. The abruptness of the recession brought 
a fear that was demoralizing. Perhaps there was some 
capitalization of this fear on the part of those who 
wanted to “bear” prices and those who wanted to give 
government a sharp lesson. The rules of business are 
pretty iron-clad . . . no orders, no work. But many 
a plant might have carried on, building stock for 
future, in some lines of businesses—to taper off em- 
ployment and make it easier for the worker. But a 
devastating fear knows no remedy other than a full 
stop, with time to think. Maybe that very abruptness 
has been a good thing, because, at this very moment, 
government and business have been forced to be part- 
ners rather than antagonists. 

The administration and Congress will now listen to 
the voice of reason. Unless there is activity, and de- 
velopments in industry, government cannot go on. 
There are certain indications of policies and practices 
being corrected, to give more security and safety to 
capital. Some one has said: “Capital will work for 
2 per cent if there is no risk; but will not work for 
10 per cent if all might be lost.” Washington is realiz- 
ing this and the next phase of recovery will see a closer 
cooperation between government and business. 

It is true that we have made an abundance of shoes; 
but remember always, that shoes are perishable. Time 
and fashion destroy values faster than wear and tear. 
We cannot, in the shoe business, afford to lose our 
sense of proportion. Spring shoes cannot be made in 
a month to fill all stores, everywhere—for new shoes 
must be made—come what may. 

Believe it or not; more harm was done the shoe trade 
by the hullabaloo about Czecho-Slovakian competition 
than was done by the eight weeks of recession. John 
A. Bush, of the Brown Shoe Company, hit it right on 
the head, when he said: 

“T do feel that the serious thing about these Czecho- 
Slovakian shoes entering the United States without an 
adequate duty to make them equal in value with what 
is produced by American workmen, is the fact that the 
prices of our own shoes are diluted by that operation 
and we are constantly pulling down the real value of 
American-made shoes, made by American workmen, 
under American conditions.” 
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A Time for Partnership—Or Else 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


How true his words were in the action of that part 
of the trade that deals with low-priced chains and mail 
order houses. All you could hear at the volume show 
in New York the last days of November and the first 
days of December, was: “Give us a shoe to retail at 
$2.00, that’s the miracle price. The volume manu- 
facturer, in turn, replied: “We'll show those foreigners 
what we can do. We're just as smart, even smarter.” 
Then the chisel was used with a vengeance, on all the 
supplies that go into shoes. Then pressure was put on 
labor and, because of a coming cold Winter and the 
constant improvidence of the working man, wages were 
cut willingly by labor. 

After ali the hurly-burly, the big retail operators — 
having maneuvered the shoe makers into a lower field, 
only dished out orders in dribbles and drabs. Things 
are no better in that demoralized cheap market—with 
all the wordy battles of price. 

The terror of this sharp practice is that it penalizes 
strong and efficient business, for it, in turn, cannot in- 
dulge in the labor squeeze because of employment poli- 
cies made permanent over the years. This trading on 
human misery, for that’s what it is, is one of the damna- 
ble incidents of a fear period. 

In a way, it would be a much better thing for the 
shoe industry, as a whole, if it were unionized com- 
plete, as is printing under the historic typographical 
union. Printing craftsmanship is appreciated and com- 
petition is on the merit of the work rather than on the 
competitive squeeze of labor. Certain demoralized 
shoe labor centers, with no bottom to their weekly wage, 
tend to destroy other centers and organizations that 
respect standards of living on the basis of a fair wage. 
Maybe the hour and wage bill will serve the purpose 
by taking labor out of the field of price competition. 

But sanity in business is returning swiftly. The hide 
market has strengthened. Material sources have had 
time to think and some sharp operators will be cut with 
their own tools. But the mischief is done—building 
shoes to a cheap price is in the picture from now on— 
the standard chains are being under-cut—and the bet- 
ter shoe market is in the battle of a lifetime. 
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Season's Greeting 
to the shoe trades— 
; wholesaler G volatiles 
— and lo wieh them a 


Happy and Prosperous New Dear 
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Every shoe store and shoe de- 
partment in the country could 
profitably merchandise some 
part of the Peters line. Many 
stores buy Peters Shoes and no 
others and do an outstanding 
job. 






You will find available more 
than 1000 In Stock styles for 
men, women and children for 


| | A smart line with patent- 
_ ‘ed features. Fashioned in 
| { all the newest colors, ma- 
‘ terials and patterns. Re- 
(tails profitably at $5. 





dress, play or work wear. These 
styles are made up of Specialty 
lines in all the various popular 
priced groups. Regardless of the 
retail prices you feature, it will 
pay you to investigate that part 
of the Peters line that will fit 
into your picture. It will mean 
profits and satisfied customers 
for your store. 












City Clubs to sell at 
$5 and $6 are second 
to none in style, leath- 
ers or workmanship, 














For more than 40 years the man on the fitting 
stool has known the advantage of selling attrac- 
tive, well-made, all leather Peters Shoes. They give 
satisfaction and bring the customer back. MORE 
THAN 8 MILLION PAIRS SOLD EACH YEAR! 


°e PUT New LIFE IN YOUR 
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| POINT A TAUE COURSE TO PROFITS 


| MUSKOGEE 


SHOE STORE 
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P This attractive store in downtown Muskogee, Okla., store is making profits and sales are increasing every 
. , 

I started less than two years ago with a stock of men’s, month. This is just one of the many stores doing a fine 
t women’s and children’s Peters Shoes. No other brands job on Peters Shoes in towns where competition is keen. 
t have been featured. Practically from the start a better You, too, would find it profitable to have ONE good 


than four time turnover has been maintained. The source of supply for all your shoe needs. 





Interior view of the 
Muskogee Shoe Store 
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Branch of International Shoe Co.+ ST. LOUIS, MO. Wc. 
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BUSINESS —- BUY PETERS SHOES 
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The 
RECORDER 
Candid Commentator 




























Above: Miss Kay Barker, New York 
heiress, tries on some ski boots in 
preparation for a Winter stay on 
Ushagat Island in the Bering Sea 
where she is to harvest a crop of 
blue foxes, the result of the thirty- 
one pairs she turned loose on the 
island eight years ago. 





Above: Max Rossman, of the 
Federal Shoe Company, looks 
over one of his new samples in 
the display room at the Volume 
Shoe Mfrs. Show. 


Right: Al Cerf, Venus Shoe 
Company, exhibits one of the 
new Spring styles, using a model 
for illustration, at the Volume 

shoe showing in New York 





e Right: One of the features of 
the Volume showing that at- 
tracted much attention was this 
full-blooded Indian who sat in 
one of the corridors and sewed 
moccasins by hand, showing how 
it is done in the factory in which 
he works. 














Left: Al Bogutz, head 
Bonwit Teller shoe 






Hoffheim and Al Shahl. - 
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SOFT BOX TOE 
AND COUNTER 
MATERIAL 


For Shoes in which special 


flexibility of Toe and Counter 


is desired 


This material gives extra pliability to 


the heel and toe portions of shoes. 


The use of this material in children’s 
shoes is the logical means of secur- 
ing desired strength with more than 
ordinary flexibility at toe and heel. 
Shoes made this way will appeal to 


parents for young and active feet. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Shoe Needs 


Of Business Exeeutives 


How a San Francisco Shoe Store Keeps in Touch with Customers by 
Mail and Telephone, Thus Raising the Rate of Pair Sales Per Year to 
a More Profitable Level. 


HAOW does a shoe store build up and keep the custom 
of the biggest executives in a city, maintain friendly and 
profitable relations with them over a period of years, 
make clients who, where the average man buys perhaps 
two pairs of shoes a year, will come in half a dozen 
times a year to make purchases of high-grade shoes, or 
give repeat orders over the telephone? 

This is the achievement of Newton’s, exclusive shoe 
store for men, 652 Market Street, San Francisco. The 
secret, according to M. E. Newton, owner, and William 
Prebble, manager, is found in personal, individual 
attention to every customer, knowing his feet, knowing 
how to make his feet comfortable and at the same time 
well dressed; in short, giving the service of an expert 
that is as much professional as commercial. 

Since 1930, William Prebble has been keeping card 
records of every customer who buys in the store, includ- 
ing full data on his feet and the shoes bought. Newton’s 
has a list of 8000 such customers. Fully half of the 
customers served by Mr. Prebble since 1930 are still 
coming back. Considering the number of deaths and 
shifts of residence in any large group of individuals, 
this appears to be an exceptional record. 

Newton’s stocks high grade shoes: Jarman, Footjoy, 
Padmore-Barnes Co. and Lewis, in a price range run- 
ning up to $22.50. Some of their shoes are hand made, 
hand sewed. 


“Our first thought is to make our customers’ feet com- 
fortable and happy. We do not sell on a price basis. 
Most of our customers are not of a type who buy on 
the price basis. We know our client’s feet and sell him 
the right shoe for comfort and appearance.” 

In 1930, Mr. Prebble started keeping a card file of 
every customer he sold to. The card shows the following 
information: Name and Address; Style Number; Size 
and Width of shoe sold; Price; Remarks; Date sold 
(place for eight sales on each card) ; Diagram of foot; 
how much arches spread or elongate. 

Across the top of the card, on both sides, are boxes 
in which to record dates on which the customer was 
contacted personally, by telephone or follow-up letter. 

Mr. Prebble never loses.touch with an active customer. 
The section on the card for “Reniatks” permits him to 
keep a record of the customer’s foot ‘peculiarities, and 
similar personal information. Every so often he refers 
to his cards and when he thinks it is time for that cus- 
tomer to be needing another pair of shoes, he drops 
him a line to that effect, or calls him on the telephone. 

“Customers know we have these records, and a busy 
man will often telephone, when he is especially satis- 
fied with a certain pair of shoes, to order another pair 
without even coming in. We keep a record also of such 
telephone orders. 

[TURN TO PAGE 42, PLEASE] 
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Our latest development — Diamond Brand Fast 
Color Eyelets with Aluminum barrels — are now 
available to shoe manufacturers in a wide selec- 
tion of standard colors and sizes. 


These new eyelets merit the consideration of 


manufacturer and retailer alike. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
























THESE SOLES 
WILL STAY 
ALIKE. This 
photo-elastic picture 
shows sections of two 

pe England Walton fibre 
\ ch sorted soles, accu- 
‘NS rately matched for fibre 


= construction — able to 


2 Bee withstand strains and 
\ 


=< DE stresses of flexing 
: “ ZZ / (shown by the curved 
ce, N/ lines) equally well. 
a / THESE WILLNOT 
‘ (lower) Less aps Angie 
matched, the sole on 
one foot will wear out 
before the other. 








BOOT AND SHOE RECORDER, December 18, 1937 





The floor of the stock exchange is no place for sole 
leather that can’t survive the wear a busy man gives 
it. Nor would such a meticulous man as he is, permit 
shapeless soles with curling edges. 

His shoe store gives him shoes with England Walton 
fibre-sorted soles, knowing that accurate matching by 
England Walton ensures equally strong support and 
soles that will keep their shape. 


ENGLAND WALTON DIVISION A. C. Lawrence LeatHER Co. 
Boston New York Philadelphia Chicago St.Louis Milwaukee San Francisco 
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Shoe Vleuss 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, DECEMBER 18, 1937 








NATIONAL NEWS 








Interest in Spring Shoes Noted on Coast 





Suedes Still in Lead but Interest Growing on Spring 
Footwear—Retail Trade Shows Gain 


SAN FRANCISCO, CAL—San Fran- 
cisco shoe stores are beginning to note 
inquiries about the new shoes for 
Spring wear, the greatest interest be- 
ing shown in black, blue and brown in 
gabardines, but so far as selling goes, 
black suedes still lead everything else 
in practically all San Francisco stores, 
especially the quality shops. 

Next in popularity for women come 
the Winter walking shoes in calf and 
buckskin, black, brown and blue being 
favored in that order. The sport ox- 
ford is another good seller. Hanan & 
Son find the better sport oxfords are 
selling well and prices holding up. 
Frank Werner’s find black suedes over- 
topping everything else, but pumps. 
oxfords, straps and even sandal-type 
shoes are doing well, the latter due to 
the dry weather. This store finds its 
best sellers in a price range of from 
$14.75 to $17.75. French and Cuban 
type heels are in demand. 

While November was considered a 
poor month by local shoe men, never- 
theless, most of them report that this 
November shows sales increases over 
November of last year. Chamber of 
Commerce reports indicate good condi- 
tions in the retail trade here, with 
each month gaining over the previous 
one for the past three months. Retail 
trade in September was 1 per cent 
above 1936 in the same month and the 
October report shows an October gain. 

The downtown shoe stores are push- 
ing accessories hard, led by _ the 
Frank Werner stores, the front of 
whose windows are featuring per- 
fumes, costume jewelry, corsages, 
fancy bags and a host of related items. 
Chandler’s, Hanan & Son, Regal Shoe 
Store, Kushin’s in Oakland, and many 
leading stores report the accessories 
departments are doing very well. 

In men’s shoes, the big sellers are 
blacks, in calf and kid, with heavy 
sports types coming next in popularity, 
especially the double sole models. Sev- 
eral stores report Norwegian grains 
in favor. 








DATES TO REMEMBER 


National Shoe Travelers Association 
Twenty-Seventh Annual Convention, 
Hotel Morrison, Chicago, IIl. 

January 1, 2, 3, 1938 


National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill. .......... Jan. 3, 4, 5, 6, 1938 


California State Style Show and Ex- 
hibit, Shoe Travelers Association of 
Los Angeles, Biltmore Hotel, Los 
Angeles, Calif.....January 9, 10, 11, 1938 


Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex- 
position, Hotel Radisson, Minne- 
apolis, Minn.....Jan. 9, 10, 11, 12, 1938 


Joint Convention and_ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas. 

Jan. 9, 10, 11, 12, 1938 


Michigan Shoe Dealers Association 
Annual State Convention, Hotel 
Statler, Detroit, Mich. 

January 9, 10, 11, 1938 


Indiana Shoe Travelers Association 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 


Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 


Boston Shoe Show and Convention, 
Hotel Statler, Boston, Mass. 
January 24, 25, 26, 1938 
Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
ee February 13. 14, 15, 1938 





Newton’s, exclusive men’s_ store, 
find browns going as well as blacks. 
Their biggest sellers just now are the 
Scotch grains, brogue types, Nor- 
wegian calfskins and fairly heavy 
types. Medium or narrow toes are pre- 
ferred. Prices are better. During the 
past two months the really big leaders 








in this store have been $10.50, $11.50 
and $12.50 shoes. In the cheaper lines 
the price range from $4.00 to $6.00 has 
been fairly popular, but not so much 
so as the higher-priced lasts. Kushin’s, 
Oakland, are doing well with wing tips 
in Scotch grains, with all heavier shoes 
in demand. 


Longini Continues Expansion 
Program 


CINCINNATI, OHIO—The Longini 
Shoe Mfg. Co. of this city, is continuing 
its expansion program. Charles 
Longini, vice-president of the company 
has announced the following changes 
in the personnel: 

W. J. Carey, formerly superintendent 
at the Vani-Tred plant of the Selby 
Shoe Company, has been named super- 
intendent in charge of production, and 
J. W. Frolicher, formerly superinten- 
dent of the Ohio Shoe Company, assis- 
tant superintendent and quality man. 
Several other changes have been made 
in the supervision branch. 

The organization is now complete 
and ready for their new schedule which 
calls for increased production in all 
departments. A. J. Sachs, sales man- 
ager, recently returned from New York 
where sufficient business was booked to 
start the plant on full-time production. 


Marconnet Joins 
G. E. Smith Shoe Co. 


CoLuMBuS, OHIO — H. E. Marconnet, 
for many years associated with the 
Selby Shoe Company of Portsmouth, 
Ohio, is now connected with The G. 
Edwin Smith Shoe Company of Colum- 
bus. 

Mr. Marconnet becomes the eastern 
representative of the Smith Company, 
and has established offices in New 
York City at 810 Marbridge Building. 

The G. Edwin Smith Shoe Company 
is placing on the market an entirely 
new line of women’s shoes, under the 
name of “Charm Step,” combining 
many new features in style and fitting 
in the medium-price field. The new 
line will also be shown at the National 
Shoe Fair in January. 
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Men's Shoes 
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“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U.S.A. 
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Nurses’ Shoes 
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Flexible, Shape Retaining 


NURSES’ OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 

Process 


IN-STOCK 


* 







aTes net ® 28 Goodhue St., Salem, Mass. 











Adventures in Shoe Shopping 
[CONTINUED FROM PAGE 17] 


as their parents see the stamp of our 
shoe store—and many of them are 
people who would never be reached by 
newspaper or radio. 

“We are careful to get toys that 
children of different ages will espe- 
cially like. Smaller children, of course, 
like bouncing balls and _ clacking 
crickets. When school opens in the 
Fall, we give tablets, or pen and pencil 
sets. The girls from 12 to 15 are 
thrilled with movie booklets, showing 
Grace Moore in ‘One Night of Love,’ 
or Fred Astaire, in ‘Shall We Dance?’ 
In the Spring, about the time they 
get out of school, we give them a set 
of hoe, rake and shovel—later, more 
inexpensive little toys to play with 
during vacation.” 

Stone’s has pretty much solved the 
problem of keeping up business during 
the Summer, when children are apt to 
go without shoes entirely. 

“We sell a world of barefoot san- 
dals,” says Hedgpeth, “nothing more 
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than a good stout sole, with a strap 
across the toe, and another around the 
ankle. At the beginning of the Sum- 
mer we work these sandals hard, ad- 
vertising them freely by newspaper 
and radio, and pushing them in every 
way we can. We tell the mothers that 
sandals will save their children’s 
arches—that city children, especially, 
should wear them because barefeet 
aren’t made for walking on hard stone 


‘and cement. Also, the sandals will pro- 


tect the children’s feet from broken 
glass, scratches and possible infections 
and still give them the coolness and 
freedom of bare feet. 

“I think these sandals could be 
played up in practically every part of 
the country, much more than they are 
now. They’re inexpensive, and the 
children don’t mind them. And I’ve 
never seen anything better for creat- 
ing additional volume in the Summer- 
time!” 


The Pump Comes Back 


[CONTINUED FROM PAGE 19] 


shoes? In other words, how can a 
transition be made from the glove-fit- 
ting, high-cut shoe with its multiplicity 
of fine detailing to the lower cut, less 
easy to fit and trim? 

A glance at these illustrations will 
show how some manufacturers have 
met these problems. We have not 
shown one of the most striking types 
of trimming—the winged and flared 
effects—because everyone is thorough- 
ly familiar with them and _ there 
already seems to be a trend toward 
lower treatments and a movement for- 
ward instead of upward over the in- 
step. High tongues, winged and flared, 
are still important trimming trends, 
however, and should be included in any 
well-stocked line of pumps. They are 
naturals in the transition from high 
to low cuts. 

Newer and of growing importance 
is the V-throat treatment, which differs 
from other pumps in being higher at 
the sides and lower over the instep, 
thus giving more support to the arch 
and removing all pressure over the 
instep. Definitely new and smart in 
outline, and comfortable in fit, this 
should be one of the most important 
pump patterns for this Spring. 

In the transition from high to low, 
several popular details have been car- 
ried over into pump patterns with con- 
tinuing success. Among these are the 
open toe and asymmetric treatments. 
A few manufacturers have also 
adapted the illusion line to a pump 
pattern. In this year of grace we 
should be prepared to see anything 
calling itself a pump provided it still 
keeps the basic pump line over the 
instep. Clever styling is important, of 
course, but even more impressive is 
the fact that one manufacturer reports 
the use of as many as ten different 
lasts in the manufacture of just his 
plain opera pumps. That is making 


PARENTS PREFER 
RETAILERS PROFIT 


The complete satisfaction given 
during foot development stages by 
Ideal Baby Shoes guarantees a 
strong preference by parents for 
shoes bearing Mrs. Day's name. 
Retailers operating successful ju- 
venile departments promote Mrs. 
Day's Ideal Flexible Hard Sole 
Shoes and get the patronage of 
this preferred group. 





STOCK No. 46! 


MRS. 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Soft 
Sole—Intermediate and 


FLEXIBLE HARD SOLES 


DAY'S 











the manufacture of pumps a fine art 
as well as an exact science. 





Shoeman Honored 


at Banquet 


OMAHA, NEB.—Robert Rosenzweig, 
dean of Omaha shoemen and president 
of the Drexel Shoe Company, was 
honored by members of the Associated 
Retailers at their 26th annual banquet 
in Omaha December 1. He was pre- 
sented with a framed indorsement 
which complimented him on 50 years 
of business in Omaha on a “sound, 
ethical basis.” Presentation was made 
by William L. Holzman. 

Mr. Rosenzweig is now 77 years old 
and came to Omaha by steamboat in 
1869. He has lived here 68 years and 
has been in the shoe business in the 
same block 50 years. 





Dates Set for California Show 


Los ANGELES, CALIF.—The dates for 
the California State Style Show and 
Exhibit for Spring, 1938, have been 
set for January 9, 10, 11, 1938. This 
showing which is sponsored by the Shoe 
Travelers Association of Los Angeles, 
will be held at the Biltmore Hotel, Los 
Angeles, Calif. 

Program plans are not yet available 
but will be released at a later date. 
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ou. mister shoe merechant.. 






f j ARE YOU AN ASTIGMADRON ? 
/ 








Oh, yes, there are thousands of 

Astigmadrons in the shoe busi- 
ness. Some of them are darn good merchants, shrewd 
buyers, style and value wise. But there’s one thing 
wrong with them. They’re Astigmadrons. 


They have just one “blind spot”. They don’t see how 


bad their windows are. Just as the shoes come out of 
“the boxes—wrinkled and bent—that’s how they put 












“Ankle-Hi” them into the windows. 
But you don’t need glasses, brother Astigmadron. 
All you need is a batch of “Ankle-Hi” Fairy Forms to 
° make your shoes look as well-valued, as well-made, as 
Tai a to L, mys smart as they really are. 
Sell Write today for our leaflet of types and prices and 


PROTECTED BY AMERICAN Sh OCS SAND FOREIGN PATENTS 





depend on Fairy Forms to get you that extra “bulge” 
in business. 


S H 0 E F 0 R M C 0 « _ AUBURN, NEW YORK e UNITED LAST CO., MONTREAL, CANADA 


For further facts, oall the nearest branch office of the United Shoe Machinery Co. 
TAcensed Manufacturing Branches: Northampton, England @ Melbourne, Australia @ Paris, France @ Frankfurt, Germany @ Mexico City, Mexico 
























MS into a blending of soft shades in orchid 
Small Town Department on Par with Best it?2 Pistdine of soft shades in orchid 
touched up with deeper orchid colors 
and the new carpet is a modern pattern 
of several coppery tones which blend in 
with the several color schemes. The 
new chairs are bleached birch with up- 
holstered seats that blend in color with 
the carpet and background. The seats 
are a burnt orange. The chair backs 
are black with a gold monogram “CS” 
in a diamond which matches the base- 
board of the background. One alcove 
is devoted solely to children’s shoes. 
Shadow box display cases are used. 

On the opening day Peggy Gorman, 
stylist for the Goodyear Rubber Com- 
pany, was in the shoe section from 
10:30 to 5 o’clock modeling various 
styles of galoshes and giving sugges- 
tions as to what type of galosh to wear 
with various ensembles. 

A. L. Fortier, manager of the shoe 
department, attributes the increase in 
sales which made this expansion both 
a necessity and possibility, to the fact 
that throughout the depresssion he kept 
it a high type shoe department selling 


Showing what a small town department store can do in the way of modernizing ly quality merchandise. 
its shoe department in this new shoe section in the Chicago Store, Kankakee, Ill. 









































Adams Slipper Moves 


KANKAKEE, ILL.— All salon type partments in this section of the Worcester, Mass.—The Adams Slip- 
modernistic shoe departments are not country. per Co. has moved from 87 Mechanic 
confined to big city stores. Here in a The entire department was nearly Street to the Wright Wire Company 
typical small town on the Illinois prai- doubled and all old-fashioned back- Building on Hammond Street, accord- 
ries, the Chicago Store recently opened ground was done away with. In their ing to an announcement by Joseph 
one of the most outstanding shoe de- place the department was transformed Sterin, president. ; 












































— ase n em 








8 8 8 hE TS 



















Bowling Shoes 
PROFESSIONAL 
BOWLING SHOES 
Men’s Women's Oxfords 
$2.70 $2.60 5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Rubber Heel 
Left Foot 
Buckskin Sole 
Rubber Heel 


BROOKS SHOE MFG. CO. 
Swansen & Ritner Sts., Philadelphia 








or ' 


Slippers 





DANVERS SHOE Co 











Give ’Em an Eyeful! 
[CONTINUED FROM PAGE 21] 


heading, a sale price (sometimes com- 
parative), and a very general sort of a 
blurb that tells folks nothing in par- 
ticular. Unless the reader is already 
acquainted with the store and the shoes, 
the ad means practically nothing. 

Try not to be guilty of careless copy. 
One shoe store recently advertised 
“Annual Autumn Reductions,” and 
followed with “At certain times it is 
our policy to offer reductions because 
of unusual conditions.” It simply 
doesn’t make good sense. 

It isn’t quite so easy to go into de- 
tails, but it’s worth while to let cus- 
tomers know WHAT as well as HOW 
MUCH, especially when sale prices 
beckon from almost every page of the 
paper and nearly every display win- 
dow in town. 

Your windows are powerful sales 
makers if you'll help them by doing 
something to get the attention of the 
passing audience, Motion and light can 
be used to good advantage. Then, ar- 
range the shoes so that they can be 
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seen easily, grouping the various styles 
by price. The sloped plateau and the 
cupboard with the sloped shelves are 
not hard to make—yet they are dif- 
ferent from most shoe sale windows, 
and they allow a very clear showing of 
the shoes. After this sketch was made, 
the writer saw the sloping shelf cabi- 
net in use in a department store. Tags 
on the shoes gave the sizes available 
as well as the price. Customers were 
able to look over the shoes, see if the 
styles they liked were available in the 
sizes they needed. Much time was being 
saved for both the customer and the 
salespeople. 

There’s another reason why the 
sloped shelf cabinet is good at sale 
time. A curtain can be suspended just 
behind it, to conceal the window back- 
ground. This permits the ‘installation 
of a new Spring +background, or the 
fixing up and painting of the present 
one—all ready for a quick switch to 
your advance Spring showing when the 
sale ends. 

To digress from sales for a moment, 
why not arrange a center setting for 
Valentine’s Day, or the President’s 
Birthday Ball, if it is too early for the 
other? 

If you use red and white as window 
colors repeat them in the interior deco- 
rations. A four-inch strip of light lum- 
ber striped half red, half white will 
make a very striking edging for the 
ledges. It can be introduced on dis- 
play cards, and in show case and table 
decorations. The cost is small, but the 
effect upon the customers will be to 
create the impression that something 
really important is happening. Only 
too often a shoe store at sale-time 
LOOKS LIKE the fag end of a season 
—the salespeople ACT the same way— 
and the impression on the customer is 
decidedly negative. 

Another idea that will assure clos- 
ing out stock is to go into an AUTO- 
MATIC REDUCTION SALE on all 
shoes you want to get rid of. After 
the regular sale has run a week, an- 
nounce that 


(Number) PAIRS OF SHOES 
Formrly $—— io $—-— 
And Sale Priced at $—— ‘c $ 
Have Been Tagged for 
AUTOMATIC REDUCTION OF 50c. 
EACH DAY 
from the marked sale prices. 


“This means that you can take your 
pick of any of these shoes at 50c. less 
tomorrow, still another 50c. less the 
next day, and so on. Even at sale 
prices these shoes have proved to be 
real bargains. Imagine them for still 
less! But be alert—keep close watch 
—don’t delay too long. If you try to 
hold out too long, someone else may get 
the shoes you want.” 


The sale shoes should all be out and 
tagged. The tags should be large 
enough to allow the cross-off of old 
prices and adding the new reduction. 
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N. Y. Travelers to Hold 
Annual Meeting 


NEw YorK—The Boot and Shoe 
Travelers’ Association of New York 
will hold its 33rd annual meeting on 
Tuesday evening, December 28, 1937, 
at Jim Smith’s Restaurant, 69 West 
386th Street. This will be a combined 
meeting and Christmas Party. A cock- 
tail and highball party will be followed 
by a dinner and the installation of 
officers. The initiation sponsored by 
Tex O’Rourke will include the inaugu- 
ration of a new rite of induction of 
new members which was used by the 
Saints and Sinners Club recently in its 
induction of Lowell Thomas. 





Nordstrom’s In New 


Seattle Store 


SEATTLE, WASH.—Nordstrom’s have 
moved into their new store at 5th and 
Pike in Seattle with what is thought 
to be the largest shoe stock on the 
Pacific Coast—35,000 pairs. Nord- 
strom’s open their new store with two 
new franchises for lines of health 
shoes, the Selby Arch Preserver for 
women and the Wright Arch Preserver 
for men. 

Associated with the founder of the 
business, John Nordstrom, will be his 
two sons, Elmer and Everett. Lloyd 
Nordstrom, a third son, manages the 
University District store. 
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Shoe Business on Uptrend in 
Philadelphia 


PHILADELPHIA, Pa.—Shoe business at retail in this 
city is starting to pick up activity over the recessions 
suffered by some stores and shoe departments earlier 
in November, and December is expected to show fur- 
ther increases, particularly in the evening footwear and 
Christmas slipper end. 

With the opening of the formal social season, interest 
in evening shoes picked up considerably and better 
grades started selling more freely. The trend toward 
lower heels in evening shoes is less apparent this sea- 
son, although they are still being shown in formal 
wear collections. High heels, however, lead in popu- 
larity and in most merchant’s opinion are the most 
suitable for wear with this year’s sleek, streamlined 
fashions. Cut-out toes, open shanks and heels are still 
foremost in evening shoe sales, despite the trend toward 
higher fronts. 

With Paris turning the spotlight on shoes by slit 
skirts and swooping hemlines, Bonwit Teller’s shoe 
department advertised, “You must be glamorous to 
the tips of your toes,” in an evening shoe ad which 
spotlighted four styles; multicolor sequins on black 
satin, silver or gold Oriental brocade, gold filigree 
mesh with metal kid and a Lastex satin Grecian sandal. 

Dalsimer highlighted the “siren” model in their col- 
lection of “Evening Stars,” an open toe and lattice-type 
with high ankle cross strap fastened with rhinestone 
buckle. Dyeable satin with silver kid lattice and heel, 
blue velvet with silver, and black, red and green velvet 
with gold kid were some of the popular combinations 
in the “Siren” style. 

Wanamaker’s shoe salon featured gold and silver kid, 
“Openly Smart” for evening wear, featuring two ex- 
amples, a cross strap type with slender arch and high- 
spike heel and a monk’s type, built up high over the 
instep with openings all along front and sides. Evening 
shoes in the better grades are selling well in this de- 
partment and they are also chalking up a good early 
Christmas business in slippers and soft goods. As soon 
as new things come into the department they are fea- 
tured in advertising. 

Blum’s shoe salon finds no trouble in selling high 
priced shoes; their evening slippers go from $10.75 
to $34.00 and have been moving nicely this season. 
This department specializes not only in proper fitting, 
but in shoes which suit the height, weight and posture 
of the customer. They carry the smartest and newest 
in style trends and types, but discourage customers 
from buying a shoe that is the “latest thing,” if it does 
not happen to suit her foot and individual require- 
ments. Such individual care and attention is lavished 
on Blum customers that they often hold them even 
after they have moved away from Philadelphia. Still 
numbered among their customers by recent shoe pur- 
chases are women who have moved not only to other 
parts of this country, but in many European cities. 
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Inevitable as Spring 


... Pumps of 
Quaker City Kid 


No. 24 India Brown 
Black Glazed Kid 
Black Silkid 


Wiru spring, traditionally, kidskin 
pumps reappear upon the avenue. Their 
position now is stronger than it has been 
in many seasons. To profit fully from 
this new interest in pumps and kidskin, 
specify a finely textured, even toned tan- 
nage,—a good black, and a brown with 
body and depth.—Specify Quaker City 
Kid. 


QUAKER CITY 
DIVISION 


ALLIED KID COMPANY 
_ 519 West Huntingdon St., Philadelphia, Pa. 
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Riding Boots 
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Men's Shoes 


LEATHER 
QUARTER 
LININGS 
° 
LE Mote) t+) 
SPLE & HEEL 
P . 
GRAIN LEATHER 
INNERSOLE 
. 


GENUINE 
MOCCASIN LAST 


. 

D WIDTH 6-11 
7 

No. 722 BROWN 


SPECIAL WATER NO. 723 BLACK 


RESISTING TANNAGE 


GREAT EASTERN SHOE CO. 
186 LINCOLN STREET 


BOSTON 








Leases Additional Space 


CoLumBus, OHI0.—The Walters Shoe 
Co., 150 East Broad Street, has leased 
the storeroom on the ground floor of 
the Outlook Building, 44 East Broad 
Street, Columbus, where a new front 
will be installed and the company will 
begin occupancy about Feb. 1, 1938. 
Davis Walters is president and Howell 
Walters is secretary-treasurer of the 
company, which entered the shoe busi- 
ness here 44 years ago. This move 
makes the secorid since it established a 
store in 1893 at 410 East Long Street. 
In 1924 the store moved to its present 
site at 150 East Broad Street. The 
Walters company handles both men’s 
and women’s shoes and are represen- 
tatives for the Selby Arch-Preserver 
and E. T. Wright Arch-Preserver 
Shoes. 


BOOT AND SHOE 


H. H. Kaye with 
Wall-Streeter Shoe Co. 


New YorKk—Henry H. Kaye, former- 
ly men’s shoe buyer for Sak’s 34th 
Street, this city, and more recently 
with the M. A. Packard Co., Brockton, 
Mass., has joined the sales staff of the 
Wall-Streeter Shoe Co., North Adams, 





HENRY H. KAYE 


Mass., for which concern he will cover 
the New York metropolitan area. 

Mr. Kaye has been a part of the 
shoe game all his life. For the past 
15 years he has specialized on men’s 
footwear and is somewhat of an au- 
thority on this subject. 

His last connection was with the M. 
A. Packard Co., being connected with 
this company for the past two and a 
half years. Previous to that he was 
men’s shoe buyer at Sak’s 34th Street 
for nine years. 

At the present time, Mr. Kaye makes 
his headquarters at the Hotel McAlpin 
but in the near future he will establish 
a sales office and show room in the 
Marbridge Building, 34th Street and 
Broadway, New York. 





Heavy Registration for 
Buyers’ Week 


INDIANAPOLIS, IND.—Applications for 
space at the Indiana Shoe Buyers’ 
Week, to be held at the Claypool Ho- 
tel, and sponsored by the Indiana Shoe 
Travelers’ Association, January 16, 17 
and 18, are far ahead of expectations, 
according to E. C. Smeltzer, in charge 
of the convention. 

Reports indicate that the annual 
meeting will be largely attended, and 
registration will exceed any previous 
year. “Merchants are delaying their 
buying until the convention,” Smeltzer 
said, “and we anticipate one of the 
best meetings from a sales volume 
angle we have ever experienced.” 

There will be no meetings or dis- 
cussions at the annual convention, giv- 
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GOING SOUTH 
with plenty of 


@ 


SPORT SHOES 


Because, RUFFIT has proved 

out the most satisfactory, 

most popular, nap-sueded, 
aniline-dyed leather. 


SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 











ing shoe merchants all the time they 
require to examine the displays of 
footwear and shoe store accessories 
exhibits. 


Ask for Price Code 


MILWAUKEE, WIS.—Now the shoe re- 
pairing industry of Wisconsin asks for 
a code to prevent price cutting in their 
business. Several executives of the 
shoe rebuilders associations made a 
plea at the state capital. Two of 
them were A. L. Bletschinger, of the 
Master Shoe Rebuilders of Wisconsin, 
and Frank Zepezauer, president of the 
United Shoe Rebuilders’ Association 
of Milwaukee. The hearing was held 
before E. M. Rowlands, of the fair 
trade practice commission. 

The executives stated before the com- 
missioner that the smaller shoe re- 
pairers were able to make a fair liv- 
ing while the fair trade codes in gen- 
eral, also including shoe repairing, 
were in effect in Wisconsin up to last 
July. Since that statute was killed, 
price cutting among shoe repairers has 
been rampant, it was declared. 

Immediate decision will not be made 
in the matter, as a number of other 
industries and trades have cases before 
the commission, and more hearings are 
to be had before anything definite is 
decided for any of the codes. 
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EVERY CASE IS DIFFERENT—EVERY 
CASE IS INDIVIDUAL 


fitting to EACH Foot’s Need—the Only True Correction! 


ERY LTTE 


In these headlines you have the reason why 
Dr. Scholl’s Arch Supports are so success- 
ful in correcting foot arch troubles. And 
they explain why so many sont have failed 
to find in so-called ‘‘arch support” shoes 
the relief they hoped for. . . Dr. Scholl’s 
Arch Supports bein adjustable can be gn- 
dividually fitted and molded to each foot 
and then raised as the condition improves 
until the arches are normal. 


Foot Comfort 


These facts are brought to the attention of 
millions through our big national advertis- 
ing campaign. Tie up to it for bigger prof. 
its, better satisfied customers. 

THE SCHOLL MFG. CO., 

Inc., Chicago, IIl. 


Write 


ARCH SUPPORTS— APPLIANCES—REMEDIES 








“rock bottom” facts. . 


to his requirements... . 


your hands. Concise, 


Ideas for Shoe Selling, 
Pavertiins Ideas 


Unusual and Miscellaneous 
iianegemens = Economy 
te nm me on y noon 

mplo: * loyee Ideas 
Ideas np 


Ideas to Attract Children 
Cash, Credit and Collection 
Anniversary Sale Ideas 
Spring and Summer Ideas 

oting Contest Ideas 
Heme List Ideas 

Dollar Day Ideas 
Mother’s Day Ideas 
Hosiery Ideas 


2222 ideas, seven for 


39 Chapters 
337 Pages 


33m 


Please re. 
mit with 
order 


239 West 39th Street 





Buy THis BooK 


Quick Help for Shoe Retailers 


This is the first and only book of its kind; an en- 
cyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
. It is NOT just another shoe 
book, but offers the shoe merchant the best ideas from 
almost the entire retailing field for instant adaptation 


“2222 ‘RETAILING IDEAS” 


Enables you to put ideas into action from the hour it reaches 
all 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS— 


Display, Stock-keeping 
Prize, Discount and Gift Ideas 


ake Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 


more than pays for the book. 


BOOT AND SHOE RECORDER 
New York, N. Y. 
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Business? 


Business travelers appreciate conveniences 
and comfort and service. That’s why you'll like 
the Benjamin Franklin when you’re in Phila- 
delphia on business. Big, comfortable rooms; 
marvelous food; smiling, interested service. 
And economical rates. 


THE 


NJAMIN 
ANKLIN 


SAMUEL EARLEY, Managing Director 


PHILADELPHIA 
a 





Employees Purchase 
Company Property 

MARION, IND.—The fight of a group 
of shoe factory workers to save their 
jobs and keep a shoe factory in Marion 
was won this week, when officials of 
the Shoe Manufacturers’ Realty Co. 
announced that funds were on hand for 
the retirement of all Class “B’’ stock. 
The company was formed in 1934 by 
former employees and business friends 
of the Marion Shoe Co., to purchase 
its plant and assets. 

With the retirement of the Class “B” 
stock, title to the valuable property 
will pass to the owners of Class “A” 


stock, all of whom are employees of the 
Daly Bros. Shoe Co. A total of 363 
individual employees and local business 
men contributed approximately $23,000 
to the fund used to purchase the shoe 
company’s property at receiver’s sale. 
Employees agreed in turn to contribute 
2 per cent of their wages to a fund 
for the purchase of Class “A” stock. 
Three and a half years were required 
to complete the transaction, handled 
through a local bank. 

The Daly Bros. Shoe Co. leases 
the property from the Shoe Manufac- 
turers’ Realty Co., for a nominal rental 
of $1 a year, but pays the taxes and 
maintenance costs on the property. 


Plan to Remodel Women’s 


Department 


SAN FRANCISCO, CALIF.—Roos Bros. 
have laid plans for the complete re- 
modeling and modernization of their 
women’s shoe department, which will 
be moved from the third to the second 
floor of the store and enlarged to double 
its present capacity. The new depart- 
ment will be very modernistic in atmos- 
phere, parlor style, with comfortable 
“Jove seats” and all modern equipment. 
J. A. Levin is in charge. Mr. Levin 
recently succeeded R. J. Grossman, the 
former manager of this department. 
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SALESMAN WANTED 


FOR RENT 


LINE WANTED 








EXPERIENCED SALESMEN 
Complete, popular-priced, established men’s dress 
and work line. Furnish experience. Maine, New 
Hampshire, Vermont, Upstate New York, Ken- 
tucky, Tennessee, Illinois, including Chicago, In- 
diana, Wisconsin, Minnesota, Missouri, Kansas, 
Washington, Oregon, Southern California. Non- 
competing side-line no objection. 


Address F-606, care 
BOOT & SHOE RECORDER, 
140 Federal St., 








Boston, Mass. 





SALESMEN for Wisconsin, Iowa, Michigan, 

and Illinois outside of Chicago for strong 
line of novelties, arch supports, and sport ox- 
fords. Stocked in Mid West. Straight com- 
mission until proven. Give age, experience, 
and volume of sales. Address F-608, care Boot 
& Shoe Recorder, 209 South State Street, Chi- 


cago, Illinois. 


west town, population 18,000. 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


OR Rent space for ladies’ shoe department, 
liveliest ladies’ ready-to-wear store in North- 


Address F-605, 





WANTED TO PURCHASE 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 
IRVIN BUBIN 
“The House of Jobs’’ 

P 89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 








LIVE Wire. Salesmen:—Tennessee, Kentucky, 

Ohio, Michigan; popular priced set-up 
Misses’, Children’s, Growing Girls’, stitchdowns, 
McKays, Compos, Welts, Complete line-up for 
family shoe stores; in-stock; large wholesalers. 
Address Box F-609, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





EXPERIENCED Salesman wanted for New 

York State Excluding Long Island, New 
York City, Staten Island, for Women’s Novelties 
and Arch Support Shoes. Address Box F-612, 
care Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





FOR SALE 


CALIFORNIA'S most beautiful shoe store. 

Best location in trading area of 400,000. 
Address F-564, car: Boot & Shoe Recorder, 239 
West 39th Street, New York City. 








M 2st beautiful Shoe Store in Florida trad- 
ing area over 300,000. New building, cheap 
rent. All or part of stock. Make good deal 
reliable party. Reason, death in family. Ad- 
dress F-611, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FOR SALE 


Complete Store and Fixtures prac- 
tically brand new including Enna Jet- 
ticks Signs. 100% location for an Enna 
Jettick and Family Shoe Store. 

At a Sacrifice 

Apply 
GORMAN'S 
Enna Jettick Shoe Store 

22 Park Place Morristown, N. J. 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shees 
from manufacturers, jobbers er retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180, 5181 

















New Adler Department 
Opened 


SAVANNAH, GA.—The remodeled and 
newly - decorated shoe department of 
Leopold Adler’s was formally opened to 
the public recently. The department 
has been refurnished throughout with 
modernistic, chromium - plated chairs, 
upholstered in blue and gray leatherette. 
In addition to Selby Style-Eze shoes, 
the department is now featuring a com- 
plete line of Delson shoes. More than 
one hundred new styles are being shown 
in the department, which was installed 
and is being managed by K. L. Hearn, 
assisted by Mrs. G. L. James, Miss 
Esther S. McClellan and H. T. Walker. 





SKI Shoe line wanted on commission basis for 
the territory Mountain States and Pacific 
Coast. Dee-Bee Importi: Company, Manu- 
facturers’ Representatives, Portland, Oregon. 


WISCONSIN TERRITORY. Well known 
Women’s, Growing Girls’ Shoe Man, also on 
Men’s Footwear, with splendid sales contacts, 
following, desires new connections, a producer, 
Commission Basis until prove record. Address 
F-607, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








WANTED manufacturer’s men’s or women’s 
line. Retail $3.00 to $6.00 for Detroit and 
Michigan. 15 years’ road experience and best 
references. Address F-610, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
N. Y. 





BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








MERCHANTS’ NEEDS 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 


M A NO Lis 
janufacturing Company, 
4246 N. Crawford Ave., 


















Reopens in New Location 


PROVIDENCE, R. I.—Colt Shoes, Inc., 
men’s shoe retailers, for several years. 
located at 179 Washington Street, re- 
opened for business November 1 in 
their new store at 119 Mathewson 
Street, a location that brings the store 
into the heart of the shoe retailing 
section of the city. 





address should be counted. 
The 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for 
mum charge, 75 cents. For all other classified advertisements 


rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
§= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@e§ 


the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


all undisplayed advertisements. Mini- 
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Chain Store Efficiency 


are made available 
to independent retailers in the 


(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 


] 
| Recorder’s Stock Record System 
) 
209 So. State St., Chicago, Ill. 
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Karl Eitel Roy Steffen 











MERCHANTS’ NEEDS 








CAN'T SELL BOOTIES? 


We'll cut 
them down 
to oxford 
height. Re- 
tailers every- 
where are 
sending us 
their bootie 
ines—we're 
remodelin 
them to well 
fitting ox- 
fords. . Send 
us a trial 
pair. 





8. NELSON, INC., 10 East 39th St., New York, N. Y. 











Merchants Cooperate to 
Promote Christmas Buying 


MILWAUKEE, WIs. — To stimulate 
early Christmas shopping, a group of 
downtown merchants promoted a trea- 
sure hunt which started Thanksgiving 
Eve and terminated Nov. 29. 

Window displays in the participating 
stores were given a title of a song, mo- 
tion picture or popular saying with the 
titles published in a contest blank dis- 
tributed to the public by the shops. Con- 
testants were obliged to visit the win- 
dows of each of the participating stores, 
write in the window number and the 
name of the store as well as the title 
they believed the window display 
represented. 

In addition, entrants were required 
to write a 12-word slogan for the down- 
town shopping district. First prize was 
a 10-day round trip to California in a 
United Air Lines Mainliner; second 
prize a seven-day round via United Air 
Lines to New York; third prize $50 in 
merchandise and ten $10 merchandise 
prizes. 

Shoe dealers participating in the 
promotion, the first of its kind in down- 
town Milwaukee, included the S. J. 
Brouwer Shoe Co., and Walk-Over Shoe 
store, as well as the Boston Store, 
Gimbel Bros., T. A. Chapman Co., J. C. 
Penney Co., and Browning King & Co., 


Tax Figures Show 
Business Increase 


OKLAHOMA CiTy, OKLA.—Sales tax 
collections and number of returns, for 
each month of the fiscal year ending 
June 30, 1937, have been released by 
the Cklahoma Tax Commission. 

Retail shoe stores accounted for .76 
per cent of the $10,259,327.32 tax col- 
lected. Collections by months for the 
period and number of returns offer a 
good cross-section of business condi- 
tions in the retail shoe trade in Okla- 
homa during the preceding months. 

They were as follows: July, 1936, 
103 returns for $3,350.82; August, 208 
for $4,295.25; September, 166 for $5,- 
562.09; October, 128 for $7,717.94; No- 
vember, 115 for $8,060.72; December, 
103 for $5,706.87; January, 1937, 109 
for $8,054.67; February, 102 for $4,- 
794.70; March, 108 for $5,331.19; 
April, 108 for $8,354.82; May, 110 for 
$7,936.29 and June, 108 for $8,960.86. 

Figures for the same period 1935-36 
were $29,855.67 as compared with $74,- 
755.40 for 1936-37. In the former 
year, the tax was one per cent and in 
the latter two per cent which shows 
an actual increase of approximately 
25 per cent in the retail shoe business. 





Shoe Concern to Move 


CoLuMBuUSs, OHI0O—The Walters Shoe 
Co., 150 E. Broad Street, headed by 
David Walters, president, and Nowell 
Walters, secretary-treasurer, will move 
to 44 E. Broad Street about Febru- 
ary 1, 1938. 

Their new storeroom, which was just 
leased, will have a new front installed 
before it is occupied. 





To Open Family Store 


PAHOKEE, FLA.—Joe Kahn, owner of 
the K..& J. Shop, is getting ready to 
open a new shoe store. The old Bailey 
Building is now being remodeled and 
redecorated; when completed, it will 
be one of the finest shoe stores in the 
community. This will be a family 
shop, with shoes for all members of 
the family. 


Fine Evening Slipper Display 


Los ANGELES, CALIF.—A promotion 
of the better grades of evening slippers 
is meeting with a most satisfactory 
customer acceptance in the May Co. 
shoe department, Assistant-Buyer John 
Knudsen reports. In addition to the 
window displays, these gorgeous ex- 
amples of fine shoemaking are being 
shown in the cases which face the main 
shoe department aisle. Interest centers 
on the hand-painted black satins and 
on the mesh gold brocade satins. Gold 
and silver kidskins which are covered 
with fine stitchings are also of interest. 
These sandals, which retail from $15.75 
to $20.75, are all high-riding, open-toes, 
with a few patterns with open heels. 





Children’s Shoe Shop Opened 


CINCINNATI, OHI0-—The H. & S. 
Pogue Company opened a new chil- 
dren’s shoe department in conjunction 
with their juvenile and infants’ wear 
department on the third floor. Lee K. 
Svendson is the buyer for the new de- 
partment which is entirely separate 
from the other shoe departments in 
the store. 

The Tot-to-Teen Department, as it 
is called, carries shoes for infants as 
well as shoes for boys and girls of all 
ages up to the time they are fully 
grown. They also carry bedroom slip- 
pers and gym oxfords. The aim of the 
department is to assure mothers that 
their children are receiving the finest 
footwear, both in quality and in fit. 
The department is ready to take shoes 
to the home in cases where small chil- 
dren are to be fitted and a record of 
the sizes for each young customer is 
always on file. 

The moving of this department to 
the children’s floor has been more than 
successful, as there has been an 80 per 
cent increase. 





Trippett’s Store Moved 


TULSA, OKLA.—Trippett’s Pied Piper 
Shoe store has moved from 14 East 
Fourth to 111 East Fourth Street. 
Baline F. Trippett is manager. 
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Serving the Shoe Needs 
of Business Executive 
[CONTINUED FROM PAGE 30] 


“The average man will buy two or 
three pairs of shoes a year, but many 
of our customers buy six or more a 
year. Some make shoes their hobby and 
like to have a wide selection. I had one 
customer for years—a city official— 
who came in regularly every month for 
a new pair of fine shoes. When I pro- 
tested that he did not need new shoes 
as frequently as this, he said that he 
always felt most comfortable in new 
shoes, so I sold him a dozen pairs a 
year!” 

“You would think a busy executive, 
who can hardly be seen except by 
appointment, would resent being called 
on the telephone and reminded that he 
needs new shoes, but I find that my 
customers are usually delighted and 
thank me for the attention. When I 
write, I tell the client on what date he 
was last in to buy shoes and that un- 
doubtedly he is ready for a new pair. 
Those contacted by telephone frequent- 
ly say: ‘Send me a memorandum and I'll 
keep it before me until I can get in to 
see you.’ 

“A close personal interest in cus- 
tomers’ individual foot problems is 
what develops and keeps customers like 
these. My card file, which has some 
8000 active accounts, is invaluable in 
reminding me of the details of each 
man’s foot and what shoes I have sold 
him.” 

Newton’s sells to leading business 
men in San Francisco, executives in 
the large oil companies and railroads, 
bankers, stockbrokers, etc. The store 
is situated in the financial district, 
within walking distance of the big 
office buildings. When the store moved 
into new quarters in October, 6000 
letters were mailed to customers tell- 
ing them of the new address. The re- 
sponse to date has been excellent. 


Leipzig Fair Dates Announced 


The historic Leipzig Trade Fair will 
hold its 1,979th session from March 6 
to 14. To accommodate new exhibits 
two halls, with over 200,000 square feet 
of display space, will be added to the 
fifty-one exhibition halls heretofore in 
use. The Spring Fair will include some 
10,000 exhibits of every industrial and 
art product assembled from twenty-one 
countries including the United States. 

An attendance of over 250,000 busi- 
ness men, attracted from seventy-four 
countries in all parts of the world, is 
assured. The entire exhibition space 
of several of the great Fair halls was 
sold out in September, indicating a sub- 
stantial increase in world trade. 
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# Dying (yd 


BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa... 0.0.6... ccc cece cee cece e eee 36 
CAMBRIDGE RUBBER CO., Cambridge, Mass.........0. 0.000000 ec eee ee eee Back Cover 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass..............00. 00000 e eee 34 
CONNELL, J. M., SHOE CO., S. Braintree, Mass...........0.02.0. 0000s eee eee ees 38 
DANVERS SHOE CO., Newburyport, Mass........0.00000000 0000 cece cece eeaeeeeee 36 
ENDICOTT JOHNSON CORP., Endicott, N. Y....0 000. c cece cece eee ee eee = § 
FREEMAN SHOE CORP., Beloit, Wis........... aired peiien vices avs sete 
GREAT EASTERN SHOE CO., Boston, Mass.......... ST a en i 
GREEN, DANIEL, COMPANY, Dolgeville, N. Y.............0....02000005. 2nd Cover 
HOOD RUBBER CO., INC., Watertown, Mass.........2. 00.00 c cece cence cect tence 7 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................... 36 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass...........-5-..0 2.0050 s eee eeeee 34 
I SIG CEES oo ose ce bese rss 6 ko Roe DOE hos encase 34 
PETERS SIHOE COMPANY; St. Lowis) Mo... «2... on ee bee ke ieee neler 26, 27 
ROSERTS, JOHNSON: GS RAND, St. Louis, Mo....0. 065060. Ue eee eecaced I 
LEATHER AND OTHER MATERIALS 
ALLIED KID COMPANY, Boston and New York.............0 0 cece ce eee e eens 37 
COLONIAL TANNING CO., Boston, Mass.........-. 00. e cece cece eee e ee eeees 2, 3 
ENGLAND: WALTON:GCO.. Boston, Mass... ...0005 6655 cts So ebineels dee Oe PISS 32 
GHIG LEATHER CO Sitatd, Oo. ioe cic ccc cence cece ceneceeneeereteresesee 10 
DANTIMERPANCO GO.. Chelsea, Mass. ......0 0/0020 c 0s cee cee cece ete tneteeeees 3rd Cover 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis.............-...-...+.+..2nd Cover 
SLATTERY BROS. TANNING CO., Boston, Mass........ 20.060 eee c ec cece 38 
SURPASS LEATHER CO., Philadelphia, Pa... 0.60... ccc cece ene enna 235 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
(rTPA PAehes GO. Bosion, Wass.) /ic03 Sia sles ta Gice he oo EIR A Se 6 
UNITED FAST COLOR EYELET CO., Boston, Mass...........0.00 00 cee cee cee ee eee ee 31 
UNITED SHOE MACHINERY CORP., Boston, Mass............. 050 eee eee eee ees 4, 29 
VULCAN CORPORATION, Portsmouth, O..............00 00 e cee eee eee Front Cover 
STORE EQUIPMENT AND ACCESSORIES 
MANOLIS MANUFACTURING CO., Chicago, Ill........ 00.0000. cee eee 40 
Se a es Cy ites CiCaGe, WMG. oe ec i i OTE, 39 
ea I  PRCIOUINT ONG 0 5595 es Ss voc 656 cs «die Ss pis Gao § boc Se ine vps «mtg heats 35 
MISCELLANEOUS 
SARIS SHOE COMPANY, Now York Cily...0 6065. occ ete e ccs ccenmecreapetperce, MO 
BENJAMIN FRANKLIN HOTEL, Philadelphia, Pa..... 2.0.00... 06 cece eee eee eee 39 
Se rah sR REL ERC IN 5 Go Aiee..v 63s 0-0 ch dig oid osire 43 98:% mcar¥levekis wens e «Tamip POS 4| 
INE IU See eer Se AA 40 
KIRSCH-BLACHER CO., INC., New York City............0. 0c ccc cece ete eens 40 
OE a Tr en || ee orar oe ie a era eh AP Peery 8, 9 
Se i Fe UUW. VOR CI Fie. io a ea PO fen Ta 
STEPHENSON LABORATORY, Boston, Mass.............. 0000 c eee cee e eee cence eee 40 
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AVAILABLE MAKE-UP RED CROSS 
SHOES FOR THE ENTIRE SPRING 
SEASON HAVE ALREADY BEEN SOLD! 


@ This fact is all the more sensational when you 
consider that the production of Red Cross Shoes has 


reached the record-breaking peak of 12,300 pairs a day. 


THERE [5 A REASON! 


THE UNITED STATES SHOE CORPORATION ¢ CINCINNATI, OHIO 
MAKERS OF 


SEE YOU AT THE N.S.F. 
Red Cross Shoe display in Hotel 
Stevens, Chicago, Rooms 505-507. 
We'll welcome you—any time! 


Vol. CXII, No. 17, BOOT AND SHOE RECORDER, n'y. Entered every Saturday by Chilton Company (ine,), Yew vy office, Chestnut and 56th Sts.. Philadelphia, Pa. Editorial 
and Executive offices, 239 West 39th St., New York, tered ag second class matter November 23, 4 a Post Office in Philadelphia under Act of March 8, 1879. 
jubscription price $3.00 per year. Printed in in 
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COMPARISON 


OF OPIMOXS 


About the Value of the Wright Arch Preserver Franchise 


F you think that the top-grade shoes can’t be 
sold in lean years, just read what Wright 
Arch Preserver dealers say. They found it 

pretty nice—having regular customers, who 
couldn’t and wouldn’t do without their Wright 
Arch Preserver Shoes. 


Fact is, of course, these top-grade shoes have 
a number of exclusive patented features. 


Through good times and bad, this line has held 
up — consistently, year after year. That’s why, 
today, so many stores are glad of their Wright 
Arch Preserver franchise. Others, fortunate 
enough to be located in cities where a fran- 
chise is still open, should write to E. T. 
Wright & Co., Rockland, Mass. for full details. 


Here’s what dealers say about Wright Arch 
Preserver Shoes. 





1934 1937 
“All through the last several “We are as enthusiastic as 
years when business was on ever about the Arch Pre- 
the decline and volume hard server shoe. Our sales are 


to hold our records indicated 
Arch Preserver sales were 
among the least effected.” 


steadily growing even after 
these many years of Arch 
Preserver promotion.” 


Marshall Field & Company, Chicago, Illinois 


“We are getting more new 
customers for ArchPreserver 
than any other line we have 
ever carried, and when once 
sold they repeat almost one 
hundred percent.” 


“The development of this 
line from its beginning has 
been most successful, and 
we have enjoyed a steady 
and healthful growth of sat- 


isfied customers each year.” 


Rodes-Rapier Co., Louisville, Kentucky 


ARCH PRESERVER SHOES 


PATENTED FEATURES * SMART STYLES »* IN-STOCK SERVICE * NATIONALLY ADVERTISED 


1934 


“Arch Preserver shoes are 
the most satisfactory feature 
shoes in our experience. 
Their volume has held its 
own and they are the most 
consistent shoes for repeat 
business in our store.” 


1937 


The consistent repeat and 
increased business on men’s 
Arch Preservers is attri- 
buted by us to their comfort 
and ease.” 


Volk Bros. Company, Dallas, Texas 


“Tt is a well-known fact that 
pairage in men’s shoes, as 
well as volume in dollars 
and cents, has suffered terri- 
bly during this period. How- 
ever, the volume in Arch 
Preservers has kept pretty 
close to the same level as be- 
fore the slump.” 


“With the well-known trend 
to better grades, we feel sure 
of a better year’s business 
ahead and are exceedingly 
happy that we have the 
Wright Arch Preserver agen- 
cy in Cleveland.” 


The Stone Shoe Co., Cleveland, Ohio 


“Arch Preservers have been 
almost depression proof. 
They remind me now of life 
insurance—it is the only in- 
vestment that stood the test 
of these hectic times.” 


“In the past three years sales 
on men’s Arch Preservers 
have increased steadily for 
the reason that Arch Pre- 
server fundamentals re- 
mained; in addition im- 
proved pattern and fitting 
characteristics were help- 
ful.” 


Wetherhold & Metzger, Allentown, Pa. 
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> UT—Cut—Cut—Hear those racers lap on 
the turns. All their weight on the sides 


Right where Spaulding Count- 


of their shoes. ... 
ers can support them and give them heel-hug- 
ging control. The same control that these 
better Counters give any shoe—from rugged 
sports to airy pumps. Winter is really the time 
when Spaulding Counters are more of a neces- 
The uneven walking adds 


sity in any shoe. 


strains that only the best counters can 


withstand. Spaulding Counters are resilient 


and strong. They have all the strength of their 
fine imported ingredients—long-fibre hemp and 
flax. And—because they are formed on the very 
last used in the manufacture of the shoe— 
they’ll give extra fit and a long neat life to 
the back-part of your shoes. Think of winter 
and the hard going—and we’re sure you'll 


play safe by demanding Spaulding Counters 


in every pair of shoes you sell. 


PAULDING 


Counters 


“Made in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... 


AND COSTS SO LITTLE 








= 4 
Va REWARD is inevita- SN 


ble in the year ahead to those \\ 


Wj who well serve established needs. 


To millions of women... shoe manufac- 


turers and retailers, as well... LEVOR white 
kid is integral and indispensable next season. 
The stability of the demand for shoes of this 
fine leather is demonstrated by increased 
usage each year. 


Profitable, volume business on Levor 
white kid footwear is certain. Have 
confidence in proven results and 
you will earn compen- 


ZE 
LAA 


ohebelemu-hiicobue @ 


CARAS? Kine 


GLOVERSVILLE - NEW YORK ‘ 
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* SOUTHWEST DEALERS 
see them at 
TEXAS-OKLAHOMA SHOE 
RETAILERS & TRAVELERS 
CONVENTION, FORT WORTH 


ORDER NOW FOR $ 328 


EARLY DELIVERY 











SUMMER'S 
GREATEST 
REPEATER 


A recent survey proved to us 
that most buyers consider the 
Piekenbrock Monk Sandal the 
only sandal that really fits. We 
were fortunate in securing all the 
authentic patterns, dies and lasts 
for the Piekenbrock Sandal, so | 








now you get Justin quality in 
Monk Sandals. 








These new sandals are full leather lined—Celastic box toe—"Kimflex” 
heel hugging counter—oak leather insoles reinforced with a 9 oz. strip of 
duck. Fine oak outersoles, specially flexed for comfort. Special wooden 
core rubber heels. An improved steel arch gives the same support as found 
in fine Dress Shoes. Linen thread is used to give strength to both inseams 
and outsole stitches. Uppers are made from fine Elk in the following colors: 


No. 15—GREY —A, 7 to 11—C, 6 to 11—£, 5 to 11 

5% No. 16—WHITE —A, 7 to 12—C, 6 to 12—E, 5 to 12 
30 Days No. 17—BLACK —A, 7 to 11—C, 6 to 11—E, 5 to 11 
No. 19—SAND —A, 7 to 12—C, 6 to 12—E, 6 to 12 


H. J. JUSTIN & SONS, INC.—FORT WORTH, TEXAS 


BOOTMAKERS 


OF THE WEST SINCE 1879 









































PEP erye 


WITH 5,000,000 Pairs OF SHOES 





ier 
Br 


Pe 



































TRIS PR ris tahiti naa. 
















IN by wire) phone. mail Stock chief gives each order a secbr 


ORDERS POUR 


are checked sorted by fost operators 





check before it leaves stock room the 


and dispotched up te storts af ol kedae] on the way to your sfo 





Capable stock men memorize order sheets 





rapidly load up from bins 


ata glance 





and fill order-boxes on roller conveyor 









4 - all 
. — 
a | oa 
| - 
. FF a 
x - * ~ se 





Route switchman checks order for de 


Chute the chute for shoes Hi speed 
tination touches a button to speed 


onveyors whit filled orders down three 
down right track like a train dispatch 


floors to the switch head for routing 


N. ¥. . 





\ 
"A 


Husky stapler secls cartons securely with 


crushing shoes then shoots them dc 
4 the conveyor to the shipping departme 







Ace packers gauge shipments give 
rders final check fit shoes snugly in 


ort ard slap on the address stencil 



















If you're coming to i ikache le) 
be sure to see our new Spring 
lines at the 
NATIONAL SHOE FAIR 
ROOM 412 * HOTEL STEVENS 





January 3rd to Gth 


trains, dash off hourly with @eo 





Trucks 
grist of shoes from stock And everppe 
L 






Shipping room. Routed orders in sealed 





' ¢ i! t n or fr re 
tions pile up on ¢ vey ack eady 






ordered means another pair SE 


4 


for immediate loading and shipment 


a“ 
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SHOE 
enon ok ” 4 


SHOE MANUFACTURERS 


abyaues WOOL SKIN Snot co., 
S Bite. 7] Fred 
general line of sheep * akin slippers, 59¢ to 


JULIUS ALTRONUL. Ine., 
Fred H. 


Qrezing gir’. Mtalsos’ and children’s shoe, 7 MANISTEE SHOE MFG. Co., 
7 ey, 
E. R. APT SHOE CO., ’ . General line of sheep skin slippers, 59¢ to 
woes *Sbicca”’ and ‘‘Compo Welt’’ con 3.00, 
Neuction. "95°00 and’ $6.00" ila G. MEHRINGER & CO., Ine., 
Howard J. Engquist, 
Terry cloth Bath Mules, $1.25 te $2.50 
MELROSE SLIPPER CO., 
Samuel A. Wax and Simon 
Slippers and sandals, $1.00 to yee 
THE MILLER SHOE CO., 
Fred H. Wendt, 
Women’s Health Building Shoes, $7.50 to $10.00 


MONDL MFG. COMPANY, 
Howard J. Engquist, 
Sheepwool Footwear, 59¢ to $4.50 
NATURAL pasees SHOEMAKERS, 
W. McHenr: 


Natural Bridge Women’s Shoes, ee te $6.00 
and Billiken Children’s Shoes, $3.00 to $4.00. 
OWENS SHOE CO., 
Charles Giles. 
Slippers and Tap Dancing shoes, $2.25 up. 
QUEEN QUALITY Sues co., 
Julian H. Chap 
Women’s high srade. ‘shoes, $6.50 to $10.00 
REECE WOODEN SOLE SHOE CO., 
Howard J. Engqu 
Wooden Sole Footwear, $1.00 to $7.00 
E. P. REED & CO., 
Edw: 


ard Streeter, 
Women’s quality f¢ 3 “Coll 
“*Sportview’ 


MW 


BRADLEY-GOODRICH CO., Ine., 
Howard J. st, 
Men’s Turn Sole Slippers, $8.50 to $10.00 
oneyn & SHOE CO., 
ard J. sg, 


compl lete general line plus nationally | ongtient 


iD: 
women’s *‘ irsteps’’, men’s “‘Airsteps,’’ ‘Bus 
Brown” asa te dillon Boy sea’ Girl Scout 


CENTRAL anes co., 
= Noone —. I. J. Ginsberg, M. Weiss, 
am r 
Complete general ee plus nationally advertised 
men’s and women’s ‘‘Perfect “Robin Hood"’ 
shoes for children, Boy and Girl Scout Shoes. 
COMMONWEALTH SHOE AND LEATHER CO., 
Simon Ruwitch J 
“Bostonian,”’ ‘‘Footsaver,”’ and “Mansfleld’’ shoes 
bata COPELAND AND RYDER CoO., 
d H. Wendt, 
Men's an 4 oad Women’s ‘‘Copeg’’ arch shoes, $9.50 
CRADDOCK zseev co., 
Dave A. Mai 
Men’s, women’s ona children’s shoes, general line 
DOROTHY DODD SHOE CoO., 
Julian H. Chapman 
Women's high grade shoes, $6.50 to $10.00. 
cures ag ad FOOTWEAR CO., 
Harry Kline 


M Ft ‘Boys’ teens shoes, work shoes and Hi- 
cuts. Ladies’ and rehildren’s oe “*Standon 
tennis shoes. Rubber footwea 


EPHRATA SHOE CO., 
and misses’ quality welt shoes, in 
to $4.00. 


LANL UM 7 
MY aa 
Ulf ft hoe 


/, 
77-7] 


2 





Wf 











* and ‘Matrix’ shoes 
nesrrul. egerwane co., 
shirley "temple ai PS » $1.00 to $2.00, Beach 
Sandals, $1.0 00, General line of House 
Slippers, alter ‘and soft soles, $1.00 and up. 
J. SAWYER, Ine., 
coward J. Engquist, 
Camp and Hunting Footwear, $2.50 to $12.06 
SsOoL- Ph aman FOOTWEAR co., 
mon 
ulsoen $2. 50 to $3.50 
SWAN SHOE CO., Ine., 
Howard J. Engquiat 
Padded and Pre- — sole slippers, $1.65 to $6.00 
TUPPER SLIPPER CO., 
Simon Wax, 
Slippers and sandals, $1.95 to $4.95 
UNIVERSAL SHOE MF&. CO., 
Dave A. Marks, 
Women’s Compas. $3.00; Women’s Us and 
Welts, $4.00; Women’s Delmacs, $4. 00; Growing 
by 4 Welts, KS 00 and $4.00; Men's OWelte 
$3.00, $4.00 and $5.00 
WISCONSIN SHOE COMPANY, 
coward J. Enea, 
Complete Line Athletic Footwear, $3.00 to $12.00 


RETAIL SHOES 


ANDREW LEE CUSTOM SHOE Co. 
KLING’S THEATRICAL SHOE Co. 
NURSE SHOE CO. 

O'CONNOR & GOLDBERG 

OR. REED CUSHION SHOE Co. 


OTHERS 


EP Uu B | C “4 . _ - mete, ARNOLD BROS. & CO. ‘Ia.is) 

| { BEE HIVE SHOE REPAIRING CoO. 

) BOOT & SHOE RECORDER 
Feige eee BOWCRAFT CO., 
u I L D I N  ¢ ee ‘ Bows and ornaments, 50¢ to $1.00 
tf : CAMERON & CO. (shoe store seating) 

STATE © ADAMS a LIM"  sitoward J. ogaulat sits 
$3.00 ic an jupporters, . to 


CHICAGO Vane Type FELTMAN & CURME SHOE STORES CO. 
‘ i : (general office: 
STEPSOFT propucrs co., 


loward quist, 
pe. Heel cushions, ete., 10¢ to 25¢ 


SSE NSE SSE S Ss 


MW 
VT 





SAS 
W 
Vid 





—\ YW AS 


WRWTRNS CERN eRe ernst teres ce eee es eee ree 


M1 


77 








Wl 
ine 


fi 


Children’s 

stock, $2.00 to 
FRANZEN SHOE & SLIPPER CO., 

jue! q °. 

Slippers, $1.00 to $1.50 
HUNTINGTON SHOE CORP., 

Men's Shoes, $4.00 to $5.00 
INTERNATIONAL SHOE Co., 

lan H. Chapm 

Wouua's high grade shoes, $6.50 to $10.00 

KIRKENDALL BOOT Co., 


Ladies’, Men’s, Boys’ and Girls’ Riding Boots, 
$6.00 to $20.00 


KNIGHTS-ALLEN CO., Ine., 
B= ( J. Engquist, 
Men’s Turn sole slippers, $3.00 to $4.00 
cmienT stieege MFG. CORP., 
Howard J. Engquis 
Padded sole slippers, 79¢ to $2.50 


V), 
M-< yt fff 





ji 
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orgdereq means anofher pair 
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Be Right 


*We are indebted for these pictures to the producers 
of the musical comedy, “’'D RATHER BE RIGHT,” 
which is now running at the Alvin Theatre, 

in New York. 


Be sure to see the complete new Myers Line for Spring-Summer 1938. Rooms 687A and 660A, The Stevens Hotei, Chicago, Ill. 
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....+ And You ARE Right 
Every Time With MYERS Shoes 


MYERS Shoes are acclaimed throughout the trade as business builders. 
Their superb styling, perfect fit and long-wearing qualities have made 
millions of satisfied customers for MYERS Retailers--women who make it 
a custom to return again and again to buy. * Add to this the tremendous 
advantage of an instock service on hundreds of fast-moving numbers and 
you'll realize immediately why you're ‘‘right’’ every time with MYERS 
Shoes, If you aren’t completely familiar with 
the MYERS Line, write us and we'll 

gladly send you samples. 














aad c, 
BY 
~2 fy 
(Ss): 
w 
IMoRt: 
a | gs 


Sherwood at Curtain Avenue Baltimore, Maryland 
Be sure to see the complete new Myers Line for Spring-Summer 1938. Rooms 687A and 660A, The Stevens Hotel, Chicago, Ill. 
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Calf 


FOUR 
YEARS 
NING 





f 


’ . Mh ti ogee 2 _ 
ee 4 
f a d 
. 





Brands 





BARNET 
SUEDE 








THOROBRED 
CALF 


GLORIA 
CALF 


4 , 
a # 


Our Tannery today at Lynn, Mass. 


J. S$. BARNET & SONS, Inc. 
inca cee al 








olue 
SHE FINDS fQ Thue, 
ri Vatwral Bnidge SHOES 


e 
q rnere - 


atural Bridge \ hoemakers 


Division of Craddock-Terry Company—Lynchburg, Va. 
ALSO MAKERS OF THE FAMOUS Billiken JUVENILE SHOES 
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Ww o, dear friends, in the business of selling children’s shoes, these are not box car numbers, 


nor yet a motion picture magnate’s publicity figures of costs. They are just the actual number 
of times that the leading women’s publications which blanket our country will carry to the 
mothers of America the powerful sales creating message of “Edwards Shoes for Children.” 
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S 


| i greatly amplified program of national advertising will be supplemented by a strong campaign supporting the 
dealer. Cooperation in local newspapers, a complete mat service, direct mail pieces, and window and counter displays 


will be used in addition. All are designed for the sole purpose of focusing the attention of those who read our national 
message directly at the point of sale. 


@ Visiting buyers at the National Shoe Fair are cordially invited to visit with the Edwards personnel who will be in con- 
stant attendance in Rooms 700 and 701-A at the Stevens Hotel. Those in attendance from the home office will be: 


MR. ALFRED ZOELLY — MR. R. WILDBOLZ — MR. ROBT. L. HUFFINE — MR. JAMES Y. PLAYER — MR. LEO M. DOWD 
MR, JOS. A. McCCAFFREY — MR. WM. T. McDANIEL — MR. J. H. BROWN — MR. WM. J. LIGGETT 


J. EDWARDS & COMPANY 


314-322 N. 12th STREET PHILADELPHIA, PA. 
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ELAMS 
Pre-Welt Shoes “a Am 


| 
Step-Up Your Children’s Sales 


Ww 












IN-STOCK 
SIZES 2 TO 8 


ELAM'S Pre-Welt dealers render a valuable service to 
the active, romping children of America—fitting shoes 
that properly support their growing foot muscles and 
bones. 


ELAM'S Pre-Welt dealers know that care of the feet 
begins in childhood—for future good posture and good 
health depend largely on the correct fit of the child's 


shoes. 







b42—White Elk 
Greater volume, attractive profits and repeated sales 
are the reward for ELAM’'S Pre-Welt dealers in the 


700-Petent great children's year ahead. 
752—White Elk 
Roman Sandal 


IN-STOCK for immediate delivery — 
SHIPPED THE SAME DAY 


Inviting your inspection of 
ELAM'S 1938 LINE 
Room 1012 at the Hotel Stevens, Chicago, Ill., 
January 2, 3, 4, 5, 6, 1938 
OR WRITE FOR OUR CATALOG 


F. S. ELAM SHOE CO. 


176 No. Water St., Rochester, N. Y. 


DISTRIBUTORS 
New York: 439 Marbridge Bldg. Boston: Lane Bros. 
New Orleans: B. Rosenberg & Sons 
Cleveland: Krongold Shoe Co. Los Angels: Boston Shoe Co. 
































THE 






()~ 


{ 


fiat ion GuygeDSMEN ~~ 


So ee 


— 7 
a 
Crosby Square Crosby Square BOOTH 

















vit MODERN MISS 


.... Deautiful, easy-to-sell 
growing girls and women's shoes. 
4. &°5 Retailers 


ere og 


Huth & James Shoe Co. 


Milwaukee, Wis. 

















Point out the advantages of this handsome 
vegetable fannage, and your sale is made 
Those who take their golf seriously ap- 
preciate shoes that remain loyal to their 
feet in all kinds of weather. That 
is why the special qualities of 
vegetable-tanned Eskimo calf 
find so much favor on the fair- 
ways. It is easy to look at and 





wants Gallun’s Lakina Calf 











easy to wear. Glove-soft at the first 
wearing, it dries out soft after many a 
round in wet grass. Its remarkable 
workability on the bench enables the 
craftsman to turn out shoes with the 
rich dignity and practical com- 
fort which make satisfied, loyal 
customers — both men and 
women. A. F. Gallun & Sons Cor- 
poration, Milwaukee, Wisconsin. 


* 
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Everything your customers want 


is in the /roackasy line for Spring! 





, Riviera Katie 4 





STYLE... factor that's becoming as important as comfort itself in the 
sale of arch-type shoes. Women have found that they need not 
sacrifice a smart appearance if they must wear comfort shoes. Tread- 
easy Shoes for Spring are BEAUTIFUL! 


COMFORT... good, solid Treadeasy comfort provided by lasts so scien- 
tifically correct that they have earned the endorsement of many 
members of the Chiropody-Podiatry profession. Treadeasy Shoes for 
Spring have COMFORT that doesn’t show! 


QUALITY ... in their fine leathers, in their high grade construction, in 
every detail of manufacture, Treadeasy Shoes are TOPS in Quality! 


If you want to see this line that has everything your comfort-cus- 
tomers will want for Spring be sure to see 


Treadeasy * Room 750A, National Shoe Fair, Hotel Stevens 
Chicago « January 3, 4, 5 and 6, 1938 





OVER 150 STYLES 
IN STOCK 


The Treadeasy dealer gets 
maximum profits on a mini- 
mum inventory! For your con- 
venience in buying and sizing 
up best sellers, we maintain a 
complete In-Stock department 
of styles, sizes and widths, 
ready at all times for fast de- 
livery to your store. 

SPRING IN-STOCK CATALOG 

ON REQUEST 








If you can’t visit our room at the 
Fair, write us direct to have our 
representative call with a com- 


plete line of samples. 





P. W. MINOR & SON, wc.- saravu, new yorr 
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Carmo SHOE Mrc. Company.. ..Carthage, Mo. 













CLARK SHOE COMPANY.......... Auburn, Me. 
CLEMENT & BALL SHOE Mpc. Co. 

Baltimore, Md. 
ee See Norway, Maine 
CoLiins-Morris SHOE Co........Chaffee, Mo. 
CoLiins-Morris SHOE Co... ..Owensville, Mo. 
CONRAD SHOE CompPany...No. Abington, Mass. 
Conway SHOE CO............... Keene, N. H. 
CopLey SHOE Co.............Stoneham, Mass. 






CORNELL SHOE Co...... New York City, N. Y. 










DARTMOUTH SHOE Co.........Brockton, Mass. 
DENOVIA, INC. 00%. 0... ee Philadelphia, Pa. 
DICKERSON Co., WALKER T... .. .. Columbus, O. 
Dunn & McCarthy, INC....... Auburn, N. Y. 
























ELKIN SHOE Co., NEWTON..... Philadelphia, Pa. 

































































ENDICOTT- JOHNSON Corp........Owego, N. Y. 
. EXETER SHOE COMPANY........ Exeter, N. H. 

ApvANCE SHOE Co., INC.......... Chicago, II! : 
A.Gy Suogs, Inc..............Everett, Mass. FERN SHOE COMPANY...... Los Angeles, Calif. 
ALLIED Nove tty Suok Co... ..Springvale, Me. Fretp & FLINT Co........... Brockton, Mass. 
OR Amesbury, Mass. FISHER SHOE Co......... Jamaica Plain, Mass. 
Awsin Su0S Os ............-. Athol, Mass. FLORSHEIM SHOE Co. (Men's)... .. Chicago, Ill. 
Apt SHOE ComPANy, E. R..... Haverhill, Mass. FLORSHEIM SHOE Co. (Women’s) . . Chicago, III. 
Arrow SHOE COMPANY........ Danvers, Mass. Forp & Company, C. P.......Rochester, N. Y. 
Art-CraFt SHOE CompANyY.......Lynn, Mass. FREDERICK SHOE Co., INc........Derry, N. H. 
mney necpenn pelea ieee La Porte, Ind. GARDINER SHOE CO..........-. Gardiner, Me. 
AUGUSTA SHOE CorP............. Auburn, Me. GERBER SHOE CO,¢c%404 «.. Lawrence, Mass. 
AYER & Son, INc., Geo. H. . Hampstead, N. H. Gopman Compan¥: fH. C....... Lancaster, Chis 
wB.& C. Suow Co.........; Manchester, N. H. GopMaN Company, H. C......Columbus, Ohio 






Gop SEAL SHOE CorpoRATION....Lynn, Mass. 
GOLDSTEIN-MCHANEY, INc... New York, N. Y. 
GRAND SHOE Co............. Haverhill, Mass. 


. ...-Columbia, Mo. 


BANCROFT WALKER COMPANY. Waltham, Mass. 






Barr-BLOOMFIELD SHOE Merc. Co. 
Seabrook, N. H. 

























HAMILTON-BROWN SHOE Co 




















HAMILTON-BROWN SHOE Co........Union, Mo. 
maween 0000s... caeosscue Webster, Mass. HARTMAN SHOE Co...........Haverhill, Mass. 
BATTERMAN & Brac Suok Co., Brooklyn, N. Y. HARVARD SHOE COMPANY....... Boston, Mass. 
Beacon Hint Suoe Co......... Boston, Mass. Hicn SHor ComPANY...............Saco, Me. 
Beauty Footwsar Corp... .. New York, N. Y. Hoxtz SHoE Co., HERBERT ... Haverhill, Mass. 
Beker & FRIEDMAN SHOE Co., INC. Hy-StyLe SHOE CoMPANY...... Hallowell, Me. 










Brooklyn, N. Y. 














































































BENNETT SHOE, INC.......... Marlboro, Mass. ILLINOIS SHOE MFG. Co...........Pontiac, Ill. 
BEVERLY SHOE Co..............Lowell, Mass. INTERNATIONAL SHOE Co.... Manchester, N. H. 
Bon-TeEL Footwear, INC... .. New York, N. Y. a : 
Sivas tec. ......... eo ee Jacoss SHOE CO............. Webb City, Mo. 
“ : By Jay SHOE Mrc. Co......... Cambridge, Mass. 
BROWN SHOE CO...........005: St. Louis, Mo. ; 

(Blue Ribbon Factory) JOHANSEN Bros. Co............ St. Louis, Mo. 
BROWN SHOE COMPANY...........-Dixon, Il. JONES-WALSH SHOE Co.........St. Louis, Mo. 
it tA ey Pere ee KENNEBEC SHOE CoMPANY..... Hallowell, Me. 

st apes KESSLEN SHOE Co............Kennebunk, Me. 
Benmwe Mee Oe boss. cc ee se Mattoon, III. Kuvercee Scpren Co., Inc... Philadelphia, Pa 
5 ESAS ih ington, N. H. o pace ets 

suatnen Saas Co Pe KIMEL SHOE CorP.......... Claremont, N. H. 
CARLISLE SHOE Co..............Annville, Pa. KLEVEN SHOE COMPANY........Spencer, Mass. 

(Branch of I. Miller & Sons, Inc.) Kozy KomFortT SHOE Co....... Mundelein, II]. 
CARLISLE SHOE COMPANY......... Carlisle, Pa. 






‘Branch of I, Miller & Sons, Inc.) 








i 


HESE MANUFACTURERS have written an important chapter in. 







American industrial life. Their vision and enterprise in adopting new 
and improved methods have brought an era of better shoes of all types. We 
count it a privilege to provide for their use the advantages of Compo 


engineering. Compo Shoe Machinery Corporation, Boston, Massachusetts. 
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LABELLE Footwear, Inc... ..New York, N. Y. 





RApEscul, INc., M...... New York City, N. Y. 


LACOMTESSE SHOECRAFT, INc., New York, N. Y. Rao Footwear Corp....New York City, N. Y. 
LairD SCHOBER Co., INC. .... Philadelphia, Pa. RELE Royi SHOE, INC............ Pontiac, Ill. 
LAUER, MAX........... New York City, N. Y. RicE-O’ NEILL SHOE Co.........St. Louis, Mo. 
LESTER SHOE COMPANY........ Chelsea, Mass. ROHN SHOE Mfc. Co......... Milwaukee, Wis. 
LoPrest1I, INnc., C. & E., New York City, N. Y. RONDEAU SHOE Co., H. O....Farmington, N. H. 
Lucey SHOE Co., JoHN E....Middleboro, Mass. ROSENTHAL & DOUCETTE....... Beverly, Mass. 


LYNN INDEPENDENT SHOE SCHOOL. .Lynn, Mass. 











SAMUELS SHOE COMPANY........St. Louis, Mo. 





MACKEy-STArRR, INc..... New York City, N. Y. Savoy SHOE Co., INC....... Elizabethtown, Pa. 
MANISTEE SHOE Mre. Co... . . Manistee, Mich. MHIOGAWENCds ok cceweeees ees Philadelphia, Pa. 
MARTIN-TICKELIS SHOE Co...... Ipswich, Mass. SCHOLNICK SHOE Co...... Jamaica Plain, Mass. 
Maysury SHOE Co.......... Rochester, N. H. SELBY SHOE COMPANY. ...... Portsmouth, Ohio 
MENGE Corp.,WILLIAM...... Dolgeville, N. Y. SHAPIRO Bros. SHOE Co.. .. ... Haverhill, Mass. 
MERRY SHOE CO............... Lewiston, Me. SIMPLEX SHOE Mrc. Co.......Milwaukee, Wis. 
METROPOLITAN SHOEMAKERS, INC.. Chicago, IIl. SmiTH SHOE Co., G. Epwin....Columbus, Ohio 
Mip-WEstT SHOE Co.............. Chicago, Ill. SMITH SHOE Co., INc., J. P........Chicago, Ill. 
MILCHEN SHOE CoMPANY...... Lawrence, Mass. SOMERSWORTH SHOE Co....Somersworth, N. H. 
Mivius SHOE COMPANY........... Festus, Mo. STERLING SHOE CorpP........... Auburn, N. Y. 
MILius SHOE CoMPANY......... St. Louis, Mo. STONEHAM Footwear Co......... Lynn, Mass. 
MILLER SHOE Co............--- Derry, N. H. STRASSBURGER, INCc.,E. H. New York City, N.Y. 
MILLER & Sons, INC., I....... L. I. City, N. Y. STRITTER SHOE Co............... Lynn, Mass. 
MITCHELL SHOE COMPANY...... Biddeford, Me. SULKIS SHOE ComMPANY.......Marlboro, Mass. 
MONARCH SHOE Co......... Cambridge, Mass. SUPREME SHOE Mere. Co., INc.. . . Columbia, Pa. 
MUSKIN SHOE Co............-- Baltimore, Md. “ : . 

MUSKIN SHOE Company... ....Millersburg, Pa. THOMPSON SHOE Co., INC. J. .New York, N. Y. 





NATIONAL SHOE CorP........ Marlboro, Mass. 





O’DONNELL SHOE Co........ Humboldt, Tenn. 



















Troy & Co., SEymMour. .New York City, N. Y. 
TUPPER, INC................New York, N. Y. 





UNIQUE SHOE Co., INc........ Haverhill, Mass. 


UNITED STATES SHOE Corp..,. ... Cincinnati, O. 
PaciFic SHOE Co., INc. .. ..San Francisco, Calif. UnitTy-GrossMaNn, INc..New York City, N. Y. 
PALIzzI0, Inc........... New York City, N. Y. . Unity SHOEMAKERS, INC.. .. .. Haverhill, Mass. 


PALTER DELiso, INc..... New York City, N. Y. 
PARAMODE SHOE ComPANY OF R. I., Bristol, R. I. 
PARAMOUNT SHOE MBg., ....... .St. Louis, Mo. 





UNIVERSAL SHOE CORPORATION. ..Sanford, Me. 






VALLEY SHOE CORPORATION .....St. Louis, Mo. 





PARAMOUNT SLIPPER Co., INC. Watson Company, THE C. V.....Auburn, Me. 

Jersey City, N. J. WEBSTER SHOE Co............Webster, Mass. 
PASADENA SLIPPER Co., INC... . Pasadena, Calif. WEYENBERG SHOE Mre. Co... .. Hartford, Wis. 
PEERLESS SHOE CorP............ Ware, Mass. WEYENBERG SHOE Mec. Co... Milwaukee, Wis. 
PHILCO SHOE Corp..............Auburn, Me. WEYENBERG SHOE Mre. Co...... Portage, Wis. 
PHOENIX SLIPPERS, INC... ...Union City, N. J. WISE SHOE Co............ Farmington, N. H. 
Pitot SHOE Co................Chelsea, Mass. WoLrF-ToBER SHOE ComPANY.. St. Louis, Mo. 
Pincus & Tosias, INc......... Brooklyn, N. Y. 


PRE-VIEW SLIPPER Co., INc... New York, N. Y. 


PROPER SHOE CO............. Methuen, Mass. 


PROSPECT SHOE CO., INC........ Lewiston, Me. 
......Milford, Mass. 


PuBLix SHOE Corp...... 









ZuLick & COMPANY, J. S.......Orwigsburg, Pa. 









































TRADE MARK 


THE COMPO CONVEYOR 


© ee e on which more than 
200,000,000 pairs of the best 


cemented shoes have been made 
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the plain and simple TRUTH 


about Juvenile Shoes 
that OUT FIT all others. 


Page 26 


“It's in the LASTS and PATTERNS” 
SEE THEM IN CHICAGO 


The exclusive measurements of C.S.E. lasts and patterns are the result of years of research and the 


examination of thousands of children's feet and their worn shoes. 


In using these lasts and patterns for Pro-tek-tiv and JUNIOR FOOT SAVER Shoes, we do not hesitate 


to claim that these two lines will fit more feet and fit better than any juvenile line. 


They will fit 90%, of your Juvenile customers. 

They cannot slip at the heel. They will not gap at the quarter. 

The foot is held in place and does not run forward. 

Made with inside wedge heels. Each size has graded quarter patterns for every width. 


The only shoe with two distinct lasts in each size run. 





Narrow widths. IN STOCK for tomorrow's business. 
dtl sf: JUNIOR FOOT | 
ro-tek-tiv Shoes — 
help normal feet grow normally control normal growth 
































Protected Agency basis — Co-operative advertising plan 


ALSO—"LITTLE SERGEANT” FOR CHILDREN AND "MODERN AGE" FOR BIG GIRLS 


New York Office In Chicago 


rom 411 Curtis-Stephens-Embry Co. sary 245 


Marbridge Bidg. . Rooms 639A-640A 
47 W. 34th St. READING, PA. Hotel Stevens 
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H ERE is reliable guidance for your immediate buying! On 
December Ist, a fashion reporter and a cameraman asked fifty well- 
dressed women in the Grand Central Station, New York, what leather 
they favored for their next purchase of shoes. 27 said patent leather! 


You will get a majority preference 
for patent from your own customers, 
because they know black patent best 


Miss Natalie L—- dresses the foot with youthful, 
DRESS DESIGNER ” 


“The sleek look of flattering charm. 
patent is flattering to 

all women and, in 

shoes, black patent is 

chic and youthful 

looking.” 





e $ 
w ab : do 
; do Meqch 4 
$ of P . 
y sa look d "tor t 
r Mos “lity: 
n . ' 
) Miss Kay P—— 
INTERIOR DECORATOR 
“I just bought two 
gray shades of dresses. 
Black patent leather 
The Name For Patent Is shoes are really the 
best choice to wear 
with them.” 
4 LEATHER CO., NEWARK, N. J. 














j =a y 4 4 y 


bi 


FRANK T. SHIRLEY F. J. PUERLING HENRY F. LOEWER WALTER B. PACHALY 








- 
\ 
GEORGE c. HAYWOOD W. 4. BURGER 


LLoypn 
Ww. 
. BRo 
WN 








e We extend sincere best 


wishes to all branches of the 


hor . . shoe industry for 1938. Our 


a” 


* 
: plant facilities and the efforts 
. 


\ 


5s WHEELER 


of our entire personnel are 





continually available for 


© G. TREMAINE 


WILLIAM T. NOWACK progressive service. A. H. Lange 


AT CHICAGO — JAN. 3-4-5-6 
STEVENS HOTEL ROOM 504 


UNITED LAST COMPANY 


tia i 140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


A. E. HECTOR 


THE LAST WORD 


UNITED 




















fx 3 
c. F. ZISSEL 
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Custom Crafted 
STACY-ADAMS 
SHOES 


A name that means everything in Custom Shoe- 
making and sets the styles for America to follow. 
Such a reputation is valued above price for— 
Quality Tells. 
AT ROOM 521A 
_ HOTEL STEVENS 
NATIONAL SHOE FAIR 
JANUARY 3-6 


STACY-ADAMS 
COMPANY 
BROCKTON, 
MASS. 





c. PF. 24ISseL 








' : G. A, ADAMS 


ee 
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NEVE HtWD THE PAT 


Every fashion flash reads: “Be sleek—be feminine v 












— and you will be smart through ’38.” Every y 


woman will be accenting these newest fashion ne 
qualities. In footwear, too, she will search for te 
sleekness — for femininity — and for soft loveli- an 
ness. And her obvious choice of leathers will be WI 





fine grained kid. Evans Kid is scientifically tanned Jo 


i. 


THE KID WITH A DEFINITE SALES INFLUENCE 
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Holt. 


with the fashion-loving woman in mind. The 
year 1937 proved Evans’ fashion rightness. And 
now FASHION in 1938 dictates a further ex- 
tensive use of Evans Kid — fine-grain, supple 
and ‘flattering to the feet”. In authentic colors, or 
white . . . Feathernap finish or glazed. 


John R. Evans & Company, Camden, New Jersey. 


kid Lees 














Pi 


4 world roster of g 
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eS 


|-MILLER DEALERS for 1937) 
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#e HOWLAND ~ te CALIFORNIA 
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de NEW ZEALAND 
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yy IRELAND * IDAHO 


NATIONAL SHOE FAIR + STEVENS HOTEL » ROOMS 2304 


[- MILLER & SONS, INCORPORATED On 
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%& NEW MEXICO 


i * ILLINOIS 
3 ke OREGON 
we NEW YORK PORTLAND: 
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Cullum Shoe Co. 
NVICLE ; 
, Tilman & Bruce 
RTANBURG. 


+ MASSACHUSETTS 





rs 


| LONG ISLAND CITY, NEW YORK 


















Mayer & Schmidt : 
WACO naa 


~ ‘Goldstein-Migel Co. 


WICHITA FALLS ~ 
W. 8. McClurkan Co. 


» OGDEN 


LR. Samuels 
SALT LAKE CITY 
Makoff Classic Shop _ 


NEWPORT NEWS 
Nachman's Dept, Store 
NORFOLK 
Smith & Welton Co, 
RICHMOND 
}. Miller Saton 
ROANOKE 
Propst Childress 

Shoe Co. 


ELLENSBURG 

Moser's Shoe Store’ 
SEATTLE : 

L<Miller Co. 
SPOKANE ~ 

Arthur Schulein, Inc, 
- TACOMA x sa 
Pessemier's Bootery © 
WALLA WALLA | - 


A.M, Jensen Co. 
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. & - | 

<a) : 

(* | ail 
th Sam SAYS: ONLY 


SHUGOR 


CAN BE MADE WITH THE PATENTED 


REINFORCED EDGE 


SHUGOR—the modern gore with the new revolutionary EDGE is available ONLY IN SHUGOR (or in Hub Gore 
REINFORCED EDGE is now thoroughly protected by offered by our sole licensee, Everlastic, Inc.). 
aren reene penne ay fe ie Ss Saw Why invite trouble with old-type gorings when 


Senne: Wen reer, auneieas $0: pretest the modern REINFORCED-EDGE SHUGOR 


shoe manufacturers, shoe retailers, and the RR 
public against the manufacture of inferior __ will insure correct fit, glove-like style appearance, 
and lasting satisfaction. 


substitute goring in infringement of our 
patent rights. Write for samples of our new numbers for 


This sensational patented REINFORCED Spring 1938. 


THOS. TAYLOR & SONS 


INCORPORATED 
HUDSON -_ MASS. 
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HANAN 


MASTER LASTS FOR MEN 


Ylee Shots Thief weit 
Lh fblemé Ciaddam bea 


MEN who wear Hanan Shoes once, wear them for the rest 
of their lives. This is not a claim, but a fact, proved by the 


experience of shoe men across the country. 


Why? Because Hanan Master Lasts meet . . . to a degree 
that amazes men. . . three basic requirements all men make 
of shoes: comfort, custom styling, and longlife, in appear- 
ance and wear. 


That is why the man who wears one pair of Hanan Master 
Lasts becomes “repeat business”, a lifetime customer, a 


regular and unfailing source of assured profits. 


Add to this the profit-producing power of Hanan Touchstone 
Models—introduced by Herbert Hanan . . . specially designed 
for young men “on the way up” .. . and built to a value far 


beyond their price. 
* 





YOU ARE INVITED 


to visit the exhibit of Hanan Master Lasts and 
Hanan Touchstone Models on display 
for the duration of the 


NATIONAL SHOE FAIR 
Stevens Hotel @ Room 421-A 


HANAN & SON 


Factory and Stock Departments ¢ 671 N. Sangamon St., 
Chicago ¢ Executive Offices, 1328 Broadway, New York 











CHARACTER  , EN DURE S 














ma PRING 


From the Metropolis of 
Fashion Sterling now 
serves the leaders of New 
England. 


Keenly alive to the impor- 
tance of lasts that possess 
perfect fitting qualities 
and authentic style, the 
progressive manufactur- 
ers of the industry's oldest 
shoemaking community 
are daily fashioning more 
new lines on Sterling Lasts 
.... Lasts that are ac- 
knowledged a fundamen- 
tal part of good shoe- 
making. 





Sterling pridefully contrib- 
utes its product of quality 
to New England's spirit of 
enterprise. 


STYLE 
begins in the 


WOOD 
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~ STERLING arse) P1>) 
thin erlca’s —oromost Aashionets of Lasts 


335 EAST 27TH STREET, NEW YORK 


Boston Office 2/0 Lincoln Street 
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Tx Douglas Torture Wheel, featured in Douglas 
advertising in national magazines and news- 
papers, does more than test shoes. By calling the 
nation’s attention to Douglas all-leather quality 
and rugged construction, it helps to move Douglas 
merchandise off your shelves faster than ever. 


That's another reason why you'll want to have a 
complete stock of the new Spring line of Douglas 
Men's Shoes on your shelves. Distinctively styled, 
in a complete range of popular prices, backed by 
selling advertisements in The Saturday Evening 











Duplicate of shoe-testing machine used by the U. S. Bureau of Standards, Washington, D.C. 


Post, Collier's, and major newspapers. Douglas 
Shoes offer increased turnover with a profitable 
mark-up for you. 

A card, letter or wire will bring you complete 
information on the new Spring line. Address 
W. L. Douglas Shoe Company, Brockton, Mass. 





At the Chicago Style Show, January 3rd, 4th, 5th 
and 6th, be sure to visit the Douglas exhibit in 
Rooms 556-A and 557-A at the Stevens Hofel. 











Douglas Shoes 


299 Broadway, New York City 


BROCKTON, MASS. 


Broadway Arcade Bidg., Los Angeles 
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STEP UP SUMMER 
PROFITS WITH 


| BALL-BAND 


SELL UP-TO-THE-MINUTE | 
SMARTNESS AND TIME-HONORED QUALITY 





Colorful, smart, trim-fitting, and def- 
initely the vogue for the Spring and 
Summer of 1938. Built of superior ma- 
terials, over special lasts, and in au- 
thentic styles, they are a delight to the 
eyes as well as feet. They come in 
white, navy, rust, cardinal, canary, for- 
est green and brown in attractive com- 
binations. They are priced so moderate- 
ly that you'll find it easy to make extra 
pair sales in various colors and styles. 
And you'll bring good will and extra 
profits to your store by selling a product 
that bears such a fine name and such 
a famous trade-mark. Step up summer 
sales with Ball-Band Summerettes. 


Mishawaka Rubber & 
Woolen Mfg. Co. 


280 Water St., Mishawaka, Ind. 


NANTUCKET 


LOOK FOR THE RED BALL 





At the recent Shoe Fashion Guild 
show in New York, Daniel Green 
slippers made by the new “Dee Gee” 
method carried off all honors. There, 
retailers saw for the first time slippers 
made with all the desirable soft sole 
slipper features, and all the firm 


BOOT AND SHOE RECORDER, December 25, 1937 


DANIEL GREEN 


20050 — satin padded 
sole Bridge slipper. 


support a hard sole gives. @ Now— 
wood heel Comfys and satin Comfy 
Scuffs give complete foot support. 
They hold their shape infinitely 
longer and fit better. The new satin 
“Dee Gees” have the appearance 
and lasting qualities usually found 





The DANIEL GREEN COMPANY... 
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ee Se 


IN SLIPPER MANUFACTURE 


OMFORT OF a She sour 
UPPORT OF ayfordsour 


20312 —satin open toe / y, 


padded sole Scuff. 


in hard sole footwear. A flatter tread 


results. And treading on the Uppes, The new Daniel Green slippers made the “Dee Gee” 
so prevalent in soft sole slippers, way will be on display at the Chicago show. 
eliminated entirely! @ Two patents HOTEL STEVENS 


protecting the “Dee Gee” process are sain sipadlan tenia 
Rooms 657 and 660 


pending. The sales office nearest you _ 
will be glad to send or show samples. lhl 


DOLGEVILLE, NEW YORK Sailes Offices: NEW YORK BOSTON CHICAGO 


















TPANTHER PANCO Co. 
4 CHELSEA, 
MASS. 








TO MEET EVERY REQUIREMENT OF 


Volume Buyers 





GREAT NORTHERN 


SHOE COMPANY 


CHICAGO—HOTEL STEVENS—Rooms 440A & 444A 
BOSTON —HOTEL STATLER—Room 415 


Men's & Boys’ Welts for Every Need—Dress or Sport 


INTERSTATE 


SHOE COMPANY 


CHICAGO—HOTEL STEVENS—Room 451A 
BOSTON —HOTEL STATLER—Room 515 
Women's Correctives and Novelty Types 
Girls’, Misses’ & Children's Dress and Sport Types 
INTRODUCING A NEW SANDAL LINE for Women, Girls & Misses 





METROCRAFT 


SHOE COMPANY 


Juvenile Division 


CHICAGO—HOTEL STEVENS—Room 452A 
BOSTON —HOTEL STATLER—ROOM 519 






Juvenile Welts for Every Age 
Girls' Welts and Sbicca Delmacs—Dress, Sports and Spectators 


A NEW DIVISION 


Featuring. Novelties in Feminine Footwear of Sbicca Delmac Construction 


CHICAGO—HOTEL STEVENS—Room 435A 
BOSTON —HOTEL STATLER—Room 518 
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laf td BOAT 


“DRESTRED", a new addition to the 
roster of "AMERICA'S FINEST FITTING 
ORTHOPEDIC LASTS." Two years’ re- 
search has definitely proven these facts: 
|. Positively no toe pressure on 4th and 
5th toes. 
2. Ample Bunion Room for modest 
extension. 
3. Serves tailors bunion without friction 
or pressure. 
4. Fits pronating ankles satisfactorily. 
~. 5. No Heel Slipping with free toe 
oh se fitting. 
6. Positively the most comfortable 14/8 
dress last yet conceived. 



















WEAK FEET a 
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ill fit more 














No. 1948 























ORTHOPEDIC 


A Black Kid four eyelet Tie, Black 
A straight inside 


Calfskin +; 
the Famous Tredatarter made over 


LAST 
line last that is 
































Extended inc; t (wide ball) Last, e not an inf] : ; 
wood — Counter, 1342/8 apne kie Wavy Calf — almost ony tied ue 7 accept 
F e . e ; 
Widths AAAA to EE Sizes + A Brown Musk! over : " eended Pig chanical 
’ e: ° 
Stock No. 1953 s to 10, ele heel, pot oe Brown Calfskin six 






ie made oy, 
pon , _ over the Famo 
cae (straight line) Last, Ex. 


Nnsid. 
heel, rubber ton ter, 10/8 leather 
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NATIONAL SHOE FAIR * CHICAGO, ILL.» STEVENS HOTEL; ROOMS 1133A, 1134A 


ORTHOPEDIC DIRECTION OF ALBERT €E. KLINKICHT 
CINCINNATI, OHIO 
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wality is Built pe i 


NOT ADDED ON 


when the foes are built with CELASTIC. 


. . . That is one important reason 
why women who have worn shoes 
with these invisible features of com- 
fort instinctively ask again for the 


same make of shoe. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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step-in- Life SHOES SEE THE LINE 


designed to sell at NATIONAL SHOE SHOW 
. a 


HOTEL STEVENS, CHICAGO 
Rooms 713 and 714 
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IN-STOCK service 


to help you sell with smaller 
inventories, and resize quick- 


ly on the best selling patterns. 
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You too can see the extra advan- 
tages “Feather-Eze” Shoes offer 
for young children. Lighter weight 
with a greater flexibility than 
hitherto known, “Feather - Eze” 
Shoes for children embody a meth- 
od of construction developed to 
the highest degree by Waterbury. 
Physicians say the anatomical cor- 
rectness of “Feather-Eze” Shoes aids 
natural development and allows ab- 
solute freedom of muscular function- 
ing. Their lightness and flexibility 
will be hailed by parents as a boon 
to the health, comfort and well-being 
of their children. 

Send for interesting folder describing 
these outstanding shoes for tots. 


























Photo Courtesy Fred Rueping Leather Co. 


iS Saar Oe ee : Shoes 





S. WATERBURY & SON COMPANY 
Quality First since 1820 
62 Schenectady Avenue Brooklyn, New York 
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Nationally recognized features of 
smart Matrix Shoes — and an in- 





creasingly important factor in 
smart shoe merchandising! 


E. P. REED & CO. 


Cordially invites Retailers 
to visit Show Headquarters 
in 







HOTEL STEVENS 


(Rooms 604A—605 A—606A_) 










CHICAGO 


JANUARY 2nd TO 6th 


INCLUSIVE 













where New Matrix Shoes for 
Spring and associated lines 
of Collegebred and Sportsview 
Shoes_ will be presented. 


CREATED BY REED 








Page 56 
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a natural for any retailer 
who wants real volume 
and real profits! 


When a line is as highly styled as 
Middletown’s is, when retail prices are 
as low as.these are—you can’t help but 
have a big volume business. The shoes 
are made well, and the designs are as 
eye-catching as any woman would 
want. Merchants in all parts of the 
country tell us Middletown slippers are 
the fastest moving line they’ve ever car- 
ried. If you won’t be at the shows to 
see the shoes, we'll mail you prices 
and style information. Write us now. 





MADE TO RETAIL FOR $2 and higher 





Middletown Slippers will be on show at the 
SOUTHERN SHOE EXPOSITION 
Miami-Biltmore Hotel 
Coral-Gables, Florida 
January 17, 18, 19, 1938 


@ 
Our room numbers in CHICAGO are: 
1107-A — 1108-A 





MIDDLETOWN FOOTWEAR.inc. 
MIDDLETOWN, NEW YORK | 





1937 
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FOR MEN 








OFFERING YOU 


Siu ter 


ON A SILVER PLATTER 
Record Breaking 
Sales for 1938 


If you don’t already feature FOOT 
PALS—now is the best time to con- 
sider them. 

Every dealer knows FOOT PALS. 
They are acknowledged tops in their 
class—fine leathers, superlative con- 
struction, dashingly-styled, for for- 
ward looking young men. 

Now FOOT PALS are priced lower. 
Same quality—same workman- 
ship—same fine styling, but now 
priced for double-quick selling 
in today’s market. Stock FOOT 
PALS now. They will give you 
the cream of the men’s business. 
Send for full information—write, 





Styl-EEZ is the best “repeat business” 
builder we have ever seen. 
Styl-EEZ has the same exclusive cor- 
rective features that have made Selby’s 
Styl-EEZ for women so amazingly 
popular: the flare-lift innersole, like 
a constant supporting hand under the 
instep; soft rubber metatarsal pad to 
cushion each step; the stout steel 
arch to give solid comfort. 
National advertising in such 
magazines as Saturday Evening 
Post, Life, Esquire, Time and 
Literary Digest has built up con- 
sumer demand for Styl-EEZ. 
Send for full information, cash in 


wire or telephone today sure. JAMES bee now on this profit maker. 


WALL-STREETER SHOE COMPANY 


North Adams y 


- ~- Mass. 


(Styl-EEZ shoes for women are made by The Selby Shoe Company, Portsmouth, O.) 






















Ym VOGUE 





REG. VU. S. PAT. OFF. 
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T1 


Showing at Chicago 


NATIONAL SHOE FAIR 
JANUARY 3—4—5—6 


Stevens Horer 
Rooms 546A - 548A 














with the following 
Merchandising Highlights 








GENUINE PIGSKIN 
Mammoth Raw Ribbed Soles 
Color Harmony 
O-So-Ez-E Construction 
The Appeal to Youth 
Nationally Advertised 
for Early Sales. 


yar a 


oe or 








FOS VN and view our display of sensational 
"SHOE Sport Styles retailing at $5 — $6 — $7.52. 


he. MA (_. Come to Chicago .... 
Tey < 


E. E. TAYLOR CORP.—BOSTON, MASS. 
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A NEW LINE FOR epee 


whe wants a betlex wsT0cK 


BOYS’ SHOE BUSINESS 























SHOE /or BOYS 










New—but built on thirty-seven years of boys’ shoemaking 
experience . . . and built to give the independent retailer a 
substantial foundation for a stable, enduring boys’ shoe busi- 9 ™""4RNsr 
ness. This means Lincoln Shoes are carefully balanced in ford, Phan wing 
every detail—style, fitting quality and stock service... can " 


1. Chrome sole. 
successfully face any competition. 

















Retailers now selling the line are enthusiastic about Lincoln 
styling — so essential in promoting the first sale — and 
Lincoln wearing qualities—equally essential in promoting 
repeat sales. No less important is the Lincoln Stock Service 
on which your turnover and inventory problems rest. It is 
organized to give prompt, accurate shipment of the fifteen 
stock styles in sizes 1 to 6—widths B, C, and D. Send for 
Spring catalog just off the press. 

















DON’T MISS THE CHANCE THE PRESIDENT 


-No. B3I2 











TO SEE THE Bu he 
LINCOLN LINE Rubber heel. 


AT CHICAGO 


ROOM 1338 
HOTEL STEVENS 


O 


HARRISON SHOE CO. 
EVERETT, MASS. 
























THE RANGER 
No. T301 


Plain toe blucher. 
National crepe sole. 
Brown elk upper 


THE CHIEF 
No, T332X 


£22 itt ata 
Chrome sole. Rub: 
ber heel. 
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FOOTWEAR 


designed for gracious living 


Each season of the shoe buying year retailers say, ‘‘Let’s 
see what Tupper has”. These men know that Tupper 
can be relied upon to bring out the year’s design suc- 
cesses. Characteristically, Tupper’s presentation for 
Spring again is greeted with applause by all who have 
previewed the line. Imaginatively styled, smartly pro- 
duced—the Tupper Spring line will find its usual way 








into the best shoe shops in America. 


On Display At 
THE CHICAGO SHOW 
HOTEL STEVENS 


Room Numbers 


902A 903A 909A 


TUPPER, INC. 
352 FOURTH AVENUE 
New York, N.Y. 
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NATIONAL 
SHOE FAIR VISITORS 


are cordially invited 
to our exhibit at the 


STEVENS HOTEL 
CHICAGO 


Rooms 560 and 561 













January 3, 4, 5 and 6, 1938 










UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Style No. 291 
The BARCLAY with 


"phlexo construction" 


SUPERIOR QUALITY AND UNIFORM WORKMANSHIP, SEE 
THE 


SHOE 


NATIONAL SHOE FAIR, CHICAGO, Jan. 3-4-5-6 HOTEL STEVENS, Room 553A 
M. A. PACKARD COMPANY BROCKTON, MASSACHUSETTS 
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GOOD } 
HOUSEKEEPING 


iS Ly 
Ory 


POCA 


NOW GUARANTEED 


advertised in 


GOOD HOUSEKEEPING 








in Chicago 

Hotel Stevens 
January 3, 4, 5, 6 
Rooms 101 and 1102 


in Detroit 

Hotel Statler 
January 9, 10, II 
Room 1408 


in Boston 

Hotel Statler 
January 24, 25, 26 
Room 762 


in Philadelphia 

Hotel Benjamin Franklin 
February 13, 14, 15 
Rooms 356-358 











Tred-Mode Shoes now join the select family of nationally 
advertised products. Powerful promotion schedules are 
ready, and Good Housekeeping heads the list of woman’s 
publications. Good Housekeeping’s important “Guaranteed as 
Advertised” will be at work, convincing your customers that 
Tred-Mode is making comfortable shoes truly beautiful! 


At $5.00 retail, Tred-Mode Shoes will build a fast-moving, 
volume business for you. The Tred-Mode franchise is still 
open in a few cities. Write us today for a salesman to call 
with the new Spring line and our complete, sound merchan- 
dising plan. The new Spring catalogue, now being printed, 


will also be sent on request. 


M. J. SAKS SHOE CORP. 


152 Duane Street, New York City 


TRED-MODE 


Shoes 
made to retail for 


$5.00 


1937 
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Job Lots in Shoes 


for 


EXTRA PROFITS 
PROMOTIONS 
CANCELLATION STORES 
OUTLET STORES 








Every shoe guaranteed perfect 


BARIS SHOE COMPANY, INC. 
79-81 READE STREET 
NEW YORK + ON. Y.. 


Job Lots Exclusively 








““FROM TIME TO TIME’’ DOLLAR DAY SHOES FOR DEPARTMENT STORES 


In Chicago In Boston 
January 3 to 6 January 24 to 26 
Stevens Hotel, Statler Hotel, 


Rooms 1239-40 Room W618 
































‘ 





Zy Winey / 
Cash in on the Years of Intensive National Promotion 
Behind the World’s Original Cool Shoes 





a ae 





MOTOIEE RS 


Sg @Walk-Over Ventilated Footwear ter kr 
@e has already put millions of dollars For 
in the pockets of Walk-Over re- Cossa 


tailers (over $10,000,000 on the greate 
Cabana, alone). Color 

And, because Walk-Over was first §} cluded 
in this field and has consistently zines ; 
advertised these shoes for years, J Newsp 


£ 8 aided Mia dathisiite they are better known by name § cards, | 
U. 8. Pat. D103054.. . Design Pat.Pending ... U. S. Pat. D97945 and reputation to the public. “Bet- J} direct 











ear 
ars 
re- 
he 


irst 
tly 
V3, 
me 
et. 





ter known” means easier for you to sell! 

For 1938, Walk-Over Koolies, Cabana, 
Cossack and Peeko are supported by a 
greater program of national advertising. 
Color pages in Collier’s and Vogue are in- 
cluded in consistent schedules in these maga- 
zines and the Woman’s Home Companion. 
Newspaper mats, posters, blow-ups, window 
cards, mailing pieces and window streamers 
direct the force of this drive to your door. 


ry ere 
wet oe 








Citation: “To the Geo. E. Keith Company for 
pioneer work in the field of Ventilated Foot- 
wear and the introduction of Perforations into 
Style Shoes.” Associated Industries of Mass., 1937 





See these Breezy Money shoes at our display 
rooms 515-A, 517-A, 528-A, 530-A, Hotel 
Stevens, Chicago, during the National Shoe 
Fair, January 2—6. 

Geo. E. Keith Company, Campello, Brockton, Mass. 
KOOLIES: 16 different Koolies in stock. Gray, brown, 
beige, white and combinations. 

CABANA: 14 different numbers in stock. Step-in, tie, 
gore sandal step-in and Peeko sandal. Blue, black, 
white and combinations. Design Pat. Pending. 


COSSACK: Stocked eight ways. In bucko or Llama 
calf. Blue, black, white, spice brown. 











~ 
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With Whom do You do Business? 


You, the merchant, represent us to the consumer. As 
such our organization is dependent upon you. It is our recip- 
rocal duty, therefore, to provide you with all the elements of 
successful merchandising. 


Quality in the product, efficient and dependable service, 
and all possible cooperative assistance are yours to expect 
and receive. 


The strength and resources of such an organization can- 
not be fully represented in a few rooms at the National Shoe 
Fair. However you have access to our Chicago Home. Our 
factory, salesrooms, offices, and stock departments are at your 
disposal. During the Shoe Fair, or at any time, we welcome 
your visit and inspection. 


Express your wishes to our representatives. Transpor- 
tation will be arranged at your convenience, so as not to in- 
terfere with your convention activities. 


J. P. Smith Shoe Company . . . Chicago 


Sangamon and Huron Streets 


at the National Shoe a g2i" 43 )) 


a. 4d 
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ROOMS 918:19-20 


AT THE STEVENS 


FRIEDMAy 
SHELBY 


t 








FRIEDMAR- SHELBY 4x) 
Hl INTERNATIONAL SHOE CO. 


ST. cbOULS 
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THE CHALLENGE TO THE INDUSTRY IS BETTER DISTRIBU- 
TION THROUGH BETTER APPRECIATION OF THE USE AND 
FASHION OF FOOTWEAR In 1938. TO THAT END EVERY 


SHOE DESERVES A TALKING POINT AND A PROMOTION. 

















DECEMBER 25, 1937 





HRENRY FORD says: 

“Money has become a business 
in itself instead of an adjunct to 
business. Money is not wealth: 
wealth is what money buys. But 
that has been turned upside down. 
The present system has got us 
twisted into producing things to 
buy dollars with, when what we 
need is a money system that will 
produce dollars to buy goods with. 








“Under the present system the 
tail wags the dog. Money is just 
part of society’s transportation sys- 
tem for moving goods from man to 
man; it breaks down so often that 
it is time our financial engineers 
developed a better model. 

“Over-production is a_ fiction. 
Up to date all we’ve ever had is 
under-production. Produce a plen- 
tiful supply of necessities and get 
a system of distribution that really 
distributes, and the job of produc- 
tion will not leave us any time to 
think of over-production. We only 
hear that term in times of a profit- 
made scarcity.” 

* * * 


oJ. F. TEEPLE of the Teeple Shoe 
Company, Waupun, Wis., says: 
“The old REcoRDER slogan ‘Get- 
ting More Shoes Sold Right’ could 
well be revived for the Spring of 
1938. The difference between sell- 
ing shoes and selling them right to 
the customer has been sadly neg- 
lected, in my opinion. Far too few 
men are being trained in proper 
selling, which includes selling the 





right shoe for the occasion, as well 
as the right style. 

“Production problems, due to 
late buying, will call for a great 
deal of patience on the part of 
everybody, if good shoes are to be 
made so that good shoes can be 
sold right this season. Good shoes 
cannot be made in a hurry.” 


* * * 


GEORGE F. JOHNSON, Chair- 
man of the Endicott-Johnson Cor- 
poration, before leaving for his 
Winter home at Daytona Beach, 
Florida, predicted: 

“Everything is going to be all 
right after the current business re- 
cession. We have had depression 
and slack spells before and we al- 
ways have come back.” 


* * * 


eBOHN SLATER of J. & J. Slater, 
New York City, says: 

“Tomorrow we must look for- 
ward to further advances in all 
branches of the shoe industry. The 
merchant must face problems which 
will be most difficult to solve, but 








which he can solve by intelligent 
application and study. 

“His business—that of fitting 
shoes—is very important to the 
physical well-being of the people 
he serves, for proper fitting of 
shoes has a more direct bearing on 
health than the proper fit of any 
other article of wearing apparel. 

“To solve this one problem calls 
for a high degree of cooperation, 
which is why I feel strongly that 
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in 1938 our merchants will have to 
be in closer touch with one an- 
other than ever before.” 


* * * 


FFREDERICK A. MILLER, H. C. 
Godman Company, Columbus, Ohio, 
says: 

“Shoes are a prime necessity and 
the pairage production and sale of 
shoes will continue in reasonable 
volume whether general conditions 








are favorable or unfavorable. Our 
industry is fortunate in having this 
assured basic or elementary demand 
from which to start, and upon 
which it may build during the com- 
ing year. 

“Starting from this basic or ele- 
mentary demand, operations for 
the coming year can be advanced 
to a better dollar volume and a 
better profit by an intelligent and 
consistent effort by manufacturers 
and retailers to promote the ele- 
ments of style or fashion, foot com- 
fort or proper fitting, and quality 
in materials and workmanship; in 
other words, the building of a de- 
mand for real shoe values. 

“For those who have such an ob- 
jective in mind, the National Shoe 
Fair offers a timely opportunity 
for Shoe Manufacturers and Shoe 
Retailers to get together in a co- 
operative effort to plan for better 
manufacturing, better merchandis- 
ing, better dollar volume and prop- 
er profits.” 

* * * 
HB. HARRISON CORT, Stacy- 
Adams Company, Brockton, Mass., 
says: 
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“If the present low of our eco- 
nomic index persists, with all its 
extra imposed costs, consisting of 
those we have and those we antici- 
pate, along with such other normal 
and imposed basic fixed charges, 





our promotional effort of better 
quality merchandise will become 
more and more difficult, due to the 
influences of lower incomes and 
higher retail prices. 

“Piling up percentages, that is, 
pyramiding all along the line, works 
to the detriment of our ultimate 
hope—the consumer. He may be 
asked to pay for what he does not 
get of intrinsic value. 

“If we do profit during 1938, it 
will have to come through promo- 
tion, but to be permanent, it must 
be through sound survival values 
priced up to the point where the 
law of diminishing returns does not 
become effective. Beyond that— 


what?” 
* * * 


BBEN SCHWARTZ of Schwartz & 
Benjamin, says: 

“A woman of money may buy a 
$5,000 mink coat, $100 dress, 
$60 hat, $25 purse, silk things 
and cosmetics no end; and think 
that she is well dressed wearing a 
pair of cheap shoes. . . . It doesn’t 
make sense! It’s time for a cam- 
paign of education of all the forces 
of industry to bring about a better 
appreciation of shoes as a part of 
the attire; and such an effort should 
be made right now.” 


* * * 


S6THE best way to camouflage age 
is to dress up to it,” says Orry- 
Kelly, Warner Brothers’ famous de- 
signer. “A middle-aged woman will 
look more youthful if she doesn’t 
contrast her age with clothes de- 
signed for someone much younger. 
What I would recommend for the 
wardrobe of the woman over fifty 
is the best clothes she can possibly 
afford, straight lines and dark or 
grayed colors. Brimmed hats are 


1937 


generally better than the small ones. 
Shoes cut high in front, big en- 
velope bags and pull-on gloves are 
good in suede because they seem 
designed primarily for the older 


woman.” 
* * * 


DR. LEWIS H. HANEY, Profes- 
sor of Economics at New York Uni- 
versity, says: 

“Economics proves that purchas- 
ing power cannot be created by 
mere political action, whether with 
the aid of the printing press or 
not. In any case, it is real earnings 
over a period of time which count, 
not paper wage rates that might be 
paid if there were any employ- 
ment! 

“We have learned in 1937 that 
wages are inflated. For four and 
one-half long years, now—and for 
about five long years before that— 
many business men and most poli- 
ticians in this country have been 
trying to arrange the payment of 
wages regardless of products. They 
do not put it that way. But they 
do call it by that phrase of abomi- 
nations, ‘creating purchasing pow- 
er!’ 

“The lesson is that money is not 
wealth, and that the only way to 
give money a real objective value 
is to pay to labor wages that are 
in accord with what labor pro- 
duces, and to earn for enterprise 
profits that are in accord with 
what enterprise produces.” 


* * * 





O.I<.- 

















GUY MANLEY of E. P. Reed & 
Co., Rochester, New York, says: 

“This is still a marvelous country 
for those with faith and courage. 
Fortunately, our friends and cus- 
tomers have both—plus integrity 
and service standards that appeal 
to a people who love fine things 
and who can somehow find funds 
to buy them.” 

* * * 
WILLIAM GIRDNER, executive 
secretary of the National Council of 
Shoe Retailers, Inc., says: 

“While we can anticipate a con- 
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siderable improvement in consumer 
income before the end of the com- 
ing year, there undoubtedly has 
been some contraction in income in 
certain communities. In other com- 
munities where there has been lit- 








tle or no contraction, you will prob- 
ably find consumers cautious about 
buying, for some time. The impor- 
tance of salesmanship under such 
circumstances is clear. The im- 
mediate situation, therefore, so far 
as the maintenance of sales inter- 
est and sales volume is concerned, 
calls for the highest degree of co- 
operation between employers and 
employees. By this, we mean ac- 
tive cooperation, i.e., both the em- 
ployer and the employee must do 
something to make better business 
possible for both of them. Just 
now, more than ever, the retailer 
recognizes the fact that the con- 
sumer is the big boss, and that he 
invariably rewards those employers 
and employees who cooperate most 
effectively to serve him.” 


* * * 


"THIRTY-THREE men started De- 
cember 3. from Massachusetts, to 
reenact the trek of the covered 
wagon, from Massachusetts to Ohio. 
They are expected to reach the end 
of the trail at Marietta, Ohio, in 
four months. The oxen-drawn 
wagons cover approximately twelve 
miles a day and thirty-three col- 
lege graduates (all actors) walk 
the long, long trail in the apparel 
of 150 years ago. Practically every 
night they will stage a pageant 
along the route, in some hall, with 
the songs and plays of that great 
pioneering period. Pioneering wo- 
men, in Colonial dress, go along 
with the trek-ers; and, believe it or 
not, the young lady of twenty-four 
wore out one pair of high-heeled 
shoes pounding the pavements from 
Hamilton, Massachusetts, to Dan- 
vers, Massachusetts, and there bor- 
rowed another pair, in a determina- 
tion to be as rugged as the rest of 
the party. The United States 
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government is paying $150,000 for 
the stunt. 

Now the whipper. . . . What a 
chance for a demonstration of foot- 
wear in a wear test. 


* * * 


GEORGE MILLER, I. Miller & 
Sons, Long Island City, N. Y., says: 

“The Shoe Fashion Guild of 
America is about to celebrate its 
fourth anniversary. It has done a 
fine job in four years. Serving 
both retailer and manufacturer, it 
has continued its principal function, 
design protection, with gratifying 
success; and its semi-annual style 
showings have brought splendid re- 
sponse. 

“Manufacturers and retailers who 
appreciate the work done by the 
Guild are urged to encourage the 
movement by their cooperation. It 
is our intention to do a bigger and 
better job in 1938 and we look to 
our retailers and many apprecia- 
tive manufacturers to assist us.” 








WEIR STEWART, Marshall, 
Meadows & Stewart, Inc., Auburn, 
New York, says: 

The year 1938 holds for us just 
what we make of it. We can sit 
hack and cry that there is no busi- 
ness and then console ourselves for 
our own shortcomings by believing 
that there is something wrong with 
the country in general and the shoe 
business in particular. Or, 

We can apply our entire mental 
and physical energy to the run- 
ning of our own business according 
to a well formulated plan rather 
than to the watching of the other fel- 
low’s business. This year we must 
render value and not price—we 
threaten to bankrupt our entire in- 
dustry on the fallacy that the only 
way to meet competition is with 
cheaper prices. Further, we must 
keep ever before us the true pur- 
pose of footwear and the vital part 
it plays in the health of the nation. 
{f either through our ignorance or 
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ACTION AHEAD 








—The National Shoe Fair is about to 
pounce upon us— 


—And this time it promises to be the . 


most significant event in our in- 
dustry's history 

—And "timed" perfectly. 

—For retail inventories have been 
gradually shrinking during the past 
several months— 

—And buying has been conspicuous 
for its absence. 

—Result is a pent-up demand that 
must break loose in the very im- 
mediate future— 

—And probably beginning with the 
big show in Chicago. 

—We of the Recorder staff look for- 
ward to 1938 with every confi- 
dence in our industry's ability to 
face facts and overcome ob- 
stacles. 

—And we sincerely believe that the 
opening of the New Year will mark 
the advent of better days for all 
who have to do with the making 
and selling of footwear and its 
materials. 


Scat Tt 


President 





stupidity this purpose is abused, 
we run the risk of having even 
more odious governmental super- 
vision foisted upon us by the edu- 
cators and professional men. How- 
ever, it behooves us to be keenly 
conscious that style is the first hand- 
maiden to correct footwear. It is 
time, also, that we reassessed the 
value of sizes and widths compared 
with number of styles and turnover. 
Finally, we must strike a new key 
in our promotional efforts. The 
consuming public craves the new— 
be it in advertising copy, merchan- 
dise or ideas. 

The National Shoe Fair, the 
largest and most representative 
gathering of any industry, as well 
as being the first of 1938, offers an 
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unexcelled opportunity to consider 
and adopt all phases of such a pro- 
gram, which if consistently prose- 
cuted will keep the wheels of the 
industry humming. Ours is the op- 
portunity to lead the way. 


* * * 


HBAROLD C. KEITH of Geo. E. 
Keith Company, Campello, Mass., 
says: 

“Regardless of varying business 
conditions, the shoe business goes 
on its way and always will. Even 
though sales have been off, the fact 
is that too many of us have had 
the ‘jitters’ and some of us have 
taken steps which may not be war- 
ranted by facts and figures. 

“We believe this condition is a 
challenge to manufacturers to make 
and sell better shoes, styled and 
planned to meet definite purposes. 
It is the time, also, to help the 
retailer to know his own situation 
and plan accordingly. If he does 
buy to figures, manufacturers will 
soon get back into step. The con- 
sumer appears to have better poise 
than the rest of us, judging from 
sales figures, and he is going to be 
helped by certain conditions which 
eppear to be changing at this time. 





We believe in the future of the shoe 
business, the wholesale and retail, 
especially as it begins to appear 
that some of the retarding influ- 
ences in business are to be re- 
moved.” 
* * * 

S. L. SLOSBERG of The Green 
Shoe Manufacturing Company, Bos- 
ton, Mass., says: 

“The one lesson probably to be 
learned from the recent reversal in 
business is the fact that retailers 
who built up their inventory to a 
larger degree than they ordinarily 
would are feeling the unfavorable 
effects. It seems to us that the re- 
tailer’s policy might be wiser if he 
were to concentrate his efforts on 
intelligent promotion and selling, 
which is where he will make his 











profit, instead of supposedly smart 
buying and beating the market. 
“This, then, brings us to the one 
thing we have tried to emphasize 
to all our retail customers. that is, 
the close control of their inventory 
to needs which are no further than 
they can see with some definiteness. 
“Naturally, in order to be able to 
control their inventory they must be 
tied up with a resource from whom 
they can secure merchandise which 
is salable and secured quickly.” 


* * * 








ARTHUR LIVERS, Frank Broth- 
ers, New York, says: 

“In 1938, and thereafter, we need 
more cooperation and less of the 
spirit of ‘dog eat dog.’ We have a 
big job on our hands—a job of 
consumer education. In the first 
place, our customers do not know 
the difference between good shoes 
and poor shoes. Therefore, women 
determine what they will pay for 
shoes by adding up what is left 
after buying dress and hat. That 
should be reversed. 

“In the second place, working to- 
gether, we can ‘date’ shoes. A nov- 
elty is introduced, let us say, for 
Spring wear. It should be _per- 
mitted to sell only until a specific 
date agreed upon by all. Then it 
should disappear overnight—and 
something else should take its place. 
The dates on which it is introduced 
and on which it vanishes from the 
picture should be adhered to—and 
advertised. Women should be made 
to feel uncomfortable about wear- 
ing it longer than its season—also 
by advertising. 

“That’s a worth-while goal. Why 
can’t we aim for it?” 


* 


ALFRED W. DONOVAN, E. T. 
Wright & Company, Inc., Rockland, 
Mass., says: 

“Of the many articles which are 
purchased to clothe the people, the 
shoe is of the greatest importance, 
and because of the great amount of 
education and publicity given to 








% * 
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this fact over the past few years, 
the attention of the inhabitants of 
the United States has been called 
to its feet as a source of its physical 
well-being. 

“Because the average purchaser 
of shoes accepts the statements of 
the retail shoe salesman, it places 
upon the trade, as a whole, a very 
great responsibility that it shall not, 
knowingly or unknowingly, betray 
the feet of the nation. 

“Therefore, the responsibility of 
the trade is to continue acquainting 
and educating the population of the 
importance of footwear; and to 
manufacture footwear which gives 
full protection, construction of 
which should be such that it will 
properly protect feet.” 


* * * 


WARD MELVILLE, Melville Shoe 
Corporation, New York, says: 
“The prospects for retail trade in 
1938 are not such as to discourage 
any merchant. While figures for 
the Spring months may not attain 
the level of those a year ago, I am 
confident the trend will be satisfac- 






tory and that a substantial upturn 
in almost all lines may be expected 
in the third quarter of the year. In 
most industries costs are up, due 
principally to the fact that payrolls 
have risen faster than retail prices. 
There has been some softening in 
raw materials; but inventories in 
many lines still are too high and 
will have to be sweated down and 
cleared away before extensive new 
purchasing can be undertaken. For 
this reason, the outlook is for some 
decline in dollar volume, although 
it is possible that unit sales may 
show an increase due to the stimuli 
of rising confidence and lower 
prices. 

“For the long pull, the two most 
encouraging features, to my way of 
thinking, are (1) government’s ap- 
parent realization that aiming a 
double-barrelled, 12-gage tax bill 
at surplus earnings is not conducive 
to that expansion of productive 
enterprise which is so necessary if 
we are to consolidate our recovery, 
and (2) the growing conviction 
among all classes that the cost of 
social legislation, crop control and 
large-scale federal construction of 
certain types are luxuries, the com- 
bined total of which they cannot 
afford and do not wish to pay for, 
either through higher taxes or 
diminished opportunities to work.” 
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The absent-minded traveler sets his shoes out for a shine. 














THE biggest problem in retailing today is WINNING 
Pustic ConFiIpENcE. The answer can be summed up 
in two words—Deserve It! Consumer movements 
are but a protest against the era of irresponsibility 
in merchandising and promotion. Customers simply 
vot wise to the retailer before he got wise to himself. 
Of publicity they ask——stick to the truth, help us to 











will reward the | 





know how to buy. Of merchandising they ask—aive 
us dependable goods and adequate assortments. Of 
selling they ask—tell us what. to expect from the 
merchandise we bury. 

Advertising does not have to be dull and dowdy 
to be truthful and = sincere. But) exaggeration and 


fiction and superlatives must give way to copy written 
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so clearly that there can be no question as to the char- 


acter and quality of the goods advertised. 


MAERCHANDISING must go all the way to give the 
public goods that can be bought without any doubt 
as to quality or dependability tor fit) in’ shoes). 


Seventy percent of the public is looking for “adequate 
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assortments of fashion-right: merchandise of depend- 
able quality. reasonably priced.” 

Selling must) overcome indifference, ignorance, 
haughtiness, over-insistence. irritation: and must ren- 
der courteous. well-informed service that “sells the 
customer something he likes better after he wears it 
thaa when he buys it.” 
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A Calendar of 
PROMOTION 


JANUARY-—Snappy clearance sale, but keep 
staples sized up, and add a sweetening of 
advance styles “to accompany the first print 
dresses.” Cruise and resort shoes played up, 
also mid-winter sports shoes. Check gradua- 
tion and “back to college” chances. Keep 
galoshes up front. Watch evening footwear 
demand. Keep windows and interior dis- 
plays dramatic. Promote what customers 
want. Men’s and boys’ shoes should be en- 


couraged. 


FEBRUARY offers plenty of tie-ups. With 
Easter late (April 17) this year, check local 
suit and dress acceptance and tie in with 
“shoes to accompany new clothes.” Start 
style shoe (prestige) promotions. Use Final 
Clearance Broken Lots—for two days at 
drastic price reductions. Make windows and 
internal store promotion do a real job. 
Spirit of displays must create desire to get 
early action. Watch local weddings and 
graduation. 


MARCH—Business Women’s Week should 
be played up. With wardrobes of shoes “for 
those keen women who must dress smartly, 
and be comfortable.” Play up local groups 
and leaders. Outdoor sports get under way. 
Play up Spring shoe features—colors, ma- 
terials, lasts, patterns, heels—-swinging to 
style co-ordination as Easter selling ap- 
proaches. Spring brides. 


APRIL—Easter—Get going strong, with ac- 
cent on the styles wanted by customers. 
Don’t lose prestige through forcing unwanted 
styles. Have windows arranged to permit 
unit or sectional displays, frequently 
changed. 


MAY—Begins with National Foot Health 
Week and swings on to Decoration Day, on 
a Monday. Tie-ups plentiful in calendar: 
check carefully. Rubber soled sports shoes. 


JUNE—Brides and graduates—early vaca- 
tions—and a big demand for active and 
spectator sport shoes: leading up to the 
Fourth of July on a Monday. A good shoe 
month to be made better through promotion. 


JULY—Sale time, vacation time. Deep cuts 
on broken lines-—but hold up on Summer 
styles, and keep staples sized up. Beware of 
any exaggerated or misleading statements or 
price comparisons in ads. Check possibilities 
of sweetening with advance styles. 


AUGUST—Vacation, “back to school and 
college” promotions; early Fall styles 
dramatized by co-operative presentation. 
Play colors, leathers, style co-ordination 
generally. Clearance of Summer shoes to 
feature “vacation opportunities.” Labor Dav 
comes September 5—have transition to Fall 
completed by September Ist. 


SEPTEMBER—Children’s shoes top the per- 
centage list, with other lines doing good. 
Men’s Shoe Week. Shoes for active outdoor 
sports. Bridal footwear. Slippers for cool 
evenings. Community Fall Festival in order. 
Play up style co-ordination strong. 


OCTOBER—Fall festivities, football—stress 


complete assortments of correct styles to ac- 
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AT the New York Tribune’s recent forum on Current Problems, 
Grover Whalen said: “The New York World’s Fair will face the 
future of America. If it looks back down the long road our country 
has travelled . . . it will be merely to gain a perspective for the next 
advance. Taking stock of the goods, the powers, and the potentiali- 
ties of our civilization, the Fair will seek to weave these tangled 
forces into a pattern for the future. It will try to answer the ques- 
tions, ‘What kind of a nation have we built? What kind of a nation 
are we building? What kind of a nation should we build?’ ” 
Substituting “store” for “nation,” the process and questions are 
pertinent to retailing. Looking not too far back we see the beginning 
of the Era of Exaggeration. In the face of difficulties, advertising 
made a SUPERLATIVE effort—and what superlatives! Despite that 


example, there’s still a demand for “exuberance of youth” in adver- 





BOOT AND SHOE RECORDER, December 25, 1937 





company new apparel fashions. Big play on 
Columbus Day. Tie up with men’s clothing 
(big month). Outdoor sports strong. Wet 
weather needs. Feature rubber footwear. 


NOVEMBER— Winter sports shoes. Students 
home for Thanksgiving. Social Season in 
full swing. Christmas activities get under 
way. Stormy weather shoes pushed. 


DECEMBER—Make yours a real Christmas 
store. Get a complete tie-up between ads 
and store decorations and displays. Xmas 
falls on Sunday—build for big business 
earlier in previous week. Get going in 
November. Slippers, hosiery, accessories. 
But don’t let Xmas make you forget wet 
weather needs, evening shoes, and cruise 
shoes. 


FINALLY—With this chart and notes as a 
guide, build up a complete promotion plan 
covering the opportunities that you should 
not miss and have this chart or guide ar- 
ranged so that you can add notes whenever 
an idea comes to you—and remember in- 
formation is better than inspiration in creat- 
ing promotions that pull. 


tising. It’s safer and stronger to season exuberance with experience. 

In the demand for new life, new blood, new energy, we forget that 
YOUTH MUST LEARN. A year ago I listened to a fiery youth con- 
clude his address to shoe retailers with “1937 advertising must be 
different; it must be founded on fact!” Age knew that fact before 
the era of exaggeration ever began. Let us not confuse maturity 
with senility. Speed without control is dangerous. 

Census figures show a rapidly changing age composition in this 
country. Fewer babies are being born and older people are living 
longer. In 1850 the median of age was 18.8 years; in 1935 it was 
27.6 years. Today people STAY YOUNGER LONGER. Today 
25 to 30 is called “the age of accumulation.” In 1850 a person 30 
years old was positively ancient! Today salespeople ten years and 
more beyond 30 are tops, by actual records. 


THE idea being that every store should seriously consider BAL- 
ANCE. Lack of judgment brought about the “consumer confidence” 
problem; use of good juagment can prevent getting into a jam on 
the age question. 

Sales promotion’s part in building good will and creating (or 
restoring) consumer confidence is very definite. W. G. Van Schmus, 
managing director of Radio City Music Hall, says: 

“To create a desire, to satisfy that desire and to bring the cus- 
tomer back again and again is the fundamental problem of both 
the retailer and the theatre manager. It demands showmanship, and 
understanding of human nature, and honesty in keeping faith with 
the public. . . . The retail store and the motion picture theatre find 
their primary objective to be one of service to the public. We are 
measured by three things: our ability to make our wares attractive, 
to be honest and exciting at the same time; our agility to maintain 
a certain standard and create a reputation; our ability to provide 
a pleasant and harmonious atmosphere, create a ‘mental set,’ a 
frame worthy of the picture.” 

Such is the opinion of the man who entertains daily thousands of 
visitors from everywhere, including YOUR TOWN. With probably 
the largest “transient” audience in the world to draw upon, Mr. Van 
Schmus considers it vital to “bring the customer back again and 
again.” 

To accomplish these things requires first, discovery and correc- 
tion of faults within the store itself, followed by a Planned Pro- 
motion Program of Selling Ideas, and thoughtful consideration to 
the civision of the publicity budget among: 

1. Newspaper space. 

2. Window displays. 

3. Internal store promotion. 

4. Direct mail. 

In larger stores the budget will also embrace: (5) Advertising pay- 
roll, (6) Newspaper production costs, (7) Radio broadcasting. 
(8) Miscellaneous media. 

How much to spend? Four per cent to 414 per cent of net sales 
for all sales promotion is the figure recently recommended by the 
National Retail Dry Goods Association as a “safe” allowance. Stores 
running beyond this figure find it cuts into their profits. The 
divisions recommended for each publicity dollar is $0.55 for news- 
paper space, $0.10 for window displays, $0.10 for internal store 
promotion, $0.04 for direct mail. $0.10 for salaries, $0.04 for radio, 

[TURN TO PAGE 118, PLEASE] 
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Build Your Business on a Firm 









9 Foundation by Better Selling 


= and More Expert Fitting 


Sig 






MEFOOT AND SHOE RECORDER takes this occasion to pay its tribute 


to the 50,000 and more earnest, intelligent men and women who serve 





the people of America with shoes at the fitting stool. Without their 






unremitting effort and fine cooperation, the shoe industry could never 






have achieved its splendid sales record of the past three years, with 






their three successive peaks in shoe production. 








For it is at the fitting stool that all shoe production and all shoe 


omotion find their focus. Designers create, manufacturers produce, 






pkchants select the types of shoes that in their judgment seem best 














“x the fitting stool comes the crucial moment of decision. Here 


issue that must determine whether merchant and jag 













penalized 
judgment, 
man at the 








to prove their 
keenly analyticé 


The broader a 
training of the retail shoe salespeople & ay 
of America is a task that challenges the thought and effort of 
the entire shoe industry in 1938. To this work of contributing, week 


education and the better 





by week, to the spread of knowledge which shall help them to become 
more efficient factors in the service of the public—and thereby in the 
advancement of this great industry—BooT AND SHOE RECORDER prom- 
ises its enthusiastic cooperation through the coming year. 
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Beginning in the January 22nd issue, 
1938, “How to Sell Shoes and Satisfy 
Customers,” a new series of articles 
for the retail shoe salesman. Watch 
for this practical and useful series, 
which will be one of the REcorRpDER’s 
outstanding features for the coming 


vear. 


Modern Salesmanship Is a Vital Factor in Getting More Shoes Sold Right 
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AN OYSTER 


THE New Year starts out with a case of jitters, like 
a bathing beauty shoved out on a spring board. But 
there’s no actual cause for alarm. When the twelve 
months are up it will be found that 1938 was just 
another year, and an ordinary one at that. Ordinary, 
at least, in these three respects: 

1. A lot of shoe merchants will have lost their shirts. 

2. A lot of shoe merchants will have broken about 
even. 

3. A lot of shoe merchants will have hit the jack-pot. 

It’s always been like that. It always will be. 

Even back in the glorious days of 1926 and 1927 
it was like that, and each of the 1, 2, 3 groups was ade- 
quately represented, including the group that lost their 
shirts. They lost their shirts, mind you, when it seemed 
impossible in those years to keep from making a profit, 
what with the prosperous condition of the buying pub- 
lic. It almost took a genius to figure out a failure dur- 
ing that period. But many such geniuses rose to the 
occasion in the shoe business. In fact some of the failures 
were brilliant indeed, running up into figures which are 
admired to this day as being tops in their class. Yes, 
Lot Number One in those years was filled with just as 
goodly and just as motley a crowd of shirt losers as you 
would ever want to see. 

Then look back to dear old 1931 and 1932! Groups 1, 
2, and 3 were represented as usual with many mer- 
chants hitting the jack-pot in spite of the greatest de- 
‘pression in history. Of course, they didn’t do as well 
as smiling Jim Farley when he elected himself Director 
of the Budget for the biggest jack-pot of all time. But 
nevertheless the shoe merchants of the country stood 
manfully by the traditions of the trade and assigned 
themselves as usual into Lots 1, 2, and 3. Those in 
Group 3 bailed themselves overboard when prosperity 
was first punctured, pulled the rip-cord of expenses 
before it was too late, and soon felt their feet touch 


“A peak inventory is a wonderful place 
from which to get a new point of view. 
On a clear day you can see almost to the 
end of the New Year . . . or for that matter, 
you can turn around and look clear back 
a year into the past.” 
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ON A SHOESTRING 


A Serious Dissertation about the Shoe Business, in 


Which an Earnest Effort is Made to Learn Something 


Profitable for the Future from the Mistakes of the Past 


solid ground again. They were the ones who hit the 
jack-pots! 

As for 1937, just closed, the results haven’t been 
tabulated yet. But the dice have been cast and you may 
rest assured that Lots 1, 2, and 3 will be about as 
usual. In a few days more, Mr. Reader, even you will 
be properly classified and neatly filed away into your 
respective lot whether you like it or not. 

And no matter which lot you are classified in, you are 
very apt to have one thing in common with your fellow 
merchants in all the lots: 


Your Inventories Are Far Higher Than You Planned 


If you want to comfort yourself with an alibi or 
two and smooth over your ego for having gotten into 
an over-inventoried position you might consider (a) 
that there’s scarcely a merchant on Main Street who 
isn’t in the same boat, (b) that a peak inventory is a 
wonderful place from which to get a new point of view. 
On a clear day you can see almost to the end of the 
New Year and the faint outlines of the inventory peak 
you would like to attain a year hence. Or, for that mat- 
ter, you can turn around and look clear back a year 
into the past. 

In the Spring of 1937 sales were gaining smartly. 
The public generally felt optimistic. Automobile pro- 
duction was good. Steel manufacture was around 70 
per cent of capacity. Unemployment was diminishing 
even in the face of uncertain labor temperaments. Farm 
income was showing signs of prosperity. The stock 
market was climbing steadily. A demand for better 
merchandise was sweeping the country in all lines. 

Only a seemingly vindictive and hostile attitude 
emanating from Washington toward business, plus an 
uneasiness concerning world politics, remained as un- 
favorable factors on the horizon. 





By 
MARSH LANTERMAN 


As a consequence of these better condtions the buy- 
ing programs for Fall. and Winter shoes were stepped 
up by the shoe merchants across the country. Programs 
were laid for a continuing improvement in retail sales 
in accordance with the gains of the first half of the year. 
And then, without apparent reason or cause, a recession 
set in that grew in density until it passed over the 
country like a dust cloud over a harvest moon. 

Was it the shoe merchant’s fault that he found him- 
self over-stocked at the end of the year? 

Can the shoe manufacturers be blamed for over-load- 
ing the distributing section of the industry? 

Does the responsibility lie on the doorstep of 
Government? 


@NE answer is as good as another, but all the answers 
are futile. The records for 1937 can’t be changed at 
this late date. The final results now belong to the past, 
along with 1931, 1932, or 1926. And a lot of bridges 
have fallen into the water in the years gone by that 
might just as well be forgotten. The fact remains that 
no matter where the fault lies the excessive inventories 
are the babies of the shoe merchants and no amount 
of yelling that the babies are illegitimate will relieve 
the merchants of their burdens. 

Specifically the burden of an excessive inventory at 
this time may be divided into three parts: 


1. Finance. Some proportion of these stocks are not 
paid for. 

2. Sales. Retail price cuts will hurt gross profits. 

3. Buying. The new season demands new seasonable 
shoes. 

In considering finance it might be noticed that few 
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ish the Spring and Sumther business for the faults of Fall and Winter. That 
isn’t the way the jack-prots have been touched off in the past!” 
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shoe businesses are blessed with enough capital to meet 
the ambitious aims and hopes of the proprietors. For 
the most part the owned capital is augmented not only 
by money borrowed at the banks on short term loans 
but by an additional revolving debt to the manufac- 
turers amounting to a large percentage of the inven- 
tories. 


@FTENTIMES these obligations are raised to such 
heights that the banks and the manufacturers have a 
much larger share in the business than the merchant 
has. If sales move along normally, all are satisfied. 
The stocks are converted into cash, the cash is remitted 
in a constant flow to the creditors, new merchandise is 
bought for the on-coming season, and new loans are 
made at the banks to take the places of the ones that 
are paid off. 

It's when business falls off that the merchant is 
squeezed, 

Payments to the creditors are reduced. Loans at the 
bank are renewed, instead of paid. New orders are cur- 
tailed, thus giving the manufacturer a double disap- 
pointment. All interested people try to get their money 
out of the squeeze and no one is satisfied. 

That’s the peculiarity of credit. When you need it 


most it is hardest to get. When you have little need for 
it, it is tossed into your lap. Credit demands that you 
demonstrate your ability to pay off in cash at a mo- 
ment’s notice. And if you show credit that you are pre- 
pared to do so, credit much prefers having your notes, 
and the interest. 





So it is that when a merchant is confronted with a 
tightening financial situation brought about by excessive 
inventories there are two ways, and only two ways, in 
which he can successfully meet the issue: 


1. Pay his obligations in cash. 
2. Or demonstrate his ability to do so if he has to. 


At this point an accounting custom comes to the aid 
of the merchant in no uncertain effect in the fact that 
MERCHANDISE IS A LIQUID ASSET and is treated 
as such in a financial statement. Right up there at the 
head of the list along with Cash in the Bank, Cash on 
Hand, and Accounts Receivable)s MERCHANDISE IN- 
VENTORY holds up its head and looks a banker or a 
factory credit manager in the eye without the slightest 
suspicion of an inferiority complex. 


WITHIN reasonable limits, and providing operating 
expenses and fixed charges are properly controlled, no 
creditor is going to feel too badly disappointed if your 
merchandise inventory is not yet converted into cash. 
Other conditions being half way satisfactory no creditor 
is going to cut his own throat by insisting that your 
excessive inventories be thrown overboard at bargain 
prices just to liquidate his account. 

The larger the creditor’s interest in your business, 
the greater is his desire to see the situation work itself 
out in a normal and profitable manner, even if it takes 
a longer time than he had originally anticipated. 
Neither are good customers so easy to get that he wants 
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to kill off possible future years of good business in 
order to stay with his current time-table. 

In other words an excessive inventory should be ac- 
companied by a prompt and correctly interpreted 
financial statement. Such a statement places the finan- 
cial worries of the burden on a sound and agreeable 
basis and releases the merchant’s energies for attack- 
ing the second step of his problem: Sales. 

A shoe merchant starting the new year with too large 
an inventory is like a jockey nearing the starting gate 
carrying too much weight. The only thing he can do 
about it is ride a heady race, apply the whip when it 
will do the most good, and run like the devil was 
after him. 

The heady part of the merchant’s program consists 
of first analyzing the inventory, deciding what part of 
the stocks can be profitably carried over, what stocks 
can be moved at regular prices, and what stocks must 
be thrown out of the window. The size of the window 
depends on what the analysis brings out, and the win- 
dow is generally known by some such caption as Semi- 
Annual Sale. 

In selecting lines of shoes for the sale, the question 
which is the guiding thought is this: Will less money be 
lost by cutting these shoe prices now or by leaving 
them on the shelves as they are? 

And right there a generally unrecognized fact stares 
you in the face while you are trying to make up your 
mind what to do. It is this: 


Merchandise Depreciations Occur Whether You 
Record Them or Not 


Delay in marking down either the retail or the cost 
prices of lines of shoes which are depreciating on the 
shelves—whether such delay is because the depreciation 
is not yet recognized by the merchant or whether he is 
afraid of showing an unfavorable profit and loss state- 
ment—does not alter the fact that the depreciation has 
already occurred and the losses are already facts. And 
they are not just bookkeeping losses; they are losses 
that are payable in cash. The shoes, themselves, in the 
boxes on the shelves (not the figures that are written 
in the books) are the things that depreciate as time 
goes on. The styles get older, the colors become obso- 
lete, and the materials deteriorate. The actual writing 
of the depreciation figures on a ledger sheet is merely 
an attempt on the part of the accountants to make an 
accurate record of what has already happened. Merely 
holding back or obstinately refusing to enter on the 
books the depreciations which have already occurred 
from excessive inventories or a slump in sales will not 
save these losses from being actually suffered. 

Panaceas aren’t as easily found as that. And it is 
the reason why the word “suffer” has been so aptly 
coupled with the word “depreciation” these many 
years. 


reer 
a centi SY RE em OR PO AR 


Page 85 


Failure to recognize merchandise depreciations as 
they sneak into the stocks, or the refusal to record 
them as they are apprehended is like a man plagued 
with a tormenting disease refusing to be cognizant of it. 
Instead of saying to himself, “By Golly, I’ve got the 
seven year itch! I guess I better see a doctor!” he 
squirms in his chair from one week to the next. “No, 
honest!” he says. “I never felt better in my life!” 

Also, failure to recognize merchandise depreciations 
is usually a secret from no one. The merchant him- 
self senses the condition of his stocks. The salespeople 
find that sales are meeting resistance. The advertising 
department has to hunt for suitable ammunition. And 
worst of all, the customers find better bargains in com- 
parable merchandise in competing stores where the 
losses have been recognized and acknowledged by the 
reduction of prices. 


EN fact it is the customer, the real boss of the busi- 
ness, who has a tremendous advantage over the mer- 
chant in knowing the values of the moment. While the 
merchant is somewhat occupied in running his busi- 
ness, the customer has time to call on the competitors, 
discuss prices and qualities, compare values, learn 
about newer styles, hear of new colors, see new ma- 
terials, and come to expert conclusions based on the 
sum total of all that information which the merchant 
doesn’t have. And sometimes the customer’s judgment 
is very much against the merchant. Sometimes the cus- 
tomer sums up the situation with a single word of 
comment that sticks as that merchant’s local trade-mark 
for years to come. Each city has its shoe merchants 
pretty accurately classified by word-of-mouth advertis- 
ing and the customer’s appraisal is often more nearly 
correct than the banker’s. 

Good will is of greater value than furniture and 
fixtures! 

Therefore, and with as little delay as possible, an 
excessive inventory calls for a stock-reducing sale. 

The sale, however, doesn’t have to be a_panic- 
stricken scramble to get out from under an avalanche, 
abandoning the women and children to fate. It doesn’t 
have to include merchandise that isn’t of itself dis- 
tressed and isn’t likely to suffer from obsolescence if 
not sold quickly. It doesn’t have to be at such spectacu- 
lar prices that they knock the bottom out from under 
all the profits built up during the year. It doesn’t have 
to be a “Quitting Business Forever Sale” or in some 
cases more aptly described a “Forever Quitting Busi- 
ness” sale, 

It wants to be a heady sale—a smart sale—a sale kill- 
ing three birds with one measuring-stick: 


1. Balancing up the remaining stocks. 


2. Unloading the most perishable styles. 
3. Turning excess stocks into best assets, cash. 


[TURN TO PAGE 120, PLEASE] 
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Coming or Going 


“If you own a share in a business and you want that 
investment to endure over a long period of time, look 
closely at the salesmanship and promotion.” 


—JameEs R. ADAMs 


THIS number prefaces the National Shoe Fair, the 
greatest promotional effort of the shoe industry, for 
every shoe in nearly a thousand sample rooms, in the 
biggest hotel in the world, is saying: “Come and buy 
me because I have a use, a value and a profit; and I 
am needed by some one of the 129,257,000 persons in 
the United States. 

Mark you, we have more customers as of Jan. 1, 
1938, by 828,000 than we had at July 1, 1936; and 
5,482,000 more than we had in 1930. 

So the idea of the Fair is shoes need feet; and feet 
need many shoes. Such a diversity of footwear as 
we have never before known and more uses come with 
each day’s progress. Look at the new year as an oppor- 
tunity for increasing salesmanship and promotion, pro- 
viding you have enthusiasms for what you buy that 
canbe transmitted to the public. 

May’ I give you another Lincoln story? 
telling a group of his friends: “I saw a woodchuck 
climb a tree.” They gave him the merry laugh (because 
they knew that it was contrary to the nature of that 
ground-boring animal) and he replied: “The wood- 
chuck was being chased by a dog into a corner. In 
front of him was a stone wall and the only escape was 
up a tree. He just had to climb that tree,” said 
Lincoln. 

By the same token, all business has got to climb; 
and it will do it against all odds. Business men have 
had an opportunity to pick themselves up, shake them- 
selves off and discover that no bones are broken and 
nothing has happened but a bad case of jitters. Re- 
member, our recent depression was in a high-money 
period. We are now in a cheap-money period, the 
world over; and if it is money that will cure it—it 
can be had. The administration may be talking “bal- 
ance the budget; retreat from spending” but this Con- 
gress is no different from the one preceding. It, too, 
will go on a spending spree in the next session. The 
passage of the Hour and Wage Bill, if made nationally 
effective, will make the South the newest buying sec- 
tion of the country; and it is obvious that Congress 
will go down the line for cotton and the farm in estab- 
lishing -a subsidy: Every situation will be shingled, 
like a house, but with dollar bills. 
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Business—W hich? 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Not that we approve of all this high-binding, but 
facts are facts. There is a realism to the possibility of 
cheaper money. When people in the “know” buy 
diamonds by the handful for investment, it is a sign 
that certain collaterals are better than idle cash in the 
bank. 

But let’s not get too far afield. Here’s something right 
on the nose of progress. Within a period of eight 
weeks, the shoe industry, and perhaps every other in- 
dustry in America, has pushed itself into economies 
and efficiencies, in improvements and invention—the 
like of which never existed before in so short a space 
of time. Out the window has gone the theory that the 
price to be asked for the goods is the accumulation of 
all the back costs, plus profits, in the service of sup- 
plies, labor and overhead. Today’s prices are based on 
“What can we get?”—and that goes double in the rela- 
tions of price between the manufacturer and the re- 
tailer; and the retailer and the public. 

The pace of business has been accelerated because 
“the woodchuck has to climb that tree.” Action has 
resulted in the sharpest whittling of pencils that indus- 
try has ever known. 

But price alone isn’t the motivating power. The 
promotional idea behind the product is relatively more 
important than the product itself. A well-established 
name, known and respected for its standards of quality 
and fashion, has proven more valuable than a ten- 
cent, twenty-five-cent or fifty-cent drop in price. Many 
a concern is showing good sales at wholesale and 
correspondingly better sales at retail without change of 
price in that section of stock that has behind it a real 
vigor of promotion. We know this, in spite of the 
fact that there are mountains of old shoes that may 
never move. Any merchant who again fills his store 
with a bulk order for an entire season is forgetting the 
fact that this bright public of ours wants something 
fresh and new every month. 


There is greatest opportunity on the part of the 
industry to prove that it is a living force, by the 
electric spark it ignites at the National Shoe Fair. 
That spark will determine the difference between 
a going or a coming business—in the precise defi- 
nition of those two words. A coming business is 
one that “climbs a tree,” to see opportunity. 
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THE play that gives us the cue for these pages is, of 

course, “French Without Tears.” And the play gets its 

name from an old book of French lessons—that made 

the language so easy to learn that no tears were shed 
- in the process! 

When the curtain rises, a little group of candi- 

dates for the diplomatic service are board- 

ing with Papa Maingot on the Riviera to 

brush up on the official language of the 

service—French. Throughout the play 

they wear with abandon the 

typical clothes of resort life 

—shorts and slacks and 

bathing suits. Their 

shoes, like their 

French lessons, 

are “without 


tears’’— 


shoes to give fet a rest from the conventions 
of city living. 

Every year, Anioticene axe ledbiae billie an ts 
“relax” and every season, sports shoes and play shoes 
play a more important part in met : 
time when the English ideal dominated American sports 
shoe patterns. First the Prince of Wales ghillie . . 




















venue. Women live a large part 


‘Summers in play shoes like these. And very definite- 
such shoes belong in every shoe store in 1938. 


Ideas from Every- 
where... Easy on 
the foot and Easy 


on the eye 
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WOU who were lucky enough to get seats for “I'd 


Rather Be Right” . . . or hardy enough to stand (we 
stood), will remember with a chuckle the Beauty 
Broadcast scene. President Roosevelt (in the person of 
Geo. M. Cohan) is trying hard to balance the budget. 
He has an inspiration, and seizes the air immediately 
for a fireside chat. . 

If all the women in America will give up beauty 
aids for a year and give the money to the government, 
he croons, the budget will be balanced. Hardly has he 
finished speaking when an indignant chorus surrounds 
his protesting: 


Pictures shown from “I'd Rather Be 

Right” (now hanging out the S. R. O. 

sign at the Alvin theatre) By courtesy 

of Sam H. Harris. Shown at left a chorus 
scene in 1900 costumes. Op- 
posite page, the girl for 
whose happiness “Mr. Presi- 
dent” tries so hard to bal- 
ance the budget. 
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“Not for a year, not for a month, not for a day 
Will we give beauty away.” 

No, no help in that direction! And that little jingle 
set us to thinking. Depression, recession, or progres- 
sion, the beauty business goes on daily. Not because 
it’s essential, but because it is so ardently desired. 

When we hear rumors of business recession, what 
do shoe merchants do? Go forward featuring shoes 
that are more and more beautiful, more and more de- 
sirable, or less interesting and less desirable. Do they 
make women say “I'd Rather Have Shoes” . . . or not. 
It seems logical that when—and if—people’s budgets 
are curtailed, the merchandise that makes itself most 
tempting has the best chance of getting itself wanted— 
and bought. 

The shoe manufacturers of America have made very 
exciting shoes to tempt women this Spring. 
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‘THE oft predicted apparently has arrived, and the day 
of the trimmed sport shoe is dawning. Oddly enough 
it’s not just a case of a black and tan trim on a white 
shoe. but nearly all types of sport shoes may now be 
definitely put into the combination category. Volume 
selling has persistently held down combination aver- 
ages; but in the grades, for some years back, there has 
for the success and popularity of the combination have 
been at hand for some years; more color in clothing, 


and the combination of odd jackets and trousers as the 
most popular item of sports attire. Though white suits 
and washable fabrics persisted, and their influence on 
men’s shoes was apparent, there was no earthly reason 


why a combination sport shoe was not just as smart as 


the traditional all-white shoe. Certainly they were very 
much more distinctive. 

Then came the lesson of last year when merchants 
found that to sell sport shoes they had to have an 
entirely new and different shoe; and, because of its 
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abil acceptance, this great builder of sales became 
no longer an extra shoe, but in fact a full summer shoe 
_ wardrobe. To the a os for different -_ more salable 


Photos by 
GEORGE PELZER 














IT is only when one sees the best shoes from a dozen 
or more of our high-grade shoemakers set under a 
camera lens, as we did while making this picture, that 
he realizes what a widely diversified range of shoes are 
available from these manufacturers. It is interesting 
as well to note the manner in which they fall into given 
classifications and follow several widely different 
trends in lasts, patterns and materials. 

The interested reader will see immediately from the 
photograph the similarity in brogue types and how 
the variations are affected by the slight differences that 
the individual manufacturer has put into them. Thus, 
a wide extension and spade here, or a welted heel seai 
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there, and a brogue becomes more customized or reverts 
to the more classic pattern. It is obvious that the brogue 
will be the most important shoe among those illus- 
trated, both numerically as a type and in the multi- 
plicity of its variation. The Bal may likely come next 
in importance and will find its greatest acceptance in 
the more custom types in darker tones of tan and brown, 
and in black for the more conservative customer. The 
Blucher continues to be very important as a style shoe 
in very high grades and will find a ready market among 
those customers who have a real shoe wardrobe. 
The “last picture” focuses interest more than ever 
on the forepart of the shoe and expression in better 


grades is toward the squarer and fuller sort of thing 
which was inspired by English types and which Amer- 
ican designers have so stylized and perfected as to be- 
come a really new American type. 

There is an increased interest in brown and tan, and 
a trend towards a more ruddy fuller tone, although the 
Russia color continues popular. Very fine grains and 


certain novelties such as long grain and genuine pig- 
skin are important. A word about ventilated types: 
You may look for an increase in the number of well- 
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‘that Spring would always bring a demand for 
grays. Sometimes it did and sometimes it most em- 





Five-eyelet blucher pat- 
tern in two tones of 
gray. From United Shoe Mfg. Co. 
Also two tones of gray with perforated 
wing tip. From Brown Shoe Co. 


_phatically did not. Be that as it may, gray is definitely 
ret ee 8 ey perticsiatly ie the, Went 
and Southwest, but with different types of shoe and in 


g over the darker vamp just back of the ball 
i ie and is 


De tuk ty Nooo sd ve 
; what its name indicates, a moccasin type 
ee 
eke milks, however, they have been adapted for 
wear with Spring-weight slacks and even Summer- 
weights. The two shown are an all-over genuine white 
buck and white buck in combination with a tan calf 
so light as to suggest the honey color. 
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DEFINITE types for definite occasions— 
that is the chief characteristic of the new 
Spring shoes for boys and girls of all ages. 
Materials, patterns, and colors all work 
toward this end. 

Shoes for the occasion are, of course, 
most important in the growing girl sizes, 
but her younger sister is rapidly develop- 
ing a sense of style which manufacturers 
and merchants cannot afford to neglect. 

Perennial favorites in the tailored and 
spectator sport types for both big and little 
girls are various adaptations of the 
moccasin, the monk, the kiltie tongue, and 
ghillie patterns, made in smooth and re- 
versed leathers in brown, white, and a 
few colors. Girls like their casual yet 
smart look. Mothers think they are suit- 
able and in good taste. The classic white 
oxford with brown saddle on a heavy crépe 
sole is the reigning favorite among active 
sport shoes. 

A strong peasant influence is noticeable 
in oxfords for growing girls. It is seen 
in the general ruggedness of outline and 
in such detailing as thong lacing and 
stitching, usually on a shoe of reversed 
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The Men Who Planned It. the Per- 
sonalities Who Will Appear on the 
Program, and the Exhibitors Whose 
Participation Promises to Make It the 


Greatest Exhibition in Shoe History 
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CLARIFY YOUR PICTURE OF 


The National Shoe Fair Will Provide 
the Background of Information on 
Which to Base Sound Judgment and 


Safe Action in Planning for 1938 


MAXEY JARMAN 
Chairman, National Shoe 
Fair Committee. 


*°T HE National Shoe Fair is the annual event to which the whole industry looks for- 
ward. New records will be set at the 1938 Shoe Fair, to be held at the Stevens Hotel, 
in Chicago, Jan. 3, 4, 5 and 6, both in the number of exhibitors and the number of 
retailers who will attend. Careful and painstaking preparations have been made for 
the tremendous number of people, from all branches of the industry, who will gather 
to compare notes, make plans and settle on orders for the Spring season. 

“The highlights of the program—addresses by Percy Straus of R. H. Macy & 
Co., and Dale Carnegie—will be looked forward to by those who will attend the Fair. 
The other features of the program offer to merchants worth while ideas, information 
and plans that will be helpful in their business. The offerings for Spring by the vari- 
ous manufacturers will give every merchant the opportunity to select the merchandise 
and the line that will best fit his situation. 

“The uncertainties of the past few months and the wistful predictions for Spring 
have been ironed out to a realistic view of the coming season. Extravagantly pessi- 
mistic views and overly optimistic forecasts have been replaced by saner ideas. Mer- 
chants will be able to make their plans for Spring for a consistent volume of business 
on a sound price basis. The National Shoe Fair will point the way for the coming 
season, and offer merchandise and the plans for successful business operations.” 


MAXEY JARMAN 
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THE COMING SHOE YEAR 






AS one of the sponsors of the National Shoe Fair, the 
National Boot and Shoe Manufacturers Association 
represents the voice of the manufacturing industry and 
plays a large part in the national relations of trade. 








Its importance as a national voice in Washington, in 
1937, is known generally to the trade for it presented 
a number of cases with facts, figures and opinion and 
truly represented that branch of the industry in prob- 
lems that could not be undertaken individually. Its 
work on legislation, taxation and other subjects of na- 
tional interest will increase as the years go on—for 












every shoemaker is now subject not only to economic 
competition but those rules, regulations and _restric- 
tions enforced by government. 

The National Boot and Shoe Manufacturers Asso- 
ciation represents more than 85 per cent of the pair 
production and dollar volume of the industry. The 
accord in national affairs developed in the relationships 
between the National Shoe Retailers Association and 
the National Boot and Shoe Manufacturers Associa- 
tion was one of the signal accomplishments of the past 














year. 











J. O. BALL 


President, National Boot and Shoe 
Manufacturers Association 










AS joint sponsor of the National Shoe Fair, the Na- 
tional Shoe Retailers Association is heard as the voice 






of retailing. 

In a billion dollar market at retail, of shoes, acces- 
sories and allied affinities, it is natural to look to one 
voice—the National Shoe Retailers Association—-for 
aggressive action for the common good of that great 









retailing division of the trade. 






The past year was signalized by the cooperation of 
the National Shoe Retailers Association, not only with 
the National Boot and Shoe Manufacturers Association 
but with the Tanners’ Council of America and other 
co-related groups in the development of fashion futures. 
The work goes on and you will find most of the features, 
sessions and programs of the National Shoe Fair are 
for the purpose of increasing the sale and service of 
shoes, to the profit of the merchant. 
















As an association, it has enjoyed a continuance of 
leadership for more than a quarter of a century and 
LOUIS F. TUFFLY the coming year will show good progress toward the 


betterment of shoe service in the public interest. 










President, National Shoe Retailers Association 








A COOPERATIVE enterprise sponsored by the Na- 
tional Boot and Shoe Manufacturers Association and 
the National Shoe Retailers Association, the National 
Shoe Fair has an organization and an administrative 
Responsibility for its 


personnel distinctly its own. 


planning and broad supervision over its management 
are entrusted to the National Shoe Fair Committee, 
composed of representatives chosen from the member- 
ship of the two cooperating associations. 

Chairman of the National Shoe Fair Committee for 
the 1938 Show, to be held at Hotel Stevens, Chicago, 





Pee 


Jan. 3, 4, 5 and 6, is Maxey Jarman, president of 
General Shoe Corporation, men’s shoe manufacturers, 
Nashville, Tenn.; Harry E. Fontius, retail shoe mer- 
chant of Denver, Colorado, is vice-chairman; William 
Pidgeon, Rochester, N. Y., retailer, is secretary, and 
Weir Stewart, treasurer of Marshall, Meadows & 
Stewart, Inc., women’s shoe manufacturers of Auburn, 
N. Y., is treasurer of the committee. 

In addition to the above named, the Shoe Fair Com- 
mittee includes in its membership Edwin Hahn, of 
Wm. Hahn & Son, retailers, Washington, D. C.; Herbert 
N. Lape, Julian & Kokenge Co., manufacturers, Colum- 








bus, Ohio; John R. Laycock, Hanan & Son, retailers, 
New York, N. Y.; H. M. Read, Gregory & Read Co., 
manufacturers, Lynn, Mass.; Frank S. Rice, Rice- 
O’Neill Shoe Co., St. Louis, Mo.; Marcus Rice, Famous- 
Barr Company, retailers, St. Louis, Mo. 

In addition to the Shoe Fair Committee, which holds 
periodic meetings through the year to check on the 
progress of the plans and preparations, there is also 
the operating personnel, to whom is assigned the actual 
work of putting on the big exhibition, attending to its 
manifold details and making the machinery run smooth- 
ly and efficiently. Directing this operating personnel at 

[TURN TO PAGE 256, PLEASE] 
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and Promotions Start at 


OFFICIAL PROGRAM 
19338 
NATIONAL SHOE FAIR 
Jointly Sponsored by 


National Boot and Shoe Manufacturers 
Association 


National Shoe Retailers Association 


MONDAY, JANUARY 3, 19338 
Opening Meeting and Joint Luncheon 


12 o’clock Noon—Grand Ballroom, Stevens Hotel 
(2nd floor) 


Tickets on sale 11:30 A.M.—Entrance of Ballroom 
MAXEY JARMAN, Presiding 
Chairman, NATIONAL SHOE FAIR 
Maxey Jarman 


Retailers vale ta ba si ol ee eee 
(President—National Shoe Retailers Association) 
Manufacturers Frederick A. Miller 


(Chairman of the Board—National Boot and Shoe 
Manufacturers Association) 


Opening of National Shoe Fair 


Travelers ....Norman N. Souther 
(President—National Shoe Travelers Association) 


PRESENTING 


Percy S. Straus, President 


R. H. Macy & Co. New York 


MONDAY EVENING, JANUARY 3, 1938 


NATIONAL BOOT AND SHOE MANUFAC- 
TURERS ASSOCIATION 


Dinner Meeting 


6:10 P.M.—-Boulevard Room, Stevens Hotel 
(2nd floor) 
Annual Address— 
Chairman of the Board, Frederick A. Miller 


Secretary, Ruth S. Freeman 
President, Jay O. Ball 


The Board of Directors of the National Boot and Shoe 
Manufacturers Association cordially extends an invitation 
to wholesalers and retailers to attend the Annual Dinner 
and Business Meeting of the Association. The tickets will 
be $2.00 each, which is the amount charged by the hotel 
for dinner. It is especially urged that shoe manufacturers, 
both non-members and members, have as many members 
of their organization attend as possible. 

Those desiring dinner tickets may secure reservations by 
sending checks to the National Boot and Shoe Manufac- 
turers Association, Chrysler Building, New York City. 


Annual Report... 
Annual Report 


MONDAY EVENING, JANUARY 3, 1938 


NATIONAL SHOE RETAILERS ASSOCIATION 


8:30 P.M.—North Ballroom—Stevens Hotel 
(3rd floor) 


All Shoemen Invited 
“THE SCIENCE OF PROPER SHOE FITTING” 


Chairman: Harold R. Quimby— 
Editor, The Health Shoe Digest, Boston, Mass. 
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Highlights of Program for Busy Shoe Week 


Co-Chairman: 
William Pidgeon, Rochester, S. J. Brouwer, Milwaukee, 


Co-Chairman: 


N. Y. Wis. 
“Waar Asout Cupren’s SHoes?”. . Mary Brouwer Finley 
Research Foundation 
“Wat Asout Women’s Dress AND SEmiI-DrEss SHOES?” 
Rex Dickinson 
Educational Director of Selby Shoe Company 
“Wat Asout ProsLem FEET?”...... Edward Braverman 
Educational Director of W. B. Coon Co., 
Rochester, N. Y. 
“Wat Apout THE MEDICAL AND SCIENTIFIC APPROACH?” 
Dr. Helen D. Denniston, M.D. 
Department of Physical Education and Specialist 
on Foot Work at the University of Wisconsin. 


A full and open discussion led by Wm. Pidgeon will 
follow the speakers. A meeting of unusual interest to shoe- 
men, with emphasis being placed on the complex problem 
of the “Science of Proper Shoe Fitting.” Every shoeman 
will want to be present at this session. Shoes, Lasts, and 
Feet will be thoroughly analyzed, discussed, and new 
ideas advanced for improvement of this selling technique 
necessary for increased volume in 1938. 


MONDAY, JANUARY 3, 1938 
All Day 
SOUTH BALLROOM—STEVENS HOTEL 

(3rd Floor) 
EXPENSE CONTROL AND STORE Consultation Hours 
MANAGEMENT CLINIC......... 9:30 A.M. to 12:00 Noon 
2:30 P.M. to 5:00 P.M. 

Sates PLANNING—SALES Pro- 

MOTION CLINIC ............. 9:30 A.M. to 12:00 Noon 
2:30 P.M. to 5:00 P.M. 


TUESDAY, JANUARY 4, 1938 
Business Meeting and Joint Luncheon 
12 o’clock. Noon—Grand Ballroom, Stevens Hotel 
(2nd floor) 

Tickets on sale 11:00 A.M.—Entrance of Ballroom 
LOUIS F. TUFFLY—Presiding 
President, National Shoe Retailers Association 
Address: “Are We Cominc or Goinc?”. . Herbert N. Lape 
(President—Julian & Kokenge Company) 
Address: “How To Win Frienps ano INFLUENCE PEOPLE” 
Dale Carnegie 


In Chieago at the Hotel Stevens 


TUESDAY EVENING, JANUARY 4, 1938 


A JOINT STYLE SHOW THAT IS NEW 
AND DIFFERENT 


8:15 P.M@—GRAND BALLROOM—STEVENS HOTEL 
(2nd floor) 


“FASHIONS PREFERRED—FOR BETTER 
SELLING” 
A Prevue of Spring Footwear Styles 
Featuring 


Men’s Shoes Women’s Shoes 


Secure tickets from your manufacturer or apply at 
National Shoe Retailers Association Booth, located on 2nd 
floor, Stevens Hotel, Grand Assembly Room. 

MISS HILDEGARDE FILLMORE 
Style and beauty Editor of McCall’s Magazine 
Presenting 
A PREVIEW OF SPRING STYLES 
Miss Fillmore will emphasize the proper footwear to 


select and sell with the clothes that have authentic fashion 
acceptance for Spring. 


[TURN TO PAGE 275, PLEASE] 
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Clarksville, Tenn. 
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Pittsfield, N. H. 
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Worcester, Mass. 
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Chicago, Ill. 
Advance Wool Skin Shoe Co............ 713A 
Chicago, Ill. 
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Elgin, 1) 
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Cincinnati, Ohio 
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Boston, Mass. 
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Athol, Mass. 
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Athol, Mass. 
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Armstrong Cork Prod. Co............. 733A* 
Lancaster, Pa. 
Armstrong, D., & Co., Inc............+ 732A* 
Rochester, N. Y. 
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East Weymouth, Mass. 
Arnold, M. N. Shoe Co...........-+.+. 615A* 
South Weymouth, Mass. 
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Beene , Mass. 
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Chicago, Ill. 
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Boston, Mas 
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Auburn, 
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Avon, Mass. 
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Chicago, Ill. 
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Worcester, Mass. 
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Lititz, Pa. 
Bancroft Walker Co........ 1-2—Third Floor 
Waltham, Mass. 
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Dover, N. H. 
Banner Slipper Co., Inc. ............. 1161A 
New York, N. } 
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Bass, G. x" -™ FEE OP re my Pr wes 626 
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New York, N. Y. 
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Webster, Mass. 
ee SS Oe eres rere rere a 1148 
Exeter, N. H. 
Beckerman Shoe Corp. ..........---+:+- 1232 
Brooklyn, N. Y. 
re I ay 9's << v00:0. o inns Brass sc 1118 
Carlisle, Pa. 
Beker & Friedman Shoe Co., Inc....... 2310A 
Brooklyn, N. Y. 
Belcher, George E., Co............000-- 1131* 
Stoughton, Mass. 
OE SE eee oer See re 1162 
Wolfeboro, N. H. 
DGS GO COs ain 6 i Feces scwese ce 841 
Hudson, Mass. 
Belle Craft a NE 6 5 eewace nse -.-1255A 
Brooklyn, N. Y. 
Belle Mead Shee Co.......ccccccsecsse 504A 
Nashville, Tenn. 
Belleville Shoe Mfg. Co................. 732 
Belleville, Il 
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Boston, Mass. 
Big “K” Shoe Mfg. Co., The.......... 1232A 
Cincinnati, Ohio 
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St. Louis, Mo. 
Blum Shoe Mfg. OS RE IE ENG 656A 
ansville, N. Y. 
| SPrrrreee ee yere nr ie 842* 
New York, N. ¥. 
Boot & Shoe Recorder............. Booth 2* 
New York, N. Y. . 
Booth Shoe Co., Walter.............. 663A* 


Milwaukee, Wis. 


*These exhibitors have more than one room 


BOOT AND SHOE RECORDER, December 


25, 


Industry 
On DISPLAY at the 


ROOM 
Boston, ig rd We: Cates ic cc'd sie e's 1211* 
Boston, 
Bourque Shoe Bes a are 1311* 
Raymond, N. H. 
NE Sr ee errr 904* 
. Louis, 
aw OR ere ere 1002* 
it. » Mo. 
Bridgewater Workers Co-operative 
MS 9 bee ore W bigid-d 4 o-0wldwin 06m 1234 
Bridgewater, Mass. 
PE as id eccdcusis pbeibiee d 1229A 
New York, N. Y. 
Brooks, William, Shoe Co., The....... 1260A 
Nelsonville, Ohio 
Brouwer Ghee Co., B. Jess... cccccccces 607A 
Milwaukee, Wis. 
a cog i a’h 6.9 <.6'0:0 0 046-6 won Booth 15* 
Portland, Maine 
I GEE, hbo ce ccebetecdeneced 1228A 
Baltimore, Md. 
I ET 6.6 016 6 Foe eetigneséante 804* 
St. Louis, Mo. 
Brown Shoe Co., Inc., H. H............ 762* 
Worcester, Mass. 
I 6 6.5.50 60 wc cece dea vees 1121A 
Farmington, N. H. 
Comtenl BROS. 6. oo occ Sic éeseee 1001 
St. Louis, Mo. 
ES 8 Sree Ter rere 2301* 
Carlisle, Pa. 
ee a eee 809A* 
ha aeons Mo. 
asselman, T. & E., Paper Box Co....... 828A 
New York, N. Y. 
Central Shoe SSRIS RP Anes Mie res eT 812* 
St. Louis, Mo. 
Comtral Giipmer Ce. oc. cc ccccsecescces 751A 
Harrison, N. J. 
Champion Shoe Mfg. Corp............. 1338A 
New York, N. Y. 
Clapp, Edwin, & Son, Inc.............. 637 
East Weymouth, Mass. 
CR CER icbiseuceeistcvdceves 1046A* 
Auburn, Maine 
Clayton, = a SY are 855* 
St. Lou 0. 
Clickstein “Shoe EEL RTE ET err eer 1259 
Boston, Mass 
Cobb, Charles ti., Shee Ce., Inc......5< 816* 
Manchester, N. H. 
Fe OR ro ee 1231 
ston, ss. 
GES ERCS. 600 Xiew ec covence ceeens 1033* 
Norway, Maine 
Cole, Rood & Haan Co................ 633A* 
hicago, Ill. 
Colella and Leighton Shoemakers...... 721* 
nn, Mass. 
Collingwood Shoe Co., Inc............... 707* 
Endicott, N. Y. 
Ota te is see Gas, é9scien chan 801* 
Comfort ae ‘Mfg. ee eee 1132A 
Long Island City, N. Y. 
Comfort Slipper Corp. ............... 1237* 


Fitchburg, Mass. 


Commonwealth Shoe & Leather Co.....512A* 
Whitman, s. 
Compo Shoe Machinery Corp........... 605* 
Boston, Mass. 
Conformal Footwear Co................ 800* 
St. Louis, Mo. 
CO NI, a din cc ct eeectececv cen 509 
Stillwater, _ 
OE Er a rere 539A 
N. Abington, Mass. 
Consolidated Shoe Corp. .............. 752* 
Cincinnati, Ohio 
Consolidated Slipper Corp. 1215* 
Bombay, N. Y. 
Continental Shoe Core. aI NS TRNAS 1235A 
Portsmouth, N. H 
Coon Co., W. es” 766A 
Rochester, N. Y. 
Cooper, S., Slipper Co................ 1149A 
c oe ‘Yer lie eC 
‘00 e Mises 0s covtelndemses Booth 7 
Giiesen, tl. 
Corcoran, Joseph F., Shoe Co........... 941A 
Stoughton, Mass. 
COMM EN CgMEOS bok oes ciaweeeceees 430A 
New York, N. Y. 
Craddock T _ SPE Eee ee +... -445A* 
Lynchburg, 
Crescent Shoe Co, Mace hiblp ds 60-08 U0 ecivie'ee 1109* 
New York, N. 
Crystal Fixture . eG ° ++... Booth 8* 
Cnn Ill. 
nase Eee Sow tee ibiicceekisudewen 523A 
Curtis Stephen “E bry C 639A* 
u! one mbry Co......... +e 
Reading, Pa. 
Cushman, Charles, Co................ 524A* 


Auburn, Maine 
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ROOM 

Dainty Maid some COs cree Seees seems -1128 
Maver 

Dainty Maid Slipper bet dee cc ecNdecd 835 
Doigevilie, N. Y¥ 

Danvers Shoe Co., Ne eae nia d Oi0.0.0:8.0h 649 
Newburyport, Mass. 

Davis Shoe a i - MWe ot ae eae O78 1265A 
Freeport, Mai 

Devine & ungel_ Shoe Mfg. Co......... 742* 
Marrisburg, 

Dewey & ay Chemical Co........... 519A 
Cam! S. 


ri 
Dickerson ce. The Walker T. 


North Assembly Room, 3rd Floor 


Columbus, Ohio 


MS toc we 6G a hele sewkewe d's 1165* 
Wakefield, Mass 
Dingley-Foss Co...........-eeeeeeeeee 1119 
ubu ine 
Doerman Shoe Mfg. Co............... 928A* 
South ae Wis. 
Dominion Shoe Co..............00-0000 716 
Nashville, Tenn, 
Douglas Shoe Co., W. L.............. 556A* 
Brockton, Mass. 
Dover Shoe Co., Imc......ccccccsccccce 758A 
Dover, N. H. 
Doyle Shoe Co., Inc.............2++055 1113 
Brockton, Mass. 
BN Gg IMR cece ses cotetcecasas 636 
Portsmouth, Ohio 
Dunbar Pattern Co.............-... 1031A* 
St. Louis, Mo. 
Dunn & ade EE ee ree 718A* 
Auburn, N. Y. 
Sagh Shoe Mfg. Co., Inc............... 759* 
Everett, Ss. 
Eastern Footwear Corp................ 832* 
Brooklyn, N. 
Eaton tay Charles MU i aie aa idig. 6 oles ee'6 el 664 
Brockton, Mass. 
Edgerton Shoe Co............+6. -... SOLA 
Milwaukee, Wis. 
Edgewood Shoe Factories............. 711* 
Atlanta, & 
Sy wig OE Risse cc cece veg eeeesecs 700* 
rnies hia, Pa. 
Elam, F. S., Shoe Co., Inc.............. 1012 
Rochester, N. Y. 
Emerson Shoe Co., A. E...........+.-: 1216A 
Worcester, s. 
Empire Last Works............ Serer 504 
Rochester, N. Y. 
Endicott-Johnson Corp. ............-. 412* 
Endicott, N. Y. 
Ennis, John, Inc................+ éaaa'ck 647 
Brooklyn, N. Y. 
Ephrata Shoe Co., Inc..............++. 710A 
Ephrata, Pa. 
Evans, L. B., Som Co... ..ccscccccsccece 621 
Wakefield, Mass. 
WOON PII Bin 6 6'n 0 6c 6 60 cvs eeves 1142A 
Boston, Mass. 
Fairchild Publications ............. Booth 4 
New Yo ae A 
Fairy Forms pieieie vale o'r sate ae ve Booth 13* 
Auburn, N. Y. 
F argo-Hallowell Shoe Co......... ....-716A* 
cago, Ill. 
Farmington a Bs GN cic. vie bincie's Ree 758 
Dover, N. H 
Fashion-Bilt Shoe Co................. 756A 
Pontiac, Ill. 
Feder Gregg Shoe Company............. 815 
Cincinnati, Ohio 
Federal Shee Co................-..- 1147A 
Lowell, Mass. 
Fein & Glass, re ee ebewriesesine 734" 
Reading, Pa. 
Fern Shoe Co., The................. 821A* 
s Angeles, f. 
Ferris Shoe Mfg. Co............. meebele 1160 
Souderton, Pa. 
8 Se ee errr 663* 
Brockton, Mass. 
Fisher Shoe Co................ Sena ce 648 
Boston, Mass. , 
Fitchburg Shoe Mfg. Co.......... oe +1149 
Fitchburg, Mass. 
Fitz Bros. Last Co......... bocce cigs.  BO4 
urn, Main 
Five Star Shoe Co., Inc................ 752A 
Long Island City, N. Y. 
Fleisher Shoe Co......... bee aweees 1250 
Manchester, N. H. 
Flexmor 7 = __ EOS ear cence ed 1150* 
Boston, 
Florsheim "Shoe Ce., The........ ... 532A* 
icago, 
Ford, C. P., & Co., Inc................. 713* 
Rochester, N. 
Forest Park Shoe Co...... eure cers 931A* 
St. Louis, 
rank Shoe Mig. Msi x oc wiaieveree ace ace 1037A 


Milwaukee, Wis. 
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Official List of Exhibitors at the Hotel Stevens Up to December 4th 


NATIONAL SHOE FAIR 


ROOM 


Franklin Park Shoe Co. 
Columbus, Ohio 

Franzen Shoe & Slipper Co. 
Worcester, Mass. 

Freeman Shoe Corp 
Beloit, Wis. 

Freeman, Joseph, Shoe Co., Inc 
Somerswo 

Friedman-Shelby Shoe Co 
St. Louis, Mo. 

Frye Shoe Co., John A. 
Marlborough, Mass. 

Fulton Leather G 
New York, N. Y 


Gaffney-Sulkis Shoe Co. 
Bosion, Mass. 

Gale Shoe Mfg. Co 
North Adams, Mass. 

Gardiner Last Co., T. 
Lynn, Mass. 

Garfield & 
Boston, Mass. 

General Shoe Corp 
Nashville, Tenn. 

Gerber Shoe Co., Inc 
Lawrence, Mass. 

Gerberich-Payne Shoe Co 
Mount Joy, Pa. 

Gil Ash Shoe Co 
Fitchburg, Mass. 

Gilbert Shoe Co., 
Thiensville, Wis. 

Givren Shoe Co., Inc., E. J. 
oanciiend, Mass. 


gg = me Ohio 
Goldberg Bros., 
Haverhill, Mass. 
Goldberg & Co., S 
Hackensack, N. J 
Goldstein, Julius, é “Sons Co 
Boston, 
Goldstein, 
Boston, 
Goldstein, 
Boston, Mass. 
Golo Slipper Co., Inc............ wees 
New York, N. Y. 
Goodyear Tire & Rubber Co. 
hio 
Louis i des 
York, N. 
Gotham Shoe Mf, ig C 
Binghamton 
Gray Bros., 
Syracuse, N. 
Great Northern Shoe Co 
Manchester, N. H. 
Green-Barr Shoe Co... 
well, Mass. 


Haverhill, Mass. 
Green Co., 1 
on. N. Y. 
Green Shoe Mfg. Co., The 
Boston, Mass. 
WOO Gig Wie Oks ccc cc ceccceeccees 
Williamsport, Pa. 
Gregory & Read Co 
Lynn, Mass. 
Grossman Shoe & 
nihensinger ‘shhh 
Grosvenor, C. A. 
Worcester, Mass. 
Groves Shoe Co... 
Chicago, Ill. 


partes Shoe & Legging Co..... 
agerstown, Md. 
Hogerty, P., Shoe Co... ‘ 
‘ashington Court House, Ohio 

Hamilton-Brown Shoe C 

St. Louis, Mo. 
Hanan & Son, Inc... 

New York, N. Y. 


Haverhill, — 
Harvard Shoe Co. 
Boston, Mass. 
Headway Shoe Corp. 
Webster, Mass. 
Health Shoe Digest 
Boston, Mass. 
Hecker Products Corp 





Milwaukee, Wis. 
Herold Bertsch Shoe Co. 
Grand Rapids, Mich. 
H ood Boot & Shoe Co. 
orcester, Mass. 


*These exhibitors have more than one room 


ROOM 


Hide & Leather Publishing Co.....Booth 12 
Chicago, Ill. 

High Shoe Mfg. Co., Inc 
Saco, Maine 

Highland Shoe, Inc 
Lewiston, Maine 

Hill Bros. 
Hudson, Mass. 

Hoge-Montgomery Shoe Co 
Frankfort, Ky. 

Holland Shoe C 
Holland, Mich. 


Littleton, N. H. 


Haverhill, M 
Homan Shoe 
Philadelphia, Pa. 
Horwitz, Vincent Co., Inc 
Altoona, Pa. 
Howard & Foster, Inc 
Brockton, Mass. 
Howell : 
St. Charles, Ill. 
Hubbard Shoe Co., 
Rochester, N. H. 
Huth & James Co 
Milwaukee, Wis. 
yde, A. & 
Cambridge, Mass. 
Hy-Style Shoe Co 
Hallowell, Maine 


FO ON Oe 6 oo hci cee ctenccdees 1203A 
Philadelphia, Pa. 
Ideal Shoe Mfg. Co 
Milwaukee, Wis. 
Illinois Shoe Mfg. Corp 
Pontiac, II. 
Independent — Mfrs. 
St. Louis, 
Industrial Lithographic Co 
New York, N. 
Inter-Allied Mites Co., Inc 
Jersey City, N. J. 
Interstate Shoe C 
anchester, N. H. 
Interstate Slipper Co., Inc 
Easthampton, Mass. 


Jacob, H., & Sons, Inc 
Brooklyn, N. Y. 

Jacobs, A. Sons Co., 

. Lynn, Mass. 

James Shoe Mfg. Co 
Milwaukee, Wis. 

Jarman Shoe Co 
Nashville, Tenn. 

Jay Shoe Mfg. C 
Cambridge, Mass. 

Jefferson Shoe Co 
St. Louis, Mo. 

Jersey Footwear, 
Passaic, N. 

Johansen are. ‘Shoe Co 
St. Louis, Mo. 

Johnson aa Baillie Shoe Co. 
Millersburg, Pa. 

Johnson Stephens & Shinkle 
St. Louis, 

Johnston & 
Newark, 

Jones & Vining, Inc. 
Montello, Mass. 

Julian & Kokenge Co. 
Columbus, Ohio 

Juvenile Shoe Corp. 
St. Louis, Mo. 


Kane, Durham & Kraus, Inc 
St. Louis, Mo. 
Keith, George E., Co. 
Brockton, Mass. 
Kesslen Shoe Co. 
Kennebunk, Maine 
Keystone Slipper Co. 
Philadelphia, Pa. 
Kimel Shoe Co 
Claremont, N. 
Kingston Shoe Co. 
Atlanta, Ga. 
Kirkendall Boot Co 
Omaha, Neb. 
— oe = 
Knight ‘Slipper “Mf 
ght Slipper g. 
rooklyn, N. Y. 
Knipe Bros 
ard 
Koss Shoe Co., Inc. 
Auburn, Maine 
Kozy Komfort Shoe Co 


le, Pa. 
Kreider’s, W. L., Sons Mfg. Co., Inc.. . 
Palmyra, Pa. 


Krentler Bros. Last Co 
Milwaukee, Wis. 

Krippendorf-Dittmann Co 
Cincinnati, Ohio 


Lamson Co., Inc 
Syracuse, N. Y. 
Lancaster Shoe Co. ...............00: 653A 
Elizabethtown, Pa. 
Landis Shoe Co 
Palmyra, Pa. 
Langer-Lippman Co 
Boston, Mass. 
Lebon Shoe C 
Cambridge, Mass. 
Lederer Co., The 
New York, N. Y. 
Lenox Shoe Co., Inc 
Freeport, Maine 
Leonard & Barrows Shoe Co 
Middleboro, Mass. 
Lester Shoe Co., Inc 
helsea, Mass. 
Levine, Al and Sol 
Boston, Mass. 
Levi-Weiss Sales Co 
Chicago, Ill. 
Lima Cord Sole & Heel Co., The 
Lima, Ohio 
Lincoln Shoe Co 
Haverhill, Mass. 
Lippert Bros., 
Brooklyn, N. Y. 
Little Falls Felt Shoe Co 
Little Falls, N. Y. 
Lockwedge Shoe Corp. of Amer., Inc.. 
columbus, Ohio 
Longini Shoe Mfg. Co., The 
Cincinnati, Ohio 
Lorman Shoe Stylist 
New York, N. Y. 
Lorraine Shoe Co., Inc 
alden, 
Luis Shoe Co 
Amesbury, Mass. 
Lown Shoe Co 
Auburn, Maine 
Lucey, John E., Shoe Co 
iddleboro, Mass. 
Lucille Footwear Co 
Williamsport, Pa. 


Maistrosky, S. J., 
Boston, Mass. 
Manning, J. Nelson, Shoe Mfg. Co... 
Worcester, Mass. 
Marks, The L. V., & Sons Co 
Cincinnati, Ohio 
Marshall, Meadows & Stewart, Inc..... 
Auburn, N. Y. 
Martin-Tickelis Shoe Co 
Ipswich, Mass. 
Marx, Walter 
New bs sg Y. 
Mathes, I & Sons Shoe Co 
St. Louis Mo. 
Maybury MUM Clie s oc iio scvexecawsuns 1253* 
Rochester, N. H. 
Mayer, Fred A., Shoe Co 
Milwaukee, Wis. 
Mayer-Herman Co. 
Brooklyn, N. Y. 
Mayville Shoe Corp 
Mayville, Wis. 
Meis, The Charles, Shoe Mfg. Co 
Cincinnati, Ohio 
Melanson Shoe Co...... 
Brewer, Maine 
Melrose Slipper Co., Inc 
Little Falls, N. 
Meltzer, 
Boston, = 
Menihan Corp. 
Rochester, N. 
Merrimac Shoe Mfg. Co 
Keokuk, Iowa 
Merry Shoe Co 
Lewiston, Maine 
Metro-Craft Shoe 
nchester, N. 
Metropolitan Shoemakers, Inc 
Chicago, Il. 
Meyer, Frank C., Co., Inc 
Lawrence, Mass. 
Meyer Bros. Shoe Co 
New York, N. Y. 
Middletown Footwear, 
Middletown. Y 


-1261A* 


Chicago, Ill. 
Milford Shoe Co 

Milford, Mass. 
Milius Shoe Co 


Cincinnati, Ohio 
Miller, Hess & Co., 
Akron, Pa. 
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i 
i 
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ee Ba ir ORG BBB ss cass ccc theese 2304* 
Long Island City, N. Y. 

Miller Shoe Co., Ms tea eka 1133A* 
Cincinnati, Ohio 

Milwaukee Shoe Co..............++05- 762A 
Milwaukee, Wis. 

Biiner, Bi Wa & Bom, Inc... ...ccccssce 750A 
Bata N.Y. 

Mitchell Ettman, Inc.................. 1255 
New York, N. Y. 

De ee OO, BRE. ic ccccccse 1124 
Biddeford, Main 

Monarch Shoe Co., Inc...............+-- 803 
Cambridge, Mass. 

Monarch DMG Gh Ih oa Kd e 4 6.0 Wa 96.5 m 1032* 
Chicago, Ill. 

Monarch Shoe Co. of Worcester........ 1142 
Worcester, — 

ee ree 1213A* 
Chicago, Ill. 

ee Ns 5 6.5004 5 40 04 62406 608 1257* 
St. Louis, Mo. 

Moulton-Bartley, A Re IE 915A* 
St. Louis, Mo. 

— City nag Se errr ey 921* 

t. Lo 

Municipal ig may NE RA 711A* 
Brooklyn, N. Y. 

Muskin Shoe Co......... Ea ith sone aeeee 646A 
Baltimore, Md. 

Myers, D., & Sons, Inc...........c006 657A* 
Baltimore, Md. 

I MMs oc csb vets cevccceuse 1252A 
Manchester, N. H. 

Narragansett Shoe Co..........-.-++45 1133 
Bristol, R. L. 

— Shoe & Leather Co., Inc....... 1228 


Eppin 
National” ‘Shoe & Slipper Co., Inc.....1115A* 
ae Mass. 


SRR, My Me MEe ob ecws cesevcee ted 535A* 
Syracuse, N. Y. 
Newmarket +“ Nt inte ieee pied wie eee 822* 
Newmarket, N. H. 
ee OE Se eee eee 500 
Milwaukee, Wis. 
O'Donnell Shoe Ce... ccc ccccccccccees 759A* 
Humboldt, Tenn. 
Se NN ED Dic csc cece socvovvcen 563 
Brockton, Mass. 
Orange Shoe Mfg. Co.............++.- 1118A 
ange, Mass. 
eee 613* 
Portsmouth, Ohio 
OE Sc ce ws csccsesecedees 1142A 
Boston, Mass. 
Packard, BM. Ae COccccccccccsccsccccs 553A 
Brockton, Mass. 
Panther-Panco Rubber Co., Inc.......... 761 
Chelsea, Mass. 
Pomoen Slip "APC e reer reer eee es 1356* 
yn, N. 
Paramount Shoe “Mfg. ee 910A* 
St. Louis, Mo. 
Paramount oe, eS PE Tr T 1115 
Jersey City, N 
Pasadena Slipper ‘ce, ER Sa ere 650 
Pasadena, Calif. 
Peerless Shoe Corp.........0---ss000 1236A 
‘are, Mass. 
Ag NG SS SAPS ere eerie 504 
TREN, . chev eesesvoncctesus 838* 
St. Louis, Mo. 
PE I Eis ac vcccccccceccecocsces 818* 
St. Louis, Mo. 
Pfeiffer, Frank H., Co., Inc............ 1161 
Worcester, Mass. 
Philco — a Mae ctes o6eusieeede 1111* 
Bang Mai 
Philips. Faas Mfg. ER ee nr ye 1129A* 
Haverhill, Mass. 
Phyliis Shoe in MMs s-6.0 + 006 06.clan ceeud 828 
Lowell, Mass. 
Physical Cuiture Shoe Co.............. 613* 
ortsmouth, Ohio 
Pied Piper Shoe Co...........+eessee% 755 
Wausau, Wis. 
NE i EN Sd 'n 0.6.6. 6.0.0.0-6 000 00 bene 1251 
Brockton, ss. 
Plaistow Shoe CRS Pe ee rT 1127 
Mayville, Wis. 
Plaut-Butler, Imc....ccccccsccscccccces 451* 
Cincinnati, Ohio 
Prime Shoe Co., Doth es bon se bensvend 1236 
es Mass. 
WON, BRGar oc cic cc cccsicns 1256A 
Principal CMS TBs sce euces 1258A 
Progress Shoe or Didsccccscvcccves 1110A 
spect Shee M 
Prospect Mfg. RNG i vice b:05:000.008 651A 
Lewiston, Maine 
Prouty-C! GBs 6 os iivcicinad cds 1156A 
Ha ss. 
Publix Shoe Corp...........5.0+e00: 1242A 
Milford, Mass. 
Quality S BR EMSs bese eseectes ..1132 
Queen OD Bi ccc ces rece oe -1013° 
St. Louis, Me. 


*These exhibitors have more than one room 


* 
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Racine Shee Mig. Coe... ..cccccccscccas 556 
Racine, Wis. 
Ralston Shoe Makers................. 1113 
Brockton, Mass. 
NN EI os Cede sc 0 tices a ¥ecaee 1229A 
New York, N. Y. 
Rao Footwear Corp Se ain eae dae ee wees 962A 
New York, N. 
Raymond Shoe Co., SSE ee eee 1148A 
ymond, N. H. 
Reed, Dr. A., Cushion Shoes.......... 422A 
Chicago, lil. 
(PE OS Se eer ara” 604A* 
Fal Ri: Y. 
Research Foundation................. 607A 
Milwaukee, Wis. 
Restful Footwear Co................ 1111A* 
Jersey City, N. J. 
Rest Right Slipper, Inc.............. 1358A 
New York, N. Y. 
Rice-O’Neill Shoe Co...............00. 931* 
t. uis, Mo. 
Richland-Davidson Shoe Co........... 502A* 
Nashville, Tenn. 
as “A a Srey.” 818A* 
nA ee OD, Mss oe 5 6.600% 755A 
Rochester, N. Y. 
— mye NG MO ik<s ica wea bp 1204A* 
yooh Mass. 
Rendon, 3. O:, Ghee Co... . 265.65. 1122A* 
Farmington, N. H. 
ON errr A 753 
Cincinnati, Ohio 
Royal Metal Mfg. Co............... Booth 10 
Chicago, Ill. 
Rubin Bros. Footwear, Inc............. 1157* 
New York, N. Y. 
i IDs Sc cc scciccwcesescs 1241 
New York, N. Y. 
NE NGS ios 6. 4-4-6 ore 0s we Opa 1126A* 
Salisbury, Mass. 
Sace-Miec Ghee Corp... .ccccsccccsaes 616 
Portland, Maine 
Safran-Sundel Shoe Co................ 1210 
Boston, Mass. 
St. Louis Shoe Manufacturers Assn....... 964 
St. ieule, Mo. 
Sam, Ws. Fy ee. COMB. . 06 ccc ccc cclesd 1101* 
New York, N. Y. 
GROG, Rice BEe Cicer vecscaceaee 1103 
New York, 
Salvage, Louis H., * Shoe ee eee 521* 
Manchester, N. H. 
OE eee ee eer 804A* 
St. Louis, Mo 
IN I oe sg 6.0 86: 6.6 0.0 60.40 duu sle ein 661A 
Boston, Mass. 
I M5 bi 6-5-5 50.0 900.0% e esdoset a oie 1104* 
Boston, Mass. 
Schawe-Gerwin Co. (The)............. 409* 
Cincinnati, Ohio 
Gabeiter Test Ce. Ime... .. i ceccuce 755A 
Rochester, N. Y. 
Scholl Mfg. Co., Inc. (The)........ Booth 6 
Chicago, Ill. 
Sebotaten Bhoe Co.. .... ccc cicccvice 1033A* 
Boston, Mass. 
Schwartz & Benjamin, Inc........... 2307A* 
Brooklyn, N. Y. 
SN I is st o'5-9 06 0a 6 anes oo eelwen 621A* 
Portsmouth, Ohio 
NN no 5k 9.0) 4 05:66 608 Oh aw 1207* 
ton, Mass. 
Sherman Bros. Mfg. Co. (The)....... 1262A 
South Norwalk, Conn. 
Shoe Form Re MG sb 6 6b oe Rea ere 560A* 
Auburn, N. Y. 
Shoe & ye ern Booth 20 
Boston, Mass. 
Shoe Style RR ere ea Booth 20 
Boston, Mass. 
EE Oe eer ee ire 1211A* 
St. Louis. Mo. 
Gielen, B., Ghee Ce....6 cc cescvceses 726 
Manchester, N. H. 
Simplex Shoe Mfg. Co...............46. 704* 
ilwaukee, Wis. 
SG I es cciesccccc geese tare 1215A 
Chicago, Ill. 
Si eS SEP RReR Tee rere 1021* 
er, ss. 
Slater, C. B., Co....... Pere tere ee 2305A* 
uth intree, Mass. 
Senartety] Shee Co... ..cccsccsccees . 826A* 
Milwaukee, Wis 
Smi G. Edwin, Me Met 1065A* 
Columbus, Ohio 
Gantt, 5. F., Bee Coy The. os ccccscccs 422A 
cago, Ill. 
Semerset Shee Co......0ccsccccccscees 1119 
Skowhegan, Maine 
South Berwick Shoe Co............. . -960A* 
South Berwick, Maine 
Southern Shoe Co..........-+.+eee0% 1259A 
own, . 
Spaksbure-Beele-Deavere Shoe Co...... 1000* 
rederickstown, Mo. 
Specialty Shoe Mfg. Co............... 1128A 
Lents Big S. 
Springer, H., & Newman............... 757A 
New York, N. Y. 
ee NE A ee ee res be 521A 


Brockton, Mass. 


1937 


ROOM 
Standard Footwear, Inc.............. 1359A 
Passaic, 
Sterling Shoe Corp Reig dwae 5 decdeteaaemie 1117A 
Auburn, N. Y. 
Stetson Shoe Co., Inc. (The)......... 613A* 
South Weymouth, Mass. 
Stetson-Abbott Shoe Co............... 1118 
ston, Mass. 
Stewart-Potter Lett Gis ccawcces cud ee 504 
Brooklyn, N. Y. 
Stix-Altman-Weiner, rrr wna 633* 
Cincinnati, Ohio 
Stone Tarlow i NG So ed ds0 63 ne Cae 545 
Brockton, Mass. 
ere ee. Coos ods die os we weet s os 967A 
St. Louis, Mo. 
Suffolk-Gardner Shoe Co.............. 1141A 
Gardner, Mass. 
Gee OO a oo vice nice nec etree cs 1135A* 
Marlboro, Mass. 
Superior Shoe Co..............0eeeeeeee 928 


Chicago, Ill. 
Tanners Council of America 
Grand Assembly Room, 2nd floor 
New York, N. Y. 


Taylor, E. E., Corpe.....cccccsecevess 546A* 
Brockton, Mass. 
Teeple Shoe Co.......... cece eeceeee 635A* 
Waupun, Wis. 
_— ag OO GIN: kiss 6.0 80 ce 06.0 848A* 
New Yor 
Tober-Saifer’ Shoe. Co., Be iiss bac ae 1059A* 
St. Louis, Mo. 
Triple Novelty Co............-..000- 1014A* 
Brooklyn, N. 
Trooper Shoe Co..............eeee8> 1229A 
New York, N. Y. 
WH ans ce wasics bce ss ceccceccwes 902A* 
New York, N. Y. 
Tweedie Footwear Corp................ 912* 
Jefferson City, Mo. 
Uneeda Slipper Co...............++-.- 1264A 
Jersey City, N. J. 
Unique Shoe Co., Inc................. 1254A 
Haverhill, Mass. 
United Last ng bec evcececcccnce errr 504 
oston, M 
United Shoe "Echinery oe re 557* 
Boston, Mass. 
United Shoe. Mfg. Co................ 1038* 
St. Louis, Mo. 
United States Rubber Products, Inc... .*836 
New York, N. Y. 
United States Shoe Corp............... 505* 
Cincinnati, Ohio 
Unity Shoemakers MINAS 6b éesea ase 636A* 
Haverhill. Mass. 
Universal Shoe Corp................. 1243A 
Sanford, Me. 
Valley Shoe Corp............... 3* 3rd floor 
St. Louis, Mo. 
Vir im Shoe Co., Imc.......ccccccces 718* 
redericksburg, Va. 
Vitality Shoe 0. Sey ee ere ee 862A* 
St. uis, Mo. 
a WON MIR Son: 6.2.06 6:54,400'4.6.6:0 micas 701* 
Portemeuth, Ohio 
Waldman Bros...................00.0. 1011 
New York, N. Y. 
beg RE PMN ss 6.5662 t'p.6 b'0'6.0.0'6 ws. 0 632 
Schuylkill Haven, Pa. 
Wall Streeter Shoe Co............... 550A* 
were Soe none 
ear Ever oe © Carpe. cesses. 710 
South Norwalk, — - 
Webster Shoe Corp. CT ON Oe 1241A 
Se Aa Mass. 
Weil, Mi, Shoe Cons... .ccccccccscscs 844 
St. Louis Mo. 
Werman, A., & Sons, Inc............ 749A 
won N. Y. 
and Shoe Co................. -...1056* 
acksonville, Ill. 
Weyenberg Shoe Mfg. Co............ 542A* 
ilwaukee, Wis. 
Wheaton Shoe Co..................:- 1136* 
Winmbridge, Mass. 
-Bickford-Sweet Corp............ 1265* 
orcester, Mass. 
Wingate, Inc.................. APES ree 858 
Newton Junction, N. H. 
Winthrop Shoe Co............0.00005 801A* 
St. Louis, Mo. 
Wise Shoe Co......... Vo tei wee kas et 1233A* 
Farmington, N. H. 
Wohl Shoe Co......... Sievers eaedter 1041* 
t. is, Mo. 
Wolf, A. N., Shoe Co.............0.05 742A 
ver, Pa. 
Wolf, Sam B, Sons Co.................. 752 
Cincinnati, Ohio 
Wolff fn Shoe Mfg. Co...... Veseeen 904A* 


St. Li Mo. 
Woadard” e Wright Last Co............532 
Brockton, Mass. 


right, E. T., & Co., Inc............. 619A* 
Rockland, Mass. 

X-Ray Shoe Fitter, Inc............ Booth 11 
Milwaukee, Wis. 

Yard, Chester A., Co............00c000ee 809 


St. Louis, Mo. 
(Later Additions on Page 272) 
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NORMAN N. SOUTHER 


Vice-President 


N.S.T.A. ROSTER AT FIVE-YEAR PEAK 


Twenty-one Affiliated Associations of Shoe Travelers 


to Send Delegations to Chicago Convention 


A TOTAL membership larger than at any time within 
the past five years will be reported to the opening ses- 
sion of the National Shoe Travelers’ Association when 
it holds its twenty-seventh annual convention in Chi- 
cago, January 1, 2 and 3. The sessions, to be presided 
over by President Hector E. Lynch of Boston, will be 
held in the Morrison Hotel and large delegations are 
expected from the twenty-one associations of traveling 
salesmen which are affiliated with the national. 

“Intensive membership drives undertaken by our af- 
filiated associations have born fruit,” says Secretary- 
Treasurer Thomas A. Delany, “and these have been 
augmented by work done by national headquarters. The 
combined efforts of all have resulted in a membership 
increase of which we are proud.” 

During the year just ending, the National Shoe 
Travelers’ Association has widened the scope of its ac- 
tivities and has now, among other achievements, come 
to be recognized as a decided influence in placing unem- 
ployed members. Manufacturers and others employing 
traveling salesmen now look to national headquarters 
for help when in need of reliable and experienced men. 

Throughout the year, furthermore, this association 
has been actively interested in the Black-Connery bill, 
otherwise known as the wages and hours bill, designed 
to equalize wage scales in all parts of the country and 


which, if enacted, association officers believe, will do 
away with the evils of price and wage cutting throughout 
the industry. The same association, through its officers, 
has taken part in the fight against the proposed recip- 
rocal trade treaty with Czechoslovakia because “‘it is not 
only apparent but has been proven that it is impossible 
for manufacturers to compete with these foreign shoes, 
made in a country where low living standards make 
possible a wage scale far below that of the American 
artisan. The commercial salesman realizes that his in- 
come depends on the American shoes which he sells, 
and not at all on the proceeds of the sale of shoes 
brought into the United States from some other coun- 
try.” 

Although the first session of the convention proper 
does not get under way until January 2, there will be 
the usual meeting of the Board of Governors on Jan- 
uary 1, at 2 P.M.. At this meeting, the year’s work will 
be summarized, next year’s work will be planned and a 
comprehensive program prepared for the action of the 
delegates when they gather the next day. 

The dates chosen for this convention, although per- 
haps inconvenient for some, nevertheless are the best 
possible as it will enable delegates to clean up the work 
of the convention and adjourn in time to take up their 

[TURN TO PAGE 269, PLEASE] 
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Despite the curtailment in shoe output which 
started in the third quarter of 1937, production 
for the year as a whole will probably make a new 
high record and may well amount to about 424,- 
800,000 pairs. This will represent an increase of 
2.3 per cent over the previous calendar year record 
of 415,227,000 pairs made in 1936. It is interest- 
ing to note, however, that in the 12 months ending 
June 30, 1937, shoe production reached the amaz- 
ing total of 453 million pairs. This record total, 
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the result of the heavy output in the last half of 
1936 and the first half of 1937, was obviously in 
excess of any immediate needs and a curtailment 
was called for. 

The 1937 production of 424,800,000 pairs not 
only is a new high level in actual volume produced 
but also establishes a new record for per capita 
production. Based on this preliminary 1937 total, 
output for the year was equal to 3.3 pairs per 
capita and marks a third consecutive vear with 
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production exceeded the 3 pairs per person level. Back 
in 1909, 1919 and 1923, it is true, production also 
was in excess of 3 pairs per capita. But in those years 
and throughout the years prior to 1928 this country 
exported a considerably larger volume of shoes than 
now and was competing with only a small volume of 
imported shoes. In 1919, for example, this country 
had a net export balance of more than 23 million pairs 
of shoes, mainly as the result of the war. Even in 1923, 
however, our net exports amounted to 5,760,000 pairs, 
which is in decided contrast with the almost equal vol- 
ume of net imports which will be witnessed this year. 
In other words, because of foreign trade conditions, 
domestic producers have lost a market for more than 
10 million pairs of shoes. Nevertheless, in spite of this 
loss, manufacturers have for the past three years pro- 
duced each year more than 3 pairs per capita and have 
even exceeded, in both 1936 and 1937, the former per 
capita records made in 1919 and 1923. 

With respect to shoe consumption, it must be borne 
in mind that there are no complete and accurate data 
showing the movement of shoes to consumers. Shoe 
production is measured with reasonable accuracy but 
there are only scattered data on retail shoe sales. In 
addition the information that is available is in terms 
of dollar volume, not pairage, and there is some diffi- 
culty in adjusting dollar volume of sales for price 
changes. By and large, however, it is a reasonable 
assumption that shoe output does not for long get out 
of line with consumption. Excesses of production in 
one year usually tend to be corrected in the following 
year. The estimates of domestic consumption of shoes 
used in this study have been based on that assumption, 
due allowance having been made for exports and 
imports. 


SHOE consumption in 1937 has been estimated at 
424,488,000 pairs, representing a gain of 5.4 per cent 
over 1936 and establishing a new record. The real 
measure of shoe consumption, however, is not total 
volume but per capita volume. Consumption in 1937 
computes to 3.3 pairs per capita, the highest point that 
has ever been reached. It will be noted, too, that only 
twice before has shoe consumption ever exceeded three 
pairs per capita, in 1909 and in 1936. Until 1936 it 
appeared as though the 1909 record of 3.05 pairs per 
capita was about as high as consumptior could reason- 
ably be expected to go. Now for two consecutive years 
consumption has exceeded that old record. 

Before examining this high rate of both production 
and consumption it is of particular interest to note that 
consumption as estimated is approximately equal to 
actual domestic shoe production. This does not mean, 
however, that 1937 production was kept in line with 
consumption. As has been pointed out previously, 
this country, in recent years, has been importing a con- 
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siderably larger volume of shoes than it has been ex- 
porting. In 1937 this excess of imports will probably 
amount to more than 5 million pairs. For production 
and consumption to be in reasonable balance, therefore, 
production should normally be sufficiently less than 
consumption to provide room for these net imports. 
It would appear from these preliminary figures, there- 
fore, that shoe inventories are currently at higher levels 
than at the start of the year. Production over the past 
several years, it will also be noted, has been running in 
excess of estimated consumption with a resulting in- 
crease in shoe inventories. To a great extent these 
increases in inventories have been necessary in view of 
the large volume of business being done. In addition, 
rising price levels have necessarily caused an abandon- 
ment of the hand-to-mouth policies prevalent during 
the worst part of the depression. These inventory 
accumulations, however, apparently have exceeded 
normal and anticipated requirements and a curtailment 
in production resulted. It appears likely, too, that 
further curtailments may well be necessary especially 
if there should be an extended constriction in con- 
sumer demand. 

The high rate of production, and consumption as 
well, in recent years has come about as the result of 
three factors: continued low prices for shoes, increas- 
ing consumer purchasing power, and the growing em- 
phasis on the style element in shoes. Each of these 
factors alone has some weight, but when taken in com- 
bination with each other, the combined weight seems 
to be considerably greater than the sum of its parts. 

There have been some increases in shoe prices but 





TABLE | 
PER CAPITA PRODUCTION AND CONSUMPTION 
All Shoes Made Wholly or Partly of Leather 








(000 Omitted) 
Total Total Shoe Estimated Consumption Production 
Populat’ ~ Prod Cc ti Per Capita Per Capita 
1880 50,156 125,479 123,719 2.47 2.50 
1890 62,948 173,863 171,327 2.72 2.76 
1899 74,799 217,965 214,742 2.87 2.91 
1900 75,995 219,235 215,394 2.83 2.88 
1904 82,601 242,110 237,340 2.87 2.93 
1909 90,691 285,017 275,567 3.05 3.14 
1914 97,928 292,666 281,633 2.88 2.99 
1919 105,003 331,225 308,122 2.93 3.15 
1921 107,533 286.771 277,898 2.58 2.67 
1922 109,330 323,876 300,071 2.74 2.96 
1923 11,110 351,114 331,088 2.98 3.16 
1924 112,844 313,231 327,858 2.91 2.78 
1925 114,562 323,500 313,810 2.74 2.82 
1926 116,254 323,423 320,083 2.75 2.79 
1927 117,921 343,608 330,829 2.81 2.91 
1928 119,563 344,351 342,948 2.87 2.88 
1929 121,181 361,402 354,460 2.93 2.98 
1930 123,191 304,170 336,121 2.73 2.47 
1931 124,070 316,240 313,696 2.53 2.55 
1932 124,822 313,290 319,802 2.56 2.51 
1933 125,693 350,382 336,315 2.68 2.79 
1934 126,425 357,119 357,361 2.83 2.82 
1935 127,172 383,761 376,283 2.96 3.02 
1936 128,000 415,227 402,844 3.15 3.24 
1937* 128,800 424,800 424,488 3.30 3.30 
*Estimated. 
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TABLE II 
PER CAPITA PRODUCTION AND CONSUMPTION 
OF WOMEN'S SHOES 
(000 Omitted) 
Population 
Females Production Estimated Cc t Pr 
15 & Over Women’s Shoes Consumption Per Capita Per Capita 
1921 35,922 109,990 108,354 3.02 3.06 
1922 36,674 112,039 109,090 2.97 3.05 
1923 37,424 117,940 113,854 3.04 3.15 
1924 38,179 110,333 114,024 2.99 2.89 
1925 38,942 113,261 111,491 2.86 2.91 
1926 39,707 115,166 114,166 2.88 2.90 
1927 40,484 119,492 117,861 2.91 2.95 
1928 41,258 127,362 125,009 3.03 3.09 
1929 42,046 134,181 134,829 3.21 3.19 
1930 42,982 114,963 129,341 3.01 2.67 
1931 43,536 119,460 121,500 2.79 2.74 
1932 44,038 121,149 125,589 2.85 2.75 
1933 44,634 136,503 133,462 2.99 3.06 
1934 45,172 138,031 141,058 3.12 3.06 
1935 45,720 151,793 149,746 3.28 3.32 
1936 46,300 167,996 163,658 3.53 3.63 
1937* 46,825 175,550 176,745 3.77 3.75 
*Estimated. 


these have as yet not been great. What is, perhaps, 
more important is the fact that the emphasis continues 
to be in the low price field. According to the Bureau 
of Labor Statistics, the wholesale price of shoes during 
1937 has been at approximately the 1929 level, yet an 
index of shoe factory values shows the averagé factory 
price of all shoes still to be about 27 per cent less than 
in 1929. Considerably more, as well as a greater pro- 
portion, of low priced shoes are sold today than in 
1929. The combination of this factor with an increase 
in purchasing power has made a growth in per capita 
demand possible. 

But the third factor under the stimulus of the other 
two has apparently been exceedingly important in ex- 
panding the shoe volume. Although style has in the 
past few years had some effect on the demand for men’s 
shoes, the greatest effect has obviously been in the 
women’s shoe field. 


WHILE the per capita demand for men’s shoes is still 
lower than it was a number of years ago, the increases 
in the past several years are bringing the per capita 
demand within striking distance of the old records. 
The style element which has slowly been entering the 
men’s shoe field would seem to be taking effect and 
should certainly be helpful in keeping per capita de- 
mand at a reasonably high level. It is extremely 
doubtful, however, if the style factor will ever be as 
effective in men’s shoes as it has been in women’s. 

The accompanying table and charts on total shoe 
production show clearly the long term upward trend 
in shoe production and consumption. Population 
growth has, of course, been one of the causes of this 
movement. But this alone would not have been suffi- 
cient to raise shoe production from a mere 323,876,000 
in 1922 to almost 425 million pairs in 1937. Between 


these two periods the population increased by 17.8 
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per cent, but shoe production increased 31] per cent. 

The reason for this may be found mainly in the pro- 
duction of women’s shoes. Between 1922 and 1937 
the female population over 15 years of age increased 
about 28 per cent but women’s shoe production showed 
a gain of about 57 per cent. In men’s shoes, there was 
no such increase. Production in 1937 was less than 
12 per cent greater than in 1922, and about half of 
that increase took place in 1936 and 1937. 

Two other items of footwear have benefited to a 
large extent as a result of low prices, the desire for 
style or luxury items, or both. These are slippers and 
infants’ shoes. 

Taking infants’ shoes first, it will be seen that the 
number of children under five years of age has been 
declining for a number of years. Despite this decline 
in the size of the available market, the production and 
consumption of infants’ shoes has been well maintained. 
In 1937 both per capita production and per capita 
consumption were at their highest points, although the 
actual volume produced and consumed has been higher 
in the past. 

In the slipper field the demand for what might be 
called a luxury item has been instrumental in causing 
a huge increase in volume. This increase is reflected 
in the figures in Table VII covering miscellaneous 
types of shoes, about 80 per cent of which are slip- 
pers. Between 1922 and 1937 the production and 
consumption of slippers increased by about 126 per 
cent, although the population, as was pointed out be- 
fore, showed a growth of only 17.8 per cent. 

The accompanying charts and tables showing pro- 
duction and consumption by types of footwear are self- 
explanatory. With regard to the data on misses’ and 
children’s shoes, it should be mentioned, however, that 
some of the demand for these shoes undoubtedly has 

[TURN TO PAGE 256, PLEASE ] 





TABLE III 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MEN'S SHOES 


(000 Omitted) 





Population 
Males Production Estimated Consumption Production 
15 & Over Men’s Shoes Consumption Per Capita Per Capita 
1921 37,612 69,544 64,374 1.71 1.85 
1922 38,304 95,112 80,474 2.10 2.48 
1923 38,994 104,215 96,562 2.48 2.67 
1924 39,683 88,236 93,763 2.36 2.22 
1925 40,379 90,180 86,613 2.15 2.23 
1926 41,072 89,917 87,569 2.13 2.19 
1927 41,774 95,395 90,320 2.16 2.28 
1928 42,472 91,120 91,592 2.16 2.15 
1929 43,177 95,013 91,573 2.12 2.20 
1930 44,028 77,406 85,381 1.94 1.76 
1931 44,492 78,268 77,559 1.74 1.76 
1932 44,898 75,294 76,657 1.71 1.68 
1933 45,375 89,182 82,175 1.81 1.97 
1934 45,829 91,705 90,324 1.97 2.00 
1935 46,319 99,917 96,360 2.08 2.16 
1936 46,850 104,106 101,934 2.18 2.22 
1937* 47,455 106,650 105,254 2.22 2.25 
*Estimated. 
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PROFITS WILL REWARD THE SALES-MINDED 


$0.03 for other media, $0.10 for adver- 
tising payroll, $0.04 for advertising 
production expense. 

Of the newspaper space allotment, 
10 per cent is definitely set aside for 
“good will” or Public Relations pro- 
gram. Interesting also is the amount 
accorded Internal Store Promotion, and 
increases for both advertising salaries 
and radio broadcasting. While these 
are department store figures that will 
probably be varied in their application 
even there, these figures supply a new, 
thoughtfully considered budget analy- 
sis that should help you to do a better 
promotion job in 1938, while increas- 
ing the profit margin. 

NEWSPAPER ADVERTISING for 
1938 should be controlled two ways. 
First the distribution of the budget 
allotment by months, the percentages 
for each month to be based on past 
sales records (with due allowance for 
movable dates such as Easter, and Foot 
Health Week). Space allotments should 
be made to give special attention to 
best-selling price lines of the best-sell- 
ing items. Instead of advertising slow 
moving $7.50 shoes, because the $5.50 
line will move itself, keep the bulk of 
the advertising on the price lines and 
the items most interesting to your cus- 
tomers. 

The trend is to spend less for white 
space and more for the gray matter 
that goes into it. Do not hesitate to 
pay for real advertising brains. To 
attractive, distinctive, attention-com- 
pelling, easy-to-read layouts add a mer- 
chandise story that is interesting, in- 
formative, truthful. Rely on informa- 
tion, not inspiration. Analyze each 
shoe’s selling points and keep a record 
of them, so that you can readily weld 
together the idea, the news, the use, 
the advantage, the price and the result 
to prove your merchandise necessary to 
the well-being of the reader. 

Bernice Fitzgibbon of Wanamaker’s, 
New York, says, “The best copy is that 
which tells how to do this or that, or 
that tells what the purchase of a cer- 
tain article will do for the buyer... 
good copy can be written anywhere, in 
big town or small, because it does not 
depend so much upon brilliant writing 
as the ability to give information.” 
Throughout the country today Better 
Business Bureaus are fighting exagger- 
ated price comparisons, “To establish 
understandable and reliable consumer 
terminology for sale and mark-down 
copy,” was the recently declared objec- 
tive in Kansas City. A growing list of 
magazines is establishing reader safe- 
guards. “Copy must be truthful and 
not misleading. Insidious comparisons 
are rejected, statements must be clear 
and positive,” states a representative 
monthly. 


WINDOW DISPLAYS should be 


[CONTINUED FROM PAGE 79] 


selling displays. A good plan is to 
devote 50 per cent of the space to tie- 
ups with current advertising, and the 
balance to non-advertised lines. This 
can be done readily if the window 
arrangement is planned for unit or sec- 
tional displays, against a simple, neu- 
tral, seasonal-colored permanent back- 
ground. Merchandise grouping, and 
unit panels will emphasize and drama- 
tize a selling message at the point of 
display, giving constant newness and 
interest for window shoppers. 

More and more stores are escaping 


from the ornamental meaningless back- 
grounds that cost too much and stay 
in months too long, becoming monoto- 
nous and attracting attention away 
from the shoes. Even a mass display 
need not be a mess. When you cannot 
change your audience, you must change 
your windows, or parts of them often 
enough to stop people often. There’s 
another good hint from the Fair, “The 
exhibits are planned to be functional 
displays showing the use of the prod- 
uct or process.” 

[TURN TO PAGE 266, PLEASE] 





A Fifteenth Century Shoe Advertisement 
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Before Columbus discovered America, this woodcut-riddle was used by 


the Italian shoemaker Guiot to advertise his business. These riddle throw 
aways were a popular form of advertising in the days when printing was in 
its infancy. There were no $100,000 prize contests in those days, but never- 
theless the people worked doggedly to solve the riddles. 

In the musical scale at the left, the notes “so” and “la” are indicated. 
“Fides” before “ficit” creates “Fides proficit.” The complete slogan in Latin 
then becomes “Sola fides proficit,” or “Only dependability brings success.” 
The symbolic handclasp suggests good will. In the center is Guiot’s signet 
and the two figures at work represent the saints of shoemaking, Crispin and 
Crispinianus. These saints were accused of having stolen leather to make 
shoes for the poor, and eventually were supposed to have been burned for it. 

Reproduction is from the Bettmann Archive of Pictorial History and Re- 
search, which includes a vast collection of photographic reproductions record. 
ing man’s progress in the arts and crafts. Boot AND SHOE REcoRDER has 
arranged with the Bettmann Archive to reproduce selected pictures which 
relate to shoe crafts as an editorial feature in 1938. 
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Neither are the proper analysis of 
the merchandise and the adequate 
price-cutting of lines all there is to 
preparing for the sale. Just giving 
the customers the benefit of sale prices 
because the customers happen to come 
into the store is like pouring good 
whiskey into a sieve. Nobody gets a 
real kick out of it and it doesn’t do 
anybody much good. If the reduced 
prices are not used as an attraction to 
tempt a big volume of extra business 
from the store’s regular patrons, and 
to pull in a brand new class of buyers 
who have never been in the store be- 
fore, then the advantages of being so 
over-stocked that a sale is imperative 
are not fully appreciated. The adver- 
tising plans call for as much attention 
as the merchandise. 

In fact, since the first of January is 
the customary date for the sticking out 
of necks, we may as well pause for 
station announcements regarding the 
advertising of a sale. This is station 
BSR; your announcer, Lanterman, 
sounding off, unrequested, about ad- 
vertising. 

From an advertising viewpoint the 
very best possible prospective sale cus- 
tomers are the people who have previ- 
ously bought shoes in the advertiser’s 
store. These customers already know 
the quality and grade of merchandise 
on sale and have previously voted in 
favor of it by making a purchase. 
These customers already know in a 
general way the price ranges. ordi- 
narily in stock and will be strongly 
attracted by the reductions being ad- 
vertised. These customers are already 
acquainted with the service and per- 
sonnel of the store and feel an easy 
friendliness by reason of their previous 
visits. These customers already know 
the location of the store and won’t be 
easily misled from their intention of 
visiting the sale. In many stores about 
half of these customers have charge 
accounts and do not need ready cash to 
take advantage of the sale prices. 

Therefore (and a five-dollar bill will 
bring you a ten), A DIRECT BY 
MAIL LETTER to these specialized 
patrons will bring better results for a 
store-wide sale than any other kind of 
advertising that can be put out! It is 
assumed, of course, that the lists have 
been kept up and the records main- 
tained reasonably correct. 

And just to make the argument bet- 
ter and get down to personalities, we 
may as well settle even the minute de- 
tails of the letter. For it shouldn’t be 
just another letter, you understand, as 
similar to all other advertising letters 
as one brick is to all the bricks in a 
smoke-house. Nor it shouldn’t be just 
another colored folder to get crumpled 
up in the mail box—nor another price- 
list, like a butcher’s hand-bill selling 
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AN OYSTER ON A SHOESTRING 


[CONTINUED FROM PAGE 85] 


lamb stews—nor a mimeographed mas- 
terpiece with the name filled in by a 
typist looking out of the window. 

It ought to be a letter with some 
thought in it—the same sober thought 
that was used when the excessive in- 
ventories were being analyzed for the 
price-cuts. And the thoughts ought to 
be good enough sales-talk for a shoe 
dog to use on a fitting stool. 

The letter should realize that the 
customer is interested only in what 
benefits would accrue to the CUS- 





TOMER, and not how the merchant 
would like to clear out his stocks for 
the new season. The letter should dwell 
on the advantages the CUSTOMER 
might have by coming to the sale, and 
not on the number of dreary years’ 
existence that the sale is celebrating. 
The letter should state as briefly as 
possible the several good reasons why 
the CUSTOMER should take no chance 
of missing the sale, for the CUS- 
TOMER is the very person whom the 
CUSTOMER is exceptionally fond of, 
and whose welfare is uppermost in 
mind when:the letter is read. 

To tell the awful truth right out, the 
letter ought to be a human letter, for 
the customer is a very human person. 
It ought to be as human as a letter to 
your favorite cousin tipping your 
cousin off to the common sense advan- 
tages of coming to the sale. And the 
merchant, after attesting to his pro- 
found admiration for all advertising 
agencies and all advertising people, 
might do very well to write the sale 
letter himself. It probably wouldn’t 
conform to the technical qualifications 
of the craft nor contain the hackneyed 
phraseologies that a swell advertising 
letter is supposed to have, but very 
likely it would have just the frankly 
honest appeal that would flock the cus- 
tomers into the store. 

And, strangely enough, after the let- 
ters are written and addressed they 


should be sealed up tight and mailed 
FIRST CLASS POSTAGE—the way 
a letter to your favorite cousin would 
be sent! 

On the day the first of the letters are 
delivered (they don’t all have to be sent 
out at once), the windows should carry 
the sale. Newspaper advertisements 
should be held back for release as soon 
as the pressure from the direct-by-mail 
results have eased off, thus distributing 
the sales-load over a period of time 
sufficiently long for the sales-force to 
do an intelligent job of pleasing the 
customers who have been attracted by 
the event. 

In the meantime (and there doesn’t 
seem to be enough meantime in the shoe 
business to get everything done just 
right), what’s been done about the 
buying? 

“What buying?” he sez, “we got too 
many shoes now! What do you think 
we’re going to do with the shoes we 
got?” he sez. “Eat ’em?” he sez. 

“I dunno about that,” I sez, “ex- 
ceptin’ the sale we been talkin’ about,” 
I sez, “but it sez here that—” 

A new season demands new season- 
able merchandise! You can’t sell Win- 
ter shoes to Easter customers any more 
than you can make a race-horse out of 
a Clyde! An over-inventoried position 
on Dec. 31 has nothing to do with buy- 
ing the requirements for the following 
seasons, excepting the experience it 
provides. 

History points out that a period end- 
ing with universally excessive inven- 
tories is usually followed by a period 
cf universally under-inventoried con- 
ditions. While an under-inventoried 
condition is less dangerous than having 
too much inventory on hand it still is 
a position that prohibits a merchant 
from having a satisfactory year. It pre- 
vents any real profits. And an under- 
inventoried handicap is hardly a logi- 
cal way to attempt to win back any of 
the losses brought on by being over- 
inventoried. 

The cycle of too lean inventories fol- 
lowing the too fat inventories is 
brought about by (a) an overly cau- 
tious buying program born of the keen- 
ly remembered immediate past, and 
(b) the inability of factories to make 
deliveries after the backed-up orders 
start a landslide late in the season. 

Many things indicate that the pres- 
ent time is. not the profitable time to 
pinch down on the buying. The proper 
time for that policy would have been 
last August or September, and it won’t 
help the present situation any to pun- 
ish the Spring and Summer business 
for the faults of Fall and Winter. That 
isn’t the way the jack-pots have been 
touched off in the past! 

[TURN TO PAGE 260, PLEASE] 
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Shoes Courtesy Of 
Weyenberg Shoe Company 


Conrad Shoe Company 














Coupled ty Yalainw 


Two thoroughbreds that go to the post as favorites. 
Each in White and Colors. Both will come up fast to pay 
well in prestige and turnover. Either is a sure winner. 
Samples on request. 


Gutmann & Company ¢ Tanners * Chicago 
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@ A Vogue Magazine model makes Foot Saver’s 
“Unlaced Test” under the critical eye of Ann Foster Sedgwick, 





Foot Saver’s Fashion Co-ordinator. This convincing test, which 
has started thousands of women wearing Foot Savers, has been 
made possible only by the development of our Shortback Lasts 
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: instantaneous and ever-increas- 
ing success of Shortback Lasts since 
their introduction in 1935 has—natu- 
rally —bred imitators. In every instance 
the exclusive rights of The Julian & 
Kokenge Company to the use of this 
name has been sustained. 

Shortback Lasts continue to be ex- 


clusive with Foot Saver Shoes. Contrary 


1937 


lasts has naturally caused other shoe 


manufacturers to seek better fitting lasts. 
They may buy new lasts, in an endeavor 
to make shoes that fit like Foot Savers 
— but they won’t be Shortback Lasts. 

Again we repeat—if it isn’t a Foot 
Saver it isn’t a Shortback. Only Foot 
Saver dealers can enjoy the privilege 
and the profit of selling Shortback 


Foot Savers. And we’re 





to rumors, we have not 
authorized any last 
maker to supply them to 
any other shoe manufac- 


turer. The success of our HOTEL 





Be sure to see the beautiful 
new Spring and Summer 
Foot Savers at 
The National Shoe Fair 
IN CHICAGO 
January 3-6 inclusive 


ST 


ROOMS 601-602 


continuing to inform 
millions of women of 
this fact through our 


“EVENS national advertising. 








Shorthback 
FOOT SAVER SHOES 


Manufactured by THE JULIAN & KOKENGE COMPANY .- Columbus, Ohio 


% The word “Shortback” is fully protected and 


duly registered in the United States Patent Office 


— Registry Number 336357—as the exclusive 


property of The Julian & Kokenge Company. 
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THE CLASS OF 1937 


E 


JUNE 17,1937 10 CENTS 





LIFE GOES TO A FAIR 


W:- are proud to play a part in the movement of shoes from shoe store stocks to the feet 


of the great American public; and we are happy to salute our readers, friends, and ad- 
vertisers within the shoe industry on the occasion of the National Shoe Fair, to be held 
at the Hotel Stevens, Chicago, January 2d to 6th. In the picture of life shoes are important. 
LIFE has indeed captured the imagination of the public—and the confidence of our shoe 


advertisers as well, for LIFE has demonstrated its ability to help sell shoes. 


SAYS J. B. JOHANS, Advertising Director of the Wohl 
Shoe Company: 

“Judging from results ... LIFE is a new way of communi: 
cating with the public.” 

SAYS S. M. WEBB, Advertising Manager of the A. E. 


Nettleton Company: 

“Our advertisement in the September 27th issue of LIFE 
was the most successful magazine advertisement we have 
ever run. We base this on actual number of consumer in- 
quiries and the general response our dealers have received 
from this advertisement.” 


LIFE 1937 SHOE ADVERTISERS 


Brown Shoe Company, Inc. George J. Kelly, Inc. 
W. L. Douglas Shoe Company A. E. Nettleton Company 
Field & Flint Company Old Mexico Shop 
Florsheim Shoe Co. E. E. Taylor Corporation 


General Shoe Corporation U. S. Rubber Products Co. 
(Fortune Shoes) Wall-Streeter Shoe Company 


B. F. Goodrich Co. Wohl Shoe Company 
George E. Keith Co, E. T. Wright, Inc. 


135 East 42nd Street, New York City 














ZAPON’S Quality 87, long known in the foot- 


wear trade as a.standard of quality has now 
achieved an outstanding success in the $2.00 
class. Available in all the wanted colors of 


the season. 


7 \ 
ZAPON Patent Quality 87 as shown 
Tale alae halaialswune mm Glactohalolameohal Oli Silaraikela) 


by the House of Pfeiffer. There is a 


wholesaler in your territory. 


( ) 
we 


sere 


ZAPON DIVISION 


ATLAS POWDER CO. 
STAMFORD, CONN. 
The Standard of Quality Since 1884 
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| MCS Tenn 98 Aan py 























Page !28 





7. Pahe SZ Ranc Tanchovw 





BOOT AND SHOE RECORDER, December 25, 1937 


Come and See How Our 

SPECTACULAR INVITATION 
TO MILLIONS OF WOMEN 
Will Af fect Shoe Sales 


J verywhere 





fat The National SHOE FAIR, JANUARY 3-4-5 
STEVENS HOTEL, CHICAGO "0"s2354%°,2 LEARN HOW RHYTHM 
STEP WILL BE SENDING NEW CUSTOMERS STRAIGHT TO YOU 


HYTHM STEP’S great new national this sensational new program we are pre- 
advertising for spring and summer dicting an even greater Rhythm Step sea- 
strikes an entirely new note...inspired by son from coast to coast! A season that will 
actual experiences of women throughout outdo the amazing Rhythm Step sales rec- 
seat “ — i radine enlaal ords that have been the talk of the industry 
‘iciauen tants ; many ‘since this thrilling new kind of shoe was 
choueaiids of oe ve sPraaliorosed introduced less than three years ago! Come 
and see a review of brilliant new advertis- 


the country. And local store promotions ‘ sah 
. brilliant window displays, advertising img and merchandising plans . . . and the 
and mailing pieces ... have been built to wide new range of Rhythm Step styles that 


emphasize this message in your city! With are cleverer and more appealing than ever! 


Three Fashion-Famous Lines 


TO PRESENT SPARKLING NEW SELLING THEMES! 


With Rhythm Step’s advance new presentation, that will sell on sight! We cordially invite you to 

Fashion Plate and Fanchon shoes will also make this big showing that offers so many new ideas for 

poss * wos sears Pom be pacar mtr Be oe to get in shoe retailers everywhere! 

on Fashion te’s sensational new and exclusive TEP 

Hollywood tie-up! The new styles that will star JOHNSON, $ oS a SHOE CO., 
° e @ 


in fashion. And Fanchon’s original new numbers 
COME TO ROOMS 835A, 836A, 837A, 838A, 839A, 840A, 841A, 842A, 843A, 844A and 850A, 851A, 852A, 853A, 854A, 855A, 856A, 857A, 858A. 


’ ‘ 
v 


a Qn wtin, 
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IN ADDITION TO 
PRESENT TWO-SOLE CONSTRUCTION 


RICE-O'NEILE HAS ADDED SBICCA PROCESS 








fig 
Al 
Shoes by 


Ree Mel 
\ a Ts | 


After thorough and serious investigation, we find that 
certain retailers feel that the Sbicca construction has merit 
for certain types of shoes. 


For this reason we have decided to adopt this construction 
for some types. This does not mean that we are going to 
eliminate the sewed construction. It simply means that 
customers now have the privilege of buying light-weight 
patterns either Sbicca or sewed. 


This is just another evidence of the ever-broadening appeal 
and inclusiveness that is typical of the Rice-O’Neill line. 


RICE-O’NEILL SHOE COMPANY 


Manufacturers 


ST. LOUIS 
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. Uptown Shoes 


More than sixty high 
grade Welts, ten Free 








Molds with seamless 
backs and built-in cush- 
ions, all-leather quality, 





nationally advertised and 
retailing starting at $5.00 





Heel Latch 
Shoes Thirty-six cap- 


tivating styles, a proven 





selling feature, nationally 
advertised and retailing 
at $5.50. Worthy of your 


investigation. 





Kau emcompassing slang word sum- 
ming up strong selling features. 










: ene oe To assure our dealers of an increased share of 
oes Vis the children’s business, the famous Poll-Parrot 
ea Bie. story of style, correct fitting features and all- 


‘ 


leather value will be told on the advertising 

pages of GOOD HOUSEKEEPING and PIC- 

TORIAL REVIEW... going into five million 
homes of good, live prospects. 


4 a COMPLETE 
' Rooms 818:, 819,820, ©. : : 
STEVENS HOTEL | Promotional Material 


Recorded radio announcements... window 
material... direct mail... folders. ..newspaper 
ads...everythingto doa real merchandising job. 


_. STAR BRANDS 
Ps at 











STAR BRANDS increases your 
PROFIT...through promotion in 1938 


STAR BRANDS POWEPED 


WITH 
National Advertising Om 
3 Leading Lines 


Automatically, national advertising on Star Brands “big 
three” goes into motion at the very beginning of 1938. 
When the switch is thrown, added volts of electrifying 
power will surge through the business channels of Star 
Brand retailers to speed sales, quicken turnover and in- 
crease profits. 

Mind you, this is merely added force, as the Star Brand 
line itself is the greatest ever! Now, they're faster styled 
in a greater variety of patterns to build still greater volume 
for you as a Star Brand merchant. 


Besides the ‘big three” there are correspondingly good 
Star Brand lines of all-leather shoes in all popular price 
A ranges...each planned to fill a definite demand ... See 
your Star Brand representative before you buy... he’s 


oll - Parrot coming your way with his new line. 


Shoes Turns, Welts, 
schdwa Moka “STAR BRAND 


and new Delmacs, shoes 


for every age, all-leather Ss H 8) E S 


quality, in stock service, 


nationally advertised and A R E B E T T E R” 


retailing at popular 


peck 


““PEATURE’’ SHOES 
FOR WOMEN 








prices. 








ont 
3 


THE NATIO 


- : 
\i ‘ 
aN 4| ; 
H 
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ROBERTS, JOHNSON? 


Bronch of international Shoe Co 


ST. LOUIS, MO. 
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JANUARY 3-6 


Be sure to visit the Brown exhibits 
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TON... 


HIT NO. 1 


is the nationally advertised Woman’s Air Step in exciting new 
patterns for Spring. Latest colors, materials, heel heights — 
soft toes, covered toes, no toes at all. Every one with the 
famous ‘“‘magic sole” which lends itself to dramatic shoe 
store demonstration. A fast mover you can’t afford to miss. 


HIT NO. 2 


is that ‘‘veteran”’ in the children’s shoe field... Buster Brown. 
In Spring styles that go over big with juvenile trade. With 
construction features— Foot Shaping Lasts and Health Cush- 
ion—that have unusual parent appeal. A nationally adver- 


tised shoe that’s top-notch for growing children. 


Wow Dae Gowngainny, Manufacturers ¢ St. Louis 


ioleoy Wi: 10] She bio ty Ar. : 
STEVENS HOTEL 
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LEADS THE WAY 


WITH a courage borne only by veterans of economic battles, the manufacturers who 
have built the great shoe industry of St. Louis look into 1938 confident that that 
year will bring further development and progress. These men know that as long as 
they adhere strictly to their traditional policy of looking forward—of searching for 
new and better ways of producing and distributing salable footwear—St. Louis 
will continue its steady growth shoewise. 

This confident, aggressive spirit is the dominant characteristic of St. Louis shoe 
manufacturers. It becomes definitely apparent in periods of business readjustment; 
it reflects a complete knowledge of conditions based on facts carefully gleaned and 
interpreted in the light of sound business experience. It forms, therefore, the very 
hed-rock of the solid foundation upon which this Midwest shoe-producing center rests. 
It is without doubt the fundamental reason for the splendid and comparatively rapid 
development of the industry in and around St. Louis; and thus accounts for the 
city’s preeminent position as the world’s leading shoe center. Its driving force takes 
tangible form in faster lines of shoes, new methods of construction, better service 
to dealers, and the expansion and development of new factories. 

In looking at St. Louis as a shoe city, it must be pointed out that this progressive 
leadership she enjoys is not centered in the heads of a few large concerns, but is 
widely distributed—a fact, which in a large measure, accounts for the dependability 
of the market as a whole, as well as for the general acceptability of St. Louis shoes 
both on the part of the dealer and the consumer. 

If one should ask what has been the outstanding development in the St. Louis 
shoe district during the past twelve months, probably the most accurate answer would 
be “Beautiful shoes.” Styling here has gone on an inflation basis. Shoe buyers. 
large and small, recently have expressed amazement over the ability of St. Louis 
houses to produce such exquisite patterns at the price. Then too, further development 
has been recorded during the year in the continued growth of branded lines—ex- 
tended advertising appropriations and more intense promotion in cooperation with 
the dealer. Widespread adoption of new lasts and, in many spots, the addition of 
new construction processes to fill the need for lighter weight shoes, also is to be 
noted. 

And if one should ask in which direction the St. Louis shoe industry is moving 
he would receive an answer somewhat as follows: The additional pairage reflected 
in the advancing sales figures during the past two years has largely come from the 
low and medium-priced lines. This doesn’t indicate a let down in quality standards 


[TURN TO PAGE 146, PLEASE | 










Page 136 





parent 










A stunning high 
front gored step-in. 
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Paradise Shoes 
ADVERTISED 















N ° 























National advertising in Vogue, 
Harper's Bazaar and Mademoiselle 
plus natural leadership in style, 
quality and craftsmanship 
make Paradise the outstand- 
ing line of women’s shoes 














Featured in white buck with red bark 
calf trim, white buck with blue calf trim, and 
in beige suede or gabardine with red bark 
calf trim. Unusual monotone combinations 
include black, blue, wine and grey gabardine 
with matching calf or 
patent trims. 


A fascinating open 
shank T-strap with 
criss-cross vamp 
design. Featured in 
blac tent leath- 
er, in black, blue 
wine, beige an 
grey gabardines, 
and in the copper 
shades of calf. 





he 


in America today! 


* 
* 





® Vera 


A smart open shank 
sandalized step-in. 
Featured in white 
buck, white calf and 
various colors of pig. 
Additional colors in- 
clude copper, blue 
and black calf, black 
potent leather and 

lack, blue, beige 
and rust suede. 


















me” BRAUER BROS. SHOE COMPANY 


2 SOUTH SARAH STREET 





ST. LOUIS, MISSOURI =» 
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Vogue advertisements add prestige, and the 
patented flexible instep of Tangos add worlds 
of comfort to this fast selling pump. Remember: 
Tangos are flexible at the very spot where or- 
dinary pumps hurt most. 


In Stack FOR IMMEDIATE DELIVERY 


SUEDE .... . in Black, Blue or Brown 
KID... .. . in Black, Brown, Blue or White . °3.75 


AAAAA to B Terms: 5% ...30 days 


l 
1% to 10 $.25 per pair additional on all or- 
ders for less than 4 pairs assorted 


Here Are The 5 New Members of the Tango Famil 


Their beauty and high style meet perfectly the 
huge demand for open sandalized pumps. 
Featured in the season’s smartest colors and 
materials... sold as make-ups only. 





BRAUER BROS. SHOE COMPANY 


22 South Sarah Street - ~- St. Louis, Missouri 
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AGAIN — NATIONAL ADVERTISING 
DESIGNED TO INFLUENCE A GREAT 
AUDIENCE OF AMERICAN BUYERS 


Five great national magazines will carry the 
Vitality message to people in every walk 
of life. Designed to influence an EVEN 
GREATER audience than in previous 
years, our 1938 campaign will appear in 
VOGUE, LADIES’ HOME JOURNAL, 
GOOD HOUSEKEEPING, McCALL’S 
AND PHOTOPLAY. 
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At the National Shoe Fair 
Chicago, January 3, 4, 5, 6 
Hotel Stevens 


When you look at the Vitality lines for spring—look at them 
from EVERY angle: You'll see that they are COMPLETE... 
because they are WELL-BALANCED. You'll discover SMART- 
NESS, thanks to expert styling. You'll notice, too, that they are 


PRICED TO SELL in volume for profit. 

Each pair, honestly built, embodies the famous Vitality quality. 
There is complete representation in patterns over a wide range 
of widths and sizes. Vitality’s In-Stock service assures dealers 
quick fill-in service, rapid turn-over and resultant profitable 
inventory. 

We invite you to visit the Vitality display, Hotel Stevens. Rooms 
862a, 863, 863a, 864, 864a, 866, 866a. 


VITALITY SHOE COMPANY ...ST. LOUIS, MO. 
Branch of International Shoe Co. 


: : CHILDREN’S 
WOMEN’S MEN'S cs BOYS Complete Widths 


AAAAA to EEE AAA to G AtoE and sizes 
Sizes 2 to 11 Sizes 5 to 14 . Sizes 1106 $2.50 to $5.00 
$6.75 and $7.50 $5 and $6 <x S4.00end $4.50 pod acconding fo tee 


Vitality Growing Girls’ Shoes (Thrift Grade) $5.00. Thrift Grade Shoes for women 
$6.00. Vitapoise Feature Shoes for children $3.50 to $6.00, priced according to size. 


VITALITY 
















BLUE RIBBON SHOEMAKERS 
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TO CHICAGO 


...T0 LEARN ABOUT THE REMARKABLE 
THREE-WAY FIT OF NATURALIZERS 






The Three-Way fit of Naturalizers is the achievement of years of 
development in last design and in shoemaking skill. It is the plus- 
value buyers search for in selecting a line on which to build a 
profitable repeat-customer business. 


Naturalizers are now available in Sbicca construction in addition 


to the famous welt types—arch and sport. Most styles $ / 75 
now priced to retail at ’ ’ ' ' ’ ° 





DON’T LET HER SPEND HER LIFE 


°* SAINT LOUIS, MISSOURI 
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NO COUNTERS 
NO TOE BOXES 


2024 — ARMONT LAST? 
Grey Grain and Dark Ge 
Plain Toe, Ventilated, 
Sole and Heel. I : J 
(March 1) A-D 6-11 . 09 
3037—JUMBO LAST—Thrw 
Plain Toe, Not Ventilated, Leat 


and Heel. IN STOCK. A-D 6-11. 6am sl Jonn 
2019-—ARMONT LAST—Natural Seddlostd pority: 

British Elk, Ventilated, Natural Crepe Sole. aut oind 
IN STOCK (March 1) A-D 6-11... $3.25 gtyle rvice Le 
2920—ARMONT LAST - White Elk, Plain Toe, Ventilated, Natural ordet ws Se 

Crepe Sole. IN STOCK (March 1) A-D 6-11......... $3.25 S oe At Ne 


TERMS: 
5% 30 Days, 





















VELVET STEPS re- 
tail profitably at $5. 
A smarty styled line 






with patented com- 
fort features. 


fit and repeat sale. 


(CESS TO 















CITY CLUB shoes retail at $5 and 
$6. Unsurpassed in quality— 
have a remarkable'record for fine 





PETERS SHOES consist of group of 
carefully developed specialty lines. 
Some stores feature all of them... 


others specialize on one or two... but 





wherever you may be located there is a 
some part of the Peters group of In 
Stock lines that can play an important 
part in building better profits for you. 
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OF THE MORE than 1000 

Peters styles In Stock you'll find 

smart shoes for every purpose, . 
shoes of reliable quality in grades 
to retail at $3, $4, $5 and $6 for 
men and women, and in chil- 
dren’s to retail from $1.45 to $5. 


Three of our feature lines are 
here illustrated. Each is complete 
in its field, backed by a well 
planned, thorough merchandis- 
ing and promotional set-up. 







LIFE [fi VOUR STORE 











FEATURE 





TALTY 


’ . 


Interior view of YOUTHFUL SHOES INC., OAK PARK, ILL. 





LINES 


STORES 








THIS STORE UJUES A COMPLETE JOB 
ON PETERS ALL-LEATHER SHOES 


YOUTHFUL SHOES INC. operates a high 
grade juvenile store in which Peters 
Weather Bird shoes are featured exclu- 
sively. Their stock includes the complete 
price range in the juvenile field. Every- 
thing from soft soles to sizes for boys 


and girls in high school, is featured. 


Youthful Shoes Inc., is doing a fine busi- 






THESE 


ness—showing steady progress month 
after month. Stores like this, plus hun- 
dreds of others that are featuring one or 
more of Peters specialty lines exclusively, 
pay their owners a weekly salary besides 
earning a nice net profit. We urge you to 
investigate the sound business building 


possibilities of the Peters lines. 


Sele 





Branch of International Shoe Co.+ ST. LOUIS, MO. 
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ST. LOUIS 


A. E. FARRAR 


Friedman-Shelby Shoe Co. 
1st Vice-President 


WM. S. MILIUS 


Milius Shoe Co. 
President 


hg 
exhitiny 
ST.LOUIS / 


[CONTINUED FROM PAGE 135] 
but reflects a growing demand for St. Louis shoes in general and at the same time the 
underlying trend of the whole industry toward better shoes for less money. On the 
other hand one finds a growing appreciation among shoe merchants for the high style, 
high quality lines produced in St. Louis. 

One should not overlook the fact that knowing how to price shoes has been and 
continues to be one of the factors uppermost in the minds of St. Louis shoe manu- 
facturers. For when one in the shoe business speaks of St. Louis shoes, one thinks of 
“shoes that sell.” Prices, therefore, are not always advanced as rapidly as costs dic- 
tate—and reductions are frequently made before costs permit. Still, quality con- 
sidered, prices are set so that a tremendous volume of St. Louis shoes will move into 
the shoe stores and on to the feet of the consumer each season. Thus merchant 
throughout the country regard the prices on St. Louis lines as a barometric guide in 
their operations. 

In a recent article tracing the growth of St. Louis shoe industry, Mr. Frank C. 
Rand, chairman of the board of International Shoe Co., states: “In the midst of a 
vast agricultural region and of rapidly developing industries, St. Louis shoe manu- 
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LEADS THE WAY... 


Farther Development And Progress 
Looked For in 1938 





J. W. HOWE A. M. BURTON 
Johnson, Stephens & Shinkle 
hoe Co. Secretary 


2nd Vice-President 


facturers appreciated the demand and need for shoes of enduring quality, and their 
product became famous for its high standard. St. Louis-made shoes soon attained a 
reputation for long wear. 

“Steady operation brought skilled shoe workers into the St. Louis factories and 
soon the city attained high standing in the production of shoes of conspicuous 
artistic appeal. Manufacturers of our city led in the creation of novelty shoes and 
brought new distinction to St. Louis. 

“The evolutional development of the machine-made shoe industry in St. Louis 
has been along these lines: At first, the shoes themselves were purchased in the East, 
where factories were first equipped with machinery. Little human help was needed 
to handle these shoes as they came into St. Louis and were later shipped out. 

“The next move introduced shoe factories into our city. Skilled shoemakers were 
brought in to supervise construction and instruct the local workers. The coming 
of new people into our midst created new needs, homes, food, clothing, transporta- 
tion, education, religion, culture, as their activities were woven into the fabric of 
our city’s expanding life. 

“Next came representatives of all those factors of the growing business of shoe 
manufacturing. Salesmen for tanners, leather dealers, textile mills, sole cutters, heel 
builders; salesmen of machinery, lasts, patterns, cartons, shipping cases, and many 
of the parts of shoes listed as ‘findings.’ 

Instead of finished shoes, there [TURN TO PAGE 157, PLEASE] 
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am 


A. G. WHITE 


Brown Shoe Company 
Treasurer 
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“Hand Fashioned” is not just a catch phrase 


It is applied to “Miliusway” shoes because the important lasting 
operations in shaping or “fashioning” of the uppers over the 
lasts — drawing the materials down to the wood through the 
shanks and foreparts, are all done by hand — old-fashioned 
hand pincers: being used,.and just enough “pull” applied to 
make a smooth job all around. Quick drying rubber cement re- 
places the tacks formerly used. 

It is ‘“‘shoemaking”’ of this kind that has built up 
the demand for Miliusway Hand Fashioned Shoes, 
from a small output to a production of over ten 
thousand pairs a day. 

Shoes that feel good — shoes that fit — shoes that hold 
their shape —are “‘lucky”’ shoes, season after season. 


EXHIBITING AT THE NATIONAL SHOE FAIR, 
STEVENS HOTEL, CHICAGO, JAN. 3, 4, 5S, 6, 1938 























RECOGNIZED LEADERSHIP 
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WOMAN'S EDITORS PRAISE BUCK BUFFER 


DETROIT FREE PRESS— THURSDAY, JUNE 10, 19 


ely Series on Canning ° 


To Solve a Summer Problem 





























By Pauline Webster rub the same spots harder with the = 
: buffer. Thus the tiny granules of 

W to keep your white shoes powder and dirt are brushed awa: 

4 clean at the office or while trav- and there’ll be no aftermath of tell- ™) 

eling is a major problem during the tale white powder marks on your hose. 8 
summer months. It’s not advisable [t+ does an excellent job on buck, 


* to store a bottle of white polish away syedes and fabrics. You can use it.” 

© in a desk drawer or suitcase for if it not only for cleaning shoes, but also § 

© tips or breaks, everything near it for white felts, linen and Panama 

_” ruined. hats, belts, bags, etc. 
of oe to o then? Rec a slick little Miss Webster will be glad to 
or be: 1 Pagpoemngg anat comes In a tell you where this merchan- 
rubberized case. Tuck it in your  qise may be found, although it 
purse, pocket, drawer or bag and you jg impossible for her to shop 
need never fear that it will rub white fo, readers. Phone Randolph 
on anything. It’s so very handy to —g999, Line 228, or write the 
35 on te. simple to use and costs just Free Press Shopper, inclosing 
cents. a stamped, self addressed en- 
*. —_ Rub the soiled spots gently with velope. All prices are subject 
». the cleaner. Then turn it over and to 3 per cent sales tax. 


th 





| Keeping Children Life Can't Be Fun Wy 

Well in Summer If You Feel ‘Inferior’ 4 
Causes of children’s summer cs ° 

complaints, d means of avoid- A®, nS a! 
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PAULINE WEBSTER, 
Shopper for the Detroit Free 
Press, is one of the many 
journalists who praise this 
unique cleaner for white buck, 
suede and fabric shoes. 



















Besides being everything 
Miss Webster says, Buck 
Buffer has an added advan- 
tage to you. It is sold to shoe 
and department stores only. 
You get the repeat business. 

Your price $1.50 a dozen— 
Retails for 25c each. 


Send for your free 
sample now! 








WIZARD COMPANY 


ST. LOUIS, MO., WALSALL, ENG. 
Canadian Distributors: Canadian 
Specialties, Ltd., Hamilton, Ont. 
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With a remarkable comfort feature that puts the ‘spring of youth in every step —the 


Trip-A-Long Tread has properly placed resilient cushions in the heel-seat under the 
longitudinal arch and at the base of the metatarsal arch—absorbing all body-shocks and serving to 
hold the foot in place. The result is a smoother fit which causes the wearer to tread more evenly and 
to walk with more grace and poise. Trip-A-Long Tread Style Shoes mark a new tép in value-plus 
to retail at $5.00. See this line and you will be convinced it is the answer to your 1938 merchan- 


dising problem—it is a profit-maker de luxe. 
w Trip-A-Long Tread Style Shoes, Boulevard Styles, 
and Varsity Vogues sport welts will be displayed 
at the Stevens Hotel, Chicago, January 3, 4, 5, 6. 
Rooms: 931A - 932A - 933A - 934A - 937A - 938A. In 
attendance: Roy Harston, W. B. Johnson, R. E. 
Lips, C. H. Nylander, B. E. Sims, Harvey Clarke, 


; oO 
‘ _ Nat Berkowitz, S. B. Livingston, F. J. Grindler. 
FOREST PARK SHOE CO, 2=imstum sw cmmey ST. LOUIS, MO. 
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, a famous UuaMmes 


AT THE 
NATIONAL SHOE FAIR 


CHICAGO, JANUARY 3, 4, 5, 6 
ROOMS 1015 - 14 - 15 - 16 - 17 - 18 - 19 - 20 
STEVENS HOTEL 


QUEEN QUALITY SHOE CO. DOROTHY DODD SHOE CO. 
Branch of International Shoe Co. Branch of International Shoe Co. 
1509 Washington Ave., St. Louis, Mo. 1509 Washington Ave., St. Louis, Mo. 




















Cordially Invite you lo -Mttend their 
| Yvemior Showing of HOM! Spring Patterns 


“Oe ye OAT THE 2 2 ae 


\VEIOVAL MIQE FUT 


STEVENS HOPEL © JAN. 3 - b+ 5-6 8% CHICAGO 


{/ 
> I AMiendanee a 


WOLKFE-TOBER PARAMOUNT CARMO 
ROOMS ROOMS ROOMS 

910 7 N oe r 
OOTA NATHAN WAREOW Ath Fit BOON GEO. RL RULE 
7 YI24. ARTHUR (VAG) MeDONALD BIOA BARNEY B. KEIMEESS 
IODA MAN ABRAMSON YI2ZA VIORKIS KRALVION BIT A }1. KAPLAN 

: YI3A LOU HALVAN ve ens d 
200A JIMMIE THOMPSON YLEA BOB GARRET BILIA J.J. GOLDSTEIN 
QOTA ROGER LONG OLIN err Tueping| ales SAM WARULM 
JHA BILL BRESSLER 9564 aut a . wit BIBA SoM. MONTGOMERY 
Dov ABE PLO 8 > MI. COHEN 

9054 ED KELEHER 9574 DAVE PLOTKIN ean PHIL M de 
O38 A JOR RUSSELL BISA H. BE. BARTON 
QOBA BE. WW. MeCAEN Y5BA GEO. HETPPEI BOA WoC. MYERS 

; Y594 Cok. CARPENEER a ; 
YOBA DAVE SATFER 594 FRANK HAGER BSITA ERNEST ARNOLD 


mote 
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CY te// INC 


THE KANE, DUNHAM & KRAUS LINE OF 
WOMEN'S $5.00 RETAILERS FOR SPRING 
IS THE FASTEST LINE ON THE MARKET 


Yes, Sir—this is exactly what the shoe buyers 
who have seen this new line are telling other 
buyers—The word is spreading rapidly—There 
is a real reason back of it: 
FAST STYLING 
GOOD SHOEMAKING 
DEPENDABLE QUALITY 


a combination that protects your markup. 





Be sure you see and buy this line—It’ll lead 
the way to profits in 1938—Write or wire for 
salesman. It will pay you. 


KANE, DUNHAM & KRAUS SHOE CoO. 
ST. LOUIS MISSOURI 


Make a Connection with a Dependable Company 


COME AND SEE OUR NEW AND EXCLUSIVE CREATION-IT'S HOT 
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HESE two lines of shoes mark one of 

the basically sound developments in 
the field of women’s and growing girls’ 
sport welts. The strength of our propo- 
sition is evidenced by the fact that over 
500 retailers have adopted both the 
COLLEGE HILL and PEP-ER-UP lines 
during the past twelve months. 


5 


ON DISPLAY: NATIONAL SHOE FAIR, 
STEVENS HOTEL, CHICAGO, JANUARY 5-4-5-6 


M. A. Steis 
Parlor 1000 Frank Flood 


Glen O’Brien 
Parlor 1001A Chas. B. Spalsbury 


Room 1002A ......................... +: Chas, Caldwell 


MTEEIEE % och . ee haven yan P. G. Hill 
Rarney _ Plotkin 
E. C. Thorp 


RETAILERS 


SPALSBURY-STEIS-DEEVERS SHOE CO. 
Factory Sample Reom 
Fredericktown, Mo. 1525 Washington Ave., St. Louis 


NEW YORK OFFICE: ROOM 949 MARBRIDGE BLDG. 
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\UbH PROMOTION comes easy... 










AS 
» 


@ py, 








... says the man at 
the fitting stool 





SEE THEM 
AT THE FAIR 


The complete United line of 
in-stock and built to speci 
fication shoes will be on 
display inrooms1038 to1040 
Stevens Hotel during the 


is Toh ateyate] Ms aleXoimn ell 


United Shoe Mfg.Co. 1610 WASHINGTON AVE. ys LOUIS 
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GEE THE SHOES 
tie STARS CHOOSE 


éa ROOMS 812-813-814 
HOTEL STEVENS, Chicago 


January 3°4:°5°6 

















an the Shoes that have thrilled the most critical women 
in all America... the loveliest women in Hollywood. 
Such women, for instance, as Bernadene Hayes, who 
writes: ‘With my feet in Perfect Eze, save my feet, save 
my nerves, and know I am wearing the smartest shoes 
any woman could ask for.” And Boots Mallory, who tells 
us: “What a thrill to find a shoe that is really lovely to 
look at, a delight to walk, stand or dance in, and that 
actually lets one laugh at Shoe Shock.” And Evelyn Daw 
says: "I have walked in Perfect Eze and felt as though 
I was actually walking on air.” 



















Your customers are reading about Perfect Eze in Vogue... hearing 
about it over the air... talking to their friends about it... buying it at a 
faster rate as each month slips by. And your fellow merchants are tak- 
ing advantage of the splendid advertising, merchandising and sales 
support put behind Central dealers by one of the largest and most 
aggressive shoe manufacturing organizations in America. If you're look- 
ing for bigger sales and more profiis in 1938, get the whole Perfect Eze 
story at Rooms 812-13-14, Stevens Hotel, Chicago, January 3, 4, 5 and 6. 


CENTRAL SHOE CoO., Manufacturers, ST. LOUIS 


















Shown here are a few of the many lovely movie stars, whose satisfac- 
tion with Perfect Eze Shoes will be heralded to women all over America 
during 1938 ...in the pages of Vogue ...in widely-read newspapers... 
over many radio stations ...in compelling window displays ...and thru 


other effective advertising mediums. We tell them and make it easier 


for you to sell them. 


THE SHOES WITH THE CUSHION OF COMFORT 


Between the Perfect Eze insole and outsole is a patented 
cellular filler that “gives” like a soft pillow, absorbing the 
jolts and jars from hard pavements and floors, saving feet and 
nerves from cruel punishment. 
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St. Louis Leads the Way 


[CONTINUED FROM PAGE 147] 


poured into our city—machinery, equipment, raw materials of 
various kinds. All this meant the addition to our population of 
a host of men and women, boys and girls to operate all this ma- 
chinery and to fashion these materials into merchantable shoes. 

“Later came supply factories and plants established here in St. 
Louis by men definitely linking their destinies with the life of 
cur city, to provide the machinery and materials needed in shoe- 
making. 

“These brought more skilled workers into our midst with all 
their demands for home life. 

“Soon it was that raw materials chiefly were coming in to St. 
Louis, and their conversion into usable form made employment 
for thousands. 

“In 1816, three ‘cordwainers’ (or boot and shoemakers) were 
listed in St. Louis; their names were Messrs. Rollins, Roberts 
and Cabeau. 

“By 1831, the number was increased to 13, and a tanner 
added. 

“By 1841, the number had risen to 58. 

“In 1848, St. Louis lists a shoe factory, but all the work was 
done by hand, true ‘manufacture.’ 

“Tt was not until 1866 that a real shoe factory in the modern 
sense, using machinery, was established in St. Louis by Captain 
L. C. Brolaski, which continued in active operation until the 
panic of 1873. 

“It was in the eighties that St. Louis began to be a real shoe 
manufacturing city. With the rapidly growing use of machinery, 
St. Louis started on its career to become the leading shoe city 
of the world. 

“In 1880, the United States Census of Manufacturers gives the 
entire state of Missouri 26 factories with an output valued at 
$1,982,993. With the product of the 33 Illinois factories added, 
$3,183,026, making a total of $5,166,019; these two states could 
claim only 3.11 per cent of the entire product of the United 
States. 

“New York’s precentage was 11.44, while Massachusetts had 
the overwhelming output of 57.69 per cent. 

“Within the next ten years, Missouri considerably more than 
doubled its 1880 production and Illinois had increased by about 
the same proportion, the total value of their 1890 product reach- 
ing $13,597,828, which was 6.16 per cent of the total national 
output. 

“In the decade ending with 1900, Missouri again had more 
than doubled its product, almost equalling the output of Illinois. 
In that year, the total of both states reached $22,688,044, or 8.69 
per cent of the value of the national output. 

“Five years showed a big increase in Missouri’s production. In 
1905 our state had increased its output to $23,493,552, but IIli- 
nois had dropped to $9,993,000 and never since has Missouri 
failed to lead Illinois by a substantial margin, sometimes more 
than two to one. In 1905, the total percentage of the two states 
centering about St. Louis reached 10.46. The increase, however, 
was not at the expense of the two big Eastern shoe: producing 
states, for both increased their percentage over 1900, New York 
to 10.66 and Massachusetts to 45.08. 

“In 1914, the year the World War began, Missouri maintained 
its percentage of growth and with Illinois showing about 40 per 
cent of the Missouri output, the two states were responsible for 
11.4 per cent of the national product. 

“In 1923, with a national output of more than a billion dollars, 
Missouri and Illinois (in almost an exact ratio of two to one) 
accounted for 18.21 per cent of the national total. 

“In 1933, Missouri and Illinois produced 21.56 per cent of the 
shoe values in the country; New York, although producing ap- 
proximately ten million pairs more shoes than the two Midwest 
states, accounted for 17.96 per cent of the national value. Mas- 
sachusetts, while producing approximately fifteen million pairs 
more than Missouri and Illinois, was credited with a value of 
23.14 per cent of the whole nation. 

“The figures cited here have been based on the value of the 
output. In pairs produced the percentages are somewhat differ- 
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Our 
DOTryY 


PATTERN 


“FLATTIE 











REPRESENTATIVES 


C. A. DEAN WALTER TAYLOR 
FRANK MACHEN 
& Gwen BERNEY GELLER 
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+ WHILE 


WHILE 


CANCELLATIONS 
JOBS AND SAMPLES 


AT A PRICE 


We are the largest distribu- 
tors of top-grade current 
shoes from leading St. Louis 
factories exclusively. 


Complete kines on display 


STEVENS HOTEL . . . CHICAGO 


ROOM 844 


$6 to $10 shoes to retail 
profitably from $2 to $4 


The only house of its kind in St. Louis 


M. K. WEIL SHOE CO. 


1326 Washington Ave. St. Louis, Mo. 


IN TOWN SEE WEIL 


IN TOWN SEE WEIL - - - WHILE 


TI3M 33S NMOL NI 
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TISAM 33S NMOL NI 




































One of our new numbers, made 
over a stylish and perfect fitting 
last. 
consiruction. 


Chester AH Yad G 
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Thread lasted, three sole 


No. 760-1 White Elk-Patent Trim 
No. 760 All Over White Elk 
No. 761 All Over Patent Black 


SEND FOR CATALOG 
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ent. New York, leading in quantity, is third among the three 
areas in value of output. 

“For more than fifty years Massachusetts, New York and Mis- 
souri and Illinois have produced approximately two-thirds of the 
shoe value of our nation. Sometimes the total percentage 
reached more than 70; atone time it dropped almost to 62. Dur- 
ing the past decade, the division among the three groups (Mis- 
souri and Illinois being combined), has been almost equal, the 
percentages ranging from 20 to 24.” 

Cognizant of the important part played by service and supply 
industries back of shoe manufacturing, Mr. Rand writes: 
“Early in, the life of shoe factories in St. Louis, the machinery 
companies and shoe material supply companies saw the wisdom 
of establishing agencies here to supply the needs of the rapidly 
expanding industry in this city and adjacent territory. 

“Independent enterprises have sprung up until now more than 
fifty shoe manufacturing supply houses are listed in St. Louis. 


TWO TANNERIES ESTABLISHED 


“In recent years, one of the St. Louis shoe manufacturers jhas 
established two upper leather tanneries in the St. Louis district, 
one ranking among the leading tanneries of the world because 
of its efficient, modern equipment and the quality and quantity 
of its output. 

“It is interesting to note that more than ten million pounds of 
by-products, hair, flesh and trimmings, are sold annually by this 
tannery, all taken from the hides before they are put in process 
of tanning. Approximately a million pounds of hair is sold by 
this one tannery, principally for us? in refrigeration. 

“In order to supply cloth linings for shoes manufactured. in 
the St. Louis area, a bleachery was established here a few years 
ago. Its principal customers for years were the shoe manufac- 
turers, but this bleachery has developed other business in such 
proportions that it now has become one of the largest bleach- 
eries in the West. 

“One of the St. Louis shoe manufacturers has established in 
the St. Louis trade area a complete textile mill, thoroughly 
equipped with the most modern machinery. This plant absorbs 
much of the cotton raised in the surrounding community and 
supplies lining material for more than forty shoe factories and 
canvas for a factory making rubber sole shoes. 

“A rubber plant established in the St. Louis district in recent 
years produces heels and soles of superior quality which are 
used in the manufacture of shoes that are sold in every state of 
the Union and in several foreign countries. 

“Several factories for making and covering wood heels have 
been established in the St. Louis area. 

“Laces are produced by a braid mill in our city which has 
been developed on a sound and progressive basis to supply the 
needs of the shoe factories in our district. 

“Lasts, essential requirements in shoemaking, are provided to 
our shoe factories by the principal lastmakers of the country. 
Two have thoroughly equipped plants in St. Louis; another large 
plant is locally owned and operated; other plants in St. Louis 
produce second lasts and do remodeling. 

“Patterns, the very life of artistic shoe construction, are sup- 
plied by many establishments in our city, several representing 
nation-wide institutions; others the successful organization of 
local enterprise. : 

“Cartons and containers for packing and shipping shoes from 
the St. Louis district miake a market for large quantities of 
board. This need has been met by a company which has its 
main board mill in the immediate vicinity with two branch 
plants elsewhere in the St. Louis district. It is probably the 
largest plant in the Midwest and one of the largest in the 
country. 


DECENTRALIZATION POLICY 


“In the process of decentralizing manufacture, a development 
which checks the depopulation of towns and cities in rich agri- 
cultural area, many shoe factories have been established in trade 
centers in the St. Louis district. This practice has found ap- 
proval among those who jealously guard the industrial growth 
of St. Louis. 

[TURN TO PAGE 163, PLEASE] 
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St. Louis Exhibitors 
Stevens Hotel Chicago 


Jan. 3, 4, 5, 6, 1938 


AIR STEP SHOES 
Room No. 806 


BLUE RIBBON SHOEMAKERS 
Room Nos. 1004A-1005A-1006A-1007A-1008A 


BOYD-WELSH, INC. 
Room Nos. 904-905-906-907-908-909-910-911 


BRAUER BROS. SHOE CO. 
Room Nos. 1002-1003-1004-1005-1006-1007-1008-1009-1010 


BROWN SHOE CO. 
Room Nos. 804-805-806-807-808 


BUSTER BROWN SHOES 
Room No. 804 


CAPITOL SHOEMAKERS 
Room No. 1001 


CARMO SHOE MFG. CO. 
Room Nos. 809A-810A-811A-812A-813A-814A-815A-816A-817A 


CENTRAL SHOE CO. 
Room Nos. 812-813-814 


A. C. CLAYTON PRTG. CO. 
Room Nos. 855-856 


COLLINS-MORRIS SHOE CO. 
Room Nos. 801-802-810-811 


CONFORMAL FOOTWEAR CO. 
Room Nos. 800-859A 


DOROTHY DODD SHOE CO. 
Room Nos. 1013-1014-1015-1016-1017-1018-1019-1020 


DUNBAR PATTERN CO. 
Room Nos. 1031A-1032A 


EMPIRE SPECIALTY FOOTWEAR CO. 
Room Nos. 439A-453A-457 


ENDICOTT-JOHNSON CORP. 
Room No. 412 


FOREST PARK SHOE CO. 
Room Nos. 931A-932A-933A-936A-937A-938A 


FRIEDMAN-SHELBY SHOE CO. 
Room Nos. 918-919-920 


HAMILTON-BROWN SHOE CO. 
Room Nos. 850-851-857 


ILLINOIS SHOE MFG. CORP. 
Room Nos. 1042A-1043A-1044A-1045A 


INDEPENDENT SHOE MFGRS. 
Room Nos. 939A-940A-952A-953A-954A 


JEFFERSON SHOE CO. 
Room Nos. 852-853-854 


JOHANSEN BROS. SHOE CO. 
Room Nos. 1018A-1019A-1020A-1021A-1022A-1023A-1024A- 
1025A-1026A-1027A 


JOHNSON, STEPHENS & SHINKLE 
; a. Nos. 833A-834A-835A-836A-837A-838A-839A-840A-841A- 


[TURN TO PAGE ; 162, Puzast] 
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MAKE SURE TO INSPECT 

OUR COMPLETE LINES OF 

NATIONALLY ADVERTISED 
American Lady 


Gashion Crest Shoes 
artas NATIONAL aniacte FAIR 


HOTEL STEVENS » CHICAGO 














“850 and 851 





ROOMS — Nos. 
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| MAKE 1938 A BANNER YEAR. .feature 
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| NATIONALLY ADVERTISED — NATIONALLY KNOW! 
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See The 
WOHL LINE 


at the Chicago Shoe Fair 


WRITE OR WIRE AND OUR | STEVENS HOTEL 


DS  PREPRESENTATIVE WILL CALL 145 Rooms 


| HL SHOE COMPANY - 6g OHT, 1048 10nd 


1046 1047 1048 1049 
SAINT LOUIS 


1050 105 1052 
1053 1054 
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St. Louis Exhibitors 
Stevens Hotel, Chicago 


Jan. 3, 4, 5, 6, 1938 


[CONTINUED FROM PAGE 159] 


JONES-WALSH SHOE CO. 


Room No. ? 


JUVENILE SHOE CORP. 
Room Nos. 609-612 


KANE, DUNHAM & KRAUS 
Room Nos. 956-957-958-959-960-96 1-962 


MERRIMAC SHOE MFG. CO. 
Room Nos. 901-902-903 


METROPOLITAN SHOE CORP. 
Room No. 950A 


MILIUS SHOE COMPANY 
Room Nos. 1011A-1012A-1013A-1038A-1039A-1040A-1054A- 
1056A-1057A-1058A 


MOSINGER BROS. SHOE CO. 
Room Nos. 1257-1258 


MOULTON-BARTLEY, INC. 
Room Nos. 915A-916A-917A-918A-919A-920A 


_ MOUND CITY SHOE CO. 
Definite sales plan based (OUND CITY SHOE CO. 


on the EXPERIENCE OF PARADISE SHOE CO. 


Successful Shoe De al ers Room Nos. 1002-1003-1004-1005-1006-1007-1008-1009-1010 
PARAMOUNT SHOE MFG. CO. 
Room Nos. 910A-911A-912A-913A-914A-955A-956A-957A-958A- 


959A 


PENNANT SHOE CO. 
Room Nos. 838-839-840 


PETERS SHOE CO. 
Room Nos. 818-819-820 


QUEEN QUALITY SHOE CO. 
Room Nos. 1013-1014-1015-1016-1017-1018-1019-1020 













RHYTHM STEP SHOE CO. 
Room Nos. 843A-844A-850A-851A-852A-853A-854A-855A-856A- 
857A-858A 


RICE-O’NEILL SHOE CO. 
Room Nos. 931-932-933-934-935-936-937-938-939-940 


ROBERTS, JOHNSON & RAND 
Room Nos. 818A-819A-820A 


ST. LOUIS SHOE MFRS. ASSOCIATION 
Room No. 964 


ST. LOUIS STYLE SHOE CO., INC. 


: f 
Let us explain the plan! Soeur Me. Sata 








On Display 
SAMUELS SHOE COMPANY 
NATIONAL SHOE FAI R Room Nos. 804A-805A-806A-807A-808A 
JANUARY 3°4°5-+6: 1938 
SHU-STILES, INC. 
Rooms 1059A — 1060A — I061A est Nos. 1211A-1212A 


STEVENS HOTEL + CHICAGO 


¢ 
TOBER-SAIFER SHOE COMPANY TOBER-SAIFER SHOE CO 
SAINT LOUIS «© MISSOURI Room Nos. 1059A-1060A-1061A 


SPALSBURY, STEIS-DEEVERS 
Room Nos. 1000-1001A-1002A-1003A-1009A 











= 
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St. Louis Leads the Way 


[CONTINUED FROM PAGE 158] 


“A former president of the St. Louis Chamber of Commerce 
carefully analyzed the effects of such a policy on the business 
interests of our city and found them definitely beneficial. He 
asserts that the pay-roll dollar paid out in the smaller cities in 
the St. Louis trade area is of more value to the commercial life 
of our city than the pay-roll dollar actually paid out in St. Louis 
itself, for the reason that the pay-roll dollar paid out in the 
smaller cities around us eventually finds its way to the St. Louis 
business men, manufacturers and wholesalers, who supply the 
needs of the smaller cities. 

“A large percentage of the shoes sold throughout Missouri are 
bought from St. Louis. A survey covering women’s and chil- 
dren’s shoes handled in all but two of the 114 counties of the 
state, discloses the interesting fact that 75 per cent are bought 
from St. Louis distributors. 

“One outstanding distinction seems unquestionable: St. Louis, 
noted for its in-stock distributors, has more shoes always on 
hand ready for sale and shipment than any other city in the 
world. 

“From St. Louis and through agencies established here, the 
86 factories represented in the St. Louis Shoe Manufacturers 
Association obtain most of their machinery and machine supplies 
and practically all of their shoe materials. 

“In these plants 54,000 shoe workers are employed, producing 
approximately 75,000,000 pairs of shoes annually, accounting for 
yearly sales of more than $165,000,000. One year, when prices 
were high, the value reached $225,000,000. 

“Shoe manufacturers, wholesalers and the industries directly 
associated give employment to 75,000 people in the St. Louis 
district. 

“Their pay-rolls are the largest in St. Louis and in the city 
alone exceed every year the purchase price paid by Thomas Jef- 
ferson for the Louisiana Territory, out of which have been 
carved eight entire states and part of five others. 

“An additional distribution of dividends to stockholders in the 
St. Louis district probably brings the total disbursements of the 
shoe companies to $25,000,000 a year. 

“More than a thousand shoe salesmen travel throughout the 
country, selling St. Louis shoes in every state. Periodically, they 
come to St. Louis for samples and instructions.” 





TWEEDIE FOOTWEAR CORP. 
Room Nos. 912-913-914-915-916-929-930-955 


UNITED SHOE MFG. CO. 
Room Nos. 1038-1039-1040 


VALLEY SHOE CORP. 
Parlors 3-4-5-6 (Third floor) 


VITALITY SHOE CO. 
Room Nos. 862A-863A-864A -866A-863-864-866 


M. K. WEIL SHOE CO. 
Room 844 


WEYAND SHOE CO. 
Room Nos. 1056-1057-1058 


WINTHROP SHOE CO. 
Room Nos. 801A-802A 


WOHL SHOE CO. 
Room Nos. 1041-1042-1043-1044-1045-1046-1047-1048-1049-1050- 


1051-1052-1053-1054-1055 


WOLFF-TOBER SHOE CO. 
Room Nos. 904A-905A-906A-907A-908A 


CHESTER A. YARD CO. 
Room 809 
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Let us explain the plan! 
On Display 


NATIONAL SHOE FAIR 


JANUARY 3+4°5+6- 1938 
Rooms 1059A — 1060A — 1061A 
STEVENS HOTEL » CHICAGO 








For Complete Details 
WRITE OR WIRE 


TOBER-SAIFER SHOE COMPANY 
SAINT LOUIS + MISSOURI 








“% 


Yrstt le 





THE TICKET 


L 


UNEDY LOvatn td) 
| vA Oe. 


JANUARY 


ARE NOW 
READY 


The January price ticket is in 
white, blue and yellow and 
has adequate space for word- 
ing or stock number. 





Freshen up your New Year 
window display with harmon- 
izing show cards and price 
tickets. The January show 
cards are now ready in an 
attractive and seasonal de- 
sign in shades of blue and 
yellow, and bear messages 
pertaining to style, quality, 
protective footwear, and 
January Clearance Sales. 


(The ticket illustrated is in 
two shades of green on a 
white background.) 


CARD HOLDERS 


Two styles are available; 
Natural wood finish or 
oval base — burnished 
gold — three color trim. 
These modernistic holders 
take any size card, and 
harmonize with the finest 
window display fixtures. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 









DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 





14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 





women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35c each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 









tickets available. 





WITHOUT STORE NAME: 6 dozen, $1.10—1!2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $6.00 
CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 


MERCHANDISING AIDS 














Polly Clips 
Pouy Cue for Price Tickets — Adjustable 


















for Price Tickets —Tilt at any angle. 
| aR a Mea $2.25 
rare aS $4.00 





Recorder Stock Record 7" H J 


oe | 
for shoe cartons. Cyclone clips 


included: seesesee 






Natural iew 
SHOE HOLDER 












Polly Shoe Holder HEE 2 
To display arch, branded, and 
fibre-sole shoes. Always re- Petoe........... 







mains in upright position. 















sesecend 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combine- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank)... ... $2.00 
6 o LL o 







SPECIAL: 


Combination of 
Clips pes one ot aon 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 























@ERVICE | MONTHLY | CARDS | HoLDERs | SSANK, 
Ne. | $5.00 12 6 100 
Ne. 2 4.00 8 4 100 
Ne. 3 3.00 r 2 50 
Ne. 4 228 4 | 2 50 




















FOR ITSELF + IN 
INCREASED BUSINESS 


/ M ala (ovfe ne Now/ 











4s 4? 

















“R”: Pale yel- “ye 
“Zs —— Faron low board. Dr. “U": White board. Me Beg a “. 
Design sign in me- Design in sea green javender and green. 


dium blue. and burnt orange. 


SIZE: 1!” x 234”—Prices on opposite page. 











wecosee 
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(Cross out 
lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


SERVICE 


STATES 


CARD 


SHOW 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hoslery. 
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MERCHANTS SERVICE DEPARTMENT 


BOOT € SHOE 
COO 


209 S:STATE ST CHICAGO-ILL 
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Marea fel Y 5 


IN PRINCIPLE 











LITTLEWAY : . 
cssdmaaeeees That is the outstanding 
PROCESS reason for the consistent 


increase in sales of Little- 





way Lockstitch Shoes — 


% regular construction or 





Sbicca-Delmac. 


‘we % 


with AC UNISHANK 






LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON, MASS. 

















Monica 
ania * 1 
Sa 0S Pp 


CONFORMAL 
**SWHNOGS* 


From Maine to California, from Michigan to Florida, CONFORMALS are the shoe 
sensation of the century! Never before has a shoe aroused such interest... because never 
before has this amazing individualized, personalized new kind of foot comfort been 
possible. Everywhere men and women are telling their friends... professional people are 
praising it...newspapers and radios are spreading the good news! See CONFORMALS 
first at the National Shoe Fair...see CONFORMAL’S patented Plastic Insole automatically 


mould itself to the exact requirements of each individ- 
ual arch (no guesswork, no gadgets!) ... or send the 
coupon at right and get the complete story AT ONCE. A 
limited number of franchises with tremendous profit 
possibilities are still open to alert dealers 

Me able to retail shoes at $8.50 to $10.50. 

fi NON, Remember, CONFORMALS are backed 
em by the resources of the International 

\% Shoe Company...and 80% Repeat 

Sales speak for themselves! 


The Revolutionary 


CONFORMAL FOOTWEAR CO. 
Division International Shoe Co. 

1509 Washington Ave., St. Louis 

Please rush complete details of your 
sensational CONFORMAL Shoe and in- 


formation on franchise arrangements. 


Address 
J 





of shoe that 





| 


itself to each Individual Arch | 











FOR Extra PROFITS THIS SEASON 
THE BUSINESS WITH AMERICA’S... 





GAIN in 1938, DUNDEER dealers will be way out ahead with the smartest, 
most comfortable Sport Shoes on the market... preferred wherever people 
play, from Hollywood to Bar Harbor! Low heels for active sports ... Cuban 
heels for spectator and beach wear... DUNDEERS present a galaxy of swingy 
new styles that sell on sight. Some with cool crepe soles, some with change- 
able tongues... all with the exclusive hand-laced feature that has established 
DUNDEERS as the standout shoes in the sportswear field! 


The complete DUNDEER line offers you a matchless 
opportunity to get the cream of the business in the 
tremendous sports shoe season just ahead! NOW 
is the time to plan for profits ...Get in touch with 
your International Shoe representative or drop a 
line to Dundeer Department, International Shoe 
<ACompany, 1509 Washington Ave., Saint Louis 


FREE! 


‘Nationally, Adwertised! tinier iss 


® Inserts 





oo GET THE Cream OF 


. Playtime FAVORITES 


FEATHER 


A pair weigh 
-.. so light @n 


HAND-LACED! 


Every pair distinguished by 
this unique construction... 
smarter, more comfortable! 


Gloria 
Halden 


Appearing in “The Life 
of Emile Zola” a Warner 
Bros. picture. 


DUINIDAIER DIR PAR IIWIENT 


International Shoe Company - St. Louis 


“ax. DETACHABLE 
ame} iciel— 











eer SS 


NNANT 


SHOE COMPANY 


Division of International Shoe Co. 


MEET US AT 


The National Shoe Yair 
STEVENS HOTEL, CHICAGO 
JANUARY 3, 4, 5, 6, 1938 


ROOMS 838, 839, 840 


Always among the leaders, Pennant will again 
lead the way in 1938...and is prepared to show 
you the most attractive and comprehensive line 
in their entire history. 





































LEE JOHNSON 
MARC GAUTIER 
ROGER WILLIAMS 
W. F. HEATON 
JOE H. REINHART 
HENRY RAND 


will be in attendance 
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A SOUTHERN CALIFORNIA shopping 
block in Beverly Hills. Broad streets and 
ample parking space are the rule in these 
business streets, purposely built to take 
care of modern automobile traffic. This 
block houses four very fine shoe stores: 





AND STORE 


The first and most important factor in sales promotion is the store itself. 
Customers of today seek an attractive environment in which to shop; and 
at the beginning of the new year, the shoe merchant should survey his 
store objectively, through the eyes of the customer, to determine what 


improvements and changes should be made within and without. 










SHOE STORES 


Sosprovement 





Hamilton’s Men’s Shop is on the corner; 
Fenton’s Conformal Shoe Shop is next, 
and Green’s Children’s Shoe Store, in the 
center of the block, is followed by the ex- 
clusive women’s specialty shoe store oper- 


ated by Wolfert-White. 
































window surrounds 





A gala atmosphere in this 


the 











| 
| Glorifying The Display Window 






i 
i] 
! 


























A gala atmosphere in this 
window surrounds the 
top hat, colorful stream- 
ers, and lights casting 
clear reflections around 
gay evening sandals. 


by M. WALKER BURBANK 
DISPLAY CONSULTANT at GUDE’S, Los Angeles 





A NEW era in merchandise display is being used at 
Gude’s, in Los Angeles. This innovation is what we 
might term dramatic lighting. By reason of contrast, 
it is more startling at night, yet even in daytime it will 
command the notice of the passerby, before one is 
close enough to the window to have one’s attention 
attracted by the merchandise. 

The instantaneous success of these windows, from 
the standpoint of merchandising, is due to several 
important factors. Aside from its novelty, which it 
will out-live, dramatic lighting, at one stroke, presents 
the answer to several problems. The merchandise itself 
is extremely well lighted—and the purpose of all dis- 
play is to sell goods. Intricacies of detail and work- 
manship, subtlety of design and textures, whether 
leather or fabric, are faultlessly illuminated. 

But even with perfect visibility of the merchandise 





insured, there remains the question of how to secure the 
attention of those whose careful scrutiny will mean 
increased sales? The human moth is attracted to light, 

[TURN TO PAGE 18], PLEASE] 





Heft hand page 

‘Top—Muilticolored 
4 ’ m1 dise, pastel 
mirrored sil- 
‘Rouettes projected 
"en the background 
Bhieve an atmos- 
ere of elegance. 


Ce — Flexible 
Beckgrounds and 
irrored reflec- 
ons make Gude’s 


ays effective. 


tom — Raised 
and colored 
create cock- 
il-bor gaiety 
pund these after- 


noon shoes. 
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STORE MODERNIZATION: 
Effeetive Form Of Sales Promotion 


WT onus, and Also Men, Like to Shop in Pleasant Environment 


¢¢PPROFIT Through Promotion,” the Boot AnD SHOE 
RECORDER’S theme for 1938, is not only a challenge but 
is sound advice to the shoe retailer who looks forward 
to successful business in the coming year. 

The dictionary says that promote means to move 
forward, to contribute to the growth, enlargement or 
prosperity of and, in the case of the shoe retailer, it 
means getting more shoes sold profitably. Many forms 
of promotion are available to the wide awake shoe 
retailer, some new and novel and others now so new. 
Of these, one that stands out as a tried and tested 
method, is to be found in the retailer’s store itself. 

The store front is the retailer's most effective pro- 
motion. It is one that, if up-to-date, will work night 
and day the year round in attracting new business to 
the store. This is the main purpose of the store front, 
and just as no job can be well done without the proper 
equipment, neither can the store front succeed in its 
appointed task if it is not sufficiently attractive to 
make the shopper want to stop. 

Customers, especially the women and even most men, 
although they won’t admit it, like to shop. But no 
person, whether male or female has any inclination to 
go into a store that is exteriorly behind-the-times. It is 
also too much to expect that a shopper will ever stop 
at the windows of an out-moded shop because merchan- 
dise, no matter what the quality may be, is distinctly at 
a disadvantage in a shop that has not kept up with the 
times. 


STORE modernization has taken big steps forward 
this past year and, due to the recognition of its impor- 
tance to 20th-century retailing by the American mer- 
chant, it has become one of the leading industries of 
this country. 

For the smaller retailer, modernization does not 
always mean a staggering expense. Simplicity con- 
tinues to be the keynote of the modern store and the 
use of the-bizarre.is definitely passed. 

Many new materials have been developed in the past 
few years for use in store front design, materials that 
up to a few years ago would never have been con- 
sidered as practical for use on a retail store. Glass, 
metals, marble, etc., are being used extensively today 
to create striking and modern store fronts. The de- 
velopment of glass has probably taken the biggest steps 
forward for use as store front material. A few years 
ago the suggestion of glass for use as store front 
material would have been considered preposterous. 
Today it is in wide use in many striking and colorful 
store front designs. Available in practically any color, 
glass insures a permanently colorful store front that 


needs but a little water every now and then to restore 
the front to its original beauty. 

Metal also is widely used as store front material and 
this, as does the glass, insures the original beauty of 
the front. 

Psychology also plays its part in modern store front 
design and of great help in this is the use of curved 
glass in the display windows. Modern display windows 
are now actually part of the store entrance and many 
attractive and inviting front designs have been worked 
out through the streamlined effect of the display 
windows. 


LIGHTING is likewise an important part in the store 
front. Proper illumination of display windows is also 
extremely important in order to show merchandise to 
its best possible advantage. New window lighting fix- 
tures provide ample and full illumination of window 
displays with the exclusion of shadow and, what is 
more important, the elimination of reflection in the 
windows themselves. Old-time windows more often 
than not, made excellent reflection of the shop across 
the street which, if it happened to be a competitor, was 
just too bad for you. 

On the interior, the shoe store should live up to its 
outside appearance. One of the greatest letdowns a 
customer entering the shop can get is to find the in- 
terior of the shop drab and uninviting, as compared to 
the outside. Many features work together in making up 
the modern shoe store. 

As has been said before, the shoe store should reflect 
the correct atmosphere for the type of customer it 
serves, whether it be men, women or children. Men 
do not like to shop in a store that is not masculine in 
its appointments and women are attracted by certain 
features that could not be used in a-men’s store. The 
retailer who carries shoes for the family has the real 
problem. The only practical solution of this is a dis- 
tinct departmentalization of thesections which can and 
is being done, so that neither detracts from the effect 
of the other. 

In modern store interior design, one of the most 
important features is the floor covering. This is a fea- 
ture that, in all instances, although perhaps not noted 
to the same degree as is something on eye level, yet 
is subconsciously an important factor in the interior 
make-up; a factor that is both usefully and decoratively 
necessary to the store. It is really a display fixture in 
itself, setting off to the best advantage the beauty of 
fine footwear. 

Of floor coverings, linoleum and carpeting are the 

[TURN TO PAGE 176, PLEASE] 
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ARCH ES eee SOME ARE HIGH... 


SOME ARE LOW.... 
SOME ARE NORMAL. 
SOME ARE FLAT.....@>., 


NO SHOE WILL FIT THEM ALL 


There’s good will and profit for you...and enduring foot happiness 
for your customers... when you provide correction for arch weakness. 

But you can’t do that with shoes. Because first, no single make of 
shoe has an arch support built in... which will fit all types of arches; 
second ... even if you could carry a shoe stock vast enough to provide 
adequate fit for all different arches ... those shoes could not fit the 
——— a foot in its progressive stages of improvement. 
prey n-geipa a. Dr. Scholl’s method of correction permits the exact type of support 

pore to fit every different arch in its present condition. And, through succes- 
sive adjustments . . . this appliance follows the improvement of the 
foot... giving support exactly where needed. 

Selecting, fitting and adjusting the right appliance is a simple, mat- 
ter. Your sales force can quickly become expert in this service. And 
your store will quickly become known as the source of an efficient 
and positive corrective aid for all forms of arch weakness. 


D© Scholls 


ARCH SUPPORTS 


Raising the appliance still higher as THE SCHOLL MFG. C O., Inc. 
condition of foot further improves k 
: Makers of Dr. Scholl’s Foot Comfort Appliances and Remedies 
213 West Schiller Street, Chicago 
62 West 14th Street, New York 112 Adelaide Street, East, Toronto 
190 St. John Street, London, E.C.1 








Raising the appli @ trifle after a 
few weeks as condition of foot improves 





Meet us at... 


Arch fully restored to its normal con- 


tour on fourth adjustment of appliance | | t j | 
Shoe Fair 


JANUARY 3, 4, 5, 6 











BOOTH No. 6 


Second Floor 


STEVENS HOTEL 
Chicago, Ill. 


A nominal investment provides a 
sufficient stock of Supports and an 
Arch Fitter for their adjustments. 
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Chromstecl SHOE STORE EQUIPMENT 


HOWELL 


ST. CHARLES, ILLINOIS 


Booth Ho./ NATIONAL SHOE FAIR 


@ FITTING CHAIRS 
@ FITTING STOOLS 
@ GANG CHAIRS 

@ OCCASIONAL PIECES 


Progressive shoe retailers find that 
Chromsteel Furnishings make shoe 
sales easier. The modern atmosphere 
of style and comfort adds saleability 


to the merchandise you sell. 





Investigate the economy and style ad- 
vantages of installing Howell Chrom- 
steel fitting chairs, stools, benches, 
occasional pieces, etc., in your store. 
Information and color catalog show- 
ing large and small store installations 
sent free on request. 


Sblevens Hotcl 





most important materials. Linoleum’s greatest features 
are its wearability and the ease with which it can be 
kept clean. In many stores linoleum is used at the 
doorways so that street dirt is left there instead of being 
tracked over the carpets. It is also widely used as an 
entire floor covering because of the many striking de- 
signs that can be worked out through its use. 

It is doubtful if many shoe men know the facts about 
carpeting. Nevertheless it is of great importance that 
a man thinking in terms of new floor covering should 
know something of the different weaves available. The 
following few pointers as submitted by the Mohawk 
Carpet Mills will be found helpful: 

There a five weaves most commonly used. These are 
called Chenille, Wilton, Saxony, Axminster and Velvet. 

Chenille is a very thick, heavy fabric, extremely 
beautiful, luxurious and long-wearing. It is the most 
costly of the five weaves, but for the rather exclusive 
establishments where cost is less to be considered than 
the expression of luxury and quality, Chenille is an 
excellent choice. It can be had ready-woven or woven 
to order. In the latter, any design, decoration or motif 
may be used in the pattern and any of 3000 shades of 
color selected. It can be woven without seams up to 
30 feet in width and to any length within reason. 

There are two types of Wilton carpet, worsted Wil- 
ton and wool Wilton. The former is of better wearing 
quality because of the greater lustre and strength of 
the longer worsted fibre; but the wool Wilton is more 


luxurious underfoot because of its longer pile and 
softer yarn. The Wilton weave is next to the Chenille 


in quality and price. 


The Axminster weave, although usually considered 


less durable than the wilton, offers excellent value for 
its moderate price, because the construction makes the 
most of all that goes into the fabric. There is no buried 
yarn to form a cushion as in the Wilton, but a good 
grade of Axminster has a deeper pile of soft woolen 
yarn. Different grades can be judged, as in the Wilton, 
by the closeness of the rows as indicated in the back of 
the fabric. The better grades have seven or more rows 
to the inch. 


The Velvet weave is another moderately-priced car- 


pet and the better grades are widely used. Velvet re- 
sembles Wilton in appearance but does not have the 
same inherent structural quality, since all its wool is 
on the surface and none buried within the weave. It is 
lighter in weight and consequently not so soft and 
luxurious underfoot. 


As the retailer considers modernizing his store, his 


thoughts naturally go to furniture and fixtures. These 
play a very important part in putting over the effect 
desired in the store whether one strives for a masculine 
or feminine atmosphere in the store. 


The modern chrome steel furniture lends _ itself 


readily to any modern design and today is in wide use 
in many stores throughout the country. It is simple but 


[TURN TO PAGE 178, PLEASE] 
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THERE’S A SPECIAL 


Just because we've talked all year about 
“Ankle-Hi” and “Spring-to-Fit” Fairy 
Forms, don'tthink for a moment that they're 
FOR EVERY the only types we make. There is a special 


DISPLAY PROBLEM type of Fairy Form built for every problem 
of shoe display. The four types illustrated 
here are only a few of the many we have 

in stock, ready and waiting to help you make your shoes look smarter and sell faster. 


See us at the National Shoe Fair. Or send today for our catalog of styles and prices. 


Fairy Forms BUILT Fairy Forms BUILT 


FOR THE SAMPLE TRUNK FOR THE WINDOW DISPLAY 


SPRING-TO-FIT 


/ @ ANKLE-HI 


J 


FLEX-TO-FIT 


ANKLE-HI 
TWINKLE TOE 





. . inexpensive little forms designed to show 
open or closed toe fashions as your customer 
would like them to look on her own foot. 


. .. Light in weight, inserted in a moment, 
designed to make your samples look their best 
even after days in your sample trunk. 


PUT FAIRY FORMS ON YOUR SALES FORCE FOR 1938! 


alr forms 


fell 
PROTECTED BY AMERICAN 5 OCS JAND FOREIGN PATENTS 


SHOE FORM CO., INC, UNITED LAST CO., MONTREAL, CANADA 
A U B U R N ’ N E WwW YO R K Licensed Manufacturing needa 


Northampton, England « Melbourne, Australia « Paris, 
For further facts call the nearest branch France * Frankfurt, Germany * Mexico City, Mexico 


office of the United Shoe Machinery Co. 
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AN IDEA for 
SMART SHOEMEN 


Would you choose— 
A Carpenter to Design Your House? 
A Druggist to Perform Your Operation? 


Then why should— 

A Little Girl in the 5 & 10c Store, 
The Clerk in Drug or Grocery Store 
Be Intrusted With Caring for Your 
Shoes? 


The 


Correct 
Answer 


SELL CAVALIER 
WITH THE SHOES 


Cavalier Shoe Cleaners are Scientif- 
ically Compounded by Experts Whose 
Reputation is of Many Years Standing 
—Cavalier is Distributed Only by Shoe 
Merchants as Their Reputation for 
Good Shoes Depends Upon the Care 
Given Them. 








For Samples or More Facts Write To 
CAVALIER CORP., BALTIMORE, MD. 
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Crawford Shoe Store in Lima, O., modernized with fix- 
tures by the Grand Rapids Store Equipment Co. 


tasteful, and can be had with practically any type of 
upholstering. 

Another item of furniture which has been noted in 
several of the newer shoe stores is the revival of the 
old continuous seating idea. Depending upon its mod- 
ern make-up and arrangement in the store, this type of 
seating can be used in making a very striking and 
novel seating arrangement. 

Display fixtures in the modern trend show shoes and 
accessories in novel arrangements of display case and 
counter. Glass-topped and fronted and lighted by 
hidden lights, these modern display fixtures provide 
outstanding display space for the showing of featured 
merchandise. 

An important addition to modern shoe store equip- 
ment is the X-ray machine, which is becoming more 
generally used as time goes on. Made in the modern 
manner as to cabinet, it can also be made to coincide 
to the design of any room and is of great aid in the 
sale of children’s shoes as well as those for grown-ups. 

Color and interior illumination of the store are vital 
considerations in modern store design. The modern 
indirect lighting depends a great deal upon the proper 
color scheme in the store, in making the interior a 
well-lighted and comfortable place to shop, with the 
minimum of shadow and the absence of all glare. 

Then color is important in creating the desired 
atmosphere in the shop, whether it be a men’s or a 
women’s store, or combination of both. Color is known 
to have its effect on the mind of the individual and 
great care should be taken in determining the proper 
color scheme, so that there is no disruption of harmony 
which would present a disturbing influence and affect 
the ease of mind of the customer. 

Modern diffused and indirect lighting also helps to 
hanish glare in lighting the shop. Half the job of 
building up sales consists of putting the mind of the 
customer at ease and any disrupting factor in the store 
is inimical to this purpose. 

One of the greatest additions to modern retailing 

[TURN TO PAGE 180, PLEASE] 
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Brannock Foot-Measuring System 
for Adults 27.2%: 


foot measure. It has been on the market since 
1927, and over 25,000 are now in use. The 
Brannock Device has been adopted by lead- 
ing shoe manufacturers and-hundreds of lead- 
ing dealers through the country. It is pro- 
claimed by the Shoe Industry to be “The most 
accurate and practical foot measuring device 
known to Orthopedic Science.” 


Every day more people are becoming 
aware that regardless of what they paid for 
a pair of shoes, they are not receiving full 
value if the shoes do not fit. 


The wide awake dealer installs the Bran- 
nock scientific “System of Fitting.” and in 
addition to selling shoes, sells the greatest 
builder of good-will known—customer satis- 
faction and confidence. 


If you haven't already installed the Bran- 
nock System in your store order devices now—they point the way to repeat sales and profits. 


And Now The Brannock Juvenile Fitting Device 
for Children tee2 2: 


rect fitting of children’s shoes. Measures from baby size 0 
to misses’ 3, 


The Brannock “Juvenile” is a “chip off the old block”— 
a great step forward in the protection of Juvenile Foot 
Health. The fitting of children’s shoes presents a different 
problem from that of fitting adult shoes. Children’s shoes 
are made from a different set of last measurements. The 
Brannock Juvenile Fitting Device is the result of several 
years’ development on the sales floor of a Juvenile Shoe 
Department, 


The Juvenile Model is, of course, smaller in size in ac- 
cordance with the smaller size and bone structure of the 
child’s foot, and it is as accurate and scientific as the 
Brannock System of Adult Fitting. 


The Brannock Fitting Device in the adult and juvenile models illustrated here, provides scientifically 
accurate fitting for all feet. Takes only a fraction of the time used in ordinary fitting . . . a definite 
assurance of customer comfort and satisfaction . .. with inevitable repeat business. 










Regular Price —either Junior or Adult Models Order your device from your shoe manufacturer 
One Device $12.50; Two Devices or more $10 each at special cooperative price. If you are a manu- 
facturer, write for our cooperative plan. 


The Brannock Device Co. 
321 So. Salina St. Syracuse, N. Y. 
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THE FLOOR COVERING 
reflects the Beauty of 


NEW SHOES 





HEN your customers try on a pair of shoes, their 

first glance is toward the floor. They see the 
shoes against the background of your floor-covering. 
And, as you know, first impressions are lasting 
impressions. 

Therefore, a fresh, attractive floor-covering actu- 
ally aids the shoe merchant in selling his footwear. 

Likewise those first testing steps in new shoes will 
be more comfortable and satisfying on a deep-piled 
Mohawk floor-covering. 

That is why so many shoe stores are consulting 
with the FREE Mohawk Advisory Service about 
their floor-coverings. They find a wide range in 
weave and pattern to choose from and all Mohawk 
floor-coverings are well within the market in price. 

Wire collect to the nearest Mohawk Office for this 
free aid in solving your floor-covering problems. 


MOHAWK CARPET MILLS 


295 FIFTH AVENUE, NEW YORK 


Regional Sales Offices: 
Atlanta Boston Chicago Cincinnati Cleveland 
Dallas Denver Des Moines Detroit High Point 
Kansas City Los Angeles Philadelphia Pittsburgh 
San Francisco Seattle St. Louis 


1937, Mohawk Carpet Mills, Inc. 





~ 
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Lighting plays an important part in muking a store attrac- 
tive. Shown above is Feindt’s Store in Owasso, Mich., 
with special effects designed by the Curtis Lighting Co. 


has been the development of air-conditioning. Mark 
Twain once said: “Everybody talks about the weather 
but nobody does anything about it.” That may have 
been true a few years ago, but it is far from so today. 

One of the shoe retailer’s greatest detriments to 
Summer selling has been the heat. Customers do not 
like to shop in the heat of Summer any more than they 
can help. Air-conditioning has done away with this 
to a great extent by providing cool and comfortable 
stores no matter what the temperature of the street 
may be. 

But the benefits of air-conditioning are not limited 
to the Summer. During the Winter months it provides 
even temperature throughout the store, besides insur- 
ing better circulation of clean air, with the absence of 
humidity. 

Air-conditioning is rapidly become a requisite to 
modern retailing. A few years ago its use was practi- 
cally restricted to theatres, hotels, etc., mainly because 
of the expense. It is no longer the case today. This 
does not mean that it has become an inexpensive item, 
but the cost has been considerably reduced from that 
of a few years ago, so that it is now available to the 
smaller stores. 

The expense that the installation does incur is more 
than offset by the benefits derived. Besides providing 
a comfortable place for the customer to shop, it pro- 
vides a point to be emphasized in advertising; it makes 
for a cleaner store, insuring the utmost of appearance 
from displays; it makes for an easier and faster turn- 
over and for increased efficiency from the salesmen, in- 
suring a smoother and better functioning store. 

By contrast, air-conditioning sets off the shop using 
it with an aura of distinction that tends to outmode 
and render obsolete those stores of an earlier era which 
lack its benefits—all of these considerations are impor- 
tant competitive factors, and definite advantages of an 
air-conditioned setup. 
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Glorifying the Display >) 
7 probucrs 
[ CONTINUED FROM PAGE 173] 
and when this light is used with emphatic designation, _ouTsTANOWNG 
not on every nook and corner of the show window, ceil- M ERIT 


ing and floor, sidewalk and street impartially, but is 
centered with drama and power upon certain objects, 


one does not need to be told where to look. 

Furthermore, when in conjunction with white light, Gd 
varying degrees of colored light are introduced at the re 
fine discrimination of the display director, truly arrest- g 
ing and challenging effects can be secured. With only 
the simplest of backgrounds and settings, not only can S| LV E R K | D 
the desired atmosphere be achieved, but by a change 
of lighting, these same backgrounds may be used time C R E M E 
and again without producing an effect of tiresome — 2 
repetition. Ne © Easy to apply 

As one brief example of this in the Gude windows, — A © Spreads smoothly 
display mirrors were used as a base for the merchan- a ® Clings to the leather 
dise. Fresnelites focused on these mirrors not only 2 8 Ree ® Repairs scars 


lighted the merchandise, but caused by reflection, in- i Kee © Produces bright finish 


. il . 1 
teresting background silhouettes which gave color and hive 


pattern to the windows and glorified the merchandise. Wee ; seasonable 50¢ retailer. 
Thus in a few minutes an effect was achieved which nae Also made for gold kid. 
otherwise would have taken hours of labor and many : 4 ieee al Both will transform white 
dollars worth of materials. . * kid shoes into brilliant 

Dramatic lighting effects not only impart “glamour” ue 
to displays, but also have a practical value, for the 





evening slippers. 


efficiency of these show windows has been greatly 
heightened. The smart corridor type windows of Gude’s 
offered a good illustration to prove this statement. 
Here the problem was one of merchandise, consisting 
of comparatively small objects, with windows running 
away from, rather than parallel to the street. By this 
type of display the rear window was thrust forward 
through the use of lighting. A composition whose inter- 
est was at a point higher than that of those intervening 
adjoining units called the attention of the passerby to = a 
the entire window, rather than just to the section of the = © Non streaking 
windows which flanked the sidewalk. 
At night the windows attracted attention from a much R 4 
greater distance than formerly. In the daytime the high © 120 Rich deep colors 
intensity of light within the window burns out reflec- 
tions which too often showed the prospective customer 
and moving street objects and not the merchandise. linen 
In planning the Gude windows, the first step was 
deciding upon a background. The one selected was 
based upon a series of curved parts which may be Peeters A Popular 50¢ retailer. 
arranged to divide the window into two or more dis- 

play units. Thus different types of shoes may be 
Manufacturers of complete lines of 


shown in the same window without confusion. The Cinderella Shoe Dressings — ‘One 
curves serve to reflect light upon the merchandise and or ee = — 7 
is 


to facilitate an interesting pattern of light. 

These dividers also provide a classic basis for EVERETT & 
decorations, as can be seen by the photographs. For —< 
the section of evening shoes, a festive atmosphere is B A R R O N C O. 
suggested by the jaunty top-hat and streamers of the Pe Providence, R. |. 
season’s most fashionable colors. In the cocktail win- J Toronto, Canada 





® Self leveling 


® Dyes satin—cotton—and 


* Color card on request 





Ts 
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ARE YOU Right ON WRAPPING? 


You'll be able to see at a glance just how your method of wrap- 
ping stacks up against that of ‘other shoe stores. The Shoe 
Wrapping Chart graphically compares paper-and-twine, boxes, 
and Handelok Carry Bags from the standpoint of costs, time 
required, wrapping hazards — and five other important fea- 








tures! Based on actual store surveys made during the last two 






years, the chart is an accurate study of the shoe wrapping 





problem. Write for your copy . . . No charge or obligation! 





@ FREE... Send fora 
copy of this new Shoe 
Wrapping Chart! 


WOLF BROTHERS 


1220 Callowhill Street, Philadelphia, Penna. 








dow, the shoes were brought closer to the eye by the 
stylized marble floor which was placed at an angle. An 
atmosphere of “dressing by day” was introduced by so 
simple an expedient as the silver fox scarf on the chair. 

Shoes for the opera were given a token of elegance 
through the use of the ermine wrap and orchids, to- 
gether with the velvet proscenium drape. Leisure 
luxury was suggested in the window of boudoir slip- 
pers by Victorian draped pink satin, blue point d’esprit, 
and exaggerated satin rosettes. The photograph of the 
entire window shows how effectively one window may 
display three types of merchandise without confusion 
or a distraction caused by too much breaking up of 
space. 

In designing these backgrounds, thought was given 
to the following: That they be free standing; that they 
must be simple in form, but interesting enough within 
themselves and in the different combinations in which 
they may be used to meet all the requirements of back- 
ground compositions for an entire year. 

For the contour, a regular curve was selected, one 
end of each curve having a nine-inch return to act 
as a jog when needed. Each piece was finished on all 
sides, so as to be reversible. Two or three of these 
could be placed within the same radius to form a 
cyclorama. Thus a larger, continuous surface which 
lends itself to different paint jobs, cut-out letters, 
sketches, decorations, etc., is achieved. 

Five-ply sweeps covered with a three-thirty seconds 
of an inch, three-ply profile board were the materials 
used in construction. A flat oil paint job, rather than 
lacquer, with a stipple brush finish was used. The 
three-ply profile was employed, rather than compressed 
or composition board, so that when nails or screws 
were used, the holes could be sparkled up without leav- 
ing frayed edges. 

‘A 28-inch valance, in this case Venetian blinds, effec- 
tively masked the instruments used for lighting. These 





instruments were of the newest type, being reduced to 
the minimum in size, a nine-inch cube, yet giving the 
maximum in light. Only eight Fresnelites were neces- 
sary for lighting, each burning 500 watts and lasting 
500 hours, rather than the 200 hours that the usual 
spotlight burns. 

The new, compact type of spotlight which is now 
available is one of the things which has made possible 
the practical use of dramatic lighting for display 
windows. Until little more than a year ago, display 
directors were faced with the problem of bulky, low- 
efficiency instruments. These instruments had to be 
used in great numbers to get the desired effect. They 
were difficult to mask because of their greater size and 
the number required, used a prohibitive amount of 
“juice,” the light produced had halations and an un- 
even field of distribution, and they gave off too much 
heat. 

Due to the lens, the reflector, and the highly con- 
centrated lamp now used for this type of work, a 
single instrument, although much smaller than those 
used formerly, replaces three to four of the old ones; 
burning a 500-watt, 500-hour lamp, the cost of up- 
keep on both lamps and electricity, as well as on labor 
and replacements, is cut to less than one-third of the 
expense before; and the instruments are so small that 
they can be mounted and masked in almost any shop 
window with very little trouble, so well designed that 
when they cannot be hidden they do not detract greatly 
from the effectiveness of the display. 

The lens has been developed to give a perfectly dis- 
tributed field of even, soft, intense, white light, no 
matter what the focus, whether sharp or flood. The 
innovation of heat-resisting, colored glass slides makes 
possible the use of color, which before has been im- 
possible, as the gelatins used for color in theater light- 
ing would have burned out in about 20 minutes. The 
glass slides do not fade nor break. 
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A Money Maker 
wm ARROWSMEFH> 


Sisal” 
teil FQOT RESTUR 























A light w Tae rig x for re- 
lieving tir hing feet, _ 
and leg pains caused by weak 

or fallen arches. A very effec- 
tive and popular priced support. 
Can be worn in any properly 
fitted shoe. 


Anybody can fit it to the i individual 
foot by g a but- 
ton hook in the hole i in heel of upper 

te, swing out plate as shown in cut, 

id it over the edge of a table or 
chair until it has the —— eleva- 
tion, then swing it back into proper 
position. 








SIZES: 
Women’s— 2-3, 4-5, 6-7, Wide, 
Medium, Narrow. 


Wholesale - - $18.00 per doz. pairs - 


219 W. Chicago Avenue .. . . 








Men’s— 6-7, 8-9, 10-11, Wide, 
Medium, Narrow. 

Retail - 
SEND FOR NEW CATALOG 


SHOE SUNDRIES, INC. 


Exclusive Distributors of Arrowsmith and Dr. Wood's Foot Specialties 
CHICAGO, ILL. 


+ + + = $2.50 per pair 


































ADLER-JONES 


DISPLAY Oe SCS es 
521 SOUTH WABASH AVE. 
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News in 
Shoe Display— 


The Shoe Fixture of Tomorrow has a 
new touch of glamour .. . a new note 
to attract and give your merchandise 
At the National Shoe 


Fair, see this fixture and other modern 


more appeal. 


sales-winning ideas in our exhibit .. . 
Booths 17 & I8—2nd floor—Stevens 
Hotel. 






Our new catalog of spring and sum- 
mer sales promotional display items is 
just off the press. This season we show 
complete window set-up suggestions. 
Write for a copy of this free catalog 


today. 





CHICAGO 














Brown Shoe Co. Holds Second 
Group Buying Meeting 

Los ANGELES, CALIF.—The second 
series of the group buying meetings 
for the California-Nevada division of 
Brownbilt and Buster Brown Shoe 
stores were recently conducted in San 
Francisco and Los Angeles, under 
supervision of G. A. Berglund, divi- 
sion sales manager, with the assistance 
of these members of the California 
sales office: H. E. Phillips, W. E. Blatt, 
Nat Berkowitz, Shep Berkowitz, O. C. 
Linn, E. R. Smith, Charles S. Taylor, 
S. A. Tanner and Thomas H. West. 

The northern group meeting was 
held at the William Taylor Hotel be- 
ginning November 28 and continued 
through until the middle of the week, 
being attended by the following repre- 
sentatives of Brownbilt Shoe Stores: 
A. W. Agnew, Petaluma; Frank Barry, 
Palo Alto; Al Beahm, Marysville; Mar- 
vin Burton, Redding; Boyd C. Cornett, 
San Jose; W. K. Davis, Ukiah; Otis 
Folk, Reno, Nevada; Wilbur Green and 
M. E. Heyden, Sacramento; A. M. 
Greve, San Mateo; Charles Hodgson, 
Berkeley; Neil Southwick, Alameda; 
A. J. Jacobson, Richmond; Dan Weber, 
Martinez; Ray King, Chico; M. E. 
Masterson, Willows; David Marawitz 
and Maury Marawitz, San Rafael; J. 
Oliviera, Corning; O. Aslakson, Sebas- 
tapol; C. B. Sturgis, Monterey; Leo 


Wolff, Santa Rosa; S. C. Wilkinson and 
Bob Smith, Turlock. 








The southern group met beginning 
Sunday, December 5, at the divisional 
sales offices and sample rooms of the 
Brown Shoe Company located at 640 
South Broadway, Los Angeles. The 
following representatives attended this 
meeting: L. P. Howe, Anaheim; Ed- 
ward Burns, El Centro; J. C. Casper, 
Los Angeles; E. H. Cassidy, Hanford; 
Al Bergthold, Visalia; Al Holland, 
Tulare; Jim Goodban, Upland; Ed Hil- 
born, Ontario; Jim Helt, Glendale; Roy 
Kain and Homer Lonon, San Pedro; 
Ken Bushell, Ventura; R. P. Schultz 
and R. Winsler, Riverside; W. E. 
Sebastian, Santa Ana; R. Matchett, 
Santa Monica, and E. G. Shively, 
Merced. 

Merchants attending expressed a 
confident outlook for retail shoe busi- 
ness for the Spring season and re- 
ported a very satisfactory Fall season 
just closing, with holiday buying open- 
ing up nicely. 

By beginning these meetings on Sun- 
day it was possible for many of the 
clerks and assistants in the stores to 
attend and view the entire spread of 
factory products of Brown Shoe Com- 
pany and its manufacturing subsidi- 
aries, thereby familiarizing themselves 
to the same extent as the store owners 
with regard to new construction fea- 
tures, trends in patterns, materials, 
and styling incorporated in the Spring 
lines, They, too, expressed enthusiasm 
over the merchandise which they will 
be selling at retail the coming season. 









Sol Panor Back in Business 


Des MOINES, IowA—Sol Panor, well 
known to the shoe industry and former 
operator of a small chain of shoe stores 
under the name of Panor’s, which he 
sold to the Sherwood Shoe Company 
several years ago, is returning to the 
husiness under the name of Sol Panor 
Company. 

On January 1, Mr. Panor will open 
a new store at the corner of 8th and 
Locust Streets, the same location where 
he opened his original store many 
years ago. 

Mr. Panor is in no way interested in 
the stores now operating under his 
name, one of which is located in St. 
Paul, one in Waterloo and one in Des 
Moines, 


Mrs. Martha S. Loveley 


Boston, MAss.—Friends of George 
J. Loveley, for many years New En- 
gland representative for Thompson 
Brothers and more recently with the 
Dalton Shoe Company, will sympathize 
with him in the death of his wife, 
Martha Shedd Loveley on December 3 
following a brief illness. 

Funeral services were held at the 
Waterman Chapel, Boston, on Sunday, 
December 5. Among those who at- 
tended were delegates from the Na- 
tional Shoe Travelers’ Association and 
the Boston Shoe Travelers’ Association. 
Interment was at Claremont, New 
Hampshire, 
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XeRay Your Men's Business 





and Discover Its Profitable Results 










Men, reluctant about voicing complaints, but emphatic 
about refusing to “buy there again,” are the shoe man’s 
problem. But well fitted, they make loyal and consistent 
customers. Fitting a man by X-Ray makes him a partner 
in the transaction. ... He can See the condition of his 
foot, and if a correction is necessary, why the shoe you 
recommend is for his benefit. He is thus more easily sold, 
and more easily kept “sold on your store.” Aware of your 
sincerity in fitting him properly, the man remembers you 


Women and Children when ready to buy the next pair... . If you are not attend- 
ing the National Shoe Fair, write us for additional infor- 



















are, with X-Ray Fitted Shoes, enjoying Foot 













health and comfort. At an early age, when mation, and illustrated descriptions of Clinic Studies by 
the Child’s foot is developing, too short 

stockings, too wide or too narrow shoes can X-Ray. 

result in permanently harmful effects. Such 

mistakes are being caught and avoided by , ie - 
X-Ray Fitting. Adrian X-Ray Shoe Fitter, Inc., 3535 N. Palmer, Milwaukee, Wisconsin 





ON THE SECOND FLOOR Creverns 
NATIONAL SHOE FAIR 


CHICAGO::'JAN:’3°4°'5°6 Ho 


cel 








CLINIC STUDIES by XeRAY 


clearly illustrate and describe the dangerous results of fitting by 
guesswork; and how by X-Ray Fitting you are more certain of 
the correct type shoe to recommend. 





INCORRECT 
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LeoGer, 


THE physical training director of a suburban Boston 
high school recently had before her a class of some 
forty sixteen-year-old girls. To them she had given in- 
struction in the art of walking properly—and how to 
stand at ease without slumping. Posture, she had told 
them, was extremely important. It had a direct bearing 
on the health of the individual. Then, as the class was 
about to be dismissed, she fired one more shot: 

“And remember this,” she said. “Anyone who wears 
shoes which have heels more than one and one-quarter 
inches in height is committing suicide.” 


Photo courtesy of Dr. Hiss Foot Clinic, San Francisco 


FOOTWEAR 


One must be a rather advanced thinker to subscribe 
to this statement one hundred per cent; but considered 
in the light of modern educational methods which, for 
instance, place decidedly less stress on the exact loca- 
tion of the stomach with reference to the transverse 
colon than they do on what happens to various types 
of food within those portions of the digestive tract, it is 
rather illuminating. Instead of teaching that the foot 
of the human being is composed of twenty-six bones, 
intricately and weirdly held together by tendons, liga- 
ments and muscles, the modern teacher now drills into 
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New Nunn-Bush store in Milwaukee showing effective loca- 
tion on the selling floor of a modern Adrian X-Ray machine 


her pupils the thought that no matter how many bones 
there are in that section of the human framework—no 
matter how they are held together—the foot is an in- 
tegral and important part of the rest of the body and is 
just as much entitled to thoughtful care as the heart, 
stomach and lungs. 

The public school system of the country is following 
the lead of the crack private schools in teaching both 
boys and girls that correct posture cannot be attained 
and maintained, with all the health-giving advantages 
which are admittedly associated with this correct pos- 
ture, unless the feet are properly shod in correct shoes 
which have been correctly fitted. 

Now, this article is most emphatically not a diatribe 
against high heels. Nor is it an article on the care of 
children’s feet. The incident with which we elected to 
begin is cited merely as an example of the type of foot 
knowledge which is gradually coming into the posses- 
sion of the public in this country. 

Nor is this foot knowledge confined to juveniles. Ar- 
ticles on foot health, the proper selection of shoes, how 
to tell when a shoe has been correctly fitted—these and 
a hundred other variations of the same themes appear 
frequently in magazines and newspapers of large cir- 
culation. 

And every bit of it is promotional material for the 
scientifically designed, so-called “feature” shoe—the 
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shoe with something built into it which makes for foot 
comfort and hence for foot health. Isn’t it obvious that 
a public which knows something about foot health and 
its advantages will prove more receptive to the intelli- 
gent sales efforts of the merchant who carries such a line 
of footwear? 

The feature shoe, whether it be correct or corrective, 
has reached peaks undreamed of only a few years ago. 
We refer here, not to the pair sales of these shoes in the 
shops of America, but to what has happened to the shoes 
themselves. 


ET has been a good many years since a little known 
and unremembered doctor in Portland, Maine, first de- 
vised a last which, in contour, showed some resemblance 
to the outside of a human foot. At the time, it was 
revolutionary—so revolutionary, in fact, that he was 
able to get a patent on it (and this was half a century 
before the passage of a design patent act) ; but it never 
came into very general use except for shoes to be worn 
by elderly people who sat in the warm corner of the 
room and cared not at all about their appearance. That 
step, taken back in the 1880's, or perhaps a bit later, 
was the first in the right direction. It was a decided 
improvement on the lasts of that day and antedated 
even the practice of sticking pieces of leather on the 
inner ball point of the last when making shoes for 
bunion sufferers. 

This bit of history is important not because it had 
any immediate effect on the industry as a whole but 
because it marked the beginning of real thought—abor- 
tive, however, because with the advent of high style in 
the last ten years of the nineteenth century, the shape of 
the last was about the only thing with which the indus- 
try did not concern itself. 

It was really not until the World War that the last 
industry, which had been quietly collecting all available 
data on feet and fitting and had been boring from 
within, was able to get across to the shoe manufacturer 
and the retail merchant the perfectly obvious fact that 
there are different types of normal feet—different shapes 
—and that if the shoe merchant wished to fit correctly 
any large percentage of people who might reasonably be 
expected to buy their shoes, he would have to have not 
only a range of sizes but a range of correct lasts, as well. 


IT is always apropos, in any discussion of foot health, 
to stress the above fact because it is obvious that no 
built-in feature nor one introduced into the shoe by the 
merchant, designed to preserve foot normality or to 
relieve an abnormal condition, can achieve success if an 
incorrect last is used. Such an act results only too fre- 
quently in exaggerating already existing foot troubles 
or in creating trouble where none has previously 
existed. 

While orthopedic specialists, at least some of them, 
recognize as many as fourteen types of normal feet, 
experimentation by the last industry has shown that, for 
practical purposes, five basic lasts are enough to do a 

[TURN TO PAGE 205, PLEASE] 
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—at the Stevens 


Before you select your lines for 1938, we invite you to look at Tarsal 
Treds — both for immediate volume at full mark-up and the oppor- 
tunity to build a lasting business. 

5 million pairs in less than 5 years — an outstanding record — 
proves their volume possibilities. Now, national advertising in 
Ladies’ Home Journal and Woman’s Home Companion will tell 
6 million homes the Tarsal Tred story of authentic styling, proven 
fitting qualities, and exclusive (patented) features in a shoe retailing 
at $5 and $5.50. 

If you are coming to Chicago, we will welcome you in our big 
display at the Stevens with the details of the year’s soundest 
merchandising opportunity. If you do not pjan to attend the Show, 
ask your Godman Representative to give fam the full information. 


THE H. C. GODMAN COMPANY, Colyff Ohio. 


10 MILLION FEET SAY "THANK YOU" 


MADE BY 3 METHODS: 

Sbicca-Delmac in light weight, highly flexible fash- 
ion numbers, Littleway-Lockstitch in medium weight 
stylish staples: Goodyear Welt in service types. 
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A the foot knowledge of this 
world-famous Canadian physi- 
cian is built into Dr. Locke Shoes. Dr. 
Locke had treated thousands of feet 
and studied the effect of thousands of 
shoes of every kind before he finally 
approved the shoes which were to 
bear his name. The shoes, and the lasts 
over which they are made, were de- 
veloped right in Dr. Locke’s home 
town of Williamsburg. The merits 
of these shoes were rigidly tested on 
thousands of patients at Dr. Locke’s 
clinic before they were offered to the 
American public. 

The Dr. M. W. Locke Shoes made 
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and sold in the United States are 
exactly the same shoes in basic prin- 
ciples as the shoes which Dr. Locke 
prescribes daily for foot sufferers at 
his clinic. For thousands who cannot 
afford the time and money involved 
in a visit to Williamsburg, they bring 
blessed relief and a foot comfort they 
never dreamed possible. 


1937 
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DOUGLAS LOCKE 


as 
Director of Education for 


THE LOCKWEDGE SHOE CORPORATION OF AMERICA, INC. 


W* are proud to announce the appoint- 
ment of this skilled nephew of Dr. Locke. 
Henceforth he will devote his entire time to the 
training of retail salespeople in the all-important 
task of properly fitting the proper size and num- 
ber of last. His services are available in turn to all 
Dr. Locke shoe dealers without cost—an invalu- 
able contribution to the science of shoe fitting. 


The care with which Dr. Locke Shoes are fitted 


—1in every case by a Registered, Certified shoe fit- 
ter—has won the approval and confidence of the 
public. It is one reason for the continued success 
of Dr. Locke Shoes. The addition of Douglas 
Locke to our staff in this important position will 
further increase the prestige and position which 


these shoes hold in the regard of the public. 
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These are the only lasts approved by Dr. M. W. Locke. 
Each is designed for a specific purpose to aid a specific 
type of foot trouble. 


This is the diploma which thousands of retail sales- 
persons display as evidence of their ability to fit accu- 
rately and properly Dr. M. W. Locke Shoes. 
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FEATURES THAT SELL SHOES 


Arch Support Made of 
Steel and Rubber 


1 2 3 


The Main Spring Arch supports from 
three points, two under the ball, one 
under the heel. Each point is cushioned 
on live rubber, acting as shock absorb- 
ers. The arch of resilient steel is said 
to be flexible to give the foot exercise 
and support simultaneously. This prin- 
ciple is built into prescription, preven- 
tive and style lasts for both men and 
women by the Geo. E. Keith Company, 
Brockton, Mass. 

1—Bottom view of bones of foot. 2— 
How the bones are supported at their 
three weight-bearing points by the 
Main Spring Arch. 3—Rubber cushions 
under the Main Spring Arch acting as 
shock absorbers for the body. 


Natural Support Claimed 
For Arches of Foot 


Four exclusive features of Wright 
Arch Preserver shoes are said to be 
that: 

1. The long arch of the foot is given 
natural, normal support by a spring 
steel arch bridge anchored permanently 
fore and aft. 

2. The important metatarsal arch is 
supported by a scientifically shaped and 
correctly placed metatarsal elevation. 


3. They have an absolutely flat fore- 
part cross-wise, no curving to cramp 
the toes or squeeze sensitive nerves and 
blood vessels. 

4. The shoe is designed to give an 
exact over-all fitting and, more impor- 
tant, an accurate fit for the foot arches. 

Arch Preserver shoes for men are 
made by E. T. Wright & Co., Inc., Rock- 
land, Mass. 


Golf Shoe With New 
Construction Feature 





Upon the foundation of the true moc- 
casin construction, the Sportocasin Golf 
Shoe, a product of G. H. Bass & Co. of 
Wilton, Maine, has been developed. To 
the moccasin vamp that passes under 
the foot an outside vamp is added, ex- 
tending from the hand-sewed seam and 
turning out, to which are stitched both 
middle and outer soles, providing double 
construction that results in what is said 
to be exceptional water resisting ability 
and strength. This important detail is 
shown in the illustration above—a par- 
tial cross-section of the forepart of the 
Sportocasin shoe. 


A Shoe With Many Features 


os 
CORRECTLY ARCH 


An interesting feature of this shoe, 
made by the W. L. Douglas Shoe Co., 
Brockton, Mass., is the extra ease for 
the cuboid bone gained by a redistribu- 
tion of the wood in the last over which 
the shoe is made. This is a compara- 
tively new development in last design- 
ing. Other features include the Air- 
Q-Pedic arch, a metatarsal arch 
support and a cushion heel seat. Shoes 
embodying these features and the 
others enumerated in the illustration 


above, say its manufacturers, will be 
comfortable at all times. The foot is 
supported at the points at which it 
needs support, it is claimed, and is 
cushioned against shock by the heel 
seat and metatarsal support. 


A Seven-Feature Last 


For the Madison last, illustrated 
herewith, a leader in the line of Stacy- 
Adams Shoe Co., Brockton, makers of 
custom patterns for more than half a 
century, the following corrective and 
form-fitting features are claimed: 

1. Heel held firmly. 

2. Arch elevation, supporting instep 
bones—holding longitudinal arch in 
place. 

3. Combination instep measurements. 

4. Snug waist—holds metatarsal 
arch. 

5. No pressure over great toe “lead- 
ers.” 

6. Free fitting ball. 

7. A genuine or Myer line. 


Walking on Air-Filled 


Cushions 


Air-Tred and Air-Poise fashion shoes 
for women, of Goodyear Welt construc- 
tion, embody patented features that are 
said to impart exceptional comfort to 
wearers, These, we are told, are a 
springy, air-cell cushion between inner 
and outer soles (1); a cookie or arch 
pillow (2) at instep; and a cushion heel 
rest (3). Current offerings reflect pop- 
ular proven styles and materials. These 
shoes are sold to a protected list of re- 
tailers and are made by the Ault-Wil- 
liams Shoe Company, Auburn, Me. 
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EXCLUSIVELY... BY 


CONNOLLY 


Every Men’s shoe stock is more complete with several Soft leather styles . . . Connolly, 


on January 3-4-5-6, will spread a complete line of Kid and Kangaroo shoes for men .. . 

Characteristic of this specialized line is Comfort . . Corrective Features . . Style . . and Fine 

Construction . . . Focus your attention on Room 509 ... Then depend on our efficient and 

complete INSTOCK department to fill your needs quickly ...C. F. Englin... J. A. Schadegg 

... T. 1. Connolly ...R. W. Gibbon. ..R. Lahey... O. R. Blechinger . . . and I. A. Hall 
will be in attendance. 


CONNOLLY SHOE COMPANY STILLWATER, MINNESOTA 


WHEN YOU THINK OF KID OR KANGAROO -THINK OF CONNOLLY 
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28°20 f Shop in the Arcades of the 
Palais Royale. Paris. 1640. 


Cocs and PATTENS with extra high heels and extra high soles 
of cork, plain and covered, come out of a romantic past to capture 
the imagination of women who want something different. 


We, as originators of modern CLOGS and PATTENS, know best 
how to fashion them in cork, leather and fabric, with a skill that 
shapes thick cork soles and heels perfectly. 


For Evening Wear—in contrasting gold and silver, satin, etc. 
For Street Wear -—with suede and leather uppers, etc. 
For Beach Wear -—with leather and fabric uppers, etc. 
For Cruise Wear —with suede and colored leather uppers, etc. 


On display in Room 1303-A, Hotel Stevens, Chicago 


J. lM. MC. 4 Cy and Si OH 715 Broadway, New York City 
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See the ENNA JETTICK SHOW 
at the NATIONAL SHOE FAIR 







THE TIME: 





JANUARY 3, 4, 5 and 6 











THE PLACE: STEVENS HOTEL, Chicago—in Rooms 
718A, 719A, 720A, 721A, 722A, 723A, 
724A, 725A, 726A, 727A 








K 
< \\\l | \{H Dy THE CHARACTERS: Buford H. Jones, Charles E. Heckel, the 


salesmen from whom you purchase your 


\ at ( yy Enna Jetticks, and Enna Jetticks great 
NWOT 










wih troupe of Spring 1938 Beauties. 


Z Y/1 


@ This will be one of the most spectacular events of the Fair, 





with the Spring Enna Jetticks performing all the new fashion 





steps to a Theme Song of PROFIT! The largest, finest troupe 





Enna Jettick has ever sent out—under the expert direction of 


Buford H. Jones and Charles E. Heckel. Be sure to put this 







show first on your program. 


ENNA JETTICK SHOES, 


AUBURN, N. Y. 
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Dr. John Martin Hiss, B.Sc., D.O., M.D. 
America’s foremost and best known 
foot surgeon. 


Mr. James F. (Jimmie) Marshall. 
Shoemaker to America’s smartest 
shops. 


The collaboration of these men has pro- 
duced a new advance in shoemaking 
and fitting. 


FIVE FORUMS 


Conducted by Dr. Hiss in Person 


Jan. 3—Monday Jan. 4—Tuesday 
4 P.M. 10:30 A.M. and 4 P.M. 


Jan. 5-—Wednesday 
10:30 A.M. and 4 P.M. 


MOVIES OF DR. HISS CLINIC 


at Los Angeles 
LECTURES BY DR. HISS 


QUESTION FORUM 
ADMISSION BY APPOINTMENT 


Please make reservations at once. 


MARSHALL, MEADO\ 
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at the 
MARSHALL, MEADOWS & STEWART 
EXHIBIT AT THE SHOE FAIR 


Rooms 609-A & 612-A 
THE STEVENS 





In conjunction with his Los Angeles Clinic, Dr. 
Hiss operates one of the most successful shoe 
retailing operations in the world. You will find 
his dicussions as practical, constructive, and help- 
ful as they are dynamic and interesting. ‘ 

What are the principles back of his success? 


What are his methods of diagnosis, classification, 
correction and fitting? What has he learned of 
the market for a genuinely correct shoe service? 
Bring along your questions. He has the answers! 
Attendance is necessarily limited. Please make 
your reservation now. 


SEE THE WHOLE DR. HISS CLASSIFIED PLAN 


This comprehensive merchandising program is de- 
signed to fit each merchant’s requirements. In- 
corporating elements found in no other shoe-sell- 
ing plan, it goes far beyond the usual promotional 


measures and provides new service features that 
increase patronage. 

Dr. Hiss Shoes for men will be shown by Cole, 
Rood and Haan Co., Rooms 633-A and 634-A. 


FASHION WELT SHOES for AMERICA’S LEADING RETAILERS 


In this spread of styles of welt shoes for women, you will 
read the most accurate fashion trends in high grade lines. 
You will see many advanced details of fine shoemaking. 
You will see the reasons why so many of America’s smartest 
shops are so consistently successful with shoes styled and 
built by Mr. Marshall. 


Included in this display will be comprehensive showings 
of the famous Marshallaise Shoes with Styel Heel, and 
shoes built over Research Lasts. 





You'll find our exhibits high points of real interest in the 
progress of shoe merchandising. 


Besides Dr. Hiss we'll all be there to greet you— 


Rosert EMMET 
CLAYTON HULTGREN 


Weir STEWART 
James MARSHALL 
Eric ANDERSON 


MARSHALL, MEADOWS AND Stewart, INc. 
Ausurn, N, Y. 




















J 


(ws & STEWART, Inc. 
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Box Toes and Counters 


Box toes became of real importance 
to the shoe industry when the shape of 
the toes, particularly of women’s shoes, 
became a matter of style importance. 
This because it is the job of the box 
toe lastingly to reproduce the shape of 
the last over which the shoe is made. 

Of all the materials which have ever 
been used for box toes, therefore, 
leather is probably the best—and the 
least used, because, after being condi- 
tioned by being wet and worked to 
make them pliable, leather box toes 
must remain on the last until dry be- 
fore the rest of the shoemaking process 
can continue and this taken too long a 
time for this day and age. It is true 
that some manufacturers of spectator 
sports types for women and some men’s 
manufacturers still use them, but in 
most cases the box toe is of the compo- 
sition type—either thermoplastic or 
cellulose—also cork. 

The thermoplastic type, which was 
introduced not much more than 20 
years ago, is highly compressed felt im- 
pregnated with waxes and gums. As 
made today it is light in weight, can be 
readily conditioned or softened for use 
in the shoe factory by steam or the 
so-called electro-vapor process, will not 
deteriorate when exposed to moisture, 
dries quickly on the last and shows no 
tendency to distortion, which would, of 
course, ruin the shape of the toe. 

For precisely the same reasons the 
cellulose box toe is a positive contribu- 
tion to the shoe industry. These are 
somewhat higher in grade than the 
thermoplastic types and more expensive. 
There is no tendency to distortion and 
they, too, are impervious to moisture 
from the outside and to perspiration 
from the foot. 

All these so-called composition box 
toes are cut from sheets of the original 
material—sheets which may be of any 
required thickness, including the very 
heavy weights used in heavy duty work 
shoes. The reason that this thickness 
does not show as a ridge at the back 
part of the toe box is that they can be 
and are skived down to tissue paper 
thinness along those edges. This is one 
of the reasons, plus this material’s 
ability to hold its shape, which makes 
the reproduction of the shape of the 
last so perfect. 

Problems posed by the sandal type 
shoe and the shoe which has so many 
perforations that some appear even in 
the toe have been solved by box toe 
manufacturers. In these cases, of 
course, only the lighter weight boxes 
are used and box toes, as well as upper 
stock, can be perforated to pattern. 

Leather comes back more nearly into 
its own in shoe counters, in which it is 
used to an extent not found in the mak- 
ing of box toes. But here, again, we 
find, of course, that the leather counter 
is only as good as the leather of which 
it is made. Some of the lower grade 
leather counters, not possessing the in- 
herent strength to do an adequate job, 
are impregnated with glue or other and 
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Not 


No. 360—Black Boarded Calf W.T. 
bal oxford, Leather heel. 


No. 361—Same as above only in 
Brown Boarded Calf 
Leather. 


normal foot. 


sent on request. 





4, 


Excl 


ust IJ, hoes- 
Lut Shoes With € Selling “Feature 


Note the name on the arch-brace, 
visible to 
therefore, a 


Here is a line that retails at the popular prices the great mass 
of men like to pay for their shoes. 
flexible, 100% nailless, correctly cushion the foot, and the 
Arch-Brace properly supports a weak arch and comforts the 
Loyal repeat customers are a natural result. 
Catalog of men’s and women’s scientific patented Nu-Matics 
Beware of imitations. 


Salesmen: Choice Territories Open 


Molue Ln Ml alic 
CUSHIONED SHOES 






our customer’s eye; 
elpful selling feature. 








No. 365—Black Boarded Calf bal 
oxford, Rubber heel 


Nu-Matic Shoes are 





ed by 





7 





ROHN NU-MATIC SHOE MFG. COMPANY 
512 W. Florida Street, Milwaukee, Wis. 











similar substances, to give them the 
necessary degree of firmness. 

Better than a low grade leather coun- 
ter is the high-grade counter of fiber- 
board, one of the best known types of 
which is a combination of the fibers of 
hemp and flax. One gives strength and 
the other contributes resilience, or the 
ability to resume its original shape if 
accidentally distorted by pressure. 

There are a number of other mate- 
rials from which counters are made but 
practically all are fibrous in nature, like 
the class grouped under the name of 
pulp board counters. 


The job of the counter is to repro- 
duce the heel of the last just as the box 
toe reproduces the toe of the last; but 
it has an additional job in supporting 
the heel of the foot and sometimes, as 
in the case of the long inside counters 
found in correct and corrective shoes, 
of supporting as well, a portion of the 
instep. 

Needless to say, counters are made in 
all different shapes, sizes and weights, 
sometimes differing according to tne 
process by which the shoe is to be made. 
Their variety is almost legion. 
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THE G. EDWIN SMITH SHOE CO 


_Anounces 


THE WORLD PREMIERE 


Chern St 


THE SHOE OF THE HOU 


Presenting... for the first time...an innovation in smart 
shoes...combining ease and elegance through our exclu- 
sive “Charm Step” fit and comfort features...Truly the 
most exquisite styles we have ever created... Designed to 
meet the increasing demand of style conscious women who 
insist upon comfort plus chic... Destined to bring you 
profitable volume in the medium price field. 


See Our Premiere Spring Presentation 


_NATIONAL SHOE FAIR 


1065-6-7A, STEVENS HOTEL, CHICAGO 
January 3, 4, 5, © 


Designed and Manufactured by 


THE G. EDWIN SMITH SHOE CO. 


Makers of Quality Shoes Since 1898 
COLUMBUS, OHIO 

















Page 200 BOOT AND SHOE RECORDER, December 25, 1937 





D RSO 
WEDGE-BALANCED 









~ SHOES IN ALL THE WORLD 
WITH THESE PATENTED FEATURES 


Insulwhyte Bottom Filler . . . . «. « ~~ Pat. No. 2,096,511 
Metatarsal Button . . . . = .~. +. = «~~ Pat. No. 1,748,377 
ee Se eee 
Method of sealing channels . . . «. «Pats. No. 2,079,705—2,079,706 
Archlock Innersole . . . . . =~. =~ ~~ Pats. No. 1,981,101—1,984,576 


NATIONAL SHOE FAIR 
North Assembly Room 
3rd Floor—Hotel Stevens 


rue WALKER T. 


COLUMBUS 
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SHOES IN ALL THE WORLD 


WITH SOLES INSULATED 
AGAINST HEAT, COLD, DAMPNESS 


In Attendance 
W. T. Dickerson J.P 
J. G. Taylor R. H. Lewis 


DICKERSON co. 


H!O 
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SMARTER SHOES ... BETTER FEATURES... 
GREATER VALUES... FASTER SELLERS! 


HE PLUS values offered by Hug-Tite 

Quality shoes make them the fastest 

selling brand in many stores throughout 
the country. The season’s outstanding fashions 
.. . features that sell your customers and keep 
them sold . . . finer craftsmanship . . . and 
comfort that makes each pair feel as though 
it were “made to measure” —these are reasons 
why Hug-Tite shoes mean a bigger and more 
profitable volume for far-sighted dealers. 


Write for franchise details. TO RETAIL AT 


In Stock For Immediate Delivery i Fe AND Fe 


Take advantage of our very complete stock 


department which includes 75 styles. Sizes 
a ranging from AAAA to EEE. Twenty-four 


hour shipping service! 


THE CHARLES MEIS SHOE MANUFACTURING CO. 
Cincinnati, Ohio 
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ing YOU 


TO VISIT OUR ROOMS... 
718A, 719A, 720A, 721A, 722A, 
"723A, 724A, 725A, 726A, 727A 
Ce DUNN AND McCARTHY HEADQUARTERS 
: /) | at the 

STEVENS HOTEL, CHICAGO 
ft.« NATIONAL SHOE FAIR 
JANUARY 3, 4, 5 AND 6 





any 









@ Make a bee-line for our headquarters when you come to the 
Fair. You'll see a complete, brilliant line-up of Spring Fashion 


Welts and Fashion Welds that will send your PROFITS soaring! 
Buford H. Jones, Charles E. Heckel and a number of Dunn 


and McCarthy, Inc. salesmen will be there to welcome you 





and give you our slant on the Spring shoe outlook. 


FASHION WELTS ano FASHION WELDS 


DUNN ano Mc CARTHY, INC. 


AUBURN, N. Y. 
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COME TO THE CHICAGO STYLE SHOW AND SEE 
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"AIR-O-PEDIC SPRING SHOES 


WE'RE READY with another big new collection of 
Air-O-Pedics, the scientifically designed, corrective 
shoes that have comfort and real style. And this season, 
as in the past, this famous line of shoes promises to 
build good-will through satisfied customers — and make 
more profits for your store. Here are the reasons: 
Air-O-Pedics are styled to tie in with latest costume 
fashions. They're made of fine leathers with expert 
workmanship. And they come in more than 100 in-stock 
welt styles and a full range of sizes and widths. Prices, 
starting at $6.50, permit a generous mark-up. Ask the 
salesman about the Air-O-Pedic franchise, \ 
or write for information and catalogs. 
@ At the Chicago Style Show, January 3, 4, 5 -B- 
and 6, be sure to see the Air-O-Pedic exhibit | 


in Room 513, Stevens Hotel. 








NINE REASONS WHY AIR-O-PEDICS 
WILL INCREASE YOUR PROFITS: 


Correct fit: Air-O-Pedic 
lasts allow the ball of 
the foot to fall in its nat- 
ural position. 


2 Metatarsal arch sup- 
ported without strain. 


Air-O-Pedic Arch: Com- 
fortable, because it’s 
scientifically correct. 


Steel shank: Air-O-Pedic’s 
scientifically designed 
arch is preserved by a 
steel shank which will 
withstand a weight of 
300 pounds. 


5 Extra ease for cuboid 
bone: Ample room here 
worn og balances the 
weight between the ball 


and heel-tread, keeping 
the foot in a normal 
position. 


6 ReOPBedi shoes ht 
securely. No chafing and 


no friction to wear out 
hosiery. 


7 Non-binding vamp and 
throat line: Gives com- 
fort and relief at an im- 
portant point of pressure. 


8 Cushioned heel rest: Air- 
O-Pedic heel rest—a shock 
absorber at every step. 


9 Scientifically shortened 
back part. 





AIR-0-PEDIC 


SHOE COMPANY 
Brockton © Massachusetts 
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Progress In Feature Footwear 





[ CONTINUED FROM PAGE 186] 









fitting job, with whatever variations may be dictated by 
the style of the moment. 

Hence it is at least as much to this experimental work 
on the part of the last industry, as to the inbuilt fea- 
tures of corrective shoes, that shoe merchants of this 
country owe their opportunity to profit by the sale of 
these shoes. 

Assuming, then, a correct last (in fact, a series of 
them), what do we have in the way of features? There 
are shoes with special shanks to give support to the 
longitudinal arches of those who need it; flexible shank 
shoes for other types of feet; metatarsal pads or buttons ON DISPLAY 
to restore to their normal alignment the bones forming AT 
the so-called transverse or anterior arch of the foot, or 


to keep them in alignment if the foot is normal. There , NATIONAL SHOE FAIR | 


are long inside counters for instep support; cookies 
designed to do much the same thing. There are wedged ROOM 636 — STEVENS HOTEL 





















NATIONALLY KNOWN 


WOMEN'S FINE WELTS 














heels to correct or prevent pronation; cupped and even ‘ —— 
cushioned heel seats for comfort; cushioned and |- IN ATTENDANCE 
moulded innersoles and scores of others—not forget- | C. L. SPENCER C. F. GETSINGER 





ting the removable arch supports, insoles and anterior 








arch supports profitably sold as accessories in thou- E. |. GEDDES RAY GLASCOCK 
sands of stores. GEORGE UTLEY 

What do these accomplish? 

Almost without exception, in one way or another, For spring "Drew Arch Rest" shoes are finer in ma- 
they are designed to help the foot to function as it terials, more beautifully tailored and more balanced 
would if it were healthy and normal and not hampered in style than ever before and the shoes are priced to 






by shoes at all. They have to do with the proper dis- 
position of the body’s weight on the so-called weight- 





give Retailers a very liberal mark-up. 







bearing points of the sole of the foot; the cushioning | | thy 

of the tender foot against shock; anchoring the foot in | ETHEL 

the proper position in the shoe so that it can function Sinha Williaa: Geese eit 
freely without friction; supporting it where it has been torn, (Forty-five other hie i 
weakened by abuse or preventing it from being so | | in Stock.) ze 
weakened. 

As one scientist puts it: “A proper shoe is one that 
will let the foot entirely alone and at the same time 
furnish a balanced foundation upon which it can 
function.” 

Which is precisely what the correctly-designed and 
well-built 1938 feature shoe does, most magnificently— 
combining with these features, furthermore, a styleful- 
ness which leaves nothing to be desired. 

As we have emphasized in years past, this market for 
feature shoes is big and getting larger by the minute. 
Furthermore, it is the most satisfactory kind of business 
to have because it is almost sure to be highly “repeat” 
in its nature. It is easy, even theorizing about it, to see 
why it is that men or women, having received relief for 


the first time in years, through wearing shoes designed 
to alleviate the pains and discomforts with which they “ i 


have lived, should return for more of the same kind of > 














































\ TO RETAIL AT $6°° AND a ie | 


Advertising and Merchandising 
program mailed upon request. 


















shoes. 
Fortunately, however, we don’t have to theorize about 
it because there are plenty of merchants in the country : 
who have taken this problem out of the realm of purely Cy UPCw alion 





PORTSMOUTH, OHIO 
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theory, have solved it and have proved, in some cases, 
that they can hold eighty per cent of their feature shoe 
customers. Unanimously they point out that it is merely 
a case of doing a good job in the first place. 

One merchant who has made an intensive study of 
feet and the relationship between feet and shoes will 
not allow a salesman on his selling floor until he is 
thoroughly convinced that, not only has he the person- 
ality which goes to make a good salesman, but the 
expert knowledge without which he cannot hope to fit 
shoes properly and to explain their various features in 
terms which the customer can readily understand. 

This merchant, in educating his salesmen, uses the 
same method of foot classification as that used by some 
of the last manufacturers. There are five types, he ar- 
gues—the foot with the long longitudinal arch and cor- 
respondingly short toes; that with the short arch and 
long toes; the third, with medium arch and medium 
length toes; the foot with the high arch; and the foot 
with the low arch. He teaches his men how to recognize 
each type of foot and was, at one time, contemplating 
a further step to make it easier for them, by so ar- 
ranging his shoes in stock, that one section would be 
devoted to each type of last. 


HIE shows them how to detect metatarsal trouble; how 
to detect signs of weakness in the longitudinal arch; 
what pronation is and how it may be detected either by 
watching the customer as she paces the floor in trying 
out new shoes, or by examining her old shoes. 

This is an extreme case and, frankly, not entirely safe 
as a rule of general practice. If there is real trouble in 
a foot—well advanced abnormality of the kind which 
your instinct tells you had better be dealt with by a 
specialist, it is much better to say so. Beware of invad- 
ing the field of the orthopedist. 

There are various sources from which the thoughtful 
merchant can get his knowledge of shoes, feet and foot 
health. Chief of these sources, naturally, is the manu- 
facturer of the feature shoe, most of whom have pre- 
pared detailed literature which is authentic and can be 
telied on to give the whole story in easily understandable 
language. Other sources are libraries which have what 
is known as a periodical index—card records of articles 
appearing in general magazines on shoes and the care 
of the feet—some written by doctors and others by pro- 
fessional authors who base their statements on facts 
gleaned from the medical profession. 

There are, too, a number of books on the subject of 
feet and shoe fitting which are well worth while. Most 
of these have been prepared by orthopedic specialists. 

In this connection, and contrary to the opinion of 
many in the shoe industry, these books and articles 
contain little or nothing to which our industry can take 
exception. There may be, and probably are, differences 
of opinion on details, but, as we have pointed out in 
the past, the main points made—durable shoes of a 
shape which will not cramp the toes, which permit the 
free use of the muscles in walking, fit snugly at the heel, 





- 
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give a feeling of support under the instep and along the 
outer edge of the longitudinal arch—should have no 
trouble in getting themselves accepted. 

The eminently practical question now arises as to 
how these shoes should’ be sold to the public. In recent 
years there has been a lot of talk about “eye appeal,” 
by which is meant simply that people can grasp any 
given theory more readily if they see it in operation 
than if they have it explained to them in words. Why 
cannot this same theory be applied to the sale of shoes 
with inbuilt features? 

In other words, why can’t the merchant take a good 
sharp knife and cut enough holes in one of the shoes, 
the sale of which he is promoting, to expose those built- 
in features? There is nothing far-fetched about this. 
In fact, it is being done—and, in some cases, manufac- 
turers of these shoes furnish to their retail accounts 
either skeleton shoes or unattached duplicates of the 
features incorporated in the shoes. With these at hand, 
the retail salesman not only can explain their function 
but allow the customer to see for himself, or herself, 
exactly how they work, and what they look like. 

Cut-out or skeleton shoes of this type also have a 
logical place in the display window and one of the most 
effective means of using them (also about the oldest) is 
to place them in front of a window card, connecting the 
built-in features by narrow ribbons with short para- 
graphs or explanatory sentences printed on the card. 

But a word of caution is necessary at this point be- 
cause not all people to whom you will sell these shoes 
have feet which need corrective treatment. Assuming 
the presence of such a customer, it would be decidedly 
unwise to stress relief because there is nothing to relieve. 
The best possible sales talk in a case of this kind, assum- 
ing that the customer shows any interest, is to point out 
that the features are much in the same class as preven- 
tive medicine—that all they do, in the case of a healthy, 
normal foot, is to allow it to function freely and stay 
healthy. In case the customer shows no particular in- 
terest in the subject, then there is nothing gained by 
going into details—just fit the foot. 


ADVERTISING the feature show at retail is a matter 
to which not enough honest thought has been given. 
Entirely too frequently the claims made are extrava- 
gant. Also too frequently, the general appearance of 
the advertising—arrangement of illustrations, arrange- 
ment of type and style of type used—do not differ suffi- 
ciently from the type of advertising used in promoting 
the sale of high style novelties. 

To be impressive, any advertisement of the feature 
shoe, in which stress is to be laid on the features and 
what they will do for the foot, should have more of a 
technical appearance, as though addressed to medical 
men, for instance, with this important exception; that 
the copy should be phrased in such a way that ‘it can 
easily be understood by all who read it. Or it could 
be given more the appearance of an illustrated news 

[TURN TO PAGE 208, PLEASE] 











BOOT AND SHOE RECORDER, December 25, 1937 Page 207 





Scientific Features 


of PROPR-BILT Shoes 
Covered Under 


U. S. Patent No. 1-701-839 


iow O’Donnell Shoe Company have the sole I sy following dealers represent a partial listing 
rights to manufacture PROPR-BILT Shoes of retail distributors who are featuring PROPR- 
under U. S. Patent number 1,701,839 in ac- BILTS, America’s “Number One” Scientifically 


cordance with instructions so set forth. correct shoe for children: 


Loveman, Jecegh & Loeb Boston Shoe Sho 
Birmingham, 
Jno. J. Damrich , . M. _ 
Mobile, Ala. 
P : Wetherby- Ag & onse Company 
yh is a process as well as a construction eS at Rittenberser Company Be vey & i Company 
. . e e arlott 
patent covering the built-in Orthopedic fea- srold Shoe Comt Rosen Grifan hee Company 
tures found exclusively in the scientifically gy Monel Company 
designed and fitted shoes for children manu- 9 colorado 8} Springs, Colo. Potter Shoe ‘Com 
. roadhurst, Ine. . 
factured under the copyrighted name PROPR- Howland ‘ner tents Company > Cleveland Ohio 
BILT. Lena “Siieae ’s Bootery ‘Dayton, “onto ag 
Miami, Fla. Clouse-Stone Shoe Company 
Davison-Paxon Company 


NDER the law any manufacturer making or O aboaterd wate She, shop 
ille, In 


distributing and any retail merchant selling likes. Barre. Pa 

a ae ° “err . Wayne, Ind. ou Company 
any shoes infringing this patent is liable to Geo. J. Maratt Shoe ‘Providence, R. I. 
suit for injunction and damages, and any P*geuth | i 

* * . . - Peterson’s Sons Company 
such infringer will be promptly and vigorously ms venport ia wonile Beotery 
prosecuted. Des Moines, fowa The | Sectery 
a Anderson-Dulin- Varnell Co, 


Ott 
Knoxville, Ten 
r- os ‘Clothing Company Richard Storch Shoe Store 
John "Braitseh = Company is, Ten 





HIS warning is being issued because attention Sevenneh. cam 2 The White House Dry Goods Co. 


has been called to certain infringements on 


the basic Propr-Bilt patent, and it is our in- Praie shoe ai. 
s 


tention to protect America’s outstanding shoe Hashes Kohn & Company quitauston ree 


retailers who are now featuring this high grade Alvin Raibiit ine EiBrowaley, Ine 
: «om bifie £66; Martin P. Johnson Va 
line of correct scientific fitting footwear. Minneapolis, Minn. Fo fat & Company 
Field-Schlie, Ine. Terra as = 
St. Paul, Minn. 
Robinson Shoe Comonny 
Kansas City, 
Famous-Barr eater Gardner & Company 


PROPR-BILTS were the first truly correct shoe Moye lag wensllas Uateteis etere 
Billings, Mont. Wenatchee, Wash. 


for children and continue to lead the way. Haney’e, Shee Store Huege! Hyland Company 
Their enviable reputation for high quality ma- eheees Geeine Company 8. J, Greewor Shee Company 
terial and workmanship will be maintained to See the complete Propr-Bilt line on display at The National Shoe 


enhance their value as trade builders. ae eee 


O'Donnell Shoe Company 
Humboldt, Tenn. 


Seattle, 
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* * 
X WHILE IN CHICAGO. . 7% 
* for the National Shoe Fair Our New Popular Priced * 
¥ Bowling Shoes and Stitchdown Romeos, Sheepskins, Md 
* and Pla-Shus will be on display at our office: * 
\ 209 S. State Street 2 
x Howard Engquist, Representative x 
* * 
* Catalog sent on request. * 
x MONDL MFG. CO. : 
* originators of the Pla-Shu *. 
¥ OSHKOSH WISCONSIN % 
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Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 
MERCHANT’S SERVICE DEPT. 


209 So. State St., Chicago, Ill. 














item. The point is to put over to the reading public a 
dignified, sincere statement of what the shoe is, what it 
does, how it does it and why. 

Earlier in this article we mentioned the educational 
material on feet and shoes which is being fed to the 
general public. One of the most complete treatises on 
the subject, significant because it shows the importance 
attached to foot health by institutions vitally interested 
in the general health of the body, is contained in a 
twelve-page booklet entitled “Standing Up To Life” 
published by the Metropolitan Life Insurance Company 
of New York City. Under the sub-heading, “Feet— 
Foundation Stones of the Body,” we find this: 

“The feet are to the body what the foundation is to a 
building. If a stone slips out of place in the foundation 
of a building, a crack may appear in the topmost ceiling. 
If the feet become weakened or flattened, the effects may 
be felt clear to the top of the head. 

“Most foot troubles come from an improper use of 
the feet in standing and walking—sometimes an incor- 
rect posture is taken because of the pressure of an un- 
comfortable shoe, sometimes because of carelessness or 
ignorance. 

“In standing, point the feet straight to the front and 
place them from two to four inches apart. Support the 
weight on the outside of the feet. Frequently remind 
yourself of this correct position while standing by ‘grip- 
ping the floor’ with all the toes. This exercise lifts the 


- long arch and places the whole foot in a correct posi- 


tion. Standing for a long time in -this position is less 
tiring than when the feet are turned out or the ankles 
are allowed to bend in. 

“Shoes should be so made that the inner edge of the 
sole is straight. When the inner edge of the sole curves 
toward the middle of the toes, it crowds the toes and 
forces the great toe into an unnatural position. Shoes 
should be long enough and wide enough for the toes to 
lie straight and slightly separated. They should be 
roomy over the toes, and fit snugly around the heel and 
over the instep. 

“Take plenty of time when buying shoes. Try on 
both shoes of a pair. Shoes may seem to be comfortable 
when you stand with your weight distributed upon both 


feet, but when you throw all the weight upon one foot, 
the shoe may feel quite different, and you may find it 
not at all comfortable. 

“Some women say they must wear high heels to be 
comfortable. Yet high heels are undoubtedly the cause 
of many sore feet, aching backs and touchy tempers. 
They are frequently the cause of the falling of the front 
arch, painful callouses, contracted toes and corns. 

“High heels tend to tilt the body forward unneces- 
sarily in standing and walking. When that is done, the 
body must use muscular effort to hold itself upright. 
In doing so, the spine may be curved unnaturally and 
the abdominal organs thrown out of place. 

“Some persons may be able to wear high heels all 
their lives without injury or discomfort. Others may 
go for many years apparently unharmed. But usually 
a time comes, during or after middle life, when both feet 
and body rebel against unnatural treatment, and ail- 
ments of many kinds develop. 

“The feet must be carefully watched when the child 
begins to stand and walk, so that the delicate little bones 
shall not be bent, and the growing feet be deformed and 
made weak. Do not give too much encouragement to 
children to walk. Better walk late than too early. 

“If a child’s ankles interfere in walking by bending 
inward, the arches are becoming dangerously flattened. 
See a doctor to prevent serious trouble later. 

“Tt is important to teach a child to walk softly and to 
avoid pounding with the heels. He should also be- 
taught to carry the feet close together, toeing straight 
ahead and keeping the weight on the outer edge of the 
foot. Walking the street curb or following a narrow 
board in the floor helps a child to learn to control the 
leg and foot muscles, and trains him to walk on the out- 
side of the foot. 

“If children’s shoes are wisely selected, and their feet 
are regularly examined, minor defects can usually be 
corrected and future foot-comfort assured. Fortunately, 
the fashion in shoes for children today is the broad- 
toed, flexible shoe. If the children’s feet are normal and 
conditions permit, let the children go barefoot, and 
when you must shoe them, use sandals without stockings. 
A child with normal feet does not need high shoes. 
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No tacks, staples, 
cement or glue. Only 
the lasting tacks and 
nails for attaching 
wood heels are used. 


making possible all the advantages of a 


turn shoe with none of its disadvantages 


@ A REVOLUTIONARY IMPROVEMENT in shoemaking. 
Like a turn, it is a single sole sewed shoe with all the styling 
possibilities of turns. Yet unlike turns, it is lasted right side 
out, giving a perfect draft to the upper, eliminating strain 
and distortion. A double reinforcement of the steel shank 
piece is effected by having a lock stitch on both sides of 
the steel so that the upper, counter and leather shank 
piece are held firmly together beyond the breast of 

the heel insuring a perfect lock. The perfectly smooth 
forepart which has no insole is free from cavities 

and ridges due to seams. Thus the shoe bends in 


the forepart with the natura! bend of the foot. 


AULT-WILLIAMSON SHOE COMPANY 


‘oe fs i rod , | arey i Si; x4 


‘ an - 


Auburn ¢ Maine 


sisi 5 , fe va 


See the Air-Poise line at the CHICAGO SHOW - Stevens Hotel, Rooms 749, 750, 751 
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BD ISCUSSION of upper leather cannot be considered 
complete without tribute to the unceasing efforts of 
that branch of science known as organic chemistry, 
and to the tanners who have spent many hundreds of 
thousands of dollars in financing those chemists in 
their very frequently successful attempts to produce 
new and better methods of tanning, new colors, new 
finishes. 

It is perfectly safe to say that since the discovery of 
the chrome process of tanning back in the 1880's and 
the subsequent experimentation which resulted in the 
so-called “age of color,” the rate of increase in shoe 
production has been much greater than the rate of in- 
crease in population. Multiple pair sales in shoe stores 
and the whole success of the idea of the shoe wardrobe 
can be traced directly to the variety in upper stock 
offered by the tanners of the United States. It is obvi- 


ous that, without this variety in types of upper stock, 
this variety in color and in finish, no mere variety in 
pattern or last could possibly have done the trick. 

But the tanner, moreover, has accomplished more 
than that. Not only are these fast colors infinite in 
their variety, but the tanning process has developed 
along lines making for extra durability combined with 
softness and flexibility; and he has been enabled by 
research to speed up the tanning process so that quick 
changes in the mode will find him prepared to fill a 
demand which may come into existence almost over- 
night. 


CALF LEATHER 

FROM something no more complex than the skin of 
a calf which may have been from a few days to a few 
weeks old, evolves suede calf, full-grain calf leather, 


Photo Courtesy of Tanners’ Council of America 
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boarded calf, embossed calf, waxed calf (now rare), 
Russia calf and calf leather with a fine glace finish— 
all of these, if you please, in colors—and embossed 
calf appearing in as many different designs as there 
are facets to the imagination of the man creating those 
designs. Combine all these finishes, designs and colors 
with the various weights in which this leather can be 
had and you may just possibly get an idea of what the 
ianner has accomplished for the benefit of the shoe 
trade. 

Domestic calfskins come mostly from those sections 
of the country in which the Gairy industry has estab- 
lished itself. Calves, therefore, are a by-product of 
this industry and it is to this fact that the industry 
owes its plentiful supply of the skins from which calf 
leather is made. The calves are slaughtered when they 
are a few days to a few weeks old, long before the 
development of the animal has reached the point at 
which the skins would naturally become toughened. 
They are, therefore, very soft, pliable and fine-grainea. 
And yet the skin has the strength which is associated 
with skins and hides of all animals of the so-called 
bovine type. Other sources of the skin are southern 
Europe, Argentina and New Zealand. Exceptionally 
light-weight skins are sometimes imported from the 
Scandinavian countries of northern Europe and even 
from Russia. 


MOST calf leather used today in this country is 
tanned by the chrome process but to drop the discussion 
of tannage at this point would be to make it much sim- 
pler than it really is—also only a small part of the 
story would have been told. It is not to be assumed 
that the chrome process, as used in 1890, for instance, 
is the same as the chrome process or processes used 
today. Here again, organic chemistry has stepped into 
the picture and perfected any number of variations and 
additions, the use of which are governed by the use to 
which the finished leather is to be put. 

Skins which are to be made into suede leather, for 
instance, are treated differently than skins which are 
to be made into boarded calf, but these variations of 
the original tanning process are highly technical and 
no good purpose would be served by discussing them 
at length. It is sufficient to point out the fact that these 
variations have made possible better leathers, different 
finishes and a range of fast colors which the original 
discoverer of the chrome process never dreamed of. 
What he was after was merely some process which 
would make it possible to produce good leather in 
less time than was required by the older methods of 
tanning. 

Nevertheless, the older method—the vegetable tan- 
nage—is still used to some extent, making a piece of 
leather which will take an exceptionally high polish 
and which is not affected by atmospheric changes. This 
vegetable tannage is also known as “bark” tannage. 

In addition to being graded according to weight 
which, roughly speaking, means the thickness of the 
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leather, calf leather has another division which de- 
pends not on the weight but on the condition of the 
skin. We find, therefore, references to full grain calf 
leather and corrected grain calf leather. 

Full grain calf leather is made from calfskins which 
are entirely free from blemishes and imperfections. 
Shoes made from this leather show the characteristic 
calf graining in all parts of the upper. 

This careful selection, of necessity excludes a large 
number of skins which, while having superficial im- 
perfections, nevertheless can be made into durable 
leather for use in shoes of fair grade; and it is from 
these slightly imperfect skins that so-called corrected 
grain calf leather is made. Such skins go through the 
same tanning process until the finishing or seasoning 
stage is reached. Then these imperfections, small in 
area, are buffed very lightly, removing an almost in- 
finitesimally thin layer of the outer skin, or cuticle. 
This buffing leaves a smooth foundation for the season- 
ing, or pigment, of which a larger quantity is used 
than in the case of full grain calf. 

Either of these two types of calf leather—the full 
grain or the corrected grain—can be used in the mak- 
ing of suede calf, boarded calf, glace calf, or embossed 
calf. 

Boarding is a process by which leather is given a 
grained or creased appearance. To get this crease, the 
boarder (if the process is done by hand) folds the 
tanned skin so that grain surface lies against grain 
surface. Then, with a curved board which is fastened 
to his arm, he presses the leather along the fold. The 
fold is changed as the pressing process continues, with 
the result that a series of tiny, parallel creases are 
created. There are also two-way boarding and even 
three- and four-way. Two-way boarding is done first 
by creasing from the head to the tail of the skin and 
then from side to side. Three and four-way boarding 
are done by introducing diagonal creases in addition to 
those running at right angles. 

Then there is embossed calf, which was introduced 
to the shoe trade successfully more than ten years ago 
but which has traveled a long distance since then. In 
general, embossing is a term applied to the process by 
which is imparted to the finished leather a design 
which is not natural to that leather. Simulated reptile 

effects are a case in point, although any design can 
be used and frequently is. Press-plating is the name 
of the process by which the design is transferred to the 
grain surface of calf leather, or to any leather. A metal 
plate, bearing the desired design, is pressed against 
the leather with sufficient force to leave the design 
actually imprinted in the surface of the leather. 


THE leather is then dyed; and a second color, if two 
are desired, is usually applied by a process akin to 
spraying. Sometimes the spray is aimed so that only 
the high spots, or ridges, of the design receive the 
secona color. Sometimes the process is reversed so 

[TURN TO PAGE 214, PLEASE] 
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ROSEBAY 
WILLOW CALF 


A beautiful style leather that does 
not scuff. Shoes made of it retain 
their beauty of form and finish, 
and wear exceptionally well. Rose- 
bay Willow Calf shoes make satis- 
fied, steady customers. 





“Hi, Reg!—I’m just in from a three-mile hike, and the 
dogs are.a bit done in. I mean you should see them, 
really!!!” 

‘““Aw, Marge, does that mean that you’re cutting the 
prom tonight?” 

“Don’t be an old sil’, I mean ‘Mac and Blackie, the 
Scotties.’ I wore my Rosebay Willows and my dogs are 


rarin’ to go.” 


HIDE ADD LEATHER ComPany %Zzx- 
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that the valleys, or depressions receive the second 
color. 

There are many derivatives of this fundamental 
process. Stencils are sometimes used in coloring the 
leather, either in combination with the spray method 
or as a substitute for it. Or the entire job may be 
done by the printing process known as lithography, 
which is very similar to the process used in printing 
many-color jobs on paper for billboards, advertising 
car-cards, etc. 

Press-plating, however, is generally agreed to pro- 
duce the most lasting effect. 

Common calf finishes, other than suede, which will 
he dealt with later, are glace, satin-finish and mat. The 
last two are derivatives of the first and the first is 
achieved merely by a rolling process after the leather 
has been tanned and dyed. The roller in most common 
use is a machine-driven glass cylinder applied under 
high pressure; and it is this rolling which imparts the 
high finish characteristic of glace calf. The final step 
is taken with an electric iron with which wrinkles are 
smoothed and even more glaze imparted. Satin- 
finish calf is glace calf from which some of the original 
glaze has been removed by chemical treatment. Mat 
calf is satin-finish calf with still more of the glaze 
removed. 

The chemical treatment by which these changes in 
finish are accomplished in no. way affects the fiber of 
the leather; its durability is as great as before the 
treatment. 


KIP, ELK AND SIDE LEATHERS 


@NE step removed from calf leather insofar as the 
age of the animal is concerned, is kip. From the hide 
of the mature cow comes side leather. Practically all 
the types of leather made from raw calfskin can also 
be made from kip and many, even, from sides. 

Kip leather, in view of the consumer resistance to 
higher prices, has become increasingly important this 
Winter and many auxiliary lines of men’s shoes, made 
to fill this demand for a good shoe at a lower price, 
are now being made of kip, finished just as smooth 
calf is finished. While, of course, it is not as soft and 
supple as mellow calf, nevertheless it makes a very 
durable and even dressy shoe. 

Kip, however, is better known as the basis of so- 
called elk leather, used extensively in children’s play 
and school shoes and in sports and spectator sports 
shoes for adults, although the very light weights of 
elk of the best grade are sometimes made from calf- 
skins. This elk leather is made by a special tanning 
process which makes it soft, pliable and durable and 
gives it, in addition, a quality possessed by few leathers 
—that of drying out to its original softness after hav- 
ing been wet. 

Elk leather is made also from cowhides. Hence we 
have in the industry two entirely distinct types of elk 
leather—the first as has been said, used for children’s 
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shoes and for adult sports wear; and the second, known 
as “heavy elk,” used almost exclusively for men’s work 
shoes. In fact, so high is the percentage of this leather 
which is used for that purpose, that it has come to be 
known also as “work shoe elk.” 

Elk leather, whether that which is light in weight 
and made from the over-size calfskins knowns as kips, 
or whether made from cowhides, or sides, can be ayed 
just as calf leather is colored. In actual practice, how- 
ever, it is infrequently that the heavy or work-shoe 
elk is given colors other than black and brown, which 
are standard for the use to which shoes of this leather 
are put. And while this heavy elk is not water-proof, 
it frequently is made so when designed for hunting 
boots, for instance, by treating it with heavy oils and 
greases—a process which fills up the natural pores of 
the leather. This process must be repeated by the 
owner of the footwear after the boots have been ex- 
posed to a thorough soaking. 

Until recent years, by far the most popular. of the 
light elk leathers was that characteristically almost- 
cream-colored leather known as smoked elk. This color 
was the result of a combination of earlier tanning 
processes with a smoking process during which the 
tanned. skin was exposed to the smoke of certain 
woods. Its odor stamped it as genuine. Its odor, also, 
proved its eventual undoing, for while women and 
children liked the color, they didn’t like the smell— 
so tannery chemists went to work and evolved a 
method of getting the same color with aniline dyes. 
Today, smoked elk, when the term is used at all, which 
is infrequently, denotes a color rather than a tanning 
process. 

The same aniline dyes, or their derivatives, worked 
out by the chemists in their search for a substitute for 
smoking, have been applied to producing light elk 
leather in a wide range of colors. 


KID LEATHERS 


BBECAUSE this country eats beef and drinks cow’s 
milk instead of goat’s, the United States, which annual- 
ly consumes more than 200,000,000 square feet of kid 
leather, made from the skins of nearly mature goats, 
must depend for its raw material on several other 
countries. Thus we find kid tanners reaching out to 
India, China, South America, Spain and some of the 
Balkan states of Europe for the skins which are used 
in the manufacture of this leather. 

The current war in China, contrary to the belief held 
in some quarters, has not interfered with the gather- 
ing, sorting, packing and shipping of any considerable 
quantity of the skins from that section of the world, 
as large areas of China and that section known as 
“outer China” have not been at all affected. And even 
if they were, it is doubtful whether too deep a crimp 
would be put in the activities of the kid leather indus- 

[TURN TO PAGE 220, PLEASE] 
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MILLIONS OF PAIRS OF SHOES 
HAVE Proven It! 
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HOE manufacturers — retailers — and con- 
sumers have given Arrabuk a resounding 
vote of approval. Millions of pairs of shoes There is only one Arrabuk Fabric 
have been made with Arrabuk Swade Fabric— end © clone cantes this Seat of 
with 100% satisfaction right down the line. Approved and Tested Quality. 


Arrabuk Swade handles easily and profitably 
in the manufacturing process. Arrabuk Fabrics The Better Fabrics Testing Remember, Arrabuk is an ex- 
give a retailer his full margin of profit without Bureau—offcial laboratory of | <lusive. patented? shoe fabric 
sacrificing volume, price, style or quality. And = esr nar _— item Company. Its sensational suc- 

fat : aes . ssociation — has subjecte cess has inspir imitators— 
the consumer final judge has acclaimed the Arrabuk to the most grueling make sure you get the genuine 
ultra smartness and quality of Arrabuk-made eons ond Genentech. Hood Arrabuk! 
shoes. See the new Arrabuk Spring Colors eee 
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Write for new Sample Swatch Book showing smart spring colors. 


HOOD RUBBER COMPANY, INC. 


WATERTOWN, MASS. 





FULTON LEATHER GOODS CO. 
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Kangaroo—Cordovan— 


Reptile—Sharkskin 


These are grouped together, cer- 
tainly not because of any similarity 
but because they represent types of 
shoe upper stock not used in great 
volume. Each, however, has its own 
niche and none of them can be dis- 
regarded as factors in the world of 
shoes, 

Kangaroo leather as we know it has 
been in existence less than fifty years, 
made of the tanned skins of this Aus- 
tralian nuisance and measuring from 
two to twelve square feet in area. The 
smallest, naturally, are the lightest in 
weight, and of these very light skins 
some glove leather is made. Medium 
weight skins are used in the manufac- 
ture of men’s shoes, largely; and the 
heavier weights are used in athletic 
shoes. This leather is noted for its 
strength and durability, combined with 
suppleness. Moreover, it will not scuff 
and will take a brilliant polish. Weight 
for weight, it is the strongest leather 
in the shoe field. 

Cordovan also is always with us and 
has never faded out of the picture. It 
is made of horse-hide butts which are 
bark tanned by a special process and 
then “stuffed” with a paste of oils and 
fats to give softness and flexibility. It 
is an extremely durable leather, non- 
porous, takes a high polish and is quite 
expensive. Its place is in the field of 
men’s high grade shoes and while its 
natural color is rather light, it is al- 
most invariably colored with brown, 
cherry, wine or black dyes. 

Reptile leathers, as the name indi- 
cates, are made from the skins of alli- 
grators, watersnakes, lizards and a 
number of others. Though compara- 
tively new as a shoe leather, at least 
some of these reptile skins were used 
for bag leather nearly sixty years ago. 

The skins are tanned by a combina- 
tion of two different tanning methods, 
are then subjected to the fat liquoring 
process as many other leathers are, in 
order to achieve softness. After this 
they are glazed in much the same way 
as kid and calf leather, already de- 
scribed. Despite the thinness of some 
cf these snake or reptile skins, the 
leather made from them is remarkably 
durable. They can be had in their 
natural colors or can be dyed to give 
a basic color different from the natu- 
ral shade. 

Shark leather is not a misnomer. It 
really is leather made by tanning the 
skin of the shark and is used in the 
shoe industry almost exclusively for 
the toe caps of juvenile shoes where it 
performs yeoman service, frequently 
lasting longer, under severe abuse, 
than the rest of the upper. 





Expect Larger Volume on 
Brown and White 


MIAMI, FLA.—M. D. Streaker, man- 
ager of the three shoe departments in 
the stores of Phil Davis, Inc., men’s 





down 
your alley is 





because it is economical... 

yet it has all the beauty and 

durability demanded in good 

shoes. 30 colors . . . aniline- 
dyed ... color-fast . . . nap- 
sueded ... used by most man- 
ufacturers. 


SLATTERY BROS. 
TANNING COMPANY 
210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 














haberdashers, reports that men’s shoes 
for the coming resort season will run 
more to brown and white combinations 
than in the past. All white will be the 
leading shoe so far as volume is con- 
cerned and will run to about 40 per cent 
of total sales. Brown and white will 
be 30 per cent in volume; black and 
white 20 per cent and the two-tone 
tans, the remaining 10 per cent. This 
covers only the sports shoes. In plain 
colors Mr. Streaker is looking forward 
to an excess in brown over the all black 
shoe. The three stores, one on fashion- 
able Lincoln Road, one in Miami Beach 
and the other in Miami, are going to 
carry a wide number of models in 
sports shoes this season. Ten patterns 
of all white have been stocked, eight 
different styles of brown and white, and 
six of black and white. Ventilated 
shoes are very popular and there is 
plenty of detail to almost every model. 
Something new is a strap sandal with 
leather or crepe sole, for sports or 
beach wear. Pigskin is the best sell- 
ing leather in the all white shoe. 

There is a definite trading up all 
through the shoe picture. This shop 
has discontinued its $6 and $6.50 lines 
and is majoring on $8.50 to $14.85 
shoes. Shoes continue very ornate in 
design, says Mr. Streaker, and there 
is a tendency toward a broader tip. 
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both are evident in shoes 


of CORONA PATENT 
made by 
» BROS. la 


THREE NEW STYLES ON DIS- 
PLAY AT CHICAGO SHOW 


AT THE STEVENS HOTEL 
SUE... 


a distinctive, open- 
shank ankle strap ; \ ; 
sandal feature. : —— of craftsmanship make an exceptional product. So, when 


Exceptional care in the selection of materials and details 


makers of footwear as fine as Paradise Shoes select Corona 
Patent leather as properly matching their high style and 
value standards, it is indisputable evidence of superi- 
ority. Brauer Bros. Shoe Company, and manufac- 
turers everywhere find in Corona Patent all those 
qualities of finish, appearance and workability 

that are so essential to good shoemaking 


and saleable footwear. 


STRAND ... | an I BEEBE 


an outstanding san- Ee. ee 
dalized open-toe & 
SONS 


IRENE... . YA " INC. 

a cleverly designed / 

open-shank and | ey BOSTON 
open-toe vamp step- 


in with sleeve gore. - 
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WHITE GLAZED 
KING KID 
ca Definitely in Highest ‘Favor! 


Without doubt White Glazed King Kid—the kid of startling white- 
ness—is outstanding . . . the finest white available, with a light 
natural finish and distinctive, beautiful texture complementing 
perfectly modish ensembles. Ideal for shoes and pumps in today’s 
manner, White Glazed King Kid's flexibility and unusual elas- 
ticity make for comfort and style beyond compare. 

Offer your discriminating customers shoes of White Glazed 
King Kid . . . you'll make both friends and profit! 


* * * 





Those same customers will appreciate seeing shoes of White 
Suede King Kid, too—for it is the suede with a short, fine nap— 
the suede that’s buck-like in quality! 


WILLIAM AMER COMPANY 


PHILADELPHIA ESTABLISHED 1832 
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Can be cleaned 
readily — with 
brush, soap and 
water or benzine 
and similar 
cleaners. 


J. EINSTEIN, INC. 


ONE PARK AVENUE NEW YORK CITY 





GABARDINE 













THE important name in the fashion pic- 
ture today is GABARDINE. Trimmed 
shoes have made GABARDINE an out- 


standing success. 


No. 1460—fne twill GABARDINE— is 
the important number and quality,— it has 
a beauty, richness of appearance and wear- 


ing quality all its own. 








Sample books on request. 
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BUILD YOUR 


PROFITS THE 


» SURE WAY! 


1 the sure way, of course, 1s with men’s shoes of genuine 
»aroo._ Tanned by the Surpass Leather Co. Philadelphia, 
Richard Young Co., New York, and the Ziegel Eisman 

o., Baston, well styled shoes of Kangaroo for active, youthful 
wre each year more and more an integral part of the 

Nintcate-Timetacit Men everywhere who once wear shoes of 

k ingaroo want them always for their comfort ther wearing 

qualities, and for the high polish they take Retailers from 

the Atlantic to the Pacific seaboards have found that a well 
osen line of Kangaroo shoes has developed satisfied repeat 
ustomers, has given them an original PYate Marla Celal ekeyal getting 
idvertising theme to bring in new customers, has helped Ko) 
increase profits in every de- 

partment This year develop 

prestige FTare| profits tor your 

store by featuring men’s shoes 


fe) genuine Kangaroo. 


TANNED IN 


AMERICA 
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try, as by far the largest percentage of skins come 
from India. 

The fact that these skins come from great distances 
poses a problem which is not met with in calf leather 
industry. It is highly important that skins be pre- 
pared before shipment so that they will not deteriorate 
during their long trip from the sources of origin to the 
tannery in this country. 

In general, there are three methods of doing this. 
The skins are dry-salted (dried in the sun, rubbed with 
salt and then packed in bales); or they may be wet- 
salted (washed in a salt solution and packed in casks 
containing a preservative liquid) ; or cured, as is done 
in a few parts of India, by using native barks and 
earths. This third process does not properly preserve 
the skins and leather made from them is of inferior 
quality. 

Properly cured, however, goat skins, by the use of 
the chrome process of tanning, are turned into kid 
leather which is strong, very supple, extremely com- 
fortable, available in very light weights and possessed 
of a higher tensile strength than any other commonly 


.used shoe leather of equal weight. This accounts for 


the wice use of kid leather in so-called comfort shoes, 
corrective footwear, slippers and in all grades of 
women’s shoes in which lightness of weight is desir- 
able. The last few months, also, have seen an attempt 
made to introduce it more widely into the juvenile shoe 
section of the industry. 

Huge quantities of this leather, moreover, are used 
for linings. 

Speaking generally, and considering the use of kid 
over a period of years, more glazed kid is used than 
any other type. In recent seasons, it is true, there has 
been a large production of suede kid, but this is a 
fairly recent development. Glazed kid deserves to be 
given the most prominence in a discussion of the vari- 
ous kid finishes, not only because it is a finish in it- 
self, but also because it is the basis for most other 
finishes. 

After the skin is chrome tanned (and the chrome 
tanning process, by the way, was first developed by 
the kid tanners), the next move is what is known as 
staking. Originally, staking was the process by which 
the tanned skin was pulled back and forth across the 
bare knee of the staker for a period long enough to 
give it the required softness and suppleness. Nowadays 
there is a machine which accomplishes the same pur- 
pose, but much staking is still done by hand. 

After the staking process has been completed, an 
ingredient known as “seasoning” is introduced into 
the skins by means of a machine which presses it into 
the pores. The skins are then dried and glazing is 
accomplished by literally ironing the tanned skin with 
a solid glass cylinder which, exerting tremendous pres- 
sure, passes up and down over the area of the skin. 
An even higher sheen can be imparted by a finishing 
ironing process in which is used an ironing machine 
very similar to those used in commercial laundries. 

[TURN TO PAGE 224, PLEASE] 
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Customer . . I JUST love this little kid pump. It looks very new and smart 


~ to me, and it makes my foot look so dainty and small! Why 


is that? 


Salesman... Well, Madame, it’s because kidskin is so glove-like and supple 
that it conforms right to the foot. You notice this shoe has no 
perforations because it is already ventilated with thousands of 


tiny pores, which really makes the shoe air-conditioned. 


Customer. . Is that so! Maybe that’s the reason I never feel tired when I 
wear a kid shoe; and my husband insists there is nothing so 
flattering to any woman’s foot. I’ll take these, and by the way, 


who makes this beautiful kidskin? 


Salesman. . It is made by the Amalgamated Leather Companies, Inc., tan- 
ners noted for quality and right color in the production of kid- 
skin. You can always be sure of getting this type of leather in 


our shop. 


AMALGAMATED LEATHER COMPANIES, Ine. 


WILMINGTON, DELAWARE - > > 8460LD STREET. NEW YORK 
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If you thought color in shoes was important last year— you haven't 
seen anything yet! Colored soles? Of course! But not just a single 
color. This year, the soles on active play shoes will be dressed 


roy obo Adele lo) ol = Eb do) ob lore d Melo) (oh a: 


I've seen some of these shoes — and believe me, they'll sell. For 
two-tone soles do more than just brighten. Their contrasting colors 


— available, by the way, in any combination — really bring out 


the lasting line. Which, as every style-conscious shoe man knows, 
| 


| 


\ 


is one of the prettiest lines of a shoe. 


Expensive? Not at all. Tropical Colored Soles are made of 
Nutex — cotton fibers impregnated with latex. That’s why 
shoes with these soles—even in the volume price range — 
have a jaunty air of casual smartness that we've come to 


associate only with definitely more expensive shoes. 


We women want color—and still more color. And the really 
smart shoe men will give us what we want. That's why, so 
they tell me, a great many shoe lines this spring will feature 
Nutex Soled sandals in Tropical Colors. I understand that 
psample soles will be sent to any shoe manufacturer who 
’ writes to Dewey & Almy Chemical Co., Cambridge, Mass., 


or Montreal, Canada. 
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As in calf leather, this glazed kid finish can be 
modified after the glazing has been completed. If some 
of the “shine” is removed it is- known as satin kid. If 
more is removed it is known as mat kid. 

A development of recent years is crushed kid, so 
named because its surface is so filled with tiny wrinkles 
as to give the appearance of having been squeezed or 
crushed. When raw skins are selected for the manu- 
facture of crushed kid, a new chemical is introduced 
into the tanning reagents, the tanning process is com- 
pleted and then the leather is glazed. The finishing 
process, by which the wrinkles or grain is introduced, 
is done by a boarding process similar to that em- 
ployed in making boarded calf—the only difference 
being that less pressure is used. 

Kid leather today is noted not alone for its comfort 
and suppleness but as a style leather as well—this 
because of its wide range of colors, first developed 
in a modern way during the World War. It is almost 
literally true that every color of the rainbow can be 
imparted to kid leather and most of them have been, a 
fact which first made possible the use of two colors in 
the same shoe—the higher color being used most fre- 
quently as a trim, in sharp but very agreeable contrast 
to the color used in vamp and quarter. 

There are also gold and silver kid, used extensively 
for formal evening footwear and as trim with fabrics— 
these latter having a tannage of their own. 

Printed and embossed finishes also have been used 
and apparently there is no end to the variety of finish 
and design which can be achieved with glazed kid as 


a basis. 


SUEDE LEATHERS 


SUEDE is not a leather. It is a finish applied to 
several types of leather—calf, kid and cowhide splits 
being the ones most used in the shoe industry. This 
finish is by no means modern. Napped leathers (an- 
other name for suede and somewhat more nearly de- 
scriptive of its appearance) were used for various 
purposes, shoes included, many centuries ago and ex- 
amples ‘may be seen in the shoe museum of the United 
Shoe Machinery Corporation in Boston. Leather vests, 
or jerkins, were also made of this leather. 

But the suede of other days was far different from 
that of today. Modern tanning processes and the 
science of chemistry have worked vast improvements. 
Both tanning and finishing processes have been reduced 
to an exact science, and the resulting leather is soft, 
supple, durable, lasts well and makes a shoe which has 
been in high favor for several seasons and bids fair 
to continue in popularity. 

The first step in the making of suede shoe leather, 
no matter whether the basic skin be calf, split sides or 
kid is the chrome tanning process. Step number two 
is the staking process already mentioned in our dis- 
cussion of glazed kid. Staking is done, as has been 
said, by pulling the tanned skin back and forth over 
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the bare knee of the staker until it is soft and very 
supple. There is also a machine which serves much 
the same purpose, although much of the very highest 
grade suede is still staked by hand. 

Following the staking process, the leather is buffed 
with an emery wheel, after which it is carefully brushed 
to remove tiny leather particles and any dust which 
may have accumulated during the buffing process. Calf 
and kid leathers are buffed on the grain side (outside). 
Splits are buffed on the split side—not the flesh side— 
of the leather. 

Calf suede can usually be identified by its “superior” 
nap or finish. If you think in terms of velvet, for 
instance, you would say that suede calf has a higher 
pile and the highest grades of suede calf have a marked 
lustre. Kid, because the skin is not nearly so thick, has 
a shorter nap, but is soft to the touch. Suede split 
leather has a harsher finish than either calf or kid, 
although there have been improvements in recent years 
which now produce a much better piece of leather than 
was the case when it was introduced to the shoe in- 
dustry. 

Still another member of the suede family is “service 
leather.” Originally this name was applied to heavy 
cowhides which had been sueded or napped by a 
buffing process on the flesh side of the hide and which 
was used in making field service shoes for the army; 
but which is now applied to much of the heavy-weight 
suede calf used in men’s shoes. 

In common with all other leathers, suedes come in a 
wide variety of colors, weights and in varying degrees 
ef quality. Women’s shoes of suede, for instance, can 
be found in practically every price range. 

One objection to suede leathers, which it should be 
noted has been overcome in the better grades, is its 
tendency to “crock.” “Crocking” is merely the in- 
ability of the leather to retain the dye by which it 
has been colored, when it is subjected to a rubbing 
process. Leather chemists say that the use of the so- 
called aniline dyes will prevent this; and that the 
addition to suede leathers of powders or other filling 
agents designed to improve the cutting surface is apt 
to lead to “crocking.” 


PATENT LEATHERS 


PATENT leather emerged literally from the horse 
and buggy days, as the first use to which it was put 
in quantity in this country was in the manufacture of 
dashboards for buggies and sleighs—windbreaks to 
protect the feet on cold days and to keep ladies’ full- 
length skirts from ballooning upward and outward on 
windy ones. This patent leather, necessarily heavy 
because of the use to which it was put and the con- 
sequent need for rigidity, was made of bark-tanned 
cattle hide to which was applied as many as six coats 
of linseed oil finish—each application put on thinly 
and allowed to dry thoroughly before the second appli- 
cation was begun. 

[TURN TO PAGE 226, PLEASE] 
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It was not until the 1880's that this shiny leather 
was thought of seriously as a material for shoes. Early 
attempts were dismal failures. Cowhide grains and 
colt skin were used, but the thickness of this raw 
material, made even heavier by the many coats of lin- 
seed oil, produced a leather with about as much flexi- 
bility as a battleship. When it did flex, it cracked. One 
does not have to be much more than forty years old 
to remember the celerity with which dancing pumps 
of patent developed crevices across the foreparts. 

Today, there isn’t a patent leather on the market, 
with rare exceptions, which will not give good ser- 
vice and, for this perfection, again the industry can 
thank the industrial chemist who, taking advantage of 
the chrome process of tanning, has developed a tech- 
nique which makes it possible to utilize the modern 
equivalent of the older linseed oil treatment and, with 
the aid of pigments, to produce a patent leather in 
a variety of weights and in every conceivable color. 

By far the largest percentage of patent leather is 
made from side leather, but calf, kid, goat, horse hides 
and the skins of colts also are used in making this 
styleful product. 

The chief point to be kept in mind is that the modern 
patent leather is quite flexible, light in weight, durable 
and, given any kind of reasonable care, will not crack. 
It has been for years a strong contender in the style 
race—and probably always will be—because there is 
nothing which can quite fill its place. 


FABRICS FOR SHOE UPPERS 


THE point to be stressed, in any discussion of fabrics 
for shoe uppers, is that these fabrics today are specially 
woven for the purpose to which they are to be put. 
When fabric first came into the style picture in a 
hig way, not very many years ago, shoes of these 
fabrics were not satisfactory. It was found that fabrics 
woven for the garment industries did not have those 
qualities which make for good shoe uppers. There 
was too much stretch, for one thing and the maximum 
amount of durability was conspicuous by its absence. 
That has all been changed and the quality fabrics pro- 
duced today for use in shoes are infinitely better than 
they were. The service they give is eminently satis- 
factory. 

Chief among these fabrics, of course, is gabardine. 
This is a twill woven fabric, the appearance of which 
is familiar to every one in the industry. It may be of 
all worsted yarn (combed wool) or-it may be a com- 
bination of worsted and long-staple cotton. If the 
latter combination is used, the worsted yarn is used 
in the warp—those threads which run parallel with 
the selvage of the cloth—and cotton yarn is used in 
the filler, running at right angles to the selvage. It 
comes, as we know, in a wide variety of colors and is 
~ woven so tightly that its makers claim for it an 
almost water-repellent quality. Properly made and 
properly dyed, gabardine cloth in footwear can be 


BOOT AND SHOE RECORDER, December 25, 1937 


cleaned by brushing, or with soap and water, benzine 
or any similar cleaning fluid. 

Sail cloth is in the picture for next Summer and 
the name is as nearly descriptive as any that could be 
devised. However, the difference between the sail cloth 
used in sandals, for instance, and that used in the sails 
of a boat, is that the shoe fabric is somewhat lighter 
in weight and has a smoother texture. Manufacturers 
tell us it will not crack and the industry knows from 
the experience of last Summer that it takes a dye 
readily and is particularly effective in the clearer, 
warmer colors. Generically, this cloth might be clas- 
sified as a canvas, though it by no means resembles 
the popular conception of that cloth. It is more like 
duck and, in some cases, even finer in weave. 

Then there are printed fabrics, mostly of a cotton 
hase, which have been introduced to the shoe trade 
only recently and which resemble in appearance the 
cotton prints in Summer frocks. Here the resemblance 
ceases, however, as it is obvious that no printed fabric 
as light in weight and as lacking in tensile strength 
as that used in a printed cotton dress could possibly 
survive the ordeal of lasting, much less the strain to 
which it is subjected when an active foot is encased in 
the shoe of which it is made. Properly backed, they 
are quite satisfactory. 

Shantung, a silk fabric with a so-called “nubby” 
weave, is also used in shoe uppers and the popularity 
of the perforated shoe has made a decided place in 
the industry for the mesh types of fabrics. These can 
be woven with either a hard or soft finish. The meshes 
can be made as small or as large as desired; and by 
using special looms and special arrangements of warp 
and filler yarns, a wide variety of patterning is made 
possible. This mesh cloth is used for all-over vamps 
and quarters, also in combination with leathers. 


ELASTIC UPPER STOCK 


SEVERAL years ago, there was introduced to the shoe 
industry a new elastic yarn named “Lastex,” which 
could be readily woven or knitted into any type of 
fabric, and which has at least as one of its major char- 
acteristics a high degree of what might be called “elas- 
ticity permanence.” First used in smail areas in foot- 
wear, it rapidly made a place for itself also in the field 
of the sandal type of footwear, in which it appeared in 
a variety of colors, weaves and patterns. 

But more surprising still is its recent successful use 
in the production of what has come to be known as 
“elastic leather.”” Put in its simplest terms, what has 
been devised is a method by which this elastic fabric 
can be used to back up specially processed leather (or 
even other fabrics such as gabardine), producing an 
upper stock from which entire elastic shoe uppers are 
now being cut. The leather may be kid, calf or suede 
and the resultant product, it is claimed by its producers, 
makes possible a degree of comfort and a glove-like fit 
not possible of attainment in any other material. 








BOOT AND SHOE RECORDER, December 25, 1937 Page 227 


Left— White 
glazed kid ac- 
cents black pat- 
ent colt, designed 
by Weidner. 


Center — Vode 
white doeskin, 
No. 901, designed 
by Vamos. 


Right — White 
glazed kid and 
Marine blue kid, 





No. 137, by 
Vamos. 


Allied Kid Company Suggests Three 





Aubite Ways por Spring 


White Kid with Color 
All-White Doeskin or Kid 
White Kid as an Accent 


We recommend three white ways for profitable promotion 
next season—white as an accent, all-white in the classic sum- 
mer shoe, and white combined with color. As interpreted by 
Allied Kid Company in glazed kid and Vode Doeskin, white 
will figure largely in promotional plans for all types of shoes 
during the coming months. 





STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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LEE YIN FOO 


HAS WRITTEN: 


translated, 
says: 
“Man can live on whole rice and water — 


but the exquisiteness of pheasant breast adds 


more than meat to the Mandarin’s life.” 


SURPASS LEAT 
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Footwear in COLORS is bringing more to the 


American scene than merely colored footwear. 


Gayety..optimism..the desire of womer. for extra pairs of shoes in their ward- 
robes ..a happy spur to loosen purse strings ..a cocktail to warm men’s hearts 
against the hypnotism of worry—these can all be the products of the fashion 
swing and movement of today’s fair sex toward COLOR. 


Surpass SUEDE, tanned with the experience and skill of Surpass’s half century 
production of fine Kid, beautiful in its color trueness and impregnation, is 
giving the shoe manufacturer and the shoe retailer a range of color shades 
and variations that puts the use of color in women’s shoes on a practical basis. 





The trade looks to the tannery to furnish the material with which to stimulate 
and to satisfy today’s fashion-eager demand for colors. And surpass offers 
SUEDE KID in an ever growing list of colors, of which the following numbers 
seem most important at this time: 


No. 81 Carrot Tone . 91 India Brown 101 Fawn 
No. 82 Copper . 92. Bisquette . 102 Cardinal Red 
No. 83 Cubana . 93 Paris Grey . 103 Bordeaux 
No. 84 Spanish Tan . 94 Delft Blue . 104 Royal Purple 
No. 85 Brown Spice . 95 Dusk Green 
. 86 Marine Blue . 96 Scone Grey 
. 87 Rose Berry . 97 Smoke Grey 
. 88 Sand . 98 Parisian Blue No. 14 Pastel Green 
. 89 Sandstone . 99 Tuxedo Green No. 15 Pastel Pink 
. 90 Chateau Wine . 100 Cocoa Shell No. 16 Pastel Blue 


HER CC). PHILADELPHIA 


Black 
White 
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TOPPING 


iS THE VAME FOR 





made & 
. e > | rs a Po 
Nothing finer made in shoe fabrics — for long made in ¥ ani purposes , 
r $s oe ength 
clusivelY g tested stF 
° ° a 
fibre wool from Australia gives TOPPING a depth flawless “° 


and purity of color and a wearing surface that 







holds its newness, freshness and life — even after 


long cleansing and usage TOPPING Gabar- 





dine 100% Virgin Australian Wool. 





mM. PERKINS & €0., INC. 


47 WEST 34th STREET ° NEW YORK CITY 


$T. cours BOSTON CINCINNATI MILWAUKEE 
5. M. PERKINS, Ltd., MONTREAL, CANADA 











t 
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LASTS 


FOLLOWING the comfort line of thought, last makers 
have redistributed the wood in their lasts to make it 
conform to the shape of the human foot. They have 
changed heel shapes so that the heel fit will be well- 
nigh perfect. It was the last industry, as a matter of 
fact, which evolved the present-day combination mea- 
surements. In fact, they have gone even farther and 
determined that all normal feet of the same size do not 
have the same measurements—the long narrow foot 
and the short fat foot being extreme examples. Conse- 
quently, they have evolved lasts with these foot types 
in mind, which is why we hear shrewd merchants who 
have studied this foot problem say to a customer: “That 
last will not fit your foot as well as this one. They are 
both the same size, but this one will be more comfor- 
table.” 

Last makers also have evolved all manner of tests 
to see that newly-created lasts are right in every re- 
spect. Sample shoes are made in a range of sizes and 
tried on models, not for a moment or two, but over a 
period of days, during which they are given hard 
usage. One last manufacturer cuts peep holes in his 
sample shoes—one at the side of the heel base and one 
each at the inner and outer ball points. Through these 
he is enabled to study the foot in motion while shod 
with these model shoes. 

Lasts for corrective shoes are also a part of the last 
industry’s work and merely correct lasts, designed to 
keep the normal foot normal—a form of preventive 
medicine first thought of by the last industry. 

And these same manufacturers, or designers (call 
them what you will), have managed to incorporate all 
these corrective and correct features in shoes which 
have real style—shoes with graceful silhouettes, styleful 
toe shapes. They have kept abreast of the style times, 
even ahead of it. They are students of the garment 
industry and garment style trends because the shape 
of the toe is not infrequently influenced by the lines of 
the frock or its height from the floor. 

They have evolved different lasts for the making of 
shoes which are to serve different purposes. Sport 
shoes, as an example, are not made over lasts shaped 
as are the lasts for a formal evening sandal. It is more 
than merely a question of heel height—the whole dis- 
tribution of wood in the last is different to allow the 
foot the utmost freedom and the maximum support 
when it is in strenuous action. 

Space does not permit us to tell the whole story of 
what the last industry has done for the shoe industry. 
When new processes of shoemaking are developed, or 
adaptations of older ones, the last industry knows in- 
stantly whether or not new types of lasts will be needed 
and stands ready to supply them. In every way, the 
last maker keeps a jump ahead, not only of the style 
times but the technical processes of shoemaking, as well. 


~ 
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OUTER SOLES 


THERE are certain basic facts about sole leather 
which can stand almost unlimited repetition. The first 
is that all sole leather as we know it is made from the 
hide of the steer raised for its meat; and that the hide 
from which sole leather comes is, therefore, a by- 
product of the packing industry operating in this and 
other countries. That is basic fact number one. 

Number two is that the best sole leather comes from 
that section of the hide which covers the choicest cuts 
of heavy beef. In this part of the hide the fibers are 
closer together and more tightly interwoven than in 
any other. The section referred to is on both sides 
of the backbone, extending from a point back of the 
shoulder to a point forward from the tail. In front of 
this section, and extending also below it, is another 
section which yields a very satisfactory sole, though 
it is not the equal of the first. Beneath this second 
section and extending forward and up across the shoul- 
ders is the third section of the tanned hide from which 
soling material is made. 

Fact number three is that most good sole leather, 
although not all, is tanned with extracts from the barks 
of the oak, chestnut, hemlock and other trees. Union 
tannage is a combination of two bark extracts, such 
as oak and hemlock. The chrome process is also used; 
and the combination process, which, as the name indi- 
cates, is a combination of the chrome process with one 
of the bark extracts. 

Fact number four is that a good piece of sole leather 
must be free from imperfections of a kind which would 
result in loss of durability; and it must be firm, in 
order that a good edge may be obtained in shoemaking. 
This same firmness of necessity implies that, while 
flexible, it will be water-resistant, will hold stitches 
firmly, wear uniformly and hold its shape. 

Sole sorting is an important operation and one which 
is little understood by the merchant. After the hides 
have been tanned, they are cut into the rough shape 
of a sole, in pairs, either by the tanner if he happens 
to be in that business, or by cut-sole houses who do not 
tan, but buy the tanned hides and do their own cutting. 

The trick in sorting is to get “matched pairs.” By 
that is not meant two soles of the same size, but of the 
same weight and even from almost identically the same 
part of the hide. As has been pointed out, the fibrous 
structure of a steer hide varies in different parts of 
the hide and a single outer sole from one part, mated 
with one from another part, would mean a pair of 
soles one of which would wear out sooner than the other. 

There are also imperfections to be watched out for, 
but the cut-sole houses of the country have developed 
in their employees a degree of skill which makes mis- 
mating a very rare occurrence. 

However, leather is not the only soling material. 
How about the so-called “rubber” sole which isn’t 
really rubber at all, but a composition of fibers of one 
kind or another bonded with rubber or latex. 

[TURN TO PAGE 236, PLEASE | 
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THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO ST. LOUIS BOSTON 











SIMIPL +» SO EFFECTIVE... 


/ ; 


greater wood heel security 
can now be had et] 


The Tongue 


AT NO EXTRA COST I fetta 
(on most shoes) | Principle 


Covered wood heels have long been preferred for lightness and per- 
manently better appearance. Now, to these advantages of the wood 
heel, is added security . . . protection against the common failures 
which frequently have resulted in losses to the retailer through ad- 
justments, refunds, and customer dissatisfaction. 


Through application of the simple Breastlock principle, Mears has 
made a revolutionary improvement in the performance and satis- 


faction of wood heels. 


There are many reasons for ordering your shoes equipped with 
Breastlock Heels. They eliminate unsightly breaks across the 
sole at the heel lip—as illustrated on the opposite page—as well 
as ragged, peeling breast edges. Breastlock Heels, properly 
applied, do not kick back, or under. They strengthen the 
shank of the shoe. And with Breastlock Heels, any height 


“Cuban” heel is possible—and safe. . 
Hy oy Here is the Green 
Retailers everywhere are specifying Breastlock pg | under ‘Sole at Shank 


Heels . . . because they prevent customer dis- Breastlock Tongue. 
satisfaction . . . improve the value of 
shoes ... are a helpful talking point. 
Ask your manufacturer to use Breast- 
lock Heels. Despite their revolution- 
ary advantages they do not increase 
the costs of most types of shoes... do - 
increase your net profit. , W 3. 
€ a { The Breastiock Tongue 


slides snugly under 
the sole—like this. 


AT THE CHICAGO SHOW 
BREASTLOCK HEELED SHOES 
Will Be on Display - ‘) . 
By Many Manufacturers Broaniock gives max 


strength — thorough 


BE SURE TO SEE THEM ci satisfaction. 


F. W. MEARS HEEL CO. 
140 Federal St., BOSTON 


Factories at Lawrence, Mass.; Conway, N. H.; 
Auburn, N. Y.; Columbus, O.; St. Louis, Mo. 
Affiliated: Dominion Heel Co. 
Montreal and Quebec, P. 9. 
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Research in the rubber industry in recent years has 


done wonders in producing a long-wearing material 


and one which will hold stitches firmly. There have 


also been evolved composition soles of material other 
than fibers, as witness the durable, non-skid but smooth, 
suede-like sole of heavily compressed felt bonded with 
latex; and an even newer one—wool fibers similarly 
compressed and bonded. 

Also comparatively new is the cord sole, made on 
somewhat the same principle as automobile tires and 
in one of which types, the cords, iastead of running 
parallel with the surface of the sule, run at right angles 
to that plane, adding, it is claimed. not only to the 
durability of the sole but to its “non-skidability” as 
well. 

In this same field, we find another newcomer—a 
composition sole so treated as to be impervious to the 
chemical action of oils, gasoline, acids and other sol- 
vents for use on work shoes in industries where the 
wearers come in contact with those chemicals—a sole 
which combines with this quality, the added advantage 
of affording a substantial degree of protection against 
slipping. 

Still another angle to the composition sole is the ease 
with which it lends itself to what may be termed “bot- 
tom designing.” ~All of these designs have for their 
object to make the shoe non-skid; others combine this 
feature with the purely decorative; while still others 
have managed to make their identifying names or 
trade-marks a part of the scheme. 

Needless to say, these composition soles find their 
greatest fields of usefulness in the sports and spectator 
sports fields, although certain types are being given a 
trial in the field of street shoes, as well. 


Innersoles 


q OOD innersoles are just as important as good outer 
soles—perhaps more so. A good innersole, regardless 
of whether it be leather, the so-called latex-fiber type, 
or other composition material, must have sufficient body 
to hold the shoe in shape under every condition to 
which that shoe is exposed. It must be flexible and 
resilient and free from any tendency to curl, crack, 
shrink or harden. 

Until a comparatively few years ago, all innersoles 
were of leather. A great many millions are still. of 
leather and probably always will be as they are emi- 
nently satisfactory and have acquired a substantial 
following. 

Of these leather innersoles there are a number of 
types each designed to fill a specific need; and some 
which are combinations of leather with other materials. 
Processes of selection and grading have progressed so 
close to the point at which they may almost be referred 
to as an exact science, that the shoe manufacturer, or 
the merchant who details not only patterns and colors 
but hidden materials as well, can be sure of getting 
exactly the weight and grade desired. 
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Sole Sorting an Art in Itself 







































Sole sorting is very important because other- 

wise both soles of a pair may not give uniform 

wear. Photo courtesy of Kistler Leather 
Company. 


Flexible innersoles of the type used in welt footwear, 
Littleways, cemented shoes and McKays are cut, if of 
good quality, from the shoulder or bend of the specially 
tanned hide. In men’s shoes, grain leather is commonly 
used with the grain slightly buffed to prevent any 
tendency to crack. Splits are also used in some men’s. 
shoes if extreme lightness and flexibility are desired.. 
Much of the same types are used in women’s sport 
shoes. 

But there are also combinations of leather and duck 
for use in welts; split leather and buckram, used in 


McKays; grain leather (buffed) in combination with: 
light canvas; and split leather for use in McKays,. 
Littleways and cemented shoes—these having been: 


scored on the back to insure a maximum of flexibility. 


Of the latex fiber innersoles, there are two chief 


[TURN TO PAGE 264, PLEASE] 
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Look For THIS TAG 


@ 
THIS SHOE 
Is MADE WITH 


BARBGOR 


IMITATIONS “SZ BARBOUR Lp 


COST YOU CUSTOMERS 


The imitation of STORMWELT has rotted off. Try to pry a card between sole and rib—if it 
Your old and steady customer finds that _ is one of the many imitations of STORMWELT 
you sold him paper in his shoes. He won’t _ the card will slip in just as easily as grit and 
come back for another pair. STORMWELT is water Demand genuine STORMWELT 
the solid leather one-piece ribbed welt | from your manufacturer. It’s a fine selling 
that can’t rot off. It helps keep a shoe in ™- feature. Ask him to put STORMWELT 
shape ... but at the same time keeps ‘Np —— tags in the top eyelets of your shoes. 


moisture and grit from the vital in- We supply the tags free. Barbour 


Notice under the magnifier 
that genuine STORMWELT 
is a structural brace as well 


seam stitching. Test your shoes. — ssadamagainst moisture. Welting Company, Brockton, Mass. 


— 


Saver STORTNWILT 
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Shoe Construction Ingredients 


Cotton and Latex Used 


In Making Insoles 
= 


Lory 





+ 


The formula for Darex insoles, made 
by Dewey and Almy Chemical Co., of 
Cambridge, Mass., is pure, felted cotton 
impregnated (by Dewey and Almy’s 
special process) with latex—the sub- 
stance that has made possible so many 
chemical advances—and compressed 
into firm, springy insoles said to hold 
their shape under the hardest wear. 

The same company also makes Darex 
soles from tough wool fibers bonded 
together with latex—soles which are 
light in weight, quiet and slip-proof, 
we are told, and which are used for 
leisure-hour as well as for on-duty 
wear. 

And then there are active play shoes 
with soles of Nutex in Tropical colors. 
These new two-tone soles, available in 
any combination, bring out the color 
treatment of uppers. They put accent, 
too, on the lasting line, one of the 
prettiest lines of a shoe, 

For perforated shoes this company 
has developed Pepperell Vulcalining— 
actually vulcanized to the leather with 
Darex Vulcacement. This combination, 
the result of patient chemical research, 
is said to assure a permanent bond that 
actually strengthens the leather, a lin- 
ing that cannot wrinkle, move or fray, 
and perforations that are clean-cut. 

Darex welting, it is claimed, elimi- 
nates grinning seams, has great flexi- 
bility, is economical and adds several 
cents prepared to the appearance of 
the shoe. 

Darex heel pads, also made from 
latex-impregnated felted cotton, are 
said to have a soft, cushion-like re- 
silience, to be unaffected by foot per- 
spiration, not to curl or get “boardy” 
and stiff. Cut with clean, ravel-proof 
edges, Darex heel pads are economical, 
yet very satisfactory in appearance. 
All colors and grains are available— 
to match or contrast with the quarter- 
lining; and Darex sock linings, made 
of pyroxylin-coated felted cotton, have 
strength, comfort, and high quality 
appearance. 





Sole Sorting to Get 
Matched Pairs © 


The fiber structure of sole leather— 
unlike that of steel and other fabri- 
cated substances— cannot be closely 
controlled in production; yet the uni- 
form and satisfactory performance of a 
pair of soles is entirely dependent upon 
their fiber structure being uniform, a 
fact not unrecognized in the past, but 
only recently given sufficient emphasis 


in the consideration of shoe quality. 

The responsibility for matched qual- 
ity in soles falls first on the sole cutter, 
and is greatly concerned with matched 
fiber structure. For years the England- 
Walton Division, A. C. Lawrence 
Leather Co., have trained men to sort 
accurately by fiber, and so well do 
these men know the fiber structure of 
leather that they can locate on the hide 
the exact spot where a given sole was 
cut. The results of such training, it 
is said, are soles as closely paired in 
fiber quality as is possible, and capable 
of giving equal wear, equal support 
and equal trimness. 





Innersole Conforms to Foot 





For years shoe comfort has been in- 
terpreted in terms of length and width 
but now we have a so-called “third 
dimension” in shoe fitting—comfort 
depth—made possible by Onco, the new 
“self-conforming innersole.” Recently 
developed by Brown Company, Port- 
land, Me., from “Onco Base” (a 
patented new material made from a 
Brown Company purified cellulose), 
this new product is said to permit re- 
tailers to offer “old shoe” comfort in 
new shoe wear, for this new innersole 
conforms quickly to the individual 
shape of any foot. Onco is claimed to 
be permanently flexible, strong, dura- 
ble and to dispel moisture caused by 
excess foot perspiration. Moreover, 
its manufacturers say that Onco qual- 
ity is always uniform. 





Welts With a New Idea 





Welting has always been accepted as 
an important and essential detail in the 
assembly of Goodyear welt shoes, but 
in recent years it has found a new place 
in the sun. Style, novelty and sales 
appeal have become a factor in welting. 


New colors, patterns, pre - wheeling, 
Doubledeck, Stoutsole and primarily the 
widely used Barbour Stormwelt are 
said to have made welting a conspicu- 
ous item in shoe construction instead 
of merely a modified essential. A cross- 
section of a shoe made with Barbour 
Stormwelt is shown herewith. This item 
is known and used, it is claimed, 
wherever shoes are made by the welt 
process. Stormwelt is manufactured by 
the Barbour Welting Co., Brockton, 
Mass. 


Innersoles Tanned by 
Unusual Process 


Van Tan innersoles, it is claimed, are 
especially tanned to secure the exact 
qualities essential to perfect innersole 
performance, i.e., exceptional flexibil- 
ity —cushioning resilience — non-acid 
coolness — non - curling — non-cracking 
surface—long life. In Van Tan, these 
qualities are said.to be permanent be- 
cause they become a part of the leather 
from the very beginning of the tan- 
nage. Consequently, we are told, Van 
Tan innersoles add many valuable sell- 
ing and satisfaction points to the shoe 
which quite outweigh their slight addi- 
tional cost. Among these are mentioned 
greatly increased comfort from the 
very first step to the last day of wear 
—superior appearance—and longer 
life. Van Tan innersoles are the prod- 
uct of Van Tassel Leather Co., Nor- 
wich, Conn. 


Goring Now a Factor 
In Style Footwear 


It is the touch of the unusual in shoe 
styling that creates the greater per- 
centage of the season’s best sellers. 
Shugor, its makers say, has a quality 
appeal at its highest in every line of 
the surface treatments that can be so 
cleverly attained by the use of Shugor. 
Three vital factors, they say, have 
made this elastic webbing a fashion 
favorite the year round. They are 
style, comfort and strength. Shugor is 
made by Thos. Taylor & Sons, Inc., 
Hudson, Mass. 


New Wood Heel 


A notable development in heeling is 
the Breastlock wood heel employing, as 
it does, the tongue and groove leverage 
principle to achieve greater security. 
It is stated by the makers, F. W. Mears 
Heel Company, that Cuban type heels 
of any desired height can be used when 
the Breastlock principle is employed. 
Because of certain economies effected 
by the Breastlock heel in the shoe fac- 
tory, it is said that this improved heel 
is no more costly than ordinary wood 
heels on most types of shoes. 








BOOT AND SHOE RECORDER, December 25, 1937 


Page 239 


Theyre Friendly 


THE PIG THAT GOES TO MARKET AND BRINGS HOME THE 


“Soles” 


“BACON —*REPEAT BUSINESS 


Few look inside the shoe, but the foot lives there. 
Therefore, isn’t it possible that much of the repeat 
selling is done by the Selling Features—most impor- 
tant among them, the Innersole? 


Newflex Pigskin Innersoles are “Friendly” to the 


feet. For them they provide a porous, flexible and 
smooth walking surface. Thus, the foot can breathe— 
enjoy a snug and comfortable fit. A Tailor may fit the 


Customer, but the Shoeman fits the Feet. When sell- 
ing shoes, the Feet are the Customers. 


Many of the shoes displayed at the National Shoe 
Fair will be carpeted with Newflex Genuine Pigskin 


Innersoles. Ask your manufacturer, or if you’re not 
attending, write us for samples. 


SALES DEPT, 223 W. LAKE ST., CHICAGO. BOSTON—LYMAN P. GUTTERSON, 42 LINCOLN ST. PHONE—LIBERTY 1206 


EDGAR S. KIEFER TANNING COMPANY 
Tanneries at Grand Rapids, Michigan 
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New Types of Goring 
For Spring 





Hub Gore, the product of Everlastik, 
Inc., Chelsea, Mass., is produced in a 
variety of types, textures and colors. 
In addition to standard gores in use 
for years, produced in a variety of 
widths, there is the family of ventilated 
Hub gores. Under this category are 
found strictly fashion shoe materials 
such as vari-colored striped gores, tin- 
sel gores and umber gore. Also, there 
are gorings simulating suede, kid and 
gabardine. Leather-covered gore is an- 
other popular specialty. These versa- 
tile materials are credited with having 
stimulated shoe styling, making pos- 
sible many of the current fashions that 
would be impractical without goring. 





Unusual Strength Claimed 
For Fiber Counter 





The outstanding feature of a Spauld- 
ing counter, we are told, is the way it 
adapts itself to the exact lines of the 
last on which it is used. Unusual 
strength and resiliency are said to be 
possible because the Spaulding Fibre 
Company of North Rochester, N. H., is 
able to control its quality from the first 
selection of raw materials (hemp and 
flax) right through to the shank-fitting 
molds of the counters themselves. In 
manufacturing its own fiber . boards, 
Spaulding claims to be able to. pro- 
vide a quality and texture which allow 
for finely skived edges invisible in the 
finished shoe. 


Leather Substitute Made 
for Linings 

A leather substitute for vamp, quar- 
ter and sock linings known as “Dura 
Kalf” is the product of Respro, Inc., of 
Cranston, R. I. Uniformity and stand- 
ard qualities are said to make it a 
material of highest dependability. For 
it is claimed leather-like characteristics 
and appearance and ability to resist 
abrasive wear. Respro, Inc., also manu- 
facture Tufsta. This is a non-woven, 
non-fraying, dependable, reinforcing 
material for strengthening pattern 
weaknesses. These products are well 
known in the industry. 
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Develops Upper Fabric 


in Colors 


With stylists demanding colors as a 
trend for the coming season’s offerings, 
Arrabuk, an interesting fabric used as 
an upper material, gives promise of 
fulfilling all requirements expected in 
color, quality and workability. Arra- 
buk has many unique advantages of its 
own. It is not a substitute material— 
but a real, scientific contribution to the 
shoe industry. It is made by Hood Rub- 
ber Company, Watertown, Mass. 





Introduces New Spike for 
Golf Shoes 





The improved Phillips self-locking 
golf spike is now available to all manu- 
facturers desiring this special feature 
spike for use in their golf shoe line. 
Each spike locks securely into its own 
socket, the manufacturer says, and 
the further claim is made that the im- 
proved self-locking, corrugated edge 
grips firmly into the leather sole. To 
renew, simply unscrew and replace it 
with a new sharp spike. It is said that 
the spikes cannot loosen or push 
through the insole. The Phillips self- 
locking golf spike is made by F. C. 
Phillips Co., Stoughton, Mass. 





New Effects in Heels 
Of Leather Board 





“Spectro,” a new product created by 
chemical research and fabricated from 
the leather cuttings of shoe manufac- 
turers, contains 90 per cent leather 
fiber. As a result, it is claimed, heels of 
beauty, style, character and service, 
plus the known advantages such as 
lightness, strength and economy, have 
been made possible by its makers, who 
say they will not scuff, crack or chip 
and are easily refinished and repaired 
if necessary. For men and women, 
“Spectro” heels may be obtained from 
the George O. Jenkins Company, 
Bridgewater, Mass. 





1937 


New Soles for White Shoes 








The quality of Du-Flex soles and 
heels has never been lowered to meet 
an economic situation, it is claimed. 
For more than 20 years the resources, 
efforts and endeavors of the Avon Sole 
Company, of Avon, Mass., have been 
devoted exclusively to the production of 
these soles and heels. The new Du- 
Flex Nap sole with its suede-like fin- 
ish is said to be a leader in its field and 
the White Du-Flex Napline particularly 
meets the white demand for 1938. 





Tanning of Sole Leather 


Notwithstanding all that has been 
written on the subject of sole leather, 
the final chapter has not been pub- 
lished. Scientific minds are constantly 
at work on tanning processes, and 
changes may be expected through the 
years as progress is made. However, 
the fact remains that no process to date 
has been found to surpass the old- 
time, lay-away, vat-tanning vegetable 
method by which, among others, Kistler 
“Bench Brand” sole leather is made. 
This method gives serious considera- 
tion to the factor of time. Months 
elapse from the start to the finish in 
this tanning process with the result 
that the hide substance is said to be 
thoroughly and most perfectly con- 
verted into a sole leather that will ful- 
fill every service requirement. Kistler 
“Bench Brand” sole leather is made 
by the Kistler Leather Company, Bos- 
ton, Mass. 





Fifty-two Years in 
Last Business 





The Geo. E. Belcher Co., of Stough- 
ton, Mass., has participated in the de- 
velopment and origination of new 
trends in lasts for more than 52 years. 
Founded and situated in the heart of 
one of the best-known shoe manufac- 
turing districts in the country, with 
branch offices serving the industry na- 
tionally, this company is constantly 
collaborating with leaders in style and 
feature shoe development. Among their 
many contributions, this company 
claims, is their pioneering in the short- 
back last. Belcher lasts are said to be 
used by many of the country’s well- 
known shoe manufacturers. 
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PAOLA 





Good shoes well fitted pay best. How true and how essential it is 
that everything possible be done to create attractive footwear values. 
To this end we suggest serious consideration of all that fine sole leather 
can do to improve shoes and make them move at a profit. Particularly 
men’s shoes. Fine leather soles help make the distance to men’s busi- 
ness shorter. Men are aware of the importance of serviceability. They 
are unlikely to be shoppers after they find serviceability. 


KISTLER BENCH-BRAND 
SOLE LEATHER 


A BALANCED TANNAGE * 


is extensively used for men’s street, dress, sport and work shoes. As a 
buyer you have the choice of popular styles from many manufacturers. 
Prices will permit selections suited to your market and allow for turn- 
over to a wide circle of customers in a steady, profitable manner. We 
will be glad to help you contact those who can offer you men’s shoes 
with “BENCH BRAND” Sole Leather. Just write us that you’re 
interested. 
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THIS CHART REPRESENTS A 
SIDE OF LEATHER. THE PART 
USED FOR KISTLER “BENCH 
BRAND" SOLES IS ABOUT 13% 
OF THE WHOLE SIDE 
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— A NEW SELLING FEATURE 


the 34Dimension tn Shoe Siting 


COMFORT DEPTE 


Buyers, here’s your opportunity to cash in on the most 
sensational development the shoe industry has seen in 
years! 


It’s comfort depth . . . the ‘‘3rd dimension” in shoe 
fitting made possible by Onco, the new Self-Conform- 
ing Innersole. 


Your clientele will be quick to appreciate this new 
feature in your line. . . for here at last is an innersole 
that instantly conforms to the individual shape of any 
foot. “Old shoe” comfort in new shoes becomes a 
reality .. .an experience your customers will enjoy from 
the first time they try a shoe on. Onco is also perma- 
nently flexible, strong, durable . . . and quickly dispels 
moisture caused by excess foot perspiration. Moreover, 
its quality is always absolutely uniform. 
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The Onco Innersole mabes possible the 34Dimension in Shoe Filing 
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You can easily obtain Onco Self-Conforming inner- 
soles for your 1938 line now by specifying ‘‘Onco’’ on 
all shoe orders. Manufacturers will gladly furnish this 
superior innersole at no extra cost to you. 


How You Can Identify Onco 

These new Onco Innersoles all have the Onco trade 
mark plainly stamped over the surface. Placed there for 
your protection, it is your guarantee of “third dimen- 
sion” comfort. 
Manufacturers who haven't already received samples 
of the new Onco Self-Conforming Innersole are ad- 
vised to get in touch with any of the following Brown 
Company offices: Boston - New York - St. Louis - 
Portland, Me. In Canada: Brown Corporation, Mon- 
treal - Agents in countries throughout the world. 


and now... COMFORT DEPTH 


© 1937 by Brown Company 
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?’D RATHER HAVE SHOES 


| (Continued from page 93) 
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Consider the variety of materials they have used to 
make footwear appealing. The day-long importance 
of fabric. New highlighting of opened-up suedes for 
warm weather wear. The tailored smartness of calf, the 
feminine charm of kid, the Spring-like freshness of 
patent leather. Consider the colors. New blues, lighter 
and livelier. Bright browns and some dark browns for 
a high style revival. Black, both smart and practical. 
New high colors for occasional costume contrast. 

Consider silhouette interest—a definite swing to 
lower lines, accenting the pump, in new versions with 


winged flares and V-line throats, and the low step-in 
with new gore treatments. High lines contradicted by 
extremely airy openings. Diversity of heel heights to 
let women stride out easily—and beautifully—in walk- 
ing shoes and be their most feminine, pampered selves 
in dressy types. 

Here on these pages is a cross-section of to-be-desired 
shoes the market offers for the coming season. Will 
they be bought? Will they be promoted . . . and 
sold... with enthusiasm, with drama . . . for beauty’s 
sake, for profits sake? 





MERCHANDISE SOURCES 


For Shoes Illustrated in Fashion Section, Pages 87-102 


Susan and Shoes 
[See pages 88-89] 

1. Low-cut oxford in lizard with contrasting piping and 
underlay. Also suitable in calf, suede, or patent. Drell. 
2. Brown kid pump with suede ornament and vamp 
inlay piped in gold. Suede and patent combination also 
suggested. I. Miller. 
3. High-front gore step-in of white buck and brown 
calf with mesh insert on vamp. Grossman Shoes, Inc. 
4. Interesting strap treatment on this tailored high- 
front sandal with open toe in patent and gabardine. 
Suggested also in calf. Tupper. 
5. “Flight,” the V-throat pump. In calf or patent, or 
with different cut-out treatment, in gabardine. Schwartz 
and Benjamin—design patented. 
6. Gold kid with gold and white mesh for this closed 
toe evening sandal. Also possible in a silver combina- 
tion. Laird Schober. 
7. Linen resort sandal with open toe and heel in 
blue and white, or with other Summery color combina- 
tions. Delman. 
8. Dark suede sandal with mesh vamp and the open 
toe and heel appropriate to this type of shoe. Also in 
black mesh and patent, calf and mesh, and evening 
satin or brocade with metal mesh. Palter De Liso. 
9. Cross sandal in patent and suede with asymmetric 
trim and open toe. A patent and fabric combination 


also suggested. Stone. 





I'd Rather Have Shoes 
[See pages 92-93] 
Left-Hand Page 
1. Black patent winged pump trimmed with perfora- 
tions and white piping. Selby. 


Benw. S944 


2. Step-in of black suede with white underlay and pip- 
ing, and interesting perforation. J. & T. Cousins. 
3. Blue kid gore step-in with shirred dressmaker treat- 


ment over instep, and open toe and shanks. Boyd- 
Welsh. 


Right-Hand Page 

4. White buck trimmed with brown calf and perfora- 
tions. Leaf-shaped tongue. Irving Drew. 

5. Broad front-strap calf sandal lightened by open toe 
and constructed cut-outs. Walkover. 

6. Gabardine oxford showing interesting underlay of 
calf. Brown. 

7. Asymmetric braid trimming on a gabardine and 
calf oxford. Marshall, Meadows & Stewart. 

8. Step-in pump of gabardine and suede with tailored 
bow and perforations. Wohl. 

9. Perforated calf in the V-throat line. Shoe manu- 
factured by United States Shoe Corp., licensed by 


Schwartz & Benjamin to use their patented design. 
10. Cut-out designed to make unusual trimming on 
calf oxford. Vitality. 

11. Gabardine pump with sunburst trimming in patent. 
Empire. 

12. Flared perforated front and constructed cut-outs in 


interesting treatment of open-toed step-in in dull kid. 
C. P. Ford. 


13. Kidskin in a dressy oxford with high-pointed front 
and perforated vamp. Julian & Kokenge. 


14. Clever adaptation of lattice treatment to this gabar- 
dine and calf oxford with braid trimming. Krippen- 
dorf-Dittman. 
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We Help the Finest ame in Cotton 
To Bring You Better Shoes 


ARE 


VULCACEMEN 


| shoes are definitely here — 
and their lining’s no longer a problem. For 
two famous names have teamed up to give 
you a perforated shoe lining that’s right. 


The perfect backing for perforated shoes is 
Pepperell Vulcalining. This specially-woven 
Pepperell fabric will not fray or stretch, and, 
when used with Darex Vulcacement, can be 
vulcanized to the leather. The result is a 
permanent, leather-strengthening bond 
(extremely important) permitting clean and 








FABRICS 





clear-cut perforations. Once in place, this 
lining stays there—no slipping and sliding 
about. And, with comforting cotton next to 
the foot, the shoe feels definitely cooler. 


Many more people this coming season will 
be wearing perforated shoes. And—thanks 
to the combined research and close cooper- 
ation of the Pepperell Laboratories and the 
Dewey & Almy Chemical Company — they 
will be longer-wearing and more satisfying 
than ever before. 


DEWEY & ALMY CHEMICAL COMPANY 


CAMBRIDGE, 


MONTREAL, 


MASS., 


U. ) A. 
CANADA 
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COUNTRY SCENE 


[Continued from page 95] 





A country brogue in brown reversed calf with an 
attractive overlay on lace stay carrying back to quarter. 
From Florsheim. 


THE influence of the Norwegian shoe is to be seen 
in varying degrees in lasts and in the trims of several 
of the shoes illustrated. The trend towards squarer 
foreparts, which we have noted in the past in street 
shoes, is also reflected in sports types. 

There is a story in trims themselves. The use of two- 
tone fabrics in heavier, sturdy sport shoes (in colors 
other than white) is high-lighted with medium toned 
and contrasting darker fabrics. Then there is the use 
of black as a trim, with the mysterious gray that nobody 
seemed to sell, but everyone seemed to wear last year. 
The trend toward heavy trims and inlays of darker 
color, on more conservative types, meets a further ad- 
vance. A pronounced increase in the number of 
perforated types will, no doubt, be seen in fashion- 
acceptable shoes, in the better grades. 

You may look for an increase in fabrics, both in 
light-weight, closely-woven materials for light-weight 
shoes; and in sturdy, basket-weave fabrics, in colors 
other than white, developed in heavier type sport shoes. 
We are told that the number of colored, light-weight, 
washable suits already being cut for next Summer sell- 
mg is beyond belief, and you may be sure that they 
will effect still further. the sale of these colored fabric 
and mesh shoes. ° 

Elk and grained sides are on the increase in white, 
two tones of gray and in combination of smoked and 
tan elk. Darker tones of tan calf on white buck make 
up the better part of the combinations, while all-whites 
are to be seen chiefly in brogue patterns, plain-toed 
bluchers and plug oxfords with heavy red or crepe 
rubber soles. 


Merchandise Sources 
[See pages 94-95] 





1. Country shoe developed this year in rough peasant 
linen, with a heavy crépe rubber sole and reversed calf 
trim, making an interesting Scotch toe. From Edwin 
Clapp. 


2. With the biggest cutting of colored washables on 
record, it looks like a fine season for fabrics. Here’s 
the way Winthrop Shoe Company details a wing- 
lipped brogue in tan gabardine with light tan calf 
trim. 


3. Traditional saddle shoe in white buck with an in- 


teresting Norwegian tan saddle. From James A. 
Banister. 


4. The Norwegian pattern developed in white buck 
with tan calf overlay. From Freeman. 


5. Two tones of gray in an interesting heavy brogue 
with crépe rubber sole. From Jarman. 


6. A moccasin type, this time in beige elk trimmed 


with tan elk, featuring heavy crépe rubber sole. From 
E. E. Taylor. 


7. A custom brogue with tan calf trim. From Heywood. 


8. White buck bal with stream-lined perforations and 
tan calf tip and quarter foxing. From W. L. Douglas. 


9. All-white buck featuring a broad bal strap and black 
sole. From Geo. E. Keith. 


10. A white buck and tan calf combination featuring an 
interesting lace stay treatment with perforations follow- 
ing line of lace stay. The trim is a rich golden brown. 
From Nunn-Bush. 


11. Interesting perforations feature this white buck 
model. From Heywood. 


12. The bal strap again. This time in white buck and 
tan calf trim. The lace stay is also tan calf. From 
Stacy-Adams. 

13. All-white classic brogue with crépe rubber sole. 
From Heywood. 

14. Combination with a minimum of white so dis- 
tributed that it may be carefully cleaned. From Walter 
Booth. 
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Burdine's 


MIAMI ows MIAMI BEACH 


Fashions. 
presents the new 


stretchable leather 


self-moulded to the foot 


Just above, “Pianissimo,” a simple shoe with no fuss, 
its vamp idly twisting into a quarter, the quarter being 
held with a stretchable strap. In black patent, suede and 
rust. Upper right, “Corsica,” as new as the day after to- 
morrow is this shoe with a nice medium heel, a perfor- 
ated “halter” that gives to let the foot in, and a perky 
back tongue. In white suede and white or tan pig. 
Lower right, “Put and Take,” a new low-heeled shoe 
with stretchable cross straps and squared-off sections 
all around, perforated on the every other one. In pastel 
colored suedes with leather binding. 

The new stretchable leather wraps the foot in a sheath 
of living elasticity. A paper-thin backing of finely woven 
fabric, made with “Lastex” yarn, makes the leather elas- 
tic, corsets and comforts the foot into new lines of 
beauty. This is the amazing new shoe material invented 
in 1936 by Alfred Vamos, noted shoe designer, who 





as interpreted by 


WSeymour Sroy 


New York City 


: >, 


has assigned his rights in it to United States Rubber 
Products, Inc. The new stretchable leather as well as 
various stretchable shoe fabrics made with “Lastex” 
yarn are distributed to shoe manufacturers by Alfred 
Vamos, 450 Marbridge Building, New York City. 
The shoes sketched are part of a collection designed 
by Seymour Troy and shown by Burdine’s in its Spring 
Opening. Other beautiful shoes for Spring, in the new 
stretchable leather, under the labels of other famous 
shoe makers, are now available to the retail trade. 
For general information on the uses and advantages 
of “Lastex” yarn, always write to the address below. 


-.+THE MIRACLE YARN THAT MAKES THINGS FIT 


REG. U.S. PAT. OFF. 


An elastic yarn manufactured 
Rubber Products, Incorporated, 


Uy 


exclusively by United States 
1790 Broadway, New York City 
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Town Scene 
[Continued from page 97] 









An English five eyelet blucher featuring a circular seam 
on boarded calfskin with a very much smaller wing 
tip and shorter forepart. From Florsheim. 


I designed ventilated types you will sell in the better 
grades; but these perforations must be a part of the 
shoe and must be distributed with some respect for the 
shoe construction. 

While this photograph is in no sense a shoe ward- 
robe because of the duplication of certain of the basic 
types, with but slight variation, and also because of 
the fact that certain of the more formal types are miss- 
ing, it might well serve as a guide in selling a shoe 
wardrobe. It will serve to show the customer just how 
important the types illustrated are and the number of 
times they are repeated in a sample range from these 
represented American manufacturers. 

A detailed description and merchandise sources of 
the models illustrated follows. 











| Merchandise Sources 
/ [See pages 96-97] 





1. A blind welt, an outstanding example of fine Amer- 
ican shoemaking in a light weight, flexible town oxford. 


From Cole, Rood & Haan. 
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2. An interesting distribution of perforations on the 
forepart feature this tan calf model. From Curtis. 

3. Custom detailing marks this black oxford. From 
R. S. Freeman, Bootmaker. 

4. A tan thistle grain calf. ‘From Geo. E. Keith. 

5. Custom brogue in tan calf. From M. A. Packard. 
6. An outstanding example of the English custom 
brogue featuring rugged detailing. Notice especially the 
welted heel seat. From Edwin Clapp. 

7. Custom detailing on a black calf town oxford. From 
James A. Banister. 

8. An extremely slim looking bal type developed in 
tan calf. From Nunn-Bush. 

9. A custom feeling introduced into a tan calf brogue. 
Winthrop Shoe Co. 

10. Pigskin is definitely in the picture for Spring. It 
is developed here in a typical town brogue. From 
Heywood. 

11. A slightly smaller tip and larger perforations fea- 
ture this light tan calf oxford. From Jarman. 

12. Black calf custom brogue. From Johnson & 
Murphy. 

13. The important town blucher developed in a simple 
black calf model. From Stacy-Adams. 

14. Wine colored calfskin carries the Cordovan color 
trend into Spring. From Hanan. 





Lathes That Turn Lasts 


WHILE the lathe which is used in turning wood 
lasts over which shoes are made is one of the most 
ingenious machines used in the shoe and allied indus- 
tries, nevertheless, it is relatively unimportant to the 
merchant who is rightly more interested in the lasts 
themselves, what has been done to improve them over 
a period of years and what may reasonably be ex- 
pected in the future. 

But the lathe cannot be dismissed without a brief 
description. Stated as concisely as possible, the last 
manufacturer has one last—the model last—made en- 
tirely by hand. This is then fastened in position on the 
lathe. A block of wood is fastened in another position 
and a swiftly revolving knife, following the pattern 
presented by the model last, eats into the lump of 
wood, faithfully reproducing the model. Furthermore, 
there are adjustments on this lathe by which it can be 
persuaded to turn out an entire run of lasts in all 
sizes and widths from the single model which is its 
guide. As a matter of fact, this is not done in actual 
practice, as inconsequential errors in the model last 
have a tendency to exaggerate themselves in the larger 
sizes. Careful last manufacturers, therefore, make sev- 
eral different-sized model lasts—as many as five for a 
complete run of sizes—and thus insure themselves, 
their customers and the public against any danger of 
misfitting. 
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Duflex ‘‘NERVY”’ 
CREPE SOLES 


for 


DISPLAYED 
AT THE 
CHICAGO 
SHOE 
FAIR 


ROOM 803A 
HOTEL 
STEVENS 


AVON SOLE COMPAN 


Mt/ AVON, MASSACHUSETTS 
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MERCHANDISE SOURCES 


For Shoes Illustrated in Fashion Section, Pages 87-102 

















\.\ 








The Spring Term Opens 


[See pages 100-101] 


1. All-white genuine buck wing-tipped brogue type 
oxford with leather sole for dressy wear. 

2. Popular saddle oxford in white sueded leather and 
smooth tan calf, with rubber sole. Both from Ger- 
herich-Payne. 

3. Perforations an important feature of this leather- 
soled white calf oxford. 


4. Plain toe blucher type in sueded leather with crépe 
sole. Both Skyrider shoes from Belle Meade. 


5. White elk with tan wing tip and fox, and crépe sole. 
Endicott-Johnson. 


6. Single-strap sandal with perforations and cut-outs, 
a little girl’s party shoe, suitable in kid or calf. 


J. Edwards. 


7. Classic monk type given fresh interest through the 
use of perforations, cut-outs, and a slashed trim at 
throat. Suggested in reversed or smooth calf, or 
patent. Roberts, Johnson & Rand. 


8. Interlaced strippings of leather dress up this T- 
strap sandal for a girl’s best shoe. Suitable in calf or 
kid. J. Edwards. 


9. Combination of white sueded leather with tan calf 
trim in a smart monk shoe for growing girls. Suggested 
also in kid suede. Vitality. 


10. The ever-popular saddle oxford, white elk with 
brown calf saddle, suitable for boys and girls of all 


ages. O’Donnell. 


11. White elk in a moccasin type oxford, ventilated 
with perforations and cut-outs. Pied Piper. 


12. The same treatment on this white elk oxford for 
the smallest walkers. Elam. 


13. Baby’s boot in perforated elk, white or smoked. 
Mrs. Day’s Ideal Baby Shoe. 


14, Something new in stutdy play shoes for small boys 
and girls—a scratch proof water buffalo oxford with 
wing tip and rubber sole. O’Donnell. 


15. Girl’s moccasin type elk oxford with concealed 
tongue. Careful detailing shown in pinked edges of 
tongue and perforations. O’Donnell. 


16. Brown calf moccasin type oxford with character- 
istic trimming treatments in cut-outs, perforations, and 
pinking. Dr. Posner. 


17. Girl’s dressy T-strap in black patent with cut-outs. 
Zulick. 


18. Saddle oxford in two tones of elk for boys and 
girls. A. S. Kreider. 


19. Black patent sandal with large front strap, a suit- 
able dress shoe for a small child. Endicott-Johnson. 


20. Tie-strap in perforated calf, an attractive pattern 
for a little girl’s dressy shoe. Walkin. 


21. Two tones of elk in another play oxford for small 
boys and girls. Curtis, Stephens and Embry. 

22. Straight tip on an elk oxford. Roberts, Johnson & 
Rand. 

23. Brogue type with wing tip in Norwegian calf. 
J. Edwards. 


24. Blucher in brown calf with wing tip. Brown 


Shoe Co. 
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ENGLISH CUSTOM HEEL 


VEN the finest shoe Manufacturers who offer 

made acquires new you shoes thus fitted are 
distinction when fitted doing their utmost to 
with this new EnglishCus- make your selling job 
tom Heel by Goodyear. easier. 


FIVE-STAR-FEATURES! 


% Assembled on wood core base, which eliminates necessity 
of cementing—makes tighter uni prevents spreading. 








% Can be spanked on, slugged on, or attached with 
wood pegs. Looks like part of the shoe. 


* Distinctive design eliminates need of left-and- 
right application. 


* Non-skid—will not become slick. 


% High-grade both in quality and appearance. 





YOU ARE INVITED to visit Goodyear’s display at the National Shoe 
Fair — Room 702A, Hotel Stevens, Chicago, January 3rd to 6th 


THE GREATEST NAME IN RUBBER 
SS 


Ta) 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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RIGHT NOW! 


It’s never advisable to overlook 


NEW SPORT OXFORDS AND SANDALS 


by 
Cambridge 
Styled with that Cambridge zip and originality . . . new 
developments you never saw before .. . also, the lighter, 
cooler, more comfortable Air-O-Flow Midsole . . . other 


patented, improved construction innovations . . . all des- 
tined to give Cambridge dealers a lead on the field. 


BIGGER PROFITS FOR YOU! 


Right now . . . . while in Chicago see the line at 


CHICAGO OFFICE 
317 W. MUNROE STREET 
Telephone: STATE 4656 


or write or wire our nearest branch 


CAMBRIDGE 
RUBBER CO., CAMBRIDGE, MASS. 


BOSTON—NEW YORK—CHICAGO—ST. PAUL 
CAMBRIDGE RUBBER LTD. 
MONTREAL, P.O... . ST. REMI, P. 9. 
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The 34 years’ accumulated experience 
of Dr. William Scholl in designing 
shoes, appliances and remedies for the 
relief and correction of foot troubles is 
dramatically told in his new moving 
picture with sound, just released. The 
production is in keeping with the pro- 
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Experience Points the Way 


gressive spirit which has always domi- 
nated both Doctor Scholl and _ the 
organization which he has built. 

The film portrays the many advan- 
tages accruing to the shoe man who 
is prepared to cope with the multitude 
of foot problems which he encounters 





STETSON hens hake Scuflless Heels 





Shoe Heels covered with “PYRAHEEL” 
won’t crack, check or scuff. And they’ re always 
uniform—you can depend on that. Why not 
look into Scuffless “PYRAHEEL” for your 
shoes? You'll find that customers prefer them. 


E. 1. du Pont de Nemours & Co., Inc. 


Plastics Department 


The Heels 


are 
SCUFFLESS 






+ Arlington, New Jersey 


Industrial Division 





1937 


in his daily work and is in position to 
render an efficient foot comfort ser- 
vice. The RECORDER’S slogan “Profits 
Through Promotion for 1938” could be 
fittingly applied to this sound picture. 

The story traces the development of 
footwear from the dawn of civilization 
down through the centuries to the pres- 
ent time. The film is intensely interest- 
ing and educational and helps the man 
or woman on the fitting stool solve 
many of his or her most perplexing 
problems. It points the way to the 
building of a bigger and better shoe 
business and how additional profits can 
be made in the retail store. 

During 1938 Scholl representatives 
will carry a complete equipment for the 
showing of the picture in individual 
shoe stores for the benefit of dealers 
and their salespeople. 

Every shoe dealer is cordially in- 
vited to see and hear this remarkable 
production. Special showings will be 
made during the National Shoe Fair. 
Full particulars may be obtained at 
the Scholl Booth. 





C. F. Danner Chairman of 
Boston Community Fund 


Boston, Mass. — Carl F. Danner, 
President of the American Hide and 
Leather Company, has accepted the 
chairmanship of the Shoe and Leather 
Division of Industry and Finance in 
Greater Boston’s 1938 Community 
Fund Campaign which runs from Jan- 
uary 24 to February 8. 

Mr. Danner is looking forward to 
highly successful results in his indus- 
try. 

“I am sure,” says Mr. Danner, “that 
officials in the shoe and leather indus- 
try, as well as employees, know more 
about this Community Fund for human- 
ity and human needs year by year, and 
I am confident that our returns for 
the 1938 campaign will be creditable. 

“Not only does the Community Fund 
help 106 hospitals, health and social 
agencies in 44 cities and towns of 
Greater Boston, but it promotes the 
good neighbor idea among those who 
give. It makes a better and safer 
community, and under the centralized 
collection system, contributors are 
spared numerous appeals and the cost 
of administration is much less than 
if many organizations are asking for 
money at the same time. 

“TI have a capable group of chairmen 
to help me and I feel certain that our 
section will go over the top. 

“Ralph Pope, as division vice-chair- 
man, and Albert F. Blunt, Jr., Joseph 
T. McCauley, and Davis N. Ripley, as 
group chairman, already have agreed 
to assist me, and it is certain that 
others prominent in the shoe and 
leather industry will accept appoint- 
ments as soon as they are approached.” 
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APPRAISING THE 





BOOT AND SHOE RECORDER, December 25, 1937 


SHOE INDUSTRY’S 


NEW RECORD YEAR 


[CONTINUED FROM PAGE 117] 


been transferred to women’s shoes. This probably 
accounts for the relatively low per capita demand for 
misses’ shoes in recent years as compared with ten or 
fifteen years ago. If there has been a similar overlap- 
ping with respect to boys’ and men’s shoes, however, it 


certainly has not been sufficiently important to have 
any great effect on the men’s shoe volume. It seems 
more likely that in the boys’ shoe field the growing use 
of “sneakers” and such types of footwear has been the 
primary cause of the lower per capita demand. 





TABLE IV 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MISSES' AND CHILDREN'S SHOES 


TABLE VI 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF INFANTS' SHOES 








(000 Omitted) (000 Omitted) 
= Production Estimated Consumption Production — Production Estimated 
5 to i : Misses’ Shoes Consumption Per Capita Per Capita 5 Years Infants’ Shoes Consumption ra May ey 
1921 11,062 35,066 33,053 2.99 3.17 1921 11,671 17,379 17,379 1.49 1.49 
1922 11,202 39,442 36,016 3.22 3.52 1922 11,724 23,939 20,658 1.76 2.04 
1923 11,337 40,136 37,958 3.35 3.54 1923 11,776 27,015 25,477 2.16 2.29 
1924 11,467 35,694 36,437 3.18 3.11 1924 11,807 23,823 25,419 2.15 2.02 
1925 11,594 38,691 35,741 3.08 3.34 1925 11,804 24,587 24,205 2.05 2.08 
1926 11,715 38,577 37,570 3.21 3.29 1926 11,788 24,014 24,301 2.06 2.04 
1927 11,835 39,650 38,023 3.21 3.35 1927 11,729 24,542 24,278 2.07 2.09 
1928 11,948 37,136 37,794 3.16 3.11 1928 11,666 23,834 24,188 2.07 2.04 
1929 12,058 39,927 37,961 3.15 3.31 1929 11,562 23,750 23,792 2.06 2.05 
1930 12,208 32,037 35,727 2.93 2.62 1930 11,481 18,558 21,154 1.84 1.62 
1931 12,246 34,308 33,044 2.70 2.80 1931 11,265 18,546 18,552 1.65 1.65 
1932 12,270 33,600 33,914 2.76 2.74 1932 11,059 15,653 17,099 1.55 1.42 
1933 12,305 33,180 33,345 2.71 2.70 1933 10,785 18,578 17,115 1.59 1.72 
1934 12,339 34,520 33,869 2.74 2.80 1934 10,468 19,451 18,515 1.77 1.86 
1935 12,375 37,276 36,168 2.92 3.01 1935 10,100 21,167 20,309 2.01 2.10 
1936 12,410 36,845 37,008 2.98 2.97 1936 9,745 21,612 21,389 2.19 2.22 
1937* 12,440 36,300 36,469 2.93 2.92 1937* 9,355 23,300 22,456 2.40 2.49 
*Estimated. *Estimated. 
TABLE V TABLE VII 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF BOYS' AND YOUTHS' SHOES 


(000 Omitted) 


PER CAPITA PRODUCTION AND CONSUMPTION OF 
MISCELLANEOUS TYPES 


(000 Omitted) 





Population Consumption 
Males Production Estimated Consumption Production Total Production Consumption Per Produetion 
5 to 14 Boys’ Shoes Consumption Per Capita Per Capita Population of Miscellanecus of Miscellaneous Capita Per Capita 
1921 11,276 18,462 18,462 1.64 1.64 1921 107,533 36,330 36,276 0.34 0.34 
1922 11,426 21,632 20,047 1.75 1.89 1922 109,330 31,712 33,789 0.31 0.29 
1923 11,569 22,239 21,936 1.90 1.92 1923 111,100 39,569 35,302 0.32 0.36 
1924 11,708 20,274 21,257 1.82 1.73 1924 112,844 34,871 36,959 0.33 0.31 
1925 11,843 21,021 20,648 1.74 1.77 1925 114,562 35,760 35,113 0.31 0.31 
1926 11,972 21,111 21,066 1.76 1.76 1926 116,254 35,638 35,412 0.30 0.31 
1927 12,099 24,229 22,670 1.87 2.00 1927 117,921 40,300 37,677 0.32 0.34 
1928 12,219 23,032 23,630 1.93 1.88 1928 119,563 41,867 40,735 0.34 0.35 
1929 12,338 22,993 23,013 1.87 1.86 1929 121,181 45,538 43,293 0.36 0.38 
1930 12,492 18,530 20,762 1.66 1.48 1930 123,191 42,676 43,762 0.36 0.35 
1931 12,531 20,047 19,289 1.54 1.60 1931 124,070 45,611 43,752 0.35 0.37 
1932 12,557 18,100 19,074 1.52 1.44 1932 124,822 49,493 47,468 0.38 0.40 
1933 12,594 19,944 19,022 1.51 1.58 1933 125,693 52,995 51,194 0.41 0.42 
1934 12,617 17,348 18,646 1.48 1.37 1934 126,425 56,064 54,968 0.43 0.44 
1935 12,658 17,847 17,597 1.39 1.41 1935 127,172 55,761 56,103 0.44 0.44 
1936 12,695 16,570 17,208 1.36 1.31 1936 128,000 68,098 61,647 0.48 0.53 
19377 12,725 18,000 17,285 1.36 1.41 1937* 128,800 65,000 66,279 0.51 0.50 
*Estimated. *Estimated. 





Men Who Planned the Shoe Fair 


[CONTINUED FROM PAGE 107] 


the Shoe Fair Headquarters, Hotel Stevens, Chicago, 
are Arthur D. Anderson, Jr., promotion manager, and 
George E. Gayou, publicity manager. 

Few industries have such a representative and efficient 


organization for the handling of a great industrial ex- 
position, and the shoe industry is fortunate in having 
evolved, out of its experience and through the cooper- 
ation of its principal branches, an organization capable 
of handling an exposition of this magnitude in a man- 
ner that assures fairness and the utmost consideration 
for all. 
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*% The Dewey & Almy trade mark name for modern shoe materials — 
designed and built to meet the needs of modern shoe manufacturing — 


and giving more shoe value for your money. 


DAREX SOLES 
DAREX INSOLES 
DAREX CEMENTS 
DAREX WELTING 

DAREX SOCKLINING 


NUTEX SOLES 
IN TROPICAL COLORS 


DEWEY & ALMY CHEMICAL COMPANY 


CAMBRIDGE, MASS., U.S.A. 
MONTREAL, CANADA 
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YOU WILL BE 


For almost 18 years our Soles 
and Heels—the Original “Cord 
on End” Construction have been 
giving protection and long wear 
on foot-wear made by the coun- 
try’s leading shoe manufactur- 
ers ... they will continue to do 
so... Gro Cord and Raw Cord 
are the originals—beware of im- 
itations. Insist upon shoes with 
these soles and heels and give 
your customers the best their 
money will buy. 


Raw Cord & Gro 
Cord Soles and 
heels have become 
famous throughout 
the world. 


THE LIMA CORD SOLE & HEEL CO., 








GLAD TO KNOW 


@ e e @ that our display at the 
National Shoe Fair will be the 
largest and most elaborate of any 
ever shown by a manufacturer of 
soles and heels. More than 50 lead- 
ing shoe manufacturers have co- 
operated by sending us for this 
display samples of their new styles, 
on which Raw Cord and Gro Cord 
is regular equipment. You are in- 
vited to visit us at Room No. 757. 


@ @ @ @ We introduce at the National Shoe 
Fair our latest product—Neo Cord—an ab- 
solutely Oil Resisting sole and heel which, 
in trials and demonstrations, has met with 
enormous enthusiasm by those whose work 
requires a sole and heel to stand up under 
oily and greasy conditions: Refinerys, Oil 
Fields, Dairies, Filling Stations, etc. .. . 
Don’t fail to see this product at the Show. 


Handsome window dis- 
play cards are available 
for merchants. If you 
have not already been 
supplied write us. 


LIMA, OHIO, U.S. A. 











Goring Becomes a Fashion Feature 


THE news about goring is that, whereas not so many 
years ago it was strictly a utilitarian part of the shoe— 
used merely for the purpose of supplying a stretch 
which would enable the shoe wearer to insert his or 
her foot into the shoe—it has now in some instances 
definitely become a style feature without at all relin- 
quishing its ability to give the shoe a snug fit. Further- 
more, improved methods of manufacture and of appli- 
cation in the shoemaking process have made it infinitely 
more durable than it ever was in the early days of its 
life as a shoe material. 

Goring is definitely a more versatile material, used 
in from 35 to 40 per cent of all the women’s shoes 
made. It can be and frequently is, a hidden material, 
as when used beneath an ornament in the throat of a 
pump, for instance, or under a fold; or it can stand 
being brought right out into the open. Used in this 
way, it becomés part of the shoe’s ornamentation in 
some cases, as witness the multi-colored goring de- 
signed for use in sandals, ventilated goring of many 
kinds and even goring made of non-tarnishing tinsel 
threads. There is, also, goring so treated that it simu- 
lates kid leather and even suede—and the treatment 
producing these effects, furthermore, does not detract 
in any way from the durability of the goring. 


Goring, therefore, not only helps to give the shoe a 
glove-like fit but is decorative as well, when thus used. 
Naturally, however, it finds its greatest field of use- 
fulness in the higher-silhouette footwear. 

The types of goring used in the shoe world are merely 
fabrics of woven or braided threads containing an 
elastic core. The trick in making this fabric is to see 
to it that all the threads, as they pass through the loom 
which is weaving them, or the machine which is braid- 
ing them, are kept at exactly the same tension. If there 
is more tension on some threads than on others, then 
those threads will be subjected to super-tension when 
the finished fabric is stretched, either in the shoe last- 
ing process or as the shoe is worn. Uneven tension of 
this kind, of course, makes for less durability, and is 
successfully guarded against by the quality manufac- 
turer. 

Sometimes, when inserted into the shoe, this goring 
is reinforced by a narrower gore beneath the real gore, 
but this, it is contended, is not the best possible solution 
of the reinforcing problem—if reinforcing is necessary. 
One type of goring which is said to overcome this has 
a reinforcement woven into the edge of the gore 
proper—a reinforcing which adds little to the thickness 
of the fabric and prevents the possibility of the gore 
tearing loose at that point. 
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the strongest selling point. 


Look for RESPRO Products 





Styling of the shoe is paramount. 
But customer satisfaction determines your continuance in 
business, and this satisfaction depends upon the wearing qualities of the shoes you 
sell. Shoes which are reinforced with TUFSTA at every point of strain stand up better 
for a longer time. DURAKALF vamp and quarter linings give to the inside the same 
beauty which is lavished upon the outside. 
please those who wear them. 


Look Well to the Inside of the Shoe 


Don’t Forget the Unseen Quality 


RESPRO Inc. 


CRANSTON, RHODE ISLAND, U. S. A. 


Respro linings help make better shoes and 


Appearance is 




















Laces 


SHOE laces are made of cotton, mer- 
cerized cotton, silk, rayon, leather and 
fabrics (mostly cotton) which have 
been treated to look like leather. For 
the most part these are tubular in con- 
struction, made on machines which take 
in the thread at one end and produce a 
continuous length of tubular lace at the 
other. Hitched to this machine is an- 
other, which cuts the lace to the proper 
length and even attaches a tip. About 
the only other method of making laces 
is that employed in the flat, almost 
ribbon-like laces of silk, which are 
braided also on a machine and which 
find theiz field of usefulness in women’s 
shoes. Many of these laces carry fancy 
tips—even ornaments of various de- 
signs. 

Mercerized cotton, however, is the 
material most used in making shoe laces 
—in fact, millions of pairs are made 
and sold every year, in a variety of 
standardized lengths and even widths. 
Though this is not invariably true, the 
narrower widths are usually of lower 
grade than the full widths, and this is a 
point which should be checked in buy- 
ing laces. Another check used by the 
careful buyer is to see that the mesh is 
firm and tight—a quality imparted to 
the lace in the process of manufacture 
by a careful regulation of the tension 
and other adjustments making for a 
tight mesh. These are not sure ways of 
determining quality but they usually 
are associated with higher grades. 





The best insurance is to buy from a 
reputable manufacturer, all of whom 
point out that the difference in cost be- 
tween the top and bottom grades (and 
we are using mercerized cotton laces as 
an example) is so little that it is fool- 
ish to haggle over the difference. The 
difference between top and bottom 
grades, they say, is about 40 cents a 
gross, or slightly more than one-quarter 
of a cent per pair. 

In view of the annoyance caused cus- 
tomers by broken laces, it is obviously 
wise to specify the better grades. The 
price difference certainly cannot spell 
the difference between profit and loss 
on a sale and may mean saving a cus- 
tomer, instead of losing one. 





Bottom Fillers 


THE elder generation of shoe mer- 
chants clearly remember the time when 
bottom filler was a nuisance—even a 
menace. In the idiom of the day, it 
“crept,” by which was meant that what- 
ever material was used to fill the space 
between inner and outer sole, had a 
tendency to spread unevenly from the 
ball of the shoe toward the outer edges. 
It bunched up, made the shoe uncom- 
fortable, caused pain in many cases 
and generally failed entirely to do the 
supporting job it was supposed to do. 
Modern bottom filler, as the result of 
research, not only gives this support 
but is also resilient and flexible. Some 
types are distinctly moisture resistant. 
Many types are applied by machine 







































which packs the filler under pressure 
and practically guarantees the accurate 
and uniform filling of the bottom cavity, 
particularly of welt shoes in which this 
is all-important, as bottom filler in this 
type of footwear must be firmly packed 
into the channel in order properly to 
support the welt seam and innersole 
along the outer edges of the shoe. 

Earlier types of filler such as pieces 
of leather and leather sweepings mixed 
with a glue-like binder, have gradually 
given way to the more familiar fillers 
made of cork compositions. The type 
seen most frequently in welt shoes is 
made of cork and an oil product known 
as wax tailings. This is softened by 
exposure to steam and applied either 
with the bottom filler knife (much as 
one would spread butter on a piece of 
toast), or with the machine already 
mentioned. This filler hardens, giving 
the effect of a solid piece which has 
been accurately cut to fill the prescribed 
space. 

A newer filler than the type just 
described is made of spun glass, so 
treated as to produce a white material. 
For this the claim is made that it is 
not only flexible and very light in 
weight, but that it forms a natural 
cushion tread which is impervious to 
fire and water and which is a non- 
conductor of heat and cold. 

In cement process shoes, where 
originally pieces of felt were not un- 
common as bottom fillers, or even tarred 
papers in some extreme cases, com- 
pounds of cork with rubber and other 
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Delgo 


to use 


ANIAN 


the perfect leather innersole 


They make 
good shoes better 
... and better shoes 
easier to sell 
... and resell. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 
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plastic binders are now*used by many 
manufacturers. Various methods of 
applying it are used and the result, 
when care is taken by the workman, is 
a uniformly well-filled, and permanently 
filled, cavity. 

The point to be kept in mind is that 
the job of the filler is to unite the in- 
ner and outer soles—not literally as in 
the case of stitching, for instance, but 
to become a part of both—to flex when 
they flex and in the same degree and 
to stay put. This is its main job, but 
science has gone even farther than that 
and has added the qualities of insula- 
tion, moisture-resistance, cushioning 
resilience and even others. 

These fillers come in wide variety, 
each one designed especially for the 
type of shoe being made and it is safe 
to say that no manufacturer, at least 
of the medium and better grades, ever 
thinks of using anything other than a 
good grade filler. 





Shop Features “While You 
Wait” Service 

SANTA FE, NEw MExiIco — Matias 
Duran, who opened up the “El Torreon 
Shoe Shop,” a modern shoe repair ser- 
vice, is featuring a “While you wait 
service.” Half-soling 15 minutes and 
rubber heels 5 minutes. The shop, lo- 
cated in the new “El Torreon Build- 
ing,” had a formal opening recently. 
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The Spring Term Opens 
[CONTINUED FROM PAGE 101] 


these are still the classics. Patterns 
are a little more opened up this year, re- 
flecting women’s styles in the preva- 
lence of cutouts and perforations. Flat 
heels in growing girl sizes meet a long- 
felt need. More soft-toed oxfords are 
being shown. Open toes on sandals are 
being tried even in small sizes. 

For little boys and girls, sturdy play 
shoes in brown elk are sufficient for 
most occasions. A kid shoe with shark 
tip may be preferred by some mothers 
for the extra softness and porousness 
offered by this leather. For dressier 
Summer wear there are all white ox- 
fords or white with brown saddles. A 
very little boy may wear a dress sandal 
in kid, calf, or patent, like his little 
sister’s. White and smoked elk in boots 
and oxfords are still leaders for babies 
and infants, with some buck, kid, and 
patent for the child who has learned 
to walk. Here some single strap san- 
dals are also shown. 

Big boys, like their fathers, seem to 
stick to a few classic patterns in ox- 
fords in a variety of leathers, colors, 
and treatment. Moccasin type oxfords 
in brown elk are favorites for hiking 
and camping, and general knock-about 
wear. As in other seasons, other popu- 
lar sport types include dark reversed 
leathers or white with smooth calf sad- 
dles, some with leather soles, but more 
with the increasingly popular heavy 
crépe ones. For dressier wear there 
are elk and calf oxfords with wing and 
straight tips, the wing being pre- 
ferred by boys of this age. Blucher and 
brogue treatments lead in popularity. 
Perforations for ventilation and trim- 
ming, and soft toes for style and com- 
fort combined are other interesting 
details. 


Dayton Business Shows Gain 


DayTON, OHI0O—With Forbes Maga- 
zine indicating that Dayton again is 
one of the best “spots” in the United 
States for concentrated and aggressive 
sales campaigns, collections and busi- 
ness promotion, retail sales in this city 
during October showed a marked gain 
over September, according to Brooks 
H. Harmon, secretary of the Dayton 
Retail Merchants Association, who re- 
ported a gain of 14.34 per cent over 
the previous month. 

However, the October gain over the 
same month of a year ago only amount- 
ed to 2.98 per cent. Retail sales here 
for the first 10 months of the current 
year showed a gain of 17.72 per cent 
over the same period of a year ago. 

Retail merchants feel confident that 
this year’s Christmas trade will at least 
equal that of last year which was the 
largest volume since 1929. Inventories 
are held to be up in preparation for 
heavy customer buying. 


An Oyster on a Shoestring 
[CONTINUED FROM PAGE 120] 


If heavy mark-downs are needed now 
to liquidate the current stocks, that is 
all the more reason for laying courage- 
ous plans for a profitable new season. 

In fact the rules for smart merchan- 
dising might be reduced to _ this 
formula: 


1. Cut down on buying when busi- 
ness is exceptionally good, because the 
country is apt to over-buy and inven- 
tories will over-run sales volume. 

2. Step up the buying before reces- 
sions reach their depth, so as to catch 
prosperity on the rebound. 


Be that as it may, one thing is rea- 
sonably certain: This doesn’t appear 
to be the year that the country will go 
to the dogs. It’s apt to be just another 
year in which a lot of shoe merchants 
will lose their well-known shirts, a lot 
of shoe merchants will drift along 
cautiously and break about even, and 
a rather healthy crop of enthusiastic 
shoe merchants will hit the jack-pot. 

It’s always been like that. It always 
will be. 

In spite of all the weeping and all 
the wailing, a lot of upstarts are going 
to do just the right thing at just the 
right time in 1938 and come up on 
Dec. 31 with enough profit to retire to 
a life of boredom. They’ve probably 
laid their plans already, and perhaps 
scanned the horizon from a higher in- 
ventory peak than many. Maybe 
they’ve sensed that 1938 might be the 
year for a killing. 

“With my competitors pulled back 
on their haunches,” they might be ex- 
claiming, “this is the opportunity for 
me! It makes the world an oyster 
tor me!” 

But not on a shoestring. 

The jack-pot boys are going to Buy 
shoes and Sell shoes, as usual, in 1938! 





Shoe Sales Up in Ohio 


CoLuMBus, OHI0O—Reflecting a sea- 
sonal uptrend, shoe stores in Ohio had 
a 57.9 per cent increase in sales during 
September than August of this year, a 
survey by the Bureau of Business Re- 
search of Ohio State University re- 
vealed. Sales were 11.7 per cent higher 
for September as compared with the 
same month in 1936. 

Retail sales of 1,013 independent 
stores in the state showed an increase 
of 6.5 per cent in dollar volume for 
September, 1937, as compared with the 
same month in 1936, and a 6.4 per cent 
decrease in sales for the month as com- 
pared with those of August, 1937. The 
city of Youngstown reported the great- 
est gain in total sales over September 
of last year, 22 per cent, with Cincin- 
nati next, showing a 12.3 per cent in- 
crease, Dayton third with a 10.8 per 
cent increase, and Toledo with a 9.5 
per cent increase. Akron showed a 
decrease of 8.2 per cent. 
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THE SPRING TERM OPENS 


[See page 102] 


























1. Rubber-soled soft toe moccasin shoe of tan and white 
elk in a pattern closely resembling a genuine Indian 
moccasin with unusual stitching around plug. Adams 
Bros. 


2. Peasant influence in the brown calf lacing on this 
walking shoe in green reversed leather. Adams Bros. 


3. The perennial favorite, the ghillie, seen here in 
brown calf with perforations. A. S. Kreider. 


4. Multi-color bands to trim an oxford in sueded 
leather. Brown Shoe Co. 


5. Smart high-tongued calf shoe made light and dressy 
by use of perforations and cut out sides. Green Shoe Co. 


6. An airy Summer sandal in patent having decided 
fashion appeal in its open toe and other detailing. 
Vitality. 

7. Wing-tipped brogue type oxford in white reversed 
leather, a Summer dress shoe for small boys. 


8. Little girl’s monk shoe in white calf lightened and 
trimmed by perforations and cut-outs. Both from 
Peters Shoe Co. 


9. Plain toe blucher in brown reversed calf with crépe 
sole. Holland. 


10. Brown elk with brown calf saddle and crepe sole. 
Eaton. 
1]. The soft toe and perforations give unusual interest 


in this moccasin type brown elk oxford with rubber 
sole. Holland. 
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JEWEL 
IN STOCK 
R6600 Silver Satin, Silver 
rim 
R6602 Gold Satin, Gold 
Trim 
R6610 Black Faille, 
Strips 2. 
R6614 White Faille, Satin 
Strips 2.10 


66 Last, Round Toe 
21/8 Continental Heel 
AA and B Only 
All above also in stock 
with 16/8 Cuban Heel 


DORIS 
IN STOCK 


R1050 Paisley, Silver Metal- 
ic Brocade d 


lic 

R1054 Paisley, Gold Metal- 
lic Brocade 3.1 

R3350 Black Satin 

R3354 White Satin Vamp, 
Crepe Quar. ...... 2.50 


66 Last, Round Toe 
21/8 Continental Heel 
AA and B Only 


All above also in stock with 


16/8 Cuban Heel 
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COUNELL’S 


FINE QUALITY 


WELTS 


NOW AVAILABLE 
IN-STOCK 


STOCK NO. 30 


Style No. 30. Black Carrbuck 
Bal Oxford, Shawl Tongue, 
Leather Sole, 13/8 Leather 
Heel. Series 8415 







Style No. 31. Same in Blue 
Carrbuck. Series 8415 


Style No. 32. Same in Brown 
Carrbuck. Series 8415 


Sizes and Widths in Stock 
AAA 5!/-8 B 4-9 
AA5$ C48 
A 5-8 


STOCK NO. 15 


Style No. 15. Genuine White 
China Buck Oxford. Russia 
Calf Tip and Foxing, Leather 
Sole, !7!4/8 Built-up Leather 
a re ries 9415 


Sizes and Widths in Stock 
AAA 5!/o-9 B 4!/p-9 
AA 5-9 C 4-9 
A 4i/y-9 


STOCK NO. 52 


Style No. 52. Black Kid Ox- 
ford, * Black Patent Leather 
Trim, Leather Sole, 1I5!/,/8 
Covered Cuban Heel. 


Series 7400 


Sizes and Widths in Stock 
AAAA 6-10 BB 4!/-10 
AAA 5!/-10 C 4!/-9 
AA 5-10 D 4-8 
A 4i/5-10 





Fifteen of the smartest welt pate |. 


terns in the varied Connell line for In attendance at 
National Shoe Fair, 


immediate delivery comprise but Chicago 
a small part of this unusually fine John M. Connell, Jr. 

Lou Gerson 

line of women's welt patterns. Jack Bates 
HOTEL STEVENS 

ROOM 

JM. _ 7 


CONNELL 


SHOE COMPANY 


SO. BRAINTREE, MASS. 











~ 


BOOT AND SHOE RECORDER, December 25, 1937 
Exercises for the Feet 


Life Insurance Company Booklet Out- 
lines Course of Training to Strengthen 
Muscles and Build Up Foot Health 


*¢JHE feet, including the toes, are made for walking,” 
says an interesting booklet, “Standing Up to Life,” pub- 
lished by Metropolitan Life Insurance Company. 
“With the growing use of the automobile, and with ele- 
vators to take the place of stairs, men and women are 
walking less and less, thereby frequently causing the foot 
muscles to become flabby and various foot troubles to 
develop. Walking in comfortable, well-fitted shoes is 
one of the best ways to keep the feet healthy. For curing 
foot troubles, special exercises are often prescribed by 
the physician. 

“The exercises contained in this booklet have been 
used with success in correcting posture defects and de- 
veloping healthy feet. Ask your doctor if he advises you 
to use them. 

“EXERCISE 1. Outward Roll. Remove shoes and 
stockings. Stand with weight on both feet; feet about 
6 inches apart. Roll the feet outward twelve to thirty 
times, so that the weight of the body is supported on 
the outer edge of the feet. Lift the inner and under parts 
of the feet clear of the floor at each roll. Do this exer- 
cise twice daily. 

“EXERCISE 2. Rising on Toes, barefoot. Stand with 
feet parallel, 6 to 8 inches apart. Rise on the ball of the 
foot, twisting heels inward and trying to grasp the floor 
with the toes. Do this twenty to thirty times, slowly, 
morning and evening. 

“EXERCISE 3. Lifting Arch, barefoot. Stand with feet 
parallel. From the abnormal position with the feet re- 
laxed and the ankles bending in, tighten up to a straight 
leg, straight ankle position. This will lift the arch from 
the floor, and hold it in the normal position. It may not 
be easy at first to do this exercise without lifting the 
inner edge of the foot, but the exercise is so helpful that 
the ability to do it is worth considerable effort. Repeat 
from twenty to thirty times, morning and evening. 

“EXERCISE 4. Walking on Toes, barefoot. Not so 
easy, but wonderful for strengthening the toes. Walk on 
tiptoe until you find you must drop back on the whole 
foot. 

“EXERCISE 5. Grasping with Toes, barefoot. Grasp a 
large marble or a small solid rubber ball with the toes, 
and take as many steps as possible without dropping it. 

“EXERCISE 6. Ankle Bending, barefoot. Sit on a 
chair, resting your legs on another chair of the same 
height; your knees stiff; feet and toes stretched out in 
slightly pigeon-toed position. Then count four, at the 
same time bending the ankles and bringing the toes to- 
ward you as much as possible. You will feel a noticeable 
pulling of the calf muscles. Do this fifty times, morning 
and evening.” 
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SHOES WITHOUT TEARS 


Merchandise Sources 
[See pages 90-91] 


1. Perforated white spectator oxford in reversed leather 
with calf trim on lace stay and in the narrow edging 
above the welt, one of the season’s outstanding trim- 
ming treatments suggesting peasant origin. Enna- 
Jettick. 

2. Another peasant influence seen in the multi-color 
lacing on this white buck spectator oxford with a simi- 
lar trimming idea above the welt. Buek. 

3.. The smooth calf trim on this white reversed leather 
oxford centers interest on vamp, lace stay, and sides 
of lace stay. Huth & James. 

4. Gore step-in of grained calf, the big cut-outs on the 
high front showing tendency toward lightness, even 
in tailored shoes. Florsheim. 

5. Walking oxford of moccasin type in dark reversed 
leather with a trimming combining smooth calf of the 
same tone and a reversed leather of contrasting color 
on side inlays, vamp, and tongue. Cable stitching and 
calf lacing add to the rugged sport appearance. J. M. 
Connell. 

6. Monk type walking shoe in sueded leather with 
square toe and heel and high front lightened by small 
cut-outs. Walker T. Dickerson. 

7. Crossed bands of gay multi-colors in a linen sandal 
expressing the informal spirit of resort and Summer 
festive occasions. Hannahson. 

8. Interesting high front pattern in peasant fabric for 
an outstanding beach sandal. U. S. Rubber. 

9. Popular cross-strap treatment on an embossed rub- 
ber rubber shoe with wooden heel. Kleinert. 

10. The gay print of the fabric and the flat-to-the- 
ground heel make this a smart and youthful beach 
sandal. The hair felt interlining gives unusual spring 
to the leather sole. Daniel Green. 

11. One of the season’s excitements in play shoes— 
three inches of cord sole held on the foot by crossed 
bands and straps of suede. J. Mackey. 

12. The latticed or ballerina idea extended to a com- 
bination moccasin-sandal of sailcloth with crépe sole 
designed for active sport. A. Sandler. 


If the Shoe Fits 


[See page 87] 


1. The black patent lattice treatment forming the high 
front of this white shoe is definitely a 1938 version of 
the classic tradition. Johnson-Stephens-Shinkle. 

2. Narrow bands of calf give a latticed effect to the 
asymmetric trimming of this gabardine shoe. Brauer 
Bros. 

3. “Ballerina” best describes the adaptation of the 
_ erossed lacing of a ballet dancer’s sandal to this suede 
and mesh oxford. Gregory & Read. 
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ms 


. The Edwin Clapp Shoe offers 
the finest line in its history . . . in 
both men's and women's. 

Well represented throughout the 
land, yet there are still a few stra- 
tegic points open. 

We stand ready to cooperate 
with that retail shop or depart- 
ment store that is ready to culti- 
vate this fertile field. 

Better dealers everywhere are 
swinging to Edwin Clapp Shoes for 
store prestige and greater profits. 

Write us regarding the exclusive 
agency for your city. 


COTE) COPD irireaten 


FAST WEYMOUTH, MASS 
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CHARLES CUSHMAN COMPANY 


MODERN MISS 
JUNIOR DEB 


Presenting adapti 

Ptions of sophist; 

oe and materials in hots ss a 
ights for the younger girl. ” 











T g 


Sandals in thei 
" Srades. Mater 
asts—patterns, in wide os ga 











Boston AUBURN, ME. New York 
aoe 











BOOT AND SHOE RECORDER, December 25, 1737 


Innersoles 


[CONTINUED FROM PAGE 236] 


types—and a third just being introduced. One is made 
from refined cellulose, the fibers being bonded with 
latex or other binding agents; the second is heavily 
ielted cotton fibers, also bonded with latex. The third 
one which we mentioned is the same as the second ex- 
cept that wool fibers are used instead of cotton. 

Generally, in speaking of innersoles, the two qualities 
always mentioned are flexibility and strength. But the 
latex fiber innersole manufacturers tell us that this is 
only a part of the story. Other characteristics which 
they claim are possessed by these latex fiber products 
are freedom from cracking, resiliency, uniformity. abil- 
ity to absorb moisture from the foot, quick drying and 
freedom from chemicals which might have a tendency 
to injure the foot. It is pointed out by the makers of 
these types that laboratory research over a period of 
many years has resulted in products which have all 
these qualities, regularly and uniformly. 


Heels 


WY OOD heels are first on the list, not only because 
they are produced in greater volume than any other 
type of heel, but also because it is to the wood heel 
that we owe much of the style variety in the modern 
world of women’s footwear. 

The technical side of wood heel manufacture is less 
important than the style and the method of attaching, 
but nevertheless it would not do to dismiss the former 
too lightly. Although many woods have been tried out 
for wood heels, it is safe to say that the best ones today 
are made almost exclusively of rock maple. This is 
more particularly true of the high, slender types. 

Even these would not be the durable features of the 
shoe which they are today had the raw material of 
which they are made not been properly dried in the 
huge kilns (or ovens) used for that purpose. Too quick 
drying, for instance, will leave the core or middle of 
the wood still moist with sap after the outside has been 
dried. Too much drying of both the outer and inner 
parts of the wood may lead to heel breakage, either in 
the heel factory or in the shoe factory when they are 
being attached. This kiln-drying, therefore, has been 
the object of much experimentation, the net result of 
which has been to reduce it to an exact science—so 
exact, in fact, that the better grades of wood heels are 
uniformly good. 

The same hunt for exactly scientific methods has led 
to the development of semi-automatic machinery which 
shapes the blocks of wood into heels with other ma- 
chines to put on the various finishing touches. There 
are so many of these operations that it would serve 
no good purpose to describe them all. It is sufficient 
to point out that the machines are able to produce abso- 
lutely any required shape, size and height and that 
it is to these machines that we owe the silhouette of 
the styleful shoes of today. 
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Beautiful as the modern wood heels are, with their 
infinite variety of coverings in all colors and even in 
patterns to simulate the built-up heel of either leather 
or leather-board, they must “match” the last and be 
properly attached. In the parlance of the shoe designer, 
some heels have a tendency to “kick under” or to 
“kick back.” The lack of proper pitch can be deter- 
mined usually by noting whether, if a vertical line be 
projected downward from the top of the counter (where 
the foot and shoe come in contact at the upper part 
of the back) it passes through the back of the heel’s 
top-lift. 

One of the newer developments is the heel with a 
locking device which makes it possible to attach Cuban 
heels as high as 24/8 with the certainty that they will 
neither kick under nor back. The new heel, it is claimed, 
enables the shoe manufacturer to use smaller and 
shorter outsoles and saves money by eliminating the 
flap-laying operation. 

But there are also leather heels for women’s shoes 
and heels of leather-board. Both of these are the so- 
called built-up type and the words are aptly descrip- 
tive of the process by which they are made—one layer 
upon another, held in position by high-grade adhesive 
of various types, or by nails. After being built up into 
rough shapes they are subjected to tremendous pres- 
sure so that there will be no tendency to spread apart 
between layers. This raw material is then dried and 
molded by machinery into the shape it is designed to 
have. These built-up heels, so often seen on shoes of 
the spectator sports type, can be and are given remark- 
ably beautiful finishes. 

Of rubber heels it is almost enough to say that they 
represent the successful end of a long series of experi- 
ments designed to find a rubber-base composition which 
will combine the resilience of real rubber with the dura- 
bility without which they would have never achieved 
their present-day popularity. 

These rubber heels, first introduced for wear on 
sport shoes, soon found another and even larger market 
as top lifts on children’s shoes, then men’s and finally 
women’s. 

The rubber composition of which these heels and 
toplifts are made is developed under pressure and heat 
into large flat sheets and dies are used to cut the rough- 
finished product. Color is an important detail and this, 
through the efforts of industrial chemists, has been 
brought to a high state of perfection. 





Welting 


THE welt, and everyone knows this, is that narrow 
strip of superbly strong leather which, in the Goodyear 
welt shoe, serves as the connecting link between the 
upper and the innersole, on one hand, and the outer 
sole on the other. Everytime the foot flexes at the 
ball-point in walking, a tremendous strain is put on 
the welt and the stitches which hold it in place. Welts 
are used, also, in the stitchdown shoes, in pre-welts and 

[TURN TO PAGE 268, PLEASE | 








The HOME OF 
Chicago Shoe 
Travelers Association 


Display Rooms 
$4.00 to $7.00 


Guest Rooms 


$3.00 to $6.00 


All rooms are equipped with bath, 
servidor, circulating ice water and 
bed-head reading lamp. 


MR. SHOE MANUFACTURER 


Two entire floors are used for 
monthly shoe displays. 


DATES OF SHOE SHOWS FROM 
JANUARY 1ST TO JULY IST, 1938 


JAW, oc csccens 24 and 25 | APRIL 
FEB. ....28 and MAR. 1 
MARL ..ccces 28 and 29 | JUNE 


LEONARD HICKS 


managing director 


LARRY BELL 


convention manager 


MORRISON HOTEL 


CHICAGO 
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KEYSTONE 


R 
S 


NATIONAL SHOE FAIR 
ROOMS 1139A, 1 140A 
STEVENS HOTEL 
CHICAGO 


FORT WORTH 
CONVENTION 
JAN. 9-10-11-12 
TEXAS HOTEL 
FORT WORTH, TEX. 





SOUTHERN 
SHOE EXPOSITION 
JAN. 17-18-19 
ROOM 354 
MIAMI-BILTMORE 
MIAMI, FLA. 


KEYSTONE SLIPPER CO. 


1422 Callowhill St. 
PHILADELPHIA, PA. 





- know that 
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Profits Will Reward the Sales-Minded 


[CONTINUED FROM PAGE 118] 


INTERNAL STORE PROMOTION 


is a very important factor in the new 
trend of sales promotion. This includes 
such helps to increased sales as: 
Effective displays — counters, cases, 
ledges, etc. 

Tie-ups with store’s and national ad- 
vertising. 

Increased merchandise 
among salespeople. 

More suggestive selling by salespeople. 
More real selling messages in show 
cards. 

Better use of style coordination dis- 
plays. 

More dramatic appearance of sections 
and departments. 

More planning for customer conveni- 
ence and comfort. 

Creation of pleasant atmosphere, gen- 
eral attractiveness. 

Merchandise arranged to facilitate 
selection. 

Prompt, courteous, efficient sales ser- 
vice, 

Fitting procedure to eliminate “side 
tracking.” 

Checking to assure proper fit. 

Prompt deliveries, cheerful, fair ad- 
justments, 

To this baker’s dozen you'll prob- 
ably add other suggestions. Statistics 
tell us direct response to outside adver- 
tising is about 15 per cent of the 
store’s sales volume. How important 
the appeals of internal promotion to 
the other 85 per cent! In stores hav- 
ing the largest traffic (and sales), 
“sample displays” of merchandise with 
showcards and price tickets attract the 
interested attention of customers at 
every turn. There’s no neglected, hid- 
den merchandise losing possible sales. 
The descriptive cards and tickets help 
both the customers and the salespeople. 
You sell more when they see more. 


DIRECT MAIL, radio broadcasting, 
and other media claim $0.11 of each 
publicity dollar, split 4-4-3 in the sug- 
gested budget breakdown. If you have 
no radio facilities within your reach, 
you can go higher on direct mail and 
other media. When considering the 
$0.04 allowance, it is important to 
experience shows that 
straightforward letters and postals, 
with clearly stated messages of impor- 
tance, produce sales results; often bet- 
ter than elaborate mailing pieces. 

Use of direct mail should begin with 
a good customer record system, with a 
call-up system, to assure regular fol- 
low-up of both cash and charge cus- 
tomers who fail to make purchases at 
reasonable intervals. This is a VITAL 
PART of any Public Relations pro- 
gram. You cannot fill a leaking barrel. 
Nor can business grow if customers 
lost equal customers gained. 


knowledge 


The second use for direct mail is to 
sell more goods to regular customers. 
The children’s department should have 
an active follow-up system to assure 
regular check-up of fit and feet. Spe- 
cialized groups requiring specific types 
of footwear can often be sold better 
by mail. Greetings and congratula- 
tory letters come under this heading. 
Newspapers are better for general pub- 
licity, with few exceptions, such as 
neighborhood stores in larger cities. 
Then the newspaper space allowance is 
used for circulars. 


RADIO BROADCASTING—“spots” 
on program—are still limited to a few 
retail stores, who report varying de- 
grees of success. Much depends on the 
announcement or program. It must be 
good enough to make people want to 
listen to it. A commonplace program 
will not justify itself. 


A PLANNED PROMOTION PRO- 
GRAM is essential to carrying on a 
consistent campaign. Not only does it 
coordinate activities and properly dis- 
tribute the budget—IT KEEPS CREA- 
TIVE THOUGHT DIRECTED IN 
THE RIGHT DIRECTION IN PRO- 
DUCING REAL SELLING PLANS. 

A simple method is to divide a sheet 
of heavy offset paper into twelve sec- 
tions—twelve months. Mark down in 
the allotted space the percentage of the 
advertising budget to be spent in each 
month, based on past sales records. 
Also check windows, internal promo- 
tion, and direct mail—these should be 
fairly constant, with a little extra al- 
lowance for such times as Spring, Fall 
openings, and Christmas. 

Next, list the events, local and na- 
tional, that allow promotional tie-ups. 
Also list monthly sales percentages of 
various lines. Frame, without glass, 
and hang over your desk. From this 
master chart, work out each month’s 
program, by weeks, to cover what is 
to be advertised, window displayed, and 
featured in the store, or by mail, finish- 
ing each month’s promotion plans at 
least a month ahead. Assign every de- 
tail to a named person, and have some- 
one responsible for carrying out the 
work. See that everyone concerned 
knows about the plan. Keep a little 
lee-way in the budget and flexibility in 
the program for unexpected opportuni- 
ties. PLAN YOUR WORK, and WORK 
YOUR PLAN for a profitable 1938. 





C. L. Kartus Transferred 


ASHEVILLE, N. C.—C. L. Kartus, for- 
merly manager of Pollock’s on Hay- 
wood, here, is now managing Pollock’s 
store in Spartanburg, South Carolina. 
G. D. Warren, formerly assistant man- 
ager of Pollock’s on Haywood, under 
Mr. Kartus, is now managing the lat- 
ter store. 
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The true moccasin construc- 
tion is the basis of the com- 
fort and durability for which 
Sportocasins are famous. 
They are worn by a high per- 
centage of each year’s crop 
of golf champions. 


THE ABBOTT COMPANY 
DIVISION OF 


G. H. BASS & CO. 


A 





December 


SPORTOCASINS © ul , 


25, 1937 
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A 


BASS SKI BOOTS 


Because Bass Ski Boots are the 
choice of experts, they are pre- 
ferred by all followers of this 
fast-growing Winter pastime. 


Bass Footwear fills the special- 
ized requirements of many fields 
of activity and play. The com- 
plete catalog for the asking. 





Golf Spikes Which Can 
Be Replaced 





To sell a pair of “Turf-Hugger”- 
equipped golf shoes means not only 
your regular initial shoe profit the 
makers claim, but also the addition of 
one on each set of replaceable “Turf 
Hugger” spikes you sell with the shoes. 
And they call attention, also, to the 
potential customer value on the re- 
placement business. They are made by 
the Turf Hugger Corp., 60 South 
Street, Boston. 





Cords on End in 
Composition Sole 





The Pan Cord-on-end sole has en- 
joyed a steadily increasing demand 
during the past year. A cross section 
of this sole of patented construction 
shows cords running from the tread 


back through loops, ending again at 
the tread. Thus, cord ends and rubber 
make a sole which the manufacturer 
says is slip-proof to as high a degree 
as any sole can be—that is, water- 
proof, and long wearing. Panther 
Panco Co. of Chelsea, Mass., also make 
a Pan Cord-on-end sole from a com- 
pound which is claimed to be impervi- 
ous to the disintegrating action of oils 
and many acids, called the Sol-voil 
Special. This sole is in wide demand in 
cil fields and many industries. 





Fabric Linings 


WITH the exception of the sole, the 
lining of the shoe is exposed to a more 
severe test of durability than any other 
part of the shoe. In the first place it 
must have the tensile strength neces- 
sary to withstand the strain to which 
it is subjected when the shoe is lasted. 
In the second place, there must be a 
high degree of what might almost be 
termed “toughness” in order that the 
lining may stand up under the friction 
to which it is subjected when the shoe 
is worn. One other function of the 
lining is to protect the leather of which 
the shoe is made, not against friction 
but against the action of foot perspira- 
tion which is apt to weaken the leather 
to some extent by neutralizing the 
agents introduced into the leather dur- 
ing the tanning process. Consequently, 
a good lining must have the ability to 
absorb moisture. 

Many improvements have been made 








































in fabric linings during the last few 
years—some, even, during the last few 
months. Basic types, however, are the 
same—twills, drills and ducks. 

In weaving many types of fabrics, as 
we all know, the filler thread passes 
under the warp thread, over the next 
warp thread, under the third and so on. 
These are single threads in both warp 
and filler—lying at right angles one to 
another. 

In making twills, however, the filler 
thread passes first over one warp 
thread and then under two, three or 
even more, warp threads, closely bunch- 
ed together to resemble one thick warp 
thread. Drill fabric has two threads in 
the warp and three in the filler. In 
other words, the three-thread filler 
passes over a two-thread warp, under 
another two-thread warp, over a third, 
etc. Duck is woven as canvas is woven 
but is much finer, lighter in weight and 
is woven more closely to give a “tight- 
er” fabric. 

In considering fabric linings, how- 
ever, it is well to remember that it is 
the selection of the raw material from 
which the thread is made which is 
really important; and there is, unfor- 
tunately, no test to which the merchant 
can put shoe lining in the finished shoe 
in an attempt to determine its quality. 
In this part of the shoe, as in many 
others, the merchant must trust the 
shoe manufacturer—or himself specify 
the product of some lining manufac- 
turer or wholesaler in whom he has 
confidence. 


a ns eres 
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BUYERS 
Come To Market 


“WE made a little journey with a shoe 
merchant, through the Marbridge Building 
recently, introducing him around. He was 
able to fill his new shoe store without going 
outside the building. 


“He examined trade-named shoes, feature 
shoes, make-up shoes, in-stock shoes — in 
men’s, women’s and children’s lines. He 
bought slippers and shoe specialties. He was 
intrigued by the stylists and their enthusi- 
asms for the newest pull-overs. He specified 
materials and ingredients and learned about 
their merits from specialists in the service 
of supplies. Then he selected window dis- 
plays and fixtures. 


“His parting thanks were: ‘You certainly 
live a friendly shoe life in this big building; 
and Ill not forget the spirit of neighborli- 
ness in the Home of the Shoe Industry—for 
time is a precious thing and I’ve completed 
my work with speed and certainty.’” 


D. S. Macdonald, Mgr. 


47 WEST 34THST ercaoway NEW YORK 
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Modern display windows play an important part in win- 
dow display. This new fixture, used in the Carson, Pirie, 
Scott & Co., was designed by Adler-Jones, display designers, 
Chicago, Ill. 

The fixture itself is a hand-shaped, 44-inch square rod, 
finished white, which stands on a metal cylinder and the 
whole covered with a tube of clear, heavy cellophane-like 
material. The tube is closed at the top with a welded cover 
of the same material. 





Welting 
[CONTINUED FROM PAGE 265] 


in that type of cement shoe in which the welt is stitched 
to the upper and cemented to the outer sole. Therefore, 
welts must be good—and so well recognized is this 
fact that even in the lower grades of shoes it is common 
lo find a high-grade welt. 

Heavier welts for men’s shoes are made from what 
are known as double shoulders (a reference to that 
part of the steer from which the hide comes) ; lighter 
weights sometimes used in women’s shoes are made 
from side leather; others are made from splits. A spe- 
cial tanning process is used in each case—the retanning 
in the case of welts made from double shoulders. 

These welts come in a range of widths and thick- 
nesses—the lightest weight welt being five-sixteenths 
of an inch wide and one twenty-fourth of an inch 
thick—the heaviest being ‘five-eighths of an inch wide 
and five thirty-seconds in thickness. Widths step up 
one thirty-second of an inch between sizes or weights; 
thickness steps up by even less than that. 

To turn the welt into a style feature and yet to retain 
all those qualities which it must have if it is to do its 
job well, has been quite a trick; but it has been accom- 
plished. Not only are there colored welts, but two- 
colored ones, as well. Not only do these colors come 
in plain welts but in patterned welts. Further variations 
have been worked out by combining structural features 
and colors—notably in the Stormwelt type which has 
a high rib taking the place of the calk or reverse welt. 
In this rib type, the rib is placed on the inner edge of 
the welt—the sewing edge as it is sometimes called. 
This rib, in the finished shoe, lies close to the side wall 
of the vamp of the shoe, protects the inseam from the 
intrusion of moisture and helps to support the side 


wall of the shoe. 
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GOOD REPUTATIONS | 
AREN'T BUILT ON LUCK ; 





basic principles. 


head of the list. 


KREIDER reputation. 


SMART STYLES FOR THE JUVENILE—GOODYEAR WELTS 


W. L. KREIDER’S SONS MFG. 
PALMYRA 


| T’S as true today sa it ever was that you can’t compromise with 
W. L. KREIDER’S SONS have proved this. 
For half a century they have enjoyed a position of prestige in 
the juvenile shoe field. Rigid adherence to the standard that 
YOU CAN’T COMPROMISE WITH QUALITY, backed by up-to- 
the-minute styling and fitting qualities which have been tested 
continually and exhaustively, has resulted inevitably in the cus- 
tomer satisfaction which has put W. L. KREIDER’S SONS at the 


This year W. L. KREIDER’S SONS have amplified their line of 
Growing Girls of 9/8 and 10/8 heels to include a new line of 
12/8 heels, all in sizes 314 to 9. These are all carried in stock 
and embody the qualities which make them worthy of the W. L. 
A fast-working, alert IN-STOCK Depart- 
ment makes this a decided boon to any progressive retailer. Write 
for your catalogue—and let the W. L. KREIDER IN-STOCK 
DEPARTMENT keep your stock in order. 


BE SURE AND SEE OUR SPRING DISPLAY AT THE 
NATIONAL SHOE FAIR AT THE STEVENS HOTEL, 
CHICAGO, ILLINOIS, JANUARY 3-4-5-6, 1938. 
ROOMS NO. 1015A-1016A 


PENNSYLVANIA 












CO., INC 














Dr. Hiss to Conduct 
Orthopedic Clinic 


Cuicaco, ILt.—One of the features 
of the National Shoe Fair, of outstand- 
ing interest to merchants who sell cor- 
rect and corrective footwear, will be the 
Five Forums to be conducted by Dr. 
Hiss, in person, January 3, 4, 5, at the 
Hotel Stevens, Chicago, IIl. 

The growing interest in the ortho- 
pedic sessions of the Fair, increasing 
in attendance year by year, has put 
a more professional aspect to correct 
shoe service and prompted these 
forums. 

Nationally-famous J. Martin Hiss, 
B. Se., D.O., M.D., surgeon-in-chief of 
the Dr. Hiss Foot Clinic and attending 
orthopedic surgeon at Wilshire Hospi- 
tal, Los Angeles, has been persuaded 
by Weir Stewart of Marshall, Meadows 
& Stewart, Inc., Auburn, New York, 
to conduct five forums: January 3 at 
4.00 P. M., January 4 at 10.30 A. M. 
and 4.00. P. M., January 5 at 10.30 
A. M. and 4.00 P. M. 

There will be movies of the Dr. Hiss 
Clinic in Los Angeles, lectures on diag- 
noses, classification, correction and 
fitting; and following the lectures, a 
question forum. 

Doctor Hiss is the author of the 
book “Functional Foot Disorders,” a 
text-book of professional interest, and 
“New Feet For Old,” a popular scien- 
tific book of interest to laymen, students 





He is one of the best- 
known foot surgeons in America and 
his professional life has been spent 
in the surgical correction of foot troub- 


and shoe men. 


les. He is the inventor of certain 
principles incorporated into shoes. This 
is his first national clinic and is for 
the purpose of giving the commercial 
shoe men the philosophy of corrective 
footwear, with a definition of the area 
of foot health that belongs to the med- 
ical fraternity and the part the shoe 
merchant can play in normal correct 
shoe fitting, recognized as modern shoe 
service in shoe stores and departments. 

Reservations should be made at once 
through Marshall, Meadows & Stewart, 
Inc., Auburn, New York, for attendance 
is limited to the group that can be 
accommodated. Tickets will then be 
sent for the hours of the forum groups. 





David Brown Co. Opens 
New York Office 


New YorkK—The David Brown Shoe 
Company, Baltimore, Md., has opened 
a sales office in New York at 200 
Church Street, Suite 21, with a com- 
plete line of shoes. 

Stanton Sachs, in charge of this 
new office, has been appointed sales 
manager of the company for the entire 
eastern territory. 








A. J. Tanous 


Far Rockaway, L. I.—A. J. Tanous, 
proprietor of the Grey Bootery here, 
died of a heart ailment, November 26, 
in Florida. He had owned and oper- 
ated the Grey Bootery for 20 years. 
Following funeral services, he was 
buried November 30 at Lawrence, L. I. 

The business is being continued un- 
der the management of L. Adelman, 
who has complete charge of buying 
and selling. 


N.S.T.A. Roster at 
Five-Year Peak 


[CONTINUED FROM PAGE 113] 





jeb of meeting customers who have 
come to Chicago to attend the annual 
convention of National Shoe Retailers’ 
Association, 

Assisting President Lynch in presid- 
ing over the sessions of the convention 
will be Vice-President Norman N. 
Souther of Chicago and among the re- 
ports to be heard and acted on will 
be those of the following committees: 

Regional Governor, W. W. Brandt: 
Publicity, T. A. Delany; Railroads, J. 
M. Hartman; Style, M. E. Tobias; 
Transfer and Baggage, Edward 
Craney; Legislation, W. T. Stephen- 
son; Membership, Joseph Kalisky; 


Education, Ned Dreyfus; Budget, John 
F. Powers; Trades Cooperation, Domi- 
nick LaValle; and Insurance, C. W. 
Morrill. 
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On display 
at the 
National Shoe Fair 















» Sandals for both men and women, in a 
variety of styles. 

> Upper materials include woven fabrics 
in colorful array, leather in many tan- 
nages, sail cloth and terry cloth. 

» Cork, leather and rope soles. 

> Priced to retail at $1.95 to $10.00. 

» You are cordially invited to visit us in 
Room 1355, Stevens Hotel, and view 
our line of distinctive summer sandals. 

» Swan Sandals are again ahead in style 

and value. 




























SWAN SHOE COMPANY 


INC, 
2100 AIKEN STREET 


BALTIMORE, MARYLAND 
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Compo Reports Its Best Year 


1937 











Boston — William H. Bresnahan, 
chairman of the board, and Bernard S. 
Solar, president of the Compo Shoe 
Machinery Corporation, recently re- 
ported to their Board of Directors a 
further increase in the production of 
Compo shoes for the year 1937, the 
total being the largest pairage in the 
history of the company. 

Both gentlemen will attend the Chi- 
cago Shoe Fair, this being Mr. Bres- 
nahan’s twentieth consecutive national 
convention. During fifteen of those 
years he and Mr. Solar have been 


Barnard S. Solar, left, president of Compo Shoe Machinery Corporation, 
and William H. Bresnahan, right, chairman of the board. 
















closely associated, first in shoe manu- 
facturing and later in the founding and 
development of the Compo Shoe Ma- 
chinery Corporation. 

In considering the prospects of the 
industry for the year 1938, Compo of- 
ficials feel that the early months of 
the year will see a distinct pick-up in 
all types of shoe production. In their 
own field they anticipate a continued 
growth in the volume of Compo single 
sole shoes, now made under license by 
Sbicca-Delmac, Inc., and Compo welts. 





Shoe Store Adds Sports 


Department 


SAN FRANCISCO, CAL.—Price’s, 718 
Market Street, specialists in men’s 
shoes, are expanding by adding a 
sports department that includes a wide 
range of riding and skiing accessories 
for both men and women. An opening 
display in the front of the store of fine 
leather saddles, English and Western 
types, caused much comment and 
brought in customers. The saddles 
which the store is carrying for the 
first time range in price from $39.00 
to $125.00. The new department also 
carries riding crops, spurs, unusual 
leather belts, riding accessories of all 
sorts for both sexes, and ski boots for 
men and women in a full range of 
styles and sizes. | 


The window display which is at- 
tracting much attention features a 
high quality Western saddle and a 
model of a Western cowboy in full 
regalia and displays riding boots for 
men and women. Complete lines of all 
types of Western and English riding 
boots and jodhpurs are stocked. , 

B. W. Price, the owner, believes that 
this new department will bring new 
customers into the store. He has every 
expectation that it will grow rapidly 
in popularity. 


Cohen Named Bullock Buyer 


CotumsBus, OH1I0—L. Cohen, associat- 
ed with the shoe business for some 14 
years, has been named manager and 
buyer of the shoe department of Bul- 
lock’s Ine., 112 South High Street. 






















Myer Smith Heads 
York Shoe Retailers 


York, Pa—Myer Smith, of Smith 
Brothers Boot Shop, Inc., was elected 
president of the York Shoe Retailers 
Association at the monthly meeting of 
the organization held in his store. He 
succeeds Samuel Brueggeman, retiring 
president, who was honored by unani- 
mous election as honorary president for 







L. E. LANGSTON 
Executive Vice-President of 
N.S.R.A., Who Will Address 

York, Pa., Shoe Men at 
Installation 


life of the association in recognition of 
the 20 years of active service he gave 
the organization. Other officers elected 
are: Vice-president, Edward Reine- 
berg; secretary, Charles A. Martin; 
treasurer, Michael Britcher; directors, 
for three-year terms, Cletus Reineberg 
and Mose Leibowitz; directors for two- 
year terms, David Lewis and Willis L. 


Gilbert, and for one year, Samuel 
Shapiro. 
The following committees were 


named by the newly elected president: 
Speakers and publicity, Mose Leibo- 
witz; banquet, Edward Reineberg and 
Willis L. Gilbert; ticket, Myer Smith, 
Michael Britcher, David Lewis, Harry 
Madanick and Charles Martin; enter- 
tainment, Edward Reineberg, William 
Cooper and Ernest Solomon. 

The newly elected officers will be in- 
stalled at a banquet meeting to be held 
Jan. 27. L. E. Langston, executive vice- 
president of the National Shoe Retail- 
ers Association, will be the principal 
speaker on that occasion. 

Plans for a “school of fitting” at 
which clerks in the local stores will be 
taught the art of correct shoe fitting, 
were made during the session. Particu- 
lar emphasis will be placed on the fit- 
ting of children’s shoes, at the morning 
hour sessions of the school which will 
be entirely free to the clerks. 
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54255 






| fact that many prominent 
wholesalers buy our line year after year, should 
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TARD 
AUSTOE 


FOR MEN 


532 °4 


AT RETAIL 










be proof enough to any volume buyer that 
Hazzard and Emerson boots and shoes are consis- 


tent business-building values. 


SEE 
DISPLAY 


ROOM 








RIDING 
& FIELD BOOTS 


In addition to regulation Riding 
Boots, we produce an extensive line 
of Jodhpurs, Gore Jodhpurs, Engi- 
neers’ and Field Boots, which enjoy 
widespread popularity. 


$7 s 410 


AT RETAIL 


624 


HOTEL 
STEVENS 


+ + + + 


* 






a 





MEN'S COWBOY 
BOOTS 


These bocts feature the popular 
square toe high heel last, and are noted 
for their durability and fine fitting 


qualities. 
$8 AT RETAIL 


Ask your wholesaler for Hazzard Specialties 


R-P-HAZZARD CO. 
AUGUSTA, ME. 
BOSTON SALESROOM, 119 LINCOLN ST. 
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SEASONAL PROBLEMS 


Seasonal sales require careful planning of manu- 


facturing, selling, and financial programs. 


Consider in this planning the advantages of fac- 


Factoring places your business on a cash basis. 


3527 Fourth Avenue 


LYNCHBURG, VA. 





WILLIAM ISELIN & CoO., INC. 


toring. The ability to get money when most useful ; 
the avoidance of all credit risks and losses; the 


elimination of credit and collection overhead. 








Branch Offices 
GRAND RAPIDS, MICH. 


Selling Agents of Shoes, 
Leather and Allied Products. 


NEW YORK 


LOS ANGELES, CAL. 












for Manufacturers and 













































Novel Advertising Scheme 


MILWAUKEE, WIs.—To promote bus- 
iness for the Miller Block Building, 
Caspari & Virmond Co., retail shoe 
store, and twelve other shops located 
in that building issued an eight-page 
multigraphed booklet measuring eight 
and one-half by five and one-half 
inches. Captioned “The Miller Block 
Shopper,” the booklet was distributed 
to office buildings in the surrounding 
area by Western Union messengers. 
Each of the advertisements occupied 
a half page. 

The booklet compelled attention by 
virtue of the manner in which it was 
distributed. 


Cannon Shoe Adds New Unit 


DAYTONA BEACH, FLA.—The Cannon 
Shoe Company of Baltimore is open- 
ing a branch at 114 South Beach Street. 
The company already has about ten 
stores throughout the state. 


C. E. Collar Joins 
S. J. Brouwer Shoe Co. 


MILWAUKEE, Wis.—Charles E. Col- 
lar, who formerly owned and operated 
the Osteopathic Shoe Shop at 710 
N. Broadway, this city, has closed his 
shop and has joined the staff of the 
S. J. Brouwer Shoe Company where 
he was formerly buyer some years ago. 











Industry on Display 
Additional Shoe Fair 
Exhibitors 


[CONTINUED FROM PAGE 112] 
ROOM 
Ascutney Shoe Corp..............0+- 1307A* 
indsor, Vermont 
NS EE ee ee ey 1314 
Worcester, Mass. 
OS ere ee 1217 
Dover, 
Ornsteen, Myer ee 1312A 
Marlboro, Mass. 
PIRES esc evs vies cwadeaceresed 624 
Augusta, Maine 
Frederick Shoe Co., Inc............... 1146A 
Derry, New Hampshire 
a See 748A 
Lynn, Mass. 
OS ee ee 1313 
Chicago, Ill. 
ee Sr are 1251A 
Watertown, Mass. 
Rosenthal & Doucette, Inc........... 1224A* 
verly, Mass. 
id) acs: 4 4, 0.0. as. 0.050 a:0-0 0.00 1331A 
New York, N. Y. 
Hobby Shoe Company................ 1332A 
Rochester, N. H. 
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Stoneham Footwear a ee 1309A 
Lynn, Mass. 
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Baltimore, Md. 
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Manchester, N. H. 
——— i EES 0) ea eee 1266A* 
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ton, Mass. 
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Chicago, IIl. 
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lyn, 











Grand Shoe Company................. 1337A 
Haverhill, Mass. 

Advance Shoe SR reer 1025* 
Chicago, III. 

Algy Shees, Inc..........ccscccscccce 2300* 
Everett, Mass. 

Kennebec Shoe Co.................... 1333A 
Hallowell, Maine 

Merrimack Shoe Co..................5 1334A 
Hallowell, Maine ; 

ro EO ee eee 1329A* 
Orwigsberg, Pa. 

Novelty Slipper Co.................... 846* 
New York, N. Y. 

Adelle Footwear ING b's 9.0, wit 934-8. 2 ae 966A 
New York, N. Y. 

Converse Rubber _ Oe eee 1619 
Chicago, III. 

Willits ae Me rhedie et sess ecu ed 1264 

alifax, Pa. 

Moss Method Shoemaking............ 935A* 
Boston, Mass. 

MOI EIR on ac ccc icccccncctesec 1333 
Everett, Mass. 

Harrison Shoe Co..............00.000: 1338 
Everett, Mass. 

Fall Trade Good at 

Fontius Store 
DENVER, CoLoO.—Fall trade at the 

Fontius store is far ahead of the vol- 


ume for this time in 1936. Black suedes 
are leading the demand. The shoe 
of the week is a high-heel stroller in 
black or brown suede with contrasting 
genuine lizard trim. It is also shown 
in black, brown, blue, or gray suede 
with matching patent piping. The shoe 
is also attractive in black suede and 
patent with a medium heel, or in 
brown, green, blue, or burgundy suede 
with matching alligator-calf insets. 
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Shoe VWleurs 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, DECEMBER 25, 1937 


NATIONAL NEWS 





Draped Shoes New Trend in Miami 





White Leading in Early Sales, but Multicolors and Combina- 
tions Are Important—Trends in Evening Footwear 


MIAMI BEACH, FLA.—With practi- 
cally all the shoe shops along Lincoln 
Road opened and ready for the resort 
season, it is possible to offer a fairly 
accurate picture of early trends for 
Spring and Summer wear. Summer 
styles will receive their popular OK 
on Lincoln Road during the next 
twelve weeks. 

Burdine’s is showing some exquisite 
evening shoes for the coming holiday 
festivities—airy, open-toed sandals and 
pumps. Silver and gold kid combi- 
nations, buckled in rhinestones, are 
smart. A draped satin open-toe pump, 
caught together with a jeweled clip 
in front, is going to be a popular num- 
ber because it may be dyed to match 
any gown. Gold kid appliqued in white 
satin is another of the season’s offer- 
ings that is smart. The appliqué is in 
the shape of a leaf, varying in size 
according to the place where it is 
used. Then there is the new satin lac- 
quer and gold kid combinations, in- 
troducing the much-wanted print motif. 
This is a $22.50 number; the others 
range from $8.75 to $12.75. 

Mr. Delman says that shoemakers 
have turned dressmakers and instead 
of draped turbans on the head there 
is a draped shoe for the foot. Watch 
this trend; it is showing up in several 
shops. 

Leed’s, not usually considered a shoe 
shop, but still carrying an unusually 
large stock of the cleverest of boudoir 
and play shoes, is showing boudoir 
models fashioned very closely after eve- 
ning shoes with high fronts, rolled 
cuffs, open toes and other features. 

“The boudoir slipper of today,” said 
Mrs. J. Jay, managing director, “is 
not at all like the fussy, fluffy little 
slipper of some time ago. It must be 
just as smartly fashioned and as well 
made as any dancing shoe.” 

Irving Rothman, who operates Roth- 
man’s, is predicting dark colors with 
touches of white, as well as all whites. 
Prints have been very good during the 

[TURN TO PAGE 276, PLEASE] 





DATES TO REMEMBER 


National Shoe Travelers Association 
Twenty-Seventh Annual Convention, 
Hotel Morrison, Chicago, III. 

January 1, 2. 3, 1938 


National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill. ......... Jan. 3, 4, 5, 6, 1938 


California State Style Show and Ex- 
hibit, Shoe Travelers Association of 
Los Angeles, Biltmore Hotel, Los 
Angeles, Calif.....January 9, 10, 11, 1938 


Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex- 
position, Hotel Radisson, Minne- 
apolis, Minn Jan. 9, 10, 11, 12, 1938 


Joint Convention and_ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas. 

Jan. 9, 10, 11, 12, 1938 


Michigan Shoe Dealers 
Annual State Convention, 
Statler, Detroit, Mich. 

January 9, 10, 11, 1938 


Association 


Hotel 


Indiana Shoe Travelers Association 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 


Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 


Boston Shoe Show and Convention, 
Hotel Statler, Boston, Mass. 
January 24, 25, 26, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
Riis eonyene ss February 13, 14, 15, 1938 





Resume Operations 


NortTH ApDAMs, MAss.—Operations at 
the Gale Shoe Company which were 
curtailed recently have been resumed 
in all departments. 

Operations have also been resumed 
by the Wall-Streeter Shoe Company. 


State Board Releases 
Price Lists 


HAVERHILL, Mass.—The State Board 
of Conciliation and Arbitration in a 
decision released Dec. 1 and binding 
upon all union factories in Haverhill, 
provides for price lists for the produc- 
tion of commercially known $2 and $3 
shoes supplementing lists of $2.35 and 
$3.35 sellers which stand unchanged. 

The state board recognizes an un- 
usual situation in the industry, that of 
footwear not advancing in step with 
other commodities, but receding. It is 
recognized that the volume business in 
the present market is in the $2 and $3 
field and that the only alternative to 
idle factories is to enable local manu- 
facturers to produce these grades. 

The new price lists, which the board’s 
decision creates, cover only the com- 
mercially known $2 and $3 shoes. The 
$2 shoe leaves the factory at prices 
ranging from $1.20 to $1.35 and the 
$3 shoe at $1.75 and $1.85. 

The manufacturers have argued that 
prices 121%4 to 15 per cent less than 
those now being paid for the $2.35 and 
$3.35 sellers are necessary to compete 
successfully in the $2 and $3 grades. 
On this basis, the price lists for the 
new grades would be substantially the 
same as those which were operative 
here prior to last Jan. 1. 


Foreign Scientists 
Study Leather 


DAYTON, OHIO.—Two young scien- 
tists, coming from opposite sides of the 
world, are at present studying labora- 
tory methods at the leather research 
laboratory of the University of Cincin- 
nati, the only one of its kind in the 
United States. Three such leather 
research laboratories are located in 
Europe. 

The two scientists attending the Cin- 
cinnati research laboratory are Adal- 
bert Fritsch of Cluj, Roumania, and 
Professor Paul C. Chang of Yenching 
University, Peiping, China. Together 
they traveled approximately 14,000 
miles to reach the Cincinnati school. 

Professor Chang’s wife and family 
are in the war zone. He sailed before 
the outbreak of hostilities. 
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DANVERS SHOE CoO. 
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HAND CRAFTED 
QUALITY SLIPPERS 


Ton { F r 
'ankia siippe 


i OPERAS. | 
Price $1.90. 


{1 EVERETTS. | Black 
Price $1.90. 


i ROMEOS., M« zed silk 


Hut re. Tan and Black Kid. Price $2.20. 


NEWBURYPORT, MASS. 





Photographic murals of virgin timber on Brown Company’s large timber holdings 
are used effectively for atmospheric backgrounds in this corner of the new recep- 
tion room in the New York office of the Brown Company. 


NEw YorkK—The Brown Company, 
Portland, Me., manufacturers of cellu- 
lose products, have modernized the re- 
ception room of their New York office 
incorporating in it a display of prod- 
ucts made by the company and also 
products from various industrial fields 
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that use the Brown Company’s cellu- 
lose. 

The furnishings and general appear- 
ance of the room are modern without 
being severe. Warm brown colors, in- 
direct lighting and soft lounge chairs 
offer a cordial welcome to visitors. 
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Of particular interest to anyone hav- 
ing business relations with the com- 
pany are a pair of attractive and 
informative maps reproduced on glass. 
A map of the world shows the com- 
pany’s shipments to foreign countries. 
Another beautifully colored map exe- 
cuted in oils, shows the company’s 
mills in Berlin, N. H., and La Tuque, 
Canada, as well as its vast timberland 
properties in the United States and 
Canada. These timberland properties 
exceed the area of the State of Con- 
necticut. The background visible 
through these maps consists of murals 
showing virgin timber on the com- 
pany’s holdings. 

One side of the room displays prod- 
ucts from the various industrial fields 
that use the company’s purified cellu- 
loses, such as rayon, plastics, trans- 
parent film, fine and special papers. 
The opposite side is composed of 
individual displays of each of the com- 
pany’s major sales divisions—papers 
for conversion, Nibroc towels, Onco 
innersoles, electrical conduit and chem- 
icals. 


Louisville Retailers Enjoy 
Brisk Trade 


LOUISVILLE, Ky.—Shoe merchants in 
Louisville are enjoying a brisk trade 
these Fall days. Hanover is doing a 
good business in men’s shoes. Feltman- 
Curme also are having excellent sales, 
going over last year’s record. 

In men’s shoes, crepe soles are popu- 
lar while the women favor suedes in all 
colors with black predominant. Thom 
McAn also reported that sales were 
running over last year’s and blacks 
were their best sellers. This store 
emphasizes its socks and uses them in 
suggestive displays both inside the store 
and in the window getting good sales 
from this accessory merchandise. 
Reed’s said that their business also 
was going ahead. 


Ties Popular in Albuquerque 


ALBUQUERQUE, NEw MExiIco—<Accord- 
ing to H. H. Hale of the Brownbilt 
Shoe Store here the demand for dress 
shoes consists of ties, high throat 
pumps, and dog-eared patterns. For 
sports wear and casual occasions pat- 
terns in reds, greens, browns, and 
blacks, in suede and gabardine are 
most popular. Mr. Hale reports a 25 
per cent increase in business over this 
time last year. 


Business Better in Peabody 


Preaspopy, Mass.—Some improvement 
in business is reported here. Orders for 
leather have picked up since Dec. 1. 
Western buyers are both placing orders 
and are asking about future prices. 

It looks, in a general way, as if busi- 
ness for 1938 would start on a volume 
basis, at prices lower than the average 
for 1937. 





@e 








BOOT AND SHOE RECORDER, December 25, 1937 


Profits and Promotions 
Start at the Fair 


[CONTINUED FROM PAGE 109] 
A PREVIEW OF MEN’S STYLES 


JOHN REILLY 
Men’s Fashion Editor of Boot & SHort REcoRDER 


What shoes are fashion-right with what clothes for 
Spring will be discussed by Mr. Reilly. 


Stace Decorations by The Adler-Jones Company of 
Chicago. 


Women’s ApparEL: With the cooperation of the Style 
Creators of Chicago, the NaTionAL SHOE Fair presents 
Spring’s authentic feminine fashions inspired by the trend- 
setting modistes of Paris. The Chicago designers possess 
a real genius for interpreting the new silhouettes, colors 
and styling details adapted to the American woman’s pref- 
erence for flattering as well as definitely smart clothes. 
They will present a collection of original creations from 
the Chicago market, recognized as a pre-eminent center for 
authentic fashions. This prestige has been due largely to 
the efforts of the Style Creators of Chicago, an organization 
whose more than 100 member firms are making notable 
contributions to the designing skill of the nation. 

Miuunery: The millinery worn by the manikins has 
been styled by the members of the Midwestern Millinery 
Association of Chicago. This group of millinery manufac- 
turers, because of their originality and style leadership. 
have brought prestige and increased recognition to Chi- 
cago as a center for advanced trends in the newest modes. 


TUESDAY, JANUARY 4, 1938 
All Day 


NATIONAL SHOE RETAILERS ASSOCIATION 
Election of Directors 


The election will be held at the National Shoe Retailers 
Association Headquarters’ Booth—Grand Assembly Room 
—2nd floor—Stevens Hotel—from 9:00 A.M. to 10:00 
P.M. All regular members of the N.S.R.A. are urged to 


vote. 
TUESDAY, JANUARY 4, 1938 
All Day 


SOUTH BALLROOM—STEVENS HOTEL 
(3rd floor) 


EXPENSE CONTROL AND STORE 
MANAGEMENT CLINIC 


Consultation Hours 


9:30 A. M. to 12:00 Noon 
2:30 P.M. to 5:00 P.M. 
SaLEs PLANNING—SALES PRro- 

MOTION CLINIC ............. 9:30 A.M. to 12:00 Noon 
2:30 P.M. to 5:00 P.M. 


TUESDAY, JANUARY 4, 1938 
ANNUAL MEETING 
NATIONAL COUNCIL OF SHOE RETAILERS, 
INC. 


9:30 A.M.—NORTH BALLROOM—STEVENS 
HOTEL (3RD FLOOR) 


[TURN TO PAGE 281, PLEASE] 


YT. S/o ZAR Primer Arm mA Fm ~ a am 


Page 275 





SUROST 


REG.U.S.PAT.OFF. 


OFFERS 
EXCLUSIVE 
LATTICED 
SHOES 














The active interest in venti- 


lated, latticed and open work 
patterns for the coming sea- 


son prompts us to inform the 
trade that we hold construc- 
tion Patent No. 1,713,307, 
the only method producing 
latticed shoes with absolutely 
smooth insides. This exclu- 
sive construction offers an un- 
limited variety of styles and 

interlaced color 

combinations. 














SEE THE LINE 
AT ROOM 706 
MARBRIDGE BLDG. 
NEW YORK 
or 
write 
SOROSIS SHOES 
LYNN, MASS. 


SOROSIS —LYNN 
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Men's Shoes 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 


100 Styles in Stock 


Since 1875 this famous shoe 
has meant that a man need 
not sacrifice comfort to get 
style. Hine & Lynch Shoes 
are Quality shoes. 


Fit the feet and keep them fit. 


Retail 
HINE & LYNCH SHOE CO., Inc. 
$6.50 to $8.50 142 Duane St., New York City 





















efoto) 4711 RAW CORD LEATHER 
WELT . SOLE & HEEL ° QUARTER 
LININGS 
. . . 
GRAIN LEATHER SPECIAL WATER 
NNERSOLE . RESISTING TANNAGE 
. . 
tf vENUINE MOCCASIN LAST 


. 
D WIDTH 6-1} 


22 BROWN 
No 


EASTERN 
SHOE CO. 


186 LINCOLN ST. 
BOSTON 
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Gold and Silver Repairer 


OO i ee i elie eal li il 


SHU-PRIM 


POLISHES PROTECT YOUR 
QUALITY REPUTATION 








Shu-Prim_ color- correct suede 
cleaners do not lay nap—never 
streak. Shu-Prim polishes for 
every type of shiny leather are used 
in leading shoe factories. Shu-Prim 
White Shoe Soap is nationally fa- 
mous. There’s a Shu-Prim cleaner 
or polish for every kind of leather. 


Order an assortment today! $1.50 
per dozen—retail 25 cents each. 
Shu-Prim Gold and 
Silver repairer is 
easiest to apply— 
gives superior re- 
sults. $3.50 per 
dozen—50 cent re- 
tailer. 


SIGNAL 
CHEMICAL CO. 


268 Northampton St., 
Boston 
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Draped Shoes New Trend 
[CONTINUED FROM PAGE 273] 


past month and will continue through 
the season. It is the open-toe, open- 
heel, open-shank sandal that will be the 
volume item in all kinds of shoes for 
resort wear, except for sports. 

There has been an increasing demand 
for evening shoes of late—special 
shoes to match gowns, which would 
indicate, according to Mr. Rothman, 
that there is more money in circulation 


to be spent for the extra item. Metal-. 


lic cloth is good for evening wear, and 
anything that has a sparkle is ap- 
proved. Many sequins are in evidence. 
Pumps will continue for some time. 
Heels are high for evening. High 
fronts are slightly on the wane. Blue 
is going to be the big color; Kelly will 
have a little show, but there is a lot 
of red and rust in the picture. Patent 
is one of the good fabrics; multicolors 
will have high sales value. 

At Cammeyer’s they are showing, 
in addition to whites, a lot of multi- 
color and here, too, the prediction is 
that dark with white trim will be 
good during the season. Thrush is a 
new color being offered in a sandal. 
Sandals are the best model so far, 
although pumps are active and ties 
have some following. Not much gabar- 
dine is in the picture at present; col- 
ored patents are particularly good in 
the multi effects. Bucko and suede are 
good. Prints are also good. White is 
leading all early sales with blue a 
second and the rust and dubonnet 
shades coming third. Bags are match- 
ing or blending with the shoes. 

Frank Brothers is showing some 
smart strap sandals in prints. They 
also have a nice line of gorgeous black 
satin and gold kid evening sandals. 

At Butler’s Beach Shop many high 
front shoes are seen, most of them 
with some version of the scroll top 
lined in contrasting color. There 
seems to be much definite striping or 
piping of kid around the seams of the 
suede and doeskin shoes. Here are to 
be found sandals of white with the 
color accent in the high heel and 
toe-cap. Gold and silver shoes for 
evening are the most popular. Very 
smart is a black suede sandal with 
white patent trim. Mtulticolors are 
very much in evidence, but in a some- 
what different form. The vamp of 
white is threaded with narrow colored 
bands. Heels match the predominating 
color. In the black satin evening san- 
dals there is considerable vamp trim 
in iridescent sequins. Pastel hose is 
being shown in this shop for wear with 
the gold and silver evening shoes. 
Matching bags are also being featured. 

At Saks Fifth Avenue they report 
that their big resort fashion of the 
moment is a soft box toe, perforated 
vamp, step-in pump. It is shown in 
three heels, high, low and medium, has 
a high front with scroll top lined 
in blue or brown on white. A welt sole 
sandal, with flat leather heel is an- 
other good number. With open toe 
and two deep slashings along the sides, 
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/ AN IDEA 
THAT “CLICKS” 


More and more oper- 
ators of juvenile de- 
partments are finding 
that customers - gradu- 
ating out of children's 
sizes are quickly re- 
placed by new cus- 
tomers graduating into 
children's sizes from 
Ideal Baby Shoes, be- 
cause they carry and 
promote Ideal Flexible 
Hard Sole Shoes in the 
2 to 8 size run. 












MRS. DAY' 
IDEAL BABY 


SHOE CoO. 
DANVERS, MASS. 







FLEXIBLE 23822 









STOCK No. 561 











built up counters and flat leather heels, 
it makes an excellent walking shoe. It 
supplies the supporting qualities of an 
cxford along with the coolness and 
comfort of a sandal. All white is in 
big demand even though the season is 
just opening. The Valkyrie model is 
still popular. High fronts with top 
ornamentation are good. Multicolors 
are moving. Both high and low heels 
are active. Brand new is a _ sandal 
having a woven top of very stiff twine. 
The twine is laced back and forth in 
a fancy pattern with colored raffia, 
thus producing the multicolored effect. 
It is offered in four heels at $12.75. 
Another new model is a pig skin un- 
lined sandal type, welt sole, solid 
leather heel, and laced up the front 
with wide colored lacing in multicolors. 
This is an $8.50 number. 





Critzer Opens Men’s Shop 


SPOKANE, WASH.—Les Critzer has 
opened The Shoe Den for men at 712 
Sprague Ave. Winthrop and Edwin 
Clapp shoes are highlighted in this 
store whose motto is “Fine Shoes Like 
Old Friends—Wear Well.” All golfers 
who register at the store, then make a 
hole in one which is properly wit- 
nessed, become members of the store’s 
Hole In One Club and receive a pair 
of Edwin Clapp $15.00 Pro-Shus as a 
token of this achievement. This club 
has been the means of greatly increas- 
ing consumer interest. 
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AND SHOE RECORDER, 


Sete Omer eaee a 
OF Me ee, 


New Labels 
New Life 


New Customers 


Spring buying's just ‘round the corner. 
The newest leathers, the stylish lasts, 
the smartest patterns, will be the only 
things you consider. 


But what about your 
labels? 


Visitors to your shop see more labels than 
shoes. Those labels should be the smartest 
thing in sight. They must say "A new season 
is here." They must suggest the smartness of 
the shoes behind them, to sell old customers 
and make new ones. 


And we're here to help with artists to create 
new designs—w:th the most modern stock 
designs adaptable to your needs—with a 
unique servicing plan. 


We've been helping thousands of customers 
for the last 63 years. It costs you nothing to 
find out how we can help you. A request will 
bring you specimen labels and full details of 
the Tolman Service. 


When you think of new shoes, think of new 
labels, and write while there's still time. 


TOLMAN PRINT, I? 


ONE UNIVERSITY ROAD, 
CAMBRIDGE, MASS. 


December 25, 








1937 
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Cancellation and 


Sample Shoe Shops 


profitably by you. 


***Certain Brands are subject 
to restrictions applied by 
the manufacturers, 


Stevens Hotel 


89 Reade Street 





ATTENTION! 


Branded Shoes attract new customers and bring them 
back repeatedly, season after season. 


An extensive line of Jobs of Nationally Known 
Brands * * * always on hand. 


Shoes that are suitable for cancellation, sample shoe 
shops and department store promotions. 
Our shoes are sold profitably by others and can be sold 


WHY NOT PAY US A VISIT 
OR WRITE FOR INFORMATION 


At Chicago .... National Shoe Fair .... January 3 to 6 


SHOES 


Branded Shoes Our Specialty 


Barclay 7-7887 


Department 
Stores 


Room 1241 








New York, N. Y. 

















Santa Claus Visits 


Dayton Retailers 


DAYTON, OHI0.—Santa Claus really 
came to town and in person he visited 
the Dec. 8 meeting of the Dayton Shoe 
Retailers’ Club held in the Chinese 
Room of the Hotel Miami. 

George (Tommy) Rooney, rotund and 
diminutive manager of the basement 
shoe department at The Metropolitan 
Company, donned an imported Santa 
Claus suit lent to him for the occasion 
by John Griffin of the Johnson Polish 
Company. It was after more than 30 
shoe men had enjoyed a turkey dinner 
that Santa Claus made his appearance 
in the dining room. With a sack full 
of gifts, he distributed a present to 
each person in the room. 

When Santa Claus made his exit 
after his joyful visit, P. J. (Pete) Myer 
introduced the matter of misleading ad- 
vertising on the part of a certain shoe 
store published in local newspapers. De- 
cision was made that President Riggs 
and Louis A. Miller, together with 
Emmett Jackson, manager of the Day- 
ton Better Business Bureau, visit the 
Dayton newspapers in an effort to curb 
future advertising of this nature. 

The next meeting of the club is slated 
for Jan. 12 to which all traveling shoe 
men are cordially invited to attend. 
Among out of town visitors at the din- 
ner meeting were Allen Thirkield of 
Franklin, and Harry Waldron of 


Cleveland, representing the Holland 


Shoe Company. 


Fancy Buckles Selling 
with Pumps 


SAN FRANCISCO, CAL.—F ancy buckles 
te attach to opera pumps are being 
promoted with increasing success at 
the exclusive store of Hanan & Sons, 


157 Geary Street. Whenever a cus- 
tomer asks for opera pumps, the sales- 
man brings an appropriate buckle 
along with the shoe and shows them 
together. Buckles stocked by Hanan’s 
range in price from $5.00 to $25, but 
the popular price for this accessory is 
$10.00. During the past four weeks 
they have done a good business in 
this merchandise, and it has been esti- 
mated that at least three out of every 
ten purchasers of opera pumps also 
buy the buckles to go with them. 


Radio Programs Bring Results 


TULSA, OKLA.—The radio program 
of Trippett’s Pied Piper Shoe Store 
here has been a huge success. Nine 
weeks on the air with an all-time high 
in sales following each broadcast and 
the necessity of two changes to larger 
locations is the result of weekly 15- 
minute children’s amateur programs 
put on by the store over KTUL. 
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Ski Boots 


ll en ei eel 


SAW YER'S 
SKI BOOTS 


J. Sawyer, Inc., 2 Main St., Freeport, Me. 
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Children's Shoes 


St oer ee 


edicra 
SHOES 


HAND LASTED 
OHILDREN’S SHOES 
Finest Quality 


PEDIORAFT GHOES—-Swansen & Ritner Sts., 
Philadelphia 
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Carton Labels 
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LABELS 


TOLMAN. DAVIDSON 


—ADVERTISING PRESS, Inc 
113 Lincoln Street, Boston, Mass 
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Dancing Shoes and Taps 
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Pat. Tap Slippers 
IN STOCK 


828 
(MeKay ciara) 
-30 $1.75 C 


2-8 1.40, 1:95 A-8-C 
822 C width only. 
ALSO LOWER GRADES 
SCHWARTE Ra HERDER, Bs MERS. 
70-72 N. 4th S ladeiphia, Pa. 















Modernized Men’s Store 


ANTIGO, Wis.—M. E. Harris has 
opened his modernized and newly en- 
larged men’s clothing store here. Floor 
space has been increased by two and 
one-half times and new fixtures in- 
stalled. The store carries a complete 
line of men’s, young men’s and boys’ 
shoes. 
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Catching the College Alumni 







Albuquerque, N. M.—Stores in cities which are the homes of universities and 
colleges often have unique opportunities to attract attention to their merchandise. 


The above illustration is a case in point. 


When the University of New Mexico, in 


Albuquerque, held its annual reception to alumni late this Fall and entertained 
them with a football game, Store Manager H. H. Hale went into a huddle with his 
window trim expert, Frank Condon, and evolved the display shown here. Cut-out 





footballs, college-like banners calling attention to values and styles, a poster adver- 
tising the game and a much-enlarged photograph of a football action scene were 
arranged against a solid fabric background to form an effective setting for the 


merchandise. 








Rike-Kumler Co. to be 


Air-Conditioned 


DAYTON, OHIO.—When the women’s 
shoe department of the Rike-Kumler 
Company is moved to its new location 
on the third floor of the new addition 
now being completed, Elmer Blom- 
quist, chief buyer, his clerks and cus- 
tomers will be able to enjoy the $300,- 
000 heating, cooling and air condition- 
ing system which is now being in- 
stalled. 

Customers visiting the shoe depart- 
ments in the basement will also find 
that section of the store fully air con- 
ditioned. 

A new type of air-conditioning sys- 
tem, embodying the latest developments 
in equipment, designed by Frigidaire 
Division, General Motors Corporation, 
is now in process of installation. 

The Rike-Kumler installation will 
have a cooling capacity equal to that of 
220 tons of ice daily, by far the largest 
in any public place in the Miami Valley. 
The major installation will consist of 
four 50-ton Frigidaire compressors to 
cool 900 gallons of water per minute. 
This water, in turn, will cool tre- 
mendous quantities of filtered air to 
be circulated through a concealed duct 
system to various sections of the store. 

One of the principles involved in the 
new system will be “sequence control” 
through which one or more of the four 
huge compressors will operate as re- 
quired by the outdoor temperature and 
the number of people in the store. At 





most times, only two compressors will 
function, but the moment the heat load 
exceeds their capacity, a third will 
start automatically followed by the 
fourth if additional capacity is re- 
quired. 

In reverse, a lowering of the heat 
load will cause the compressors to drop 
out of service one by one. This prin- 
ciple is considered by Frigidaire engi- 
neers to be a decided advancement in 
air-conditioning technique, particu- 
larly for a place like a large depart- 
ment store where the human occupancy 
fluctuates rapidly throughout the day. 





Ohio Sales Show Gain 


DAYTON, OHIO.—Retail sales of 1034 
independent stores in Ohio during 
October showed an increase of 9 per 
cent in dollar volume as compared with 
the same month a year ago, according 
to the Bureau of Business Research, 
Ohio State University. 

Dayton reported the greatest gain 
in total sales over October a year ago 
with an increase of about 11 per cent. 
However, shoe dealers reporting 
throughout the state showed a drop of 
0.8 per cent. 

Sales in Akron, Canton and Toledo 
showed losses during October. Cleve- 
land showed a gain of 8 per cent, with 
Cincinnati registering an increase of 
3.1 per cent. Columbus had a gain 
of 6.7 per cent and Youngstown 9 per 
cent. 
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It may not be more working cap- 

ital that you need but harder- 

working capital. Why not give 

active employment to the money 

in your accounts receivable? 
COMMERCIAL FACTORS CORPORATION 


SEVENTY-SEVEN FRANKLIN STREET, BOSTON 
TWO PARE AVENUE, NEW YORE 


COMMERCIAL 
FACTORING 











Planning for Southern F ishing Trip 





Cleveland, Ohio—The President is not alone in his love of fishing, for J. H. 
Roberts, head of the Stone Shoe Company, here, also likes his salt water fishing. 

Mr. Roberts is making plans for another trip to Florida with hopes of surpassing 
his catch of last March as evidenced above. 

Mr. Roberts, left, and John Telling, of the Holland Shoe Company, posed for this 
picture at their fishing quarters last March, with a few “big ones.” 





Delman’s Showing Resort 
Shoes 


MIAMI BEACH, FLA.—Delman, Inc., 
has opened for the season and is 
showing an unusually fine line of re- 
sort shoes. According to A. S. Blatt, 
manager, there is going to be plenty 
of color in the picture this year. Shoes 
are definitely more feminine in design 
and treatment, as well as in fabric. 
Soft silk jerseys, silk crepes, velvets 
and other fabrics are combined with 
kid. Patent is also good. For Southern 
wear now and Summer wear later, they 
are showing the cool, perforated, open 
toe sandals, the open heel pump for 
afternoon wear, and for evening the 
most glamorous of gold and silver 
mesh piped with kidskin. There is also 
a line of hand-made Venetian lace in 
black, white and colors that is unusual 


and exquisite. India silk prints are 
being featured for evening wear, while 
suede in bright colors is recommended 
for afternoon wear along with hand 
blocked India prints or doeskin in a 
pastel or deeper shades. The very 
newest model is a draped turban tie 
with a draped effect to the sole and 
fastened around the ankle in turban 
tie knots. 

For evening wear satin crepe 
trimmed with multicolor sequins is 
featured with matching bags in an 
open toe-open shank and heel affair. 
Another model named the coin sandal 
is fashioned of coin shaped bits, each 
decorated with bright sequins. It is 
available in gold and silver kid, in 
doeskin, and in patent leather. All 
shoes this year have unusually beau- 
tiful linings. 


navy gabardine and white silk kid 
stripping. This has been produced in 
30 different color combinations, in- 
cluding multicolor, wkich this season, 
calls for deep, rich, Mexican shades. 

For sportswear is a new ghillie with 
the popular and comfortable open toe 
and closed quarter is smart in silk 
pigskin with silk kid stripping. The 
square toe, square heel models for 
sportswear continue to be very good, 
and are featured in many Delman 
models. A smart mesh shoe in 12 
color combinations has a low heel and 
is designed for sports wear or walking. 

A Norwegian sandal available in six 
color combinations is very new and 
smart. Around the sole and on other 
parts of the shoe is a banding of 
needlepoint carrying out the color 
theme. 

To sum up, it is likely that India 
prints will be very good, royal blue 
excellent; Kelly will also be a favorite, 
is the early prediction; multicolors will 
be more in evidence than they were 
last season; pastel multicolors will 
also be popular. There will be plenty 
of all-white used, with white and 
brown and white and blue very popu- 
lar. Rust and dubonnet will have a 
following. 

Delman’s, Inc., has introduced this 
season an accessory department on the 
mezzanine where only raffia items are 
exhibited. Raffia shoes, with matching 
bags, hats, haloes, flowers, belts, will 
be popular this season; early sales in- 
dicate that this will be a high fashion 
note and will move well. 


Doris Crampton With Minor’s 


DAYTON, OHIO.—Miss Doris Cramp- 
ton has been added to the sales staff 
of the Dayton unit of Minor’s Shoes, 
123 North Main Street. Miss Cramp- 
ton is well known in shoe circles in this 
city and has a wide acquaintance 
among women customers. Before com- 
ing to Minor’s, she was with the Craw- 
ford Shoe Company and for a number 
of years was assistant to Jack Schaef- 
fer, now with Minor’s, when he was 
with the Rike-Kumler Company. 
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Dancing Shoes and Taps 
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FLEXIBLE TAP DANCING SHOES 


Lightening 
Step 
by 
NEW 
osco 
PROCESS 






IN-STOCK 











Women’s AA-4/2-9 ........ a > 
A-B-G-2%-8 .... 1.45 1.50 
Misses’ A-B-C-114-2 ..... 1.40 1.45 
Children’s B-C-8¥2-11 .... 1.35 1.40 
OWENS SHOE Co. iiccoest: 
+ Salem, Mass. 
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Mouldable Supports 
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C. H. DANIELS MOULDABLE ARCHES 


, (Patents applied for and pending) 

t’s a featherweight PLASTIC — “No 
Metal.” The Foot Does the Moulding. 
Made in all sizes, men’s and women’s, 
narrow and medium widths. 
“META-MOLD’’—a modified appliance 
adaptable for fitting foot to shoe 
adjustable arch feature. — 
















yoy 8 ae — en 
air 
#115—Adjustable Meta- opeinees 

PRS re $1.00 $6.00 
#116—Mouldable longi- 

tudinal arch with 

cementite Meta- ase 

ree A ee P 6.00 

#117—Mouldable longi- 

tudinal arch and 

Metatarsal — 2 

Es seers teaes’s 1.00 6.00 





“HIGH-ARCH”—appliance includes 
special elevations and wedges. 
#216—Mouldable longi- 
tudinal arch with 
adjustable Meta- 








- ,, SORE FS 12.00 
#217—Mouldable longi- 

tudinal arch and 

Metatarsal — 2 

Ee Be ee ae ee 
#218—Metatarsal Bar .. 
#219—Mouldable inside 

heel wedge with 

adjustable Meta- 


tarsal 
#220—Mouldable outside 
heel wedge with 
adjustable Meta- 
tarsal ....+++... 2.00 12.00 
DANIELS SHOE PRODUCTS 
PORT CHESTER, NEW YORK 
(Selesmen wanted for some territories) 






2.00 
2.00 


12.00 
12.00 








2.00 12.00 

























Catering to the Football F ans 
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Tucson, Ariz.—This attractive men’s shoe window did an outstanding job for 
Steinfeld’s, here, during the past football season. 

A photographic enlargement of an excellent action picture, snapped at the 
moment of the opening kick-off, made an interesting background for the display 


of Jarman shoes. 


Several “broguey” styles in favor with the collegiates were shown on the circular 
shoe display board in combination with matching accessories. 





ST. LOUIS EXTENDS ITS 
INVITATION 


Urges Shoe Men to Visit Exhibits 
At National Fair 


St. Louis —This year the St. Louis Shoe 
Manufacturers Association is sending out 
its usual formal invitation to the National 
Shoe Fair, carrying the regal colors of 
purple and gold, the association seal being 
embossed in the gold. The cover design 
of the invitation is the same as the title 
page of the St. Louis Section on page 127 
in this issue. In addition, the association 
is using this design on small letterhead 
stickers supplied to members for two weeks 
before the show. It is also being used in 
the association’s joint advertising on the 
fair and on the cover of paper matches to 
be given away at the fair. Then, when 
the buyer enters a St. Louis sample room, 
he will find a large poster carrying the 
same design. This design says—‘“St. Louis 
Leads the Way.” 

On behalf of St. Louis, W. S. Milius, 
president of the St. Louis Shoe Manufac- 
turers Association, extends a cordial invi- 
tation to every shoe man—first, to attend 
the National Shoe Fair at Chicago and 
second, to visit the St. Louis exhibits on 
the 8th, 9th, 10th and 11th floors of the 
Stevens Hotel. St. Louis will have the 
largest representation of all the markets at 
the fair and will. exceed its own previous 
high showing. Says Mr. Milius—“We are 
confident that the event will be the most 
successful in the history of the shoe in- 
dustry.” 









New Store Opens in 


Youngstown 


YOUNGSTOWN, OHIO. — David’s, the 
newest shoe store in Youngstown, ex- 
emplifies the progress in modern com- 
mercial architecture and is believed to 
be one of the most beautiful stores of 
the Middle West. The store opened 
Saturday, Dec. 11, at 246 West Fed- 
eral Street, and is operated by the Siff 
Brothers, of Akron, who operate the 
Wagoner-Marsh shoe store there. 
Robert Landon, who has had 12 years’ 
experience in Massillon and Columbus 
shoe stores, is manager of the store. 

The original three-story building was 
completely made over into two store- 
rooms, one of which is occupied by 
David’s, and a new building 40 feet 
wide and 80 feet deep was built, en- 
tirely fireproof. The roof construction 
eliminates the use of any column ob- 
structions within the building. Ceil- 
ings have been made high to permit un- 
usual indirect lighting effects in the 
walls over the shelving. The lettering 
stands out in relief against the lighted 
backgrounds of the niches. The hosiery 
department at the front of the store 
contains cases in prima-vera veneers 
and lighted interiors in pastel colors. 

In the rear the ladies’ and children’s 
departments are carpeted in shades of 
beige, wine and tan. Chrome steel 
furniture is upholstered in colors to 
harmonize with the interior. The men’s 
department is made semi-private by 
means of enclosures for the groups of 
chairs. 
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EPHRATA PREWELTS 


ARE RECOGNIZED AS LEADING 


IN QUALITY 
IN STYLE 
IN WORKMANSHIP 


Striking little shoes 
that win mothers’ 
hearts. 


IN STOCK 


SEE THEM AT 
CHICAGO SHOW 
ROOM 710-A 
7TH FLOOR 


ATTRACTIVE 
WHITE i . 

ELK—NEW. _ 

Write for Catalog and Prices 

ALSO ATTRACTIVE WELTS IN LARGER SIZES 


EPHRATA SHOE CO., Inc., Ephrata, Pa. 








Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. . 
209 So. State St., Chicago, Ill. 
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Mantield 


THESE WORLD FAMOUS 


ENGLISH 
RIDING 
BOOTS 


ARE MADE IN ENGLAND 
ONLY 
BY MASTER CRAFTSMEN 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR & 
JODHPUR BOOTS 


MANFIELD & SONS 


1636 RANSTEAD ST. 
PHILADELPHIA, PA. 


Write for 
Catalogue 





Profits and Promotions Start at the Fair 


[CONTINUED FROM PAGE 275] 


PRESIDING, WARD MELVILLE 


Outstanding Developments in Industrial Relations 

During Past Year William Girdner 
Executive Secretary—National Council of Shoe 
Retailers 


The Legislative Outlook—A Discussion— 

President Ward Melville 
Public Relations—A Round Table Discussion. .By Members 
Election of Officers. 


WEDNESDAY EVENING, JANUARY 5, 1938 


THIRD ANNUAL BANQUET 
NATIONAL SHOE FAIR 
7:00 P.M.—Grand Ballroom—Stevens Hotel 
(Tickets $7.00) 
Jointly sponsored 
NATIONAL SHOE RETAILERS ASSOCIATION 


NATIONAL BOOT AND SHOE MANUFACTURERS 
ASSOCIATION 


WEDNESDAY, JANUARY 5, 1938 
All Day 


SOUTH BALLROOM—STEVENS HOTEL 
(3rd floor) 


EXPENSE CONTROL AND STORE Consultation Hours 
MANAGEMENT CLINIC ........ 9:30 A.M. to 12:00 Noon 
2:00 P.M. to 5:00 P.M. 
SaLEs PLANNING—SALES PRo- 
moron Cle... ...... 44%. 9:30 A. M. to 12:00 Noon 
2:00 P.M. to 5:00 P.M. 


THURSDAY, JANUARY 6, 1938 
All Day 


A full day for writing sizes and complete buying require- 
ments for Spring selling. 


Determining Quality of Soles 


We have been asked many times by merchant readers 
how to tell good soles from poor ones when seen on 
shoes received in their stores. Years ago, this question 
could have been given a real answer, because high- 
grade soles were then given merely a coating of clear 
finish and if there had been deep-seated imperfections 
they would have shown up. But now we have also 
opaque finishes and pigments of various kinds. It 
is very unsafe to suspect a sole because it has been 
coated with an opaque finish. The flexibility of the 
sole, of course, can be determined by flexing the shoe, 
but, by and large, the merchant must of necessity, and 
can safely, depend on the word of the manufacturer. 
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SALESMAN WANTED | 


SALESMAN WANTED 


LINE WANTED 


1937 








sider additions to sales force in following territori 
1—Wis., Minn., lowa. 


THREE SALESMEN 


Leading New York house, with one of the meuents outstanding lines of in stock shoes and sandals, wil? con- 


2—Ind. Mich. 


Only experienced road men with following in their respective territory to supplement ours will be considered. 
Draw. Acct. to right men. First letter must contain full details including age, experience, earnings, references. 


Phone Room 1031—Stevens Hotel, Chicago, Tll., during N.S.R.A. Convention for appointment. 
GOLO SLIPPER COMPANY, INC., 


3—Chicago and vicinity. 


129 Duane Street, N. Y. C. 














SALESMEN to carry an outstanding line 
Women’s $5 STYLE SHOES with non-con- 
flicting lines on commission basis—no draw- 
ing account. 
Exceptional sales opportunity for men who 
have wide acquaintance in their territory and 
who are well recommended. No others need 
apply. 
This line HAS EVERYTHING—STYLE— 
FIT—QUALITY. Has only been sold in the 
high spots and now wants general distribu- 
tion. Practically all states open for this 
purpose. 

Address Box F-615 
BOOT & SHOE RECORDER 
209 So. State St., Chicago 








Salesmen Wanted 

Groves Shoe Company, Chicago, want 
experienced men for Louisiana and 
Mississippi to sell the newest and fast- 
est Style Line of Ladies’ Shoes, re- 
tailing $2.00 to $4.00. Write us here 
or meet Mr. Groves and Mr. Raiser 
at Southwest Shoe Fair, Texas Hotel, 
Fort Worth, January 8 to 11 inclusive. 











SALESMEN for Wisconsin, Iowa, Michigan, 

and Illinois outside of Chicago for strong 
line of novelties, arch supports, and sport ox- 
fords. Stocked in Mid West. Straight com- 
mission until proven. Give age, experience, 
and volume of sales. Address F-608, care Boot 
Shoe Recorder, 209 South State Street, Chi- 
cago, Illinois. 





LIVE Wire Salesmen:—Tennessee, Kentucky, 

Ohio, Michigan; popular priced set-up 
Misses’, Children’s, Growing Girls’, stitchdowns, 
McKays, Compos, Welts. Lg ny line-up for 
family shoe stores; in-stock; large wholesalers. 
Address Box F-609, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





EE, SFSRIERCED Salesman wanted for New 

York State Excluding Long Island, New 
York City, Staten Island, for Women’s Novelties 
and Arch Support Shoes. Address Box F-612, 
care Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








FOR SALE 





ALIFORNIA’S most beautiful shoe store. 

Best location in trading area of 400,000. 
Address F-564, care Boot & Shoe Recorder, 239 
West 39th Street, New York City. 





FOR SALE 


Complete Store and Fixtures prac- 
tically brand new including Enna Jet- 
ticks Signs. 100% location for an Enna 
Jettick and Family Shoe Store. 

At a Sacrifice 

Apply 
GORMAN'S 
Enna Jettick Shoe Store 

22 Park Place Morristown, N. J. 











SKI Shoe line wanted on commission basis for 
the territory Mountain States and Pacific 
Coast. Dee-Bee Importing Company, Manu- 
facturers’ Representatives, Portland, Oregon. 





POSITION WANTED 


ASSISTANT buyer, 35, with sixteen years’ 
experience in quality footwear for women 
and men on Fifth Avenue wants opportunity to 
buy and sell in store or department anywhere. 
Address F-613, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 
We will ow surplus or ater ¥ sects of shoes 
from manufacturers, jobbers or 
QvANTITY NO aan’ 


KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, lac. 


79-81 READE STREET, NEW YORK, NWN. Y. 
Telephone WORTH 2-5180, 518! 





S HOE business on first floor of the leadi 
Department Store in Indiana town of 7000. 
Women’s and children’s. Rent, commission on 
sales. Can be handled for around $2000. Here 
is a real opportunity for a shoe man with small 
amount of capital. Address F-614, care Boot & 
Shoe serene. 239 West 39th Street, New 
York, N. Y. 








MERCHANTS’ NEEDS 





$41.00 uy Cup 
— Po Price Tickets 

$2.25 

HALF GROSS 


Tilts at Any Angle 


M. D. Pollinger Co. 
Holland Bidg., St. Louis, Me. 














WE BUY 
Entire or ae Wholesale and Retail 
Stocks. randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quali Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 
IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

















Opens Own Store 


PLAINFIELD, N. J.—Nathan Cardou- 
sky, formerly shoe buyer for Rosen- 
baum Brothers Department Store, 
shoe and luggage department, has 
opened an exclusive parlor type shoe 
store featuring women’s and children’s 
better shoes. He is also handling ex- 
clusive bags and hosiery. 





When a box number is desired twelve 
address should be counted 





CLASSIFIED ADVERTISING RATES 


The rate for ‘Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7:cents per word. Minimum charge, $1.25. 
words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
&&® Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Se] 


In all other cases each word of the 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 








PEP 
UP 
SALES 


Use Maharam Fabrics 
and window acces- 
sories to achieve dis- 
tinctive, attention com- 
pelling windows. Write 
“The Display Center 
of America’ for Free 
Samples and Prices. 


Ne Vo scccccdcncsescrvccsscncssccss 130 W. 46th ST. 
CHIC.—4 E. Lake St. ST. LOUIS—De Soto Hotel 





ORIGINAL 
MARVELOUS 
DYES 


Are absolutely 
harmless 


Are neutralized for 
dyeing all fabric 
footwear 


Level themselves 
when drying 


Dye quickly, safely, 
satisfactorily 


@ Color card sent on 


request. 


Solve all your dyeing problems by using 
Original Marvelous Dyes 


Original MarvelousDye Co. 
299 Adams St. Brooklyn, N. Y. 





DISPLAY AND 
BACKGROUND 
MATERIAL 


A Complete Stock on Hand for 
Your Every Display Need 
@ 
Moderne Display Fixtures 
and Store Equipment 


@ 
Send for Our Illustrated Folder 


Arrow Decorating & Fixture Co. 
19 South Fourth St., Philadelphia, Pa. 











ALL SHOES FIT 
—BUT NOT ALL FEET 


Dunde Devices Alter Shoes for Abnormal Feet 


@ It provides foot comfort which leads to 
repeat sales. Dunde Re-Shaping De. 
vices help you make the necessary 
fitting adjustments. Write for prices 
and your copy of our descriptive catalog. 


Dunde Shoe Reshaping Devices, Inc, 
NEW LOCATION: 193-20 HOLLIS AVENUE 
HOLLIS, LONG ISLAND, NEW YORK 


DUNDE Shoe Re-Shaping Device 











Pouy SHoE 


OLDER. 
Pat. Pending 
emoqerte, By 


$4 
sity invisible when used. 
or men’s and women’s 


it nie propery jon. Practise! cod. 
ye! never topple over. 


> $1.65 per ‘ dozen 


M. D. POLLINGER CO. 
Holland Bidg., St. Louis, Mo. 

















Named Shoe Manager 


NEw ORLEANS, LA.—Mitchell Rosen- 
berg has been named manager of the 
shoe department of Davis, New Orleans 


department store. 





MILITARY 
SHOE 
STAND 





wr" | 


HERE'S A SELLING HINT THAT 
WILL SELL MORE MEN'S SHOES 

Display -men's shoes this eye-catching way. 
rey them as a man sees his shoes right on 
s 

This efficient shoe stand grasps the shoes and 
holds them in the identical position a man holds 
his feet while seated. , And by placing them in 
your, indow as illust , you'll be showing your 
men's shoes to a better advantage. And 
making a stronger bid for your men's business. 


$6.00 a dozen $3.50 half dozen 





M. D. POLLINGER CO. 


Holland Bidg., St. Louis, Mo. 








GREETINGS 
FROM 


THE LAUBER CO. 


Brokers and Consultants 
in leasing 


SHOE DEPARTMENTS 
shiaeiiaiien Stores 
and 
Specialty Stores 
of Prestige 


521 Fifth Avenue, New York City 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 


MANOLIS 
Hesetectarine Compony. 
corenes, ill. Side Ain 
Salesmen Wanted. 











$30.00 F.0. B. “philadelphia. Weighs 60 lbs 








SHOE STORES 
CANNOT AFFORD TO BE WITHOUT 
ONE OR THE OTHER OF THESE 


SHOE STRETCHERS 


THEY STRETCH— 
THEY LENGTHEN— 
THEY EASE VAMPS— 
THEY LAST A LIFETIME 





Made in U. S. A. 
MAJOR TWIN veel 


working two shoes at a time—even if t 
different size and kind—it renders doub! 


Vamp Easers and Bunion Irons is 


Made In U. 8. A. 


PARAGON STRETCHER 
COMPLETE WITH 3 LASTS 
VAMP EASER AND BUNION IRONS 
$15.00 F.0.B. PHILADELPHIA 


Order through your Findings Dealer or write to us 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


Insures Accuracy of Buying Judgment 




















oe “If a $5 Gold Piece Falls Thru 

Pica a Crack in the Floor”—is the 
RARE title of our instruction brochure 

heatihenniticiets for keeping stock records :— 

ie i Supplied with each order for 

gcd leteest the Stock Record System. 




















One hour a day keeps your records com- 
plete— 

Every sale and purchase recorded — 
Visible daily turnover and sales report— 
with monthly inventory of each stock 
number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in con- 
junction with the MASTER STOCK 
SHEET and the central office CONTROL 
FORM, also a COMPARISON FORM for 
sales of total pairs by seasons and years, 
gives the merchant-owner complete stock 
control with style and sale trend. 
















we 










MASTER STOCK snery 









MONTHLY INVENTORY 




































Complete Working Outfit ..... $7.25 
(West of Denver........ $7.75) 


Consists of: 
Black Cloth binder—114” x 13%4%...... $2.00 

















OR: DeLuxe Imitation Leather.......... 2.00 

100 Daily Sales and Stock Sheets, (Form 

# 100) and 1 Comparison Form........ 2.50 

2 Inventory Pads (100 sheets).......... 0.50 
®88enenn 2 Buying Order Pads (50 sheets)........ 0.50 

(or 4 of each, as preferred) 

1000 Carton Tickets and Clips.......... 2.25 

Above, not including Carton Tickets.... 5.00 

(West of Denver........ $5.50) 











Postage Prepaid—Check with order, please, unless 
C.O.D. Shipment is preferred. 


Orders filled for any forms preferred. 










(New Revised Fifth Edition) 
Your choice of DeLuxe flexible imitation leather binder shown above, Shoe Carton Tickets and Clips: 









or—Black cloth binder below. 100 $0.50 

Ss Quantit StS i a at ee See ee, |r Teer ee eee eee eee ee ee 
100 Daily Sales # Stock Sheets (Form No. 100)...........seec. $9.00 We S355. sok... Seco hs. Leica eaeietee 1.25 
PROFIT CHARTS—25c. each; an accurate method of figuring et Picchu cccese che tc ccc ekdevesscee 2.25 
selling prices. 5000 (per thousand) .............-...s0. 2.00 






WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


209 So. STATE STREET CHICAGO, ILLINOIS | 





















Enlarges Shoe Department 


EVANSTON, ILL.—A shoe department 
enlarged four times its original size, 
modernization, a varied style line, and 
related selling promotion schemes, are 
among the features which have been 
combined to bring marked increases in 
business in the shoe department of 
Lord’s department store, here. The 
department, formerly owned by the 
Wohl Shoe Company, was recently 
taken over by its former manager 
Rocquel Sturdivan. 

In place of 30 chairs the department 
now has 120. From an old-style de- 
partment it has been completely mod- 
ernized with modernistic furnishing 
and fixtures. A color scheme, said to 
be easiest on the eyes, was worked out 
by the art department of Northwestern 
University. Chair seats are in five 
individual alternating colors in green, 
brown, rust, yellow, and orange. The 
carpet is turquoise blue and the walls 
cream to match the backs of the chairs. 

Whereas the department previously 
had a limited price range and concen- 
trated on ladies’ novelties, there are 
general price brackets and a selection 
ranging from $3.95 to $15.00. A sep- 
arate children’s and men’s department 
has been added, and Mr. Sturdivan re- 
ports the response has been most satis- 
factory. As a business builder in chil- 
dren’s shoes, the store is using the 
Buster Brown Bank and also has Bus- 
ter Brown in the store on Saturdays. 

Considerable business has come to 
the men’s department through a relat- 
ed selling plan with the men’s clothing 
section of the store. With each pur- 
chase of a suit of clothes, men are 
handed a box of matches advertising 
the shoe department and a card en- 
titling them to a free shine for the 
shoes they are wearing. The clerk then 
suggests that the customer step over 
te the new shoe department to look 
over the merchandise. 

Another good business move, Mr. 
Sturdivan states, was to install a health 
shoe department with a private booth 
and fitting room equipped with X-Ray 
machine. Here, away from the rest 
of the department, all orthopedic, spe- 
cial and corrective shoe fitting is done 
by Mr. Studivan himself. This depart- 
ment has done especially well. 

The basement department in the 
store has also been enlarged 50 per 
cent. 


Ware Shoe Co. Begins 
Operations 


Ware, MaAss.—The Ware Shoe Co. 
branch of the Consolidated National 
Shoe Corp. began manufacturing ac- 
tivities on Dec. 6. Machinery has been 
installed in the No. 4 mill of the former 
Otis plant. 

The shoe company plans to have 500 
at work within a few months and if 
conditions warrant will take over the 
lower floor of the same building where 
500 more can be accommodated. 





BOOT AND SHOE RECORDER, December 25, 








1937 Page 285 


A BUYING GUIDE 


‘To Our Advertisers in this Issue 























BOOTS AND SHOES 
Air-O-Pedic Shoe Co., Brockton, Mass............. 000 ccc cece cece cuucceueuceucuceeees 204 
Ault-Williamson Shoe Co., Auburn, Me.............6.00c ccc cece ee eee teens eee 
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Ephrata sage | Co., Ine., Ephrata, RRS od oa ian aie ae 281 
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Great Eastern Shoe Co., Boston, Mas 
Great Northern Shoe Company, Manchester, 
Green, Daniel Co., Dolgeville, N. Y.. 
Green Shoe Mfg. Co., Boston, Mass. . 
Hamilton, Brown Co., St. Louis, Mo. er 
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Juvenile Shoe Store Moves 


New Or.teans, La.—The Juvenile 
Shoe Store, the only New Orleans shoe 
shop catering exclusively to children, 
has opened in its new location at 149% 
Baronne Street with a complete line of 
Red Goose shoes in sizes “from tots to 
teens.” Believed to be the largest 
juvenile shoe store in the United States, 
it measures 60 x 120 feet and is under 
the management of Walter Cassanova. 

A huge red goose outlined in red 
Neon tubing stands in the show win- 
dow. The chrome chairs are uphol- 
stered brightly in red. Walls are 
white and spun aluminum fixtures add 
to the effectiveness of the indirect light- 
ing. An X-ray machine is used to show 
parents that children’s toes are not be- 
ing unnaturally cramped. 





Fisher Shoe Co. Moving 


Hupson, Mass.—Negotiations were 
concluded Dec. 8 and papers signed 
whereby the Fisher Shoe Co. of Jamaica 
Plain is to move to Hudson and occupy 
the factory on Central Street, vaca 2d 
last Spring by the Corbin-Holmes Co. 
Samuel Fisher is president of the firm 
and Max Fisher treasurer. 

The company manufactures women” 
shoes. Removal of machinery is to be- 
gin at once and it is expected that 
within a month the shop will be in full 
operation. The Fisher Company has 
been operating in Jamaica Plain sev- 
eral years and was located previously 
in Newburyport. 


Excellent Slipper Business 
in Chicago 

Cuicaco—The best Christmas slip- 
per business in a number of seasons 
is reported by Chicago merchants. Al- 
though other lines of the business have 
felt the present recession, merchants 
report that the slipper business has 
gone far ahead of their expectations. 

Higher-priced mules and sandal type 
slippers are the best sellers with many 
shops reporting their biggest volume 
in the $4 and $5 numbers. One shop 
is having good results from a pajama 
sandal with open heel.and open toe 
which sells in rose, coral, turquoise and 
black. Multi-colored open toes and open 
heels are selling well and in mules, 
gold and gold trims are most popular. 
High bootees with fur cuffs and ruf- 
fled numbers are also doing well. 

In the more conservative shops, cater- 
ing to the walking and sport type of 
footwear, soft-sole d’orsays are doing 
well and many are featuring arch sup- 
port kid-lined bridge slippers. 

In the regular shoe lines gabardines 
and other fabrics are getting a good 
response although suede is still in big 
demand. Black and brown with the 
persistent interest. in greys are the 
color keynotes. Pumps have also done 
especially well in pre-holiday promo- 
tion. 
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w COOL. COMFORTABLE 
SHOES FOR SUMMER 


ey 


LEVOR WHITE KID 


8034 





CONNOLLY SHOE CO. 


Stillwater, Minn. 


show increased sales seasonally for three years on 
men’s shoes made of LEVOR white kid. They 
know men want shoes that give them the same 
clean, cool comfort that tropical clothing does in 
the hot summer. White shoes that do not soil 


trousers! 


Mr. Retailer: Step into a pair of men’s shoes 
made of LEVOR white kid. They are the finest 


shoes you could possibly wear in hot weather! 


ARE A NECESSITY 


Comfortable 


Supple from the start. No blis- 


tering “breaking-in” needed. 


Light Weight 


Takes a half-pound in weight 
off men’s feet. where the shoe 
should be lighter... above the 


sole! 


Cool 


Kidskin is naturally self-venti- 
lating. White kid is about 8 
cooler to the foot than heavier 


leathers or dark colors. 


Washable 


Anytime—any place a smudge 
appears. a damp cloth will re- 


move ie 


White 


“The Whitest White” all the 
way through the skin. Will not 


look “muddy” with wear. 


L. evort 


World-famous as tanners of 
white leathers. 


Keel 
One of the strongest leathers 
of its Weight. Has a pull resist- 


ance equal to that of calf and 
over double that of buckskin. 
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G. LEVOR & CO., inc. 


Tanners over 60 Years 


GLOVERSVILLE NEW YORK 
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ST. LOUIS buys its 
Beat Valent Leather 
from CO LON 
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FOR COLONIAL TANNING CO., BOSTON, MASS. 
THE Pe eae LEATHER SHOES 
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BIG NEWS OF 1938! 


FOR ALL PROGRESSIVE SHOE MERCHANTS 


The Musebeck Shoe Co. Signs Ex- 


clusive Contract For Foot Balance In- 
dicator With Foot Balance, Inc. 





The FOOT BALANCE INDICATOR 
is the only instrument of its kind for indi- 
cating weight distribution and balance in 
the feet. Positive foot and shoe balance 
check. No guesswork! 


Using the Foot Balance Indicator, rigid 
tests have proven HEALTH SPOT 
SHOES superior for balancing feet and 
equalizing weight distribution. 


The FOOT BALANCE INDICATOR 
and HEALH SPOT SHOES make 
a combination which will attract new 
customers to your store, creating new 
business and profit, thru an ever-grow- 
ing clientele of satisfied customers. A 





rare opportunity for the wide-awake shoe MR. CHAS. A. ROBERTS Inventor and Technician, Institute 
of Postural Mechanics of San Francisco, testing Health Spot 
merchant! Shoes for balance at the Foot and Shoe Research Institute, 


Danville, Mlinois. 


There are a few cities in the United States open for exclusive franchise 
for Health Spot Shoes. Write to The Sales Engineering Department. 





MUSEBECK SHOE CO. 


DANVILLE, ILLINOIS 
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3827—White Side 6 Eye Tie, 
16/8 Cuban Heel. 

3826—Same except Brown 
Tip and Quarter Trim, 
Width C, Sizes 4/9... ..$1.50 


3825—White Side 4 Eye 
Tongue Tie, Brown Tip and 
Foxing 16/8 Built up leather 
heel. Width C, Sizes 4/9. 
$1.50 


Everything 





3828—White Side Step-in 
Gore pump, Vamp lacing, 
Nickel Eyelets, 16/8 Cuban 
Heel. 

3829—Same in Black Patent. 
Width C, Sizes 4/9... .$1.50 


you need for 
| SPRING 
in a 
SINGLE 
PROFITABLE 















3738—White Side Front 
Strap, 16/8 Cuban Heel. 


3740—Same in Black Patent. 
Width C, Sizes 4/9... .$1.50 






3741—White Side Cross 
Strap, 16/8 Cuban Heel. 
3744—Blue Kid. 
3764—Black Gabardine, Pat- 
ent Tip and Straps, 19/8. 
Continental Heel. ‘. 
3765—Blue Gabardine, Blue 
Patent Tip and Straps, 19/8 
Continental Heel. Width C, 
ee | ae $1.50 







3752—Black Gabardine 
Front Strap, Patent Tip, 
Straps and Quarter Panel, 
16/8 Cuban Heel. 
3753—Blue Gabardine, Blue 
Patent Tip, Straps and 
Quarter Panel. 
3754—Carnelian Gabardine, 
Brown Kid Tip, Straps and 
Quarter Panel. Width C, 
eee ree $1.50 


3762—Black Gabardine, 5 
Eye Tie, Patent Tip and 
Quarter Trim, 1514/8 Cuban 
Heel. 
3763—Blue Gabardine, Blue 
Patent Tip and Quarter 
Trim. Width C, Sizes 4/9. 
$1.50 





3767—Blue Gabardine U 
Throat Tie, Blue Patent 
Quarter Panel, Blue Satin 
Vamp Stripping, 19/8 Conti- 
nental Heel. 

3766 — Black Gabardine, 
Black Patent Quarter Panel, 
Black Satin Vamp Stripping. 
Width C, Sizes 4/9... .$1.50 


"0:4 1104 Ff 
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EDUCED to its simplest terms, successful retail- 
ing means only having what your customers want... when 
they want it... at the price they want to pay. 


That’s a perfect description of our Women’s new $1.50 
Novelties. Here, in a single line, are the new “sculptured” 
fashions, in favored gabardine-and-patent combinations. 
Here are smart blacks, popular blues, high-fashion Car- 
nelian . . . a lovely new rusty-red shade.. And here are 
WHITES . . . T-straps, cross-straps, stepins, oxfords for 
late Spring and early Summer selling . . . shoes that will 
pick up in volume the moment dark-shoe selling begins to 
taper off. 


Millions of American women are waiting for styleful Spring 
shoes that they can buy for less than three dollars. Endicott 
Johnson’s Women’s $1.50 Novelties offer you everything 
you need for a profitable Spring season. Order them 
from stock today. And make them the backbone and basis 
of your entire women’s shoe inventory. 


JSOHNSON 




























ENDICOTT, N. Y. 
ST. LOUIS, MO. 
NEW YORK CITY 


THERES AN 
ENDICOTT-JOHNSON 


( Producl 


EVERY SHOE STORE 
IN AMERICA 

























Slimanghl Y i aa 


IN PRINCIPLE 


LITTLEWAY Pa 
LOCESTITCH That is the outstanding 
PROCESS reason for the consistent 


increase in sales of Little- 
way Lockstitch Shoes — 
regular construction or 


Sbicca-Delmac. 






Se 
“~~, 
me 






SBICCA-DELMAC 
LOCKSTITCH PROCESS __ 





with (OAC UNISHANK 






LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON. MASS. 
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